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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?

My goal is to increase our used vehicle inventory from an average of 50 in stock to 100 in
stock by June to have more monthly sales and increase profit.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
By having 100 in stock, we will be able to We will continue to be capped on how
increase sales and gross to cover many we can sell in a month and will not
expenses of the department. be able to out run expenses to make

department profitable.

Started Jan Ending June
When will you start?

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

We have already started to monitor by running "missed trade report” in vauto to see how
many trades we are missing to have on our pre owned lot. Daily, we will track how many
purchased vehicles we are buying from customers from our buying team. Purchased vehicles
will be monitored daily on a MTD metric and track the pace of how we are doing throughout
the month.
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What specific actions will you take to achieve your goal? Who can help you?

On trades, every vehicle will be monitored by all sales managers to make aggressive
decisions on value to capture over 50% of trades. We will add a new lead source that will
supply us leads of customers that want to sell thier vehicles to purchase in our PMA. We will
hire a dedicated person to handle these leads. GSM will help enforce and implement.

Potential Challenges? Potential Solutions?
Salespeople letting customers go without Enforce 100% manager turn. Train our
letting a manager get involved on trades. employee with best practices. Monitor
Finding the right person to work purchase leads and change leads provider if bad
leads. Getting bad leads from lead source resutls.

to purchase.
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