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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 decrease our New Car Inventory day supply from 67 days to 55 days by April 30th.
So we are turning our Inventory at least 7 times per year.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increased gross profit High Floor plan Interest

Less chance of lot damge Earn less of the OEM's desirable vehicles
iEarn more of the OEM's desirable vehicles. Less advertising money

Dealership

Dealership is agile to any possible outside
threat

Immediately
When will you start?

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

New vehicle invetory dollars divided by average new vehicle cost.

Weekly,Monthly
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What specific actions will you take to achieve your goal? Who can help you?

Work with Managers on ordering correct vehicles

Audit previous sales to mine information on what colors, equipment are selling.
Make sure internet pricing is competitive

BDC is prompt in response time

Sales training daily

Aware of the competition's incentives and advertising campaign

Dealership's appearance

Work with Sales Managers and BDC daily to help facilitate our goal of a lower day supply

Potential Challenges? Potential Solutions?

Previous ordering of wrong vehicles Incentives on aged units, week performing
units
Motivating Sales Team
Bring in a different voice to speak to team
Customer not wanting to come into store

Bring cars to customer, E- Contract
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