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Nick Harris 372
Name Class #
. Mercedes-Benz of Dothan 5/16/2021
Dealership Date

Q Relevant 6 Time-bound

Current Situation
or Challenge to be
Addressed:

The challenge doesn't necessarily have to do with the rare times we
are in. But when business gets back to normal we must see the
overall value of a new car deal with a retailable trade in as a
management team.

Current Performance
Level (include specific
measure):

Currently averaging 34 used cars a month. 75% of those vehicles are
started by having used cars traded in on new vehicles. Currently
averaging $4800/trade in unit. (=$163000/month total used car gross)

Goal (what do you
want to achieve?)

For the management to get more aggressive on new car deals that
have trade ins to increase total dealership profit. Ex: Recon, Doc,
Used Car Sale Gross etc...

Goal Performance
Level (include specific
measure)

By becoming more aggressive on certain deals to have more trade ins
we should be able to get that average used car number to 45/month.
Based on the average gross without even talking about Recon, Pack,
Doc etc, and just talking about sales gross is an increase in
$52,800/month which equals $633,600

Goal Start Date:

January 1, 2022 April 30 2022

Goal End Date:

First Check-in Date:

January 15,2022 Increase by 2 Trade

Performance Objective: |INS On new car deals

Second Check-in Date:

January 31, 2022 See a total of 5 more

Performance Objective: |Used car trades

Third Check-in Date:

February 28, 2022 Hope to see between
5-10 more used car

trades on new car deals

Performance Objective:

Fourth Check-in Date:

March 31, 2022 Sell 40-45 used based
off previous 2 months

increase in used

R R,

Performance Objective:
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How does your goal
align with the dealers’
vision?

Increase total dealership sales to 70 units on average.

What are the potential
benefits of achieving
your goal?

More money to every department in the store.

What are the potential
consequences if you
don’t achieve your
goal?

Stay where we currently are and no way to increase to get to the next
level.

Why is the goal
important to you?

We have already passed what the lifetime goal was for this store's
production. | believe we can get it to averaging 70 units a month
which | was told | might be crazy to think that is the max and it would
be very hard to get to that point.

Potential Obstacles

Complacent staff thinking we are doing a great job at the current
numbers.

Potential Solutions

Showing on paper how much more management staff will make if we
achieve these goals.

BOTTOM LINE!
Financial Impact of
Achieving Your Goal
(expressed in dollars)

52,800 per month in just sales gross
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What specific actions or steps will you take to accomplish your goal? What will you do differently or
improve? For each, be sure to include necessary resources, who is accountable, the measurable result,

VARIABLE OPERATIONS 2

and dates.
START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE ’ ’
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECKPOINT
DATES
Show Sales log, GSM/Used Car |Increase in store |Jan 1st 2022
management Financial Manager profit Mar 31st 2022
staff the potential |Statement New Car Biweekly
gross for every Manager throughout.
nnnnnnnn Al vantls FivrmAaman NMawma~naw

As you work toward your goal, it’s important to have interim check points with specific, measurable
objectives so your team can hold themselves accountable. If everyone knows the goal and objectives,
you don’t have to spend your valuable time micromanaging.
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Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now

what? How will you ensure you and your staff do not fall back into the previous habits that produced
poor results? Be specific.

Once they see what the potential outcome is, adjust their pay plan to make sure they do not
go backwards.

Describe any planning or implementation meetings conducted as part of development of your plan.

S

4

| will take specific used cars we sell and go back and show what new car it was generated
from and see the total gross generated off of that new car transaction.

ponsor Signature:
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