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	Name
	Rick Leendertse	Class # 
	N418
	Dealership
	Queenston Chevrolet	Date 
	10/31/2023


	Current Situation or Challenge to be Addressed:
	Our Current Penetration for Tire and Rim through the business office is low as it is not a priority for our Finance Managers and we struggle with proper presentation on all available products.
	Current Performance Level (include specific measure):
	Our current Penetration for Tire and Rim is 28%
	Goal (what do you want to achieve?)
	Our goal is to attain 50% penetration on Tire and Rim by front loading the product on every deal and providing the sales representative (product advisor) an opportunity to sell prior to hand of to Finance Office.   This will give the Finance Office the opportunity to upgrade the package to an appearance package which will generate more gross profit.
	Goal Performance Level (include specific measure)
	Measuring our Penetration on all New Vehicles, cash or finance
-Current Pen. Is 28% and aim to increase small increments every month
-Will measure overal pen. As well as breaking it down per sales rep to monitor who is successfully converting and who is giving it up so we can focus our training efforts to whomever needs it the most.
Overall target of 50%, Minimum target for sales rep by May 1 will be 45%
Each sales rep will receive $50 flat on each deal that successfully holds Tire and Rim
Each Month every sales rep will be eligible to monthly incentive if average pen on Tire and Rim is:
50% --> $100
65%+ --> $200
80%+ -->$300
	Goal Start Date:
	11/1/2023	Goal End Date:
	5/31/2024
	First Check-in Date:
	12/11/2023	Performance Objective:
	Sales Rep Knowledge - perform follow up on training with sales team.  
	Second Check-in Date:
	1/15/2024	Performance Objective:
	Overall Pen target of 35% 
	Third Check-in Date:
	2/12/2024	Performance Objective:
	Overall Pen Target of 45%

	Fourth Check-in Date:
	4/15/2024	Performance Objective:
	Overall Pen Target of 50% and Holding until May 31, 2024
	How does your goal align with the dealers’ vision?
	This goal aligns with our dealer's vision as it 1) increases front and back end profitability, 2) provides sales team more opportunity to earn an income 3) promotes customer retention through the Service Department
	What are the potential benefits of achieving your goal?
	1) Customers receive a strong product to help them out in unfortunate circumstances
2) Stronger front end gross  and Back end Gross Profit due to increase penetration and upselling.

3) increased Service Buisness from Customer Repairs 

4) Better CSI as customers are not out of pocket for repairs down the road

5) increase in parts sales (Ie Tires and Paint Sealant/Ceramic)
	What are the potential consequences if you don’t achieve your goal?
	If we don't achieve our goal, we are leaving massive opportunity on the table.  Our sub-par performance on Tire and Rim will continue as the Fiancne Office bypasses it for higher commission products and our customers miss out on a product that can provide some real value to their vehicle purchase.
	Why is the goal important to you?
	This goal is important to myself as it encompasses the entire Dealership operation.  It is not strictly to pad front and back end profitability but falls into providing our customers with the best automotive expereince possible.
	Potential Obstacles
	1) Finance Managers recognize the sales team is earing money on low hanging fruit and become disgruntled.
2) Customers may question why dealership is front loading products and may see it as a money grab.
	Potential Solutions
	1) Allow Finance Managers the opportunity to close each deal with Tire and Rim and upgrade to a larger appearance package.  They can receive an opportunity on all deals where the customer objects to the product, which will especially occur on cash deals
2) Providing the customers with transparent and effective information so they can make an educated decision on purchasing the product.  By ensuring documentation is clear, marketable and competative, customers mindsets will change on this product.
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	At 28% Penetration we Sold 155 Copies with avgerage Gross of $400 per Copy.  This equates to $66,000 in Gross Profit.  Once we increase our Penatration to 50%, we would generate an additional $25,600 Gross Profit based on our average Gross.  This also could increase based on the upselling coming from the Finance Office.


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

	Loading All New Deals with Tire and Rim	Industrial Alliance (IA) documentation and best practices	General Sales Manager	Documented and easy to reference material built in to each deal	Nov. 1, 2023, the information will be preloaded onto each deal, with brochures accessable as a selling tool
	Sales and Objection training for Sales Team	IA Certified Training Program	General Sales Manager, IA Field Rep	Sales team to be fully trained on Tire and Rim, and also training on overcoming objection and buidling value propostion to customers	November 10th - training
November 15th go live with Pre-Loaded Selling
	Weekly Monitoring and Follow Up	FIG Report in CDK and Unfii Report through IA	IA Field Rep and Genreal Sales Manager	Weekly recapping at Sales meeting benchmarking everyones performance against our targets	Nov. 20th - Start of Weekly Sales Meeting continued each week moving forward
	Quarterly Follow Up	FIG Report in CDK and Unfii Report through IA	IA Field Rep and Genreal Sales Manager	Formal Review (1 - 1.5 hour meeting with sales team to review results, recap on customer objections, difficulties and role playing situations for sales training	Jan. 10th, 2024

April 9th, 2024


July 10th, 2024

Oct. 8th, 2024
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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.
	Not only will staff receive incentives each month and flats, their penetration targets will be rolled into the KPI's which is part of their annual employee review.  The KPI's wil be monitored and poor performance will be corrected with Performance Planning.  We will also track the number of upsells from the business office to see what our conversion rate will be.  

Describe any planning or implementation meetings conducted as part of development of your plan.
	Weekly recaps in our 15 minute Sales Meeting, review individual results and overall penetration for sales group


	Sponsor Signature:
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