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	Name
	Collin Schlief	Class # 
	N422
	Dealership
	Schwieters Ford of Montevideo	Date 
	10/28/2023


	Current Situation or Challenge to be Addressed:
	Increase Internet lead conversion rate from 8.5% YTD to 17% by the end of Febuary 2024. Current system is out of date.  Going to create a faster process with more videos, text messages, and phone.   
	Current Performance Level (include specific measure):
	Currently we are at 8.5% YTD closing percentage for internet leads.  We track it weekly, and then update our stats board monthly.  Leads are round robin and they are required to call 1st, text 2nd, and email 3rd.  Right now the emails are too long and take too long to send.  Create faster response with video and more personal experience. Be different than the other dealers in our area.
	Goal (what do you want to achieve?)
	Achieve 17% conversion rate by the end of Febuary 2024.  A 4 month plan starting November 1st.
	Goal Performance Level (include specific measure)
	We will use our current stat board with each consultant and how many leads received and how many did they close.  We will use this to work with specific sales people that are under performing and share what consultants that are over our monthly goal are doing to achieve our monthly goal
	Goal Start Date:
	11/1/2023	Goal End Date:
	2/29/2024
	First Check-in Date:
	12/1/2023	Performance Objective:
	Achieve 10% closing ratio
	Second Check-in Date:
	1/1/2024	Performance Objective:
	Achieve 12% closing ratio
	Third Check-in Date:
	2/1/2024	Performance Objective:
	Achieve 14% Closing ratio
	Fourth Check-in Date:
	3/1/2024	Performance Objective:
	Achieve the Goal of 17% closing ratio
	How does your goal align with the dealers’ vision?
	This aligns with our vision of working each day to get better than the previous day.
	What are the potential benefits of achieving your goal?
	We currently average 90 new and used monthly.  This will get us an extra 10 car deals monthly.  Which in return will give us an addition $25,000 Front and Back gross and 5 additional trades a month.  This will help increase our turn rate, volume, and profitability. 
	What are the potential consequences if you don’t achieve your goal?
	We will be in the same spot that we are right now.  Wasting lead generating money and not capitalizing on every opportunity that we have.  An Extra 5 trades doesn’t seem like a lot but it will be 1 less auction that we will have to watch a month, which saves time and that time could be used better.
	Why is the goal important to you?
	We have been the same for the last couple years.  I will be in charge of achieving this goal.  We have tried with another manager and it increased, but not to an acceptible level.  I need to show that it is achievable goal.
	Potential Obstacles
	The older sales staff won't adjust to making videos.  They will feel there way is just fine.  Give them the same standards as everyone else of achieving the goal, no matter how they get it done.
	Potential Solutions
	Set up 2 area's in the store to do videos so they have more privacy and that will make them become more confident infront of a camera.
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	With selling an additional 10 vehicles a month, we currently average $2500 Front and Back combined, so this will generate an additional $25,000 in gross.  It will also bring in 5 more trades, and if we keep our inventory levels the same this will increase our turn rate 1.5 times.  Over all $25,000 in Front and Back gross, $2,000 in Doc. Fees, and an additional $10,000 in Parts and Service sales.  


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

	Determine what qualifies as a lead	Meeting with managers to discuss	Collin-Gm
Derick and Kelly-Sales Managers	A written discription of what qualifies as a lead	10-21-23
	Have a Sales Meeting of what qualifies and policies	Meeting with staff with current results and future montly goals	All Sales Department will be held accountable and I will oversee Derick and Kelly to make sure growth is happening	We will have a clear message of what is expected and the importance of video and speed to responses	10-22-23
	Talk to sales staff about every lead prior to goal start date of  11-1-23 so they make sure they know our expectations	Communication and consistant expectation displayed to the staff.	I watch to make sure that ever lead has communication between Managers and sales staff	Majority of the staff will buy into video responses and ones that don't will not receive any leads.	10-22-23 start and 
10-31-23 end date.
	Goal Kick off Meeting with $250 Spiff plan for each person with the most videos and highest closing ratio. Talk about best practices learned from the previous trial week of video responses	Recommunicate the goals and expectation and talk about what works and what doesn't.	Kelly and Derick will head the meeting and I will be there for GM support of changes.	Sales staff will become more confident with using video and gain buyin from all staff.	11-1-23
	Review Progress with Closing ratio, most videos, and current team stats.	Quick meeting with current stats and a surprise early payout of $100 for each person with highest closing ratio and Most Videos.	I will head the meeting and present staff members with the extra money	1 staff member will have the highest closing ratio and videos.  So others will see them get $200 extra.  It will gain buy in that if you make video's you will sell more vehicles.	11-1-23 start
11-15-23 end.
	1st Full Month of New processes 	Have a meeting at the tracking board to see who is doing a good job and who is not.	Kelly and Derick- Sales Managers	We will hit our 10% goal for the month of November.  Money will be handed out to 2 staff members and we will have the winners talk about what works best.	12-1-23

	Review monthly of Goal tracking and what staff qualify to receive leads and what steps the staff members need to take to improve.	Lead Tracking board and CRM resposes and Best Video responses that were sent.  	Kelly and Derick will gather the stats.  I will present to the staff with Kelly and Derick Supporting me.	Each month we will continue with this plan to remind staff of what is expected.  I believe with this plan we will continue to hit our monthly goals	1-1-24 Meeting
2-1-24 Meeting
3-1-23
With end date of April 1st 2024!


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.
	We will review monthly with each team member.  We will add a pay deduction if it is not substained after we achieve our goal of 17% closing ratio.  If the manager doesn't keep the goal at 17% it will result in a $500 each deduction from pay each month.  We will also review that the money we are spending on 3rd party leads that we are maximizing the potential that our staff has.  Be better than the previous day! 

Describe any planning or implementation meetings conducted as part of development of your plan.
	We will continue to use our tracking board and we will look at it daily and review monthly.  We will have have a short meeting on Wednesdays to take 5 minutes to go over what vehicles need to be sold and what follow up changes need to be addressed. We will adjust to make sure that we are staying consistant.  


	Sponsor Signature:
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