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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?

To reduce contracts in transit day supply from 8 in July 2020 to 5 by Nov 2020

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
More liquidity Less liquidity

Deals funded more quickly-less liability Higher costs due to late fees in titling
Floorplan stays in trust Higher cost for floorplan

Floor less vehicles - less expense Floorplan could be out of trust

Potential for customers to damage a
vehicle before we can get deal funded

When will you start? Oct 1st

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

Use Axcessa to monitor weekly. The average days to fund for CIT is a useful tool to see how
the store is doing with CIT collection.

Monthly - use the CIT day supply formula to see if we in line with goals
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What specific actions will you take to achieve your goal? Who can help you?

GM's & General Sales Managers - talk to them about our goal and explain that their support
is needed by myself and the owners. Buy-in needs to occur from the top down.

General Sales Managers/F&l directors - Find out what issues are causing funding delays and
correcting the issue via training. Talk about E-contracting - find out what banks are available
through Dealer Track.

F&I assistants/tear down clerks - Ask if they need any additional tools or training to have
contracts sent to lenders same or next day.

Potential Challenges? Potential Solutions?

F&I managers delay in fixing contract errors Tie pay or ability to get more contract
opportunities to CIT

Timeliness of contracts getting to F&l

assistants to submit for funding Have F&I assistants reach out to F&I mgrs
for deals throughout the day to ensure they
are being turned in, in a timely fashion
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