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ACTION PLAN 1

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?

| will increase the PVR of my finance department from $1,233(YTD) to $1,500 or above by
July 31, 2024.(9 months)

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
1. Help overall gross for sales. 1. F&l employee terminations

2. Justify staffing in F&I dept.(3 managers) 2. Loss of sales volume
3. Help Sales Dept. volume & market share 3. Low Gross Profits

(Accepting smaller front gross w/ hope of
back-end making up for it)
4. Salesperson buy in to F&I set-up

November 1, 2023
When will you start?

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

Stone Eagle Review: Daily

F&I Meeting & Training: Weekly (Monday)

One on One Trainings: As needed

Month-end Review: Monthly (1st of every month)
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What specific actions will you take to achieve your goal? Who can help you?

We have a new Finance Director starting November 1, 2023. | will work with him to ensure he
understands the departments goals and the times given to acheive them. We will have our
JM&A rep assist in as much training as we can recieve. The Sales Desk will start penciling

deals at a max term of 60 mos. financed. Anything requested above will have a F&l Manager
take the turn.

Potential Challenges? Potential Solutions?

F&I Pushback

F&I terminations
Sales Desk Pushback on max term.

GSM audit every pencil before going out
Have F&I Director train staff everday
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