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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?

| want our store to increase our fixed operations gross and lower our overall expenses in
order to be at a 85% absorption rate by the end of 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
it will reduce our reliance on our new car The opposite side of not achieving our goal
department as that landscape is rapidly is having the balance of the store be out of
changing for the worse. Increasing our line. Relying more on our retail gross which
absorption will put more focus on driving is not going to be the same as it has the
gross profit in our fixed operation while also last two years. The business is changing
working on streamlining our overall store rapidly and the 2 most stable things we can
expenses. Those two main factors can control is our expense structure and fixed
increase our bottom line tremendously. business.

this has already been started
When will you start?

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

Luckily this goal is easily measured and using our financial statement, it can be tracked
monthly. We can also have smaller weekly goals, so when it comes month end, this goal will
be more easily obtainable.
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What specific actions will you take to achieve your goal? Who can help you?

This will take a total buy-in for parts, service, business office and any high-level manager in
the store.

-Reduce inventory expense, do not carry too many cars so our floor plan interest is too high
-Reduce marketing expense- make sure any money spent is trackable with good ROI
-Reduce personel expense- run lean, do not have extra bodies, re-align payplans

-increase warranty rate with factory

-increase our door rate for CP business (no discounts)

-we are in the middle of purchasing another service center to add 25 more lifts

-increase our parts GP

-increase the speed of our inventory turn; both new and used

-looking into opening our own bodyshop

-eliminate any 3rd party vendors on work that can be done in-house

Potential Challenges? Potential Solutions?
increases in expense due to inflation offset these increased expenses with a
increase in rental properties push for more GP percentage. Charge
uncontrollable fixed expense more internally, charge our customers

more, and make sure factory is reimbursing
us for our market rate.
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-Reduce inventory expense, do not carry too many cars so our floor plan interest is too high

-Reduce marketing expense- make sure any money spent is trackable with good ROI

-Reduce personel expense- run lean, do not have extra bodies, re-align payplans

-increase warranty rate with factory

-increase our door rate for CP business (no discounts)

-we are in the middle of purchasing another service center to add 25 more lifts

-increase our parts GP 

-increase the speed of our inventory turn; both new and used

-looking into opening our own bodyshop

-eliminate any 3rd party vendors on work that can be done in-house
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