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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?

Cash in transit has been a constant issue with our F&I team. We have only had one steady
F&I Manager for the year and a half | have been there so there has been no consistency. |
now have a solid team of F&I peeps so | am expecting CIT to get dramatically better. We go
in the "red" (color coded on our "heat sheet" for contracts over 90 days old. IWhen | took over
in April 2021, there were 30+ over 90 days! There were 60 that were over 30 days and |
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BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

Increase in cash flow/revenue for the store Decrease in cash flow/revenue
Needing to repo cars when they go too
long overdue.
Customer service suffers.
F&I replaced again, causing more delays
and set-backs..

Already started but plan was put in place the week before NADA started..
When will you start?

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

Our Heat Sheet is a daily record of Time in Transit. We hired an assistant to help with

ensuring every deal is packaged correctly, not missing any docs, stips or anything that would
delay funding.
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What specific actions will you take to achieve your goal? Who can help you?

We had actions in place but | honestly let the F&I team manage more than | should have.
Transitioning into the GM role, | am taking more of a hands on approach to managing CIT and
my Finance team in general. We meet every Monday to make sure everything is moving
smoothly. Deals that go over 30 days are given to the other F&I team member and any

commissions are forfeited by the causing F&I team member..Their assistant will help
tremendously..

Potential Challenges? Potential Solutions?
Spi-Fi clients causing delays in contracts. Stay on top of the clients with the admin
F&I not buying in. assisting as much as possible
Newer F&I person, just learning our ways. F&I will get their deals turned if not, that

should create more sense of
urgency/ownership..
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