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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?

My goal is to disect the financial statements monthly and know what and where to look for. |
will be doing this with my comptroller at the end of every month starting in January 2023

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
You cant improve what you cant manage.... We dont grow and manage where we are
After our financial statement class | know deficient

where to look and what to look for. Based
on that | can improve my stores

January 1st 2023
When will you start?

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

I will gauge my progress by measuring financial statements from month to month and seeing
either growth or regression.
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What specific actions will you take to achieve your goal? Who can help you?

I will speak with department heads from used car managers to sales managers and see

where the opportunity lies. Both fixed and variable can improve on a month to month basis
and that is the overallgoal

Potential Challenges? Potential Solutions?
Not showing growth or actually gooing first, realizing where we need help and
backwards then working either with individuals or

teams to improve. Setting a gameplan on
how to improve as well.
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