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	Name
	Sam Nassrallah	Class # 
	N418
	Dealership
	Puente Hills Mitsubishi	Date 
	10/11/2023


	Current Situation or Challenge to be Addressed:
	Low Internet Lead Conversion 
	Current Performance Level (include specific measure):
	Only 5% of internet leads are converted to sold
	Goal (what do you want to achieve?)
	We need to attract more internet business 
	Goal Performance Level (include specific measure)
	The goal is to be at 15% sold internet leads within 3 months
	Goal Start Date:
	11/1/2023	Goal End Date:
	2/29/2024
	First Check-in Date:
	11/30/2023	Performance Objective:
	8% 
	Second Check-in Date:
	12/31/2023	Performance Objective:
	10%
	Third Check-in Date:
	1/31/2024	Performance Objective:
	12%
	Fourth Check-in Date:
	2/29/2024	Performance Objective:
	15%
	How does your goal align with the dealers’ vision?
	At Puente Hills Mitsubishi we pride ourselves with how simple we make purchasing an vehicle, our process takes less than 1hour. We're all about transparency , integrity and customer service. Using the internet properly and having the right process in place for our internet shoppers adds nothing but more convenience to our online customers.
	What are the potential benefits of achieving your goal?
	Getting to 15% lead conversion by end of february will help us increase profitability (more units sold), helps our inventory stay healthier (Higher Turn rates) and our sales team motivated (more sold vehicles = more comissions/ bonuses)
	What are the potential consequences if you don’t achieve your goal?
	The consequences are many starting with losing business from those online potential buyers and leaving them frustrated, to keep paying high advertisement budgets without enough conversion , inventory will still move slowly wich will lead to "aged invetory situation" (high flooring costs) and low moral for salespeople who aren't selling enough.
	Why is the goal important to you?
	By converting a higher internet lead percentage my income will increase, my inventory is going to be helathier and my team is going to be motivated.
	Potential Obstacles
	Sales team being able to adopt to new process leaving behind some old bad habits 
	Potential Solutions
	Start with a proper traigning , stay engaged with day to day operations and monitor closely the work , get involved to correct something . Offer bonsuses and rewards to keep them motivated
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	The 10% increase in internet leads conversion will increase a minimum of $15000 on our sales department gross profit. 


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

	CRM Training / internet Strategy	A combination of factory and CRM suggested best practices 	Sales Manager/ Internet Consultant	Trained internet consultants with a clear vision and process in place to accomplish goal 	Start 10/30/2023 at 9:00 AM end 10/30/2023 at 12:00PM with checking on strategy if being implemented on daily basis
	Monitor Lead response rate to be under 5 minutes  	CRM 	Sales Manager /Internet Conultants 	Faster engagement with every online buyer 	It starts everytime we obtain a lead and end when the lead is responded to. Check on daily basis If response rate is under 5 minutes
	Read lead notes 	CRM 	 Internet Consultant 	Making sure internet consultants are reading lead notes will result in them answering customers questions and making relelvant conversation to the buyers wish will increase the chance of getting an appt	This starts as soon as a consultant claims a lead , Check on daily basis and see if consultants are replying to costumers accordinly
	
Daily process of call, text and email 	CRM	Internet conultants	By targetting all 3 methods of call , text and email we make ourselves available and ready to communicate in all possible ways with customer	During the day monitor internet consultant activities and make sure they're making themselves available to communicate with phone , text tool and email
	Individual daily performance review 	CRM	Department Manager/ internet Consultant 	Holds individual accoutble and involved in their own individual daily work, makes them avoid repeating the same mistakes 	A quick 5 minutes get togther between the department's manager and internet consultants to go over the day's lead, repsonce rate , process , appts captured and sold vehicles
	Weekly department 
Performance review	CRM 	Department Manager/ Internet Conlutants 	Keeps Internet Consultants engaged with the process and results by dy displaying current results , tracking and goal	Starts every Monday at 9am and end by 9:30 AM
	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.
	Keep mandatory training sessions going , keep monitoring salespoeple activities on daily basis , go over individuals daily reults before they leave for the day , go over department results on weekely basis and display current results vs tracking vs goal 

Describe any planning or implementation meetings conducted as part of development of your plan.
	Personally training and handing notes to the sales team and bdc team on how to follow up with internet lead customers as well as monitoring their responses daily. Weekly meetings to discuss details of any missed  leads and working on finding a solution. Implementig a new incentive bonus plan for selling 60% of internet leads.


	Sponsor Signature:
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