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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?

We just opened a $15 million unsed car facility and faced an issue of high cost of sale.
My hopes are to reduce 60% by close of business by January 2023. We need to be more
accountable to the bottom line .

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
1. Increased awareness of areas of 1. Not a profitable department.
improvement.

2. Un-happy customers.
2. Establish processes for the future.

3. Chaotic atmosphere.
3. Better customer experience also.

4. Overall dissatisfied ownership.
4.Profitable department.

November 1st
When will you start?

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

Involving the business office manager and controller to better understand and review the
expenses for possible proccess implemintation to reduce overall expenses. Begin with review
meetings weekly to track everything.
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What specific actions will you take to achieve your goal? Who can help you?

1. First have a " control " meeting with the desk managers and inventory manager to
understand limits of expense. At the desk level making sure money is set up properly with a
small " bump" to cost .

2. Track weekly to assure we are managing costs.

3. Review the expenses with accounting manager and general sales manager to see which
processes need to be adjusted and who we need to talk to.

4.Engage the vendors to see how they are setting up invoices and to whom.

5. Involve the internal reconditioning manager and see how he is sending the invoices to
accounting.

6. Meet with the Used car managers and limit the amount of we- owes. Negotiate the deal
and bring back the vehicle for later fixes. Make it clear to the managers to set up the money.
7.Make sure we owe manager to make sure the process is completely done .

8. Finally make sure the customer signs the agreeded upon work to be done before
proceeding as well.

Potential Challenges? Potential Solutions?
1.Making sure the team understands the 1. Training sales staff and management to
importance of reaching our goal to correctly overcome objections first from
eliminate unessary expeditures daily, and customers.
deal by deal. 2. Increased communication between the
2.Customer satisfaction could demisih if we vendors , recon manager, business office,
do not agree to fix. and myself.
3. Finding time to deep dive into every deal 3. Have the management team be included
and examine problem areas. in daily goals and hold them accountable.
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