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	Name
	ERFAN HASHEMI	Class # 
	418
	Dealership
	LEXUS DOWNTOWN	Date 
	10/26/2023


	Current Situation or Challenge to be Addressed:
	Internet e leads 
	Current Performance Level (include specific measure):
	Average is 4h
	Goal (what do you want to achieve?)
	Improve leads response time and quality response as well
	Goal Performance Level (include specific measure)
	To respond to leads in 10-20 min
	Goal Start Date:
	11/1/2023	Goal End Date:
	1/1/2024
	First Check-in Date:
	11/8/2023	Performance Objective:
	Respond time
	Second Check-in Date:
	11/30/2023	Performance Objective:
	Quality of response 
	Third Check-in Date:
	12/15/2023	Performance Objective:
	Follow up 
	Fourth Check-in Date:
	Use Dropdown to enter a date.	Performance Objective:
	Click or tap here to enter text.
	How does your goal align with the dealers’ vision?
	My goal is 100% aligned with the dealer vision
	What are the potential benefits of achieving your goal?
	More customers, more sales, better inventory turn and less floor plan.
	What are the potential consequences if you don’t achieve your goal?
	Losing sales opportunity, keep the cars longer in the inventory and that will result in more floor plan charges
	Why is the goal important to you?
	Better customer service, sell more volume more gross and better bottom line
	Potential Obstacles
	Mapping and sales staff
	Potential Solutions
	Internet team lead
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	In average we have about 408 leads, our current closing ratio is 5% that converts in 20.5 units a month. Our average gross front and back is $5500 that is translated to $112,200. If we manage to get our closing ratio to 10% we are doubling our gross and it will $224,400. That will also allow other department to make more money as well. That will also improve our bottem line our VSP porstion on the statement is about 48%


What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.
	SPECIFIC ACTION/STEP
	NECESSARY RESOURCE(S)
	ACCOUNTABLE PERSON(S)
	EXPECTED RESULT
	START, END, & 
CHECKPOINT DATES

	Better online visibility	 camera	Picture guy	Profession picture and better visibility	Same day
	Monitor leads	Computer and smart phone	Internet team lead	Make sure leads are responded to within 20min	Same day
	Followup	camera	Sales staff	Record detailed video and pictures	Same day
	Follow up	Market information sharing	Sales staff	Educate the clients 	Next day
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.


As you work toward your goal, it’s important to have interim check points with specific, measurable objectives so your team can hold themselves accountable. If everyone knows the goal and objectives, you don’t have to spend your valuable time micromanaging.
Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now what? How will you ensure you and your staff do not fall back into the previous habits that produced poor results? Be specific.
	Once the goal is acheived we will monitor our sales managers three times a month. 10 day, 20 day and 30day to make sure we are not missing any steps.

Describe any planning or implementation meetings conducted as part of development of your plan.
	We will have a meeting with our variable operations team first to inform them and then for two weeks we will have a 10min meeting to just go over the previous day's performance. Also managers will have their own meeting on Saturdays to make sure they are all on the same page. After then we will monitor it twice a week - Tuesdays and on Thursdays, but managers will continue with their Saturday meeting on a regular basis. 


	Sponsor Signature:
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