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	Name
	Zac Bell	Class # 
	N-415
	Dealership
	Eastern Shore Toyota	Date 
	10/1/2023


	Current Situation or Challenge to be Addressed:
	Finance PVR has been declining month over month 
	Current Performance Level (include specific measure):
	$2802 PVR, $3759 PVF
	Goal (what do you want to achieve?)
	Increase total PVR
	Goal Performance Level (include specific measure)
	Total PVR of $3250 by the end of the year
	Goal Start Date:
	10/1/2023	Goal End Date:
	12/31/2023
	First Check-in Date:
	10/31/2023	Performance Objective:
	$2900 PVR
	Second Check-in Date:
	11/30/2023	Performance Objective:
	$3000 PVR
	Third Check-in Date:
	12/15/2023	Performance Objective:
	$3150 PVR
	Fourth Check-in Date:
	12/31/2023	Performance Objective:
	$3250 PVR
	How does your goal align with the dealers’ vision?
	By doing a better job of educating our customers about our product offerings we can ensure that each customer is fully protected in their purchase while maintaining the expected profit levels.
	What are the potential benefits of achieving your goal?
	Increased gross and net profit, most products encourage customer retention, an increased F&I per copy allows the sales desk to take more aggressive deals.
	What are the potential consequences if you don’t achieve your goal?
	If we commit to increaseing our PVR in order to become more aggressive on the front end of the deal, we could see a decline in total gross profit if the Finance department does not meet the goal.
	Why is the goal important to you?
	With inventory levels rising we need to continue to turn our new and used car invnetory at a rapid pace, meaning that we will be advertizing more aggressive pricing. Increased F&I income will allow us to do this without sacrificing total gross profit.
	Potential Obstacles
	Regulations of back end by lenders, negitive equity causing advance issues
	Potential Solutions
	Explore adding new lenders who will be "back end friendly" 
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	By increasing our PVR from $2802 to $3250 we will add $224,000 in gross profit per month 


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

	Improved menu software	Contact information and recommendations for new menu software	Gary Sigal	Increased profit	10/1/23-10/31/23
	Adding lenders	Contact information and lender recommendations	Gary Sigal	Increased advance allowed	10/1/23-10/31/23
10/15/23
	Training for all F&I managers	MCT (training program)	Casey McGraw	Better trained finance managers	10/1/23-12/31/23
11/1/23
12/1/23
	Desk managers structuring deals correctly	Training from GSM Stone eagle reporting	Arend Verdel	Better structuring at the begenning of a deal will allow for a more opportunity in Finance	10/1/23-12/31/23
11/1/23
12/1/23
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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.
	My Finance Director and General Sales Manager will be held accountable after the goal is hit to maintain the level of performance. They will be penalized if we fall back below 3250 PVR and rewarded with any continued improvement

Describe any planning or implementation meetings conducted as part of development of your plan.
	We will provide the producers every tool needed to increase performance after Gary Arend and Myself are all familiar with each step taken and commited to the plan. MCT, our training tool, will need classes to be built in order to train the behavior that will increase profitability. 
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