[image: A picture containing drawing, plate, clock

Description automatically generated]Variable Operations 2

Homework Action Plan
[image: ]
	Name
	Matt Evans	Class # 
	N422
	Dealership
	Lee Ford of Wilson	Date 
	10/16/2023


	Current Situation or Challenge to be Addressed:
	Sales Process has disconnect between how we work with online and phone in customers vs. how we handle customers in showroom.
	Current Performance Level (include specific measure):
	On scale of 1-5, I'd say we're a 3 overall.
	Goal (what do you want to achieve?)
	A faster, more customer friendly process that allows the customer and salesperson do most of transaction, with oversight and assistance from desk. First pencil (AUTOFi) could be sttarted online and same process used in person or online when they arrive, or for walk ins..
	Goal Performance Level (include specific measure)
	Success will be use of AutoFi with all online leads  and in person desking, tracked thru eLeads
	Goal Start Date:
	10/6/2023	Goal End Date:
	12/31/2023
	First Check-in Date:
	10/31/2023	Performance Objective:
	Online leads from BDC with good emails get link to vehicles of interest on AutoFi page to continue dialog and allow customer to begin working deal-goal is 50% of online leads received for final 2 weeks of month
	Second Check-in Date:
	11/30/2023	Performance Objective:
	All online leads from sales consultants/BDC with good emails get link to vehicles of interest on AutoFi pages on website to continue dialog and allow customer to begin working deal - goal of 90% of leads received for final 2 weeks of month.
	Third Check-in Date:
	12/4/2023	Performance Objective:
	Sales consultants begin pushing all leads to AutoFi from eLeads and managers begin working leads thru AutoFi for first pencil
	Fourth Check-in Date:
	12/29/2023	Performance Objective:
	Managers have now been working 100% of pencils through AutoFi and have stopped using our old software. All clients online and in person only worked on AutoFi
	How does your goal align with the dealers’ vision?
	Having a more inclusive and transparent sales process aligns with our corporate goal of "doing business the right way since 1953"
	What are the potential benefits of achieving your goal?
	Having a more transparent and customer friendly process that better engages our clients giving them a better overall experience from beginning to end. This will allow us to set ourselves apart from our competition.
	What are the potential consequences if you don’t achieve your goal?
	Losing clients to other dealers who may be more willing to adapt their sales process to the markets preferred way of dealing.
	Why is the goal important to you?
	Although we have a thriving parts and service department and have always enjoyed good CSI, we seem to be losing ground to some local competing stores who we had always outperformed in the past.
	Potential Obstacles
	Push back from sales department managers and veterans.
	Potential Solutions
	Much discussion every step of the way and regular and frequent training on software for everyone involved-especially managers.
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	Averaging $3,600 front and back on our overall vehicle sales ytd, if we can add an additional 10 vehicles per month, that’s an additional $36,000 gross per month, plus additional doc fees of $6,990 for a total additional $42,990 per month in gross - and happier customers to boot!!!


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

	Move BDC Manager to work at Sales Desk  1/2 of each day	None	Matt Evans-GM, Misty Bowen-BDC Manager	More consistency in how clients are being worked

	Start=11/6/2023
Checkpoints on 11/15 & 29th to track progress
	Weekly scheduled management meetings on Monday and Wednesday	None	Matt Evans-GM, Misty Bowen - BDC Mgr, Anthony Saunders-SM, Jake Summerlin-F&I	Ability to track implementation of processes and make adjustments to processes as needed	This will be a permanent meeting going forward on Monday's and Wednesday mornings
	AutoFi Training with managers and sales persons	None	Misty Bowen	Competency with the software working towards a seemless presentation for oue clients	Start 11/8/2023
Checkpoints -11/15/2023-Managers/ Sales persons

	Roleplaying on numbers presentation	None	Anthony Saunders-SM
Misty Barker - BDC Mgr	Fine tuning situational responses/strategys	Daily during one on ones with sales persons-save a deals
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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.
	Continuing with twice weekly sales management meetings , and roleplaying -training during daily one on one save a deal meetings.

Describe any planning or implementation meetings conducted as part of development of your plan.
	Much of this has been planned with our BDC manager laying the groundwork for what direction we want to move, that bringing desk and F&I managers in to discussions once we had a general outline worked out.
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