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e Specific @ 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?
Our goal is to reduce average days to fund our contracts in transit.

Our metric is to measure in days. Our average currently is 13 days, we plan to reduce itto 5
days.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
* Cash flow management * CSI problems

* Reduce floor plan interest * Pay more floor plan interest

* Stay in trust with lender * FedEx expenses

* Happier customer and better CSI * Holding trades longer before able to sell
* Reduce FedEx expense * Slower title paperwork to customers

*

For subprime deals, reduces lost sales

When will you start? August 1, 2020

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

We will gauge our process daily in our CIT meeting by looking at average days to fund.
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What specific actions will you take to achieve your goal? Who can help you?

* Daily CIT meeting
* Change pay plan to reflect days to fund

* Have all departments heads in CIT meetings once a week (new car, used car, office, GM)
* Change salespersons pay plan to pay after funding

* Holding desk managers accountable to have all stips before going to finance

Potential Challenges? Potential Solutions?

* Stubborn & Inflexible FI managers * Getting stips upfront before delivery
* COVID19 restrictions from finance * Days to fund tied to pay plan

companies * Daily CIT meetings
* Large subprime department * Getting multiple customer contact info

y) ©2020 National Automobile Dealers Association. All Rights Reserved.



	1: Our goal is to reduce average days to fund our contracts in transit. 

Our metric is to measure in days.  Our average currently is 13 days, we plan to reduce it to 5 days.


Begin date August 1st, 2020.  End date September 30th, 2020.
	1_2: *  Cash flow management
*  Reduce floor plan interest
*  Stay in trust with lender
*  Happier customer and better CSI
*  Reduce FedEx expense
*  For subprime deals, reduces lost sales

	1_3: * CSI problems
* Pay more floor plan interest
* FedEx expenses
* Holding trades longer before able to sell
* Slower title paperwork to customers
	When will you start: August 1, 2020
	1_6: We will gauge our process daily in our CIT meeting by looking at average days to fund.
	1_8: * Daily CIT meeting
* Change pay plan to reflect days to fund
* Have all departments heads in CIT meetings once a week (new car, used car, office, GM)
* Change salespersons pay plan to pay after funding
* Holding desk managers accountable to have all stips before going to finance


	1_9: * Stubborn & Inflexible FI managers
* COVID19 restrictions from finance companies
* Large subprime department
	1_11: * Getting stips upfront before delivery
* Days to fund tied to pay plan
* Daily CIT meetings
* Getting multiple customer contact info



