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e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

To aquire more retailable pre-owned cars. We want to increase from average of 101
incoming cars to 125 incoming cars. This will consist of trade ins, street purchases, auction
purchases, and rental purchases. We will use our trade in tracker report. We will also break
it down to how many were trades, how many were "street purchases" and how many were
purchased by the used car manager. We want to acheive this within a 90 day period.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
It's important for the "health of the store". If Low moral, low profits and less
we aquire more retailable vehicles, it opportunities for parts, service and sales.
touches every department (parts, service
and sales)
Immediately

When will you start?

How will you gauge your progress? When? Using which metrics?

We will gauge our progress every Monday. We will look at how many used cars did we sell
and how many trade in's did we take in over the weekend and week prior.
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What specific actions will you take to achieve your goal? Who can help you?

Incentivise the staff. We currently offer $500 for every "street purchase" to the sales person if

it is a retailable vehicle. We also give the sales person a unit count towards their month end
unit bonus. Push to make every deal with a trade in.

Everyone in the sales side of the dealership can help. Sales people, managers and used car
manager.

Potential Challenges? Potential Solutions?
Paying too much for cars. Extremely We need everyone to push in the same
competitive used car market with direction with the same vision and goal
surrounding dealers offering "top" dollar for which is to increase our used car
cars. department. A solution could be looking for
people outside the dealership to help buy
cars.
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Everyone in the sales side of the dealership can help.  Sales people, managers and used car manager.
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