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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?

| want to Increase Pre-owned (total) absorption from 82% to 90% withing 6 months to boost
market share and increase profits.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
*Higher turnover by lowering cost *Higher expenses
*Higher PVR *Impact cash flow
*Increase to the 1:1 ratio of used/new. *Aged inventory
*Increase customer retention sales and *floorplan expenses
service. *lower profit margins

*Service Revenue

As soon as a process is in place
When will you start?

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

Monitor progress on a monthly basis. Hold weekly or monthly meetings to review metrics on
used car performance. Evaluate total and fixed absorption each month. Use the days-supply
formula to manage pre-owned vehicle inventory levels, and monitor the average cost of sales
for pre-owned vehicles. Track internet conversion rates for third-party leads on pre-owned
vehicles, and keep a close watch on frozen capital within pre-owned inventory.
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What specific actions will you take to achieve your goal? Who can help you?

Hold weekly meetings until the target percentage improves. Align the service manager and
used car manager on the reconditioning process to ensure consistency. Participate in sales
training with the team and review pricing strategies with the used car manager. Adjust
inventory to the right size by evaluating average cost against average retail cost per unit.
Ensure each vehicle is marketed effectively, with quality photos and detailed descriptions.
Assign one or two sales consultants to engage with customers in the service drive for
potential sales and trade-in opportunities.

Potential Challenges? Potential Solutions?
*Market changes *Sales Process
*Inventory shortage *Special Sales Events (winter event, 4th of
*Other dealerships (competitors) july, etc)
*Rising cost (inflation) *Customer reviews
*Rising expenses *Buying Process

*Training Sales staff with CPO vehicles
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