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	Name
	Amy Freeman	Class # 
	N418
	Dealership
	Image Honda	Date 
	11/1/2023


	Current Situation or Challenge to be Addressed:
	Currently we do not have a service drive process in place
	Current Performance Level (include specific measure):
	Non-existant
	Goal (what do you want to achieve?)
	Want to create a service to sales process that generates an additional 5 sales a month for the department.
	Goal Performance Level (include specific measure)
	Each sales consultant will need to generate 15 appointments per month in the service drive and convert those appointments to sale.  This will be measured by an appointment performance to sales conversion chart.  
	Goal Start Date:
	11/1/2023	Goal End Date:
	4/30/2024
	First Check-in Date:
	12/1/2023	Performance Objective:
	Build out individual process to approach customers, provide trade appraisal and generate appointment.  Each consultant based on monthly service traffic should be generating 15 appointments
	Second Check-in Date:
	1/2/2024	Performance Objective:
	Generating 15 apointments each and selling 1 unit…
	Third Check-in Date:
	2/1/2024	Performance Objective:
	Generating 15 apointments each and selling 1 unit…
	Fourth Check-in Date:
	3/1/2024	Performance Objective:
	Generating 15 apointments each and selling 1 unit…
	How does your goal align with the dealers’ vision?
	Purpose/Cause/Passion
Purpose: Building Lasting Relationships 
Passion: Sales with Integrity 
Niche
Delivering exceptional customer experiences in Vehicle Sales and Service

	What are the potential benefits of achieving your goal?
	Additional 5 Retail sales per month, 5 additional trade in units for the used department.
New Car Department: $2500 x 5 = $12,500/ Month

Used Car Deparment: $4000 x 5 = $20,000/Month

Parts and Service Department increased profit potetential: $1500 gross x 5 units = $7500/Month

	What are the potential consequences if you don’t achieve your goal?
	Leaving potential sales leads and dealership profit on the table, which would effect not only the new vehicle department, but used that trickles into fixed.  We are also risk losing the oppportunity to retain our current service customers in sales.  They may choose to purchase elsewhere and we could potentially lose them in service as well.
	Why is the goal important to you?
	Increased productivity and performance is of the upmost importance in today's market.  We need to provide the best customer service possible and take every opportunity that is at our disposal to convert current customers to new sales, growing our profit and our business.
	Potential Obstacles
	Sales consultants failure to adhear. 
Challenge overcoming obsticles with customers.

Lack of follow-up, failure to develop relationships
	Potential Solutions
	Put a strict process in place and meausre on a daily basis with the sales team.  Review the appointments and appraisals pre and post appointment.
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	If we successfully sell an additional 5 units to service drive customers each month and acquire their trade for resale, dealership wide, there is potential to generate an additional $40,000 per month at the dealership across all departments.


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

	Visit a dealership in our 20 group that successfully implements service drive process	Connect with collegue	Amy Freeman	Adjust our process to align with a successful one.	November 15, 2023
	Review process with each sales consultant and develop an individual strategy playing to their strengths.	CRM service drive data, vauto	Paola Dube, Sales Manager.	Buy in and input from sales team	November 15, 2023
	Review mid-initiative results	Reports, CRM, coaching dashboard	Sales Manager	Achieving desired appointments, possibly failing to achieve total sales.	January 25, 2024
	Review 6 month results	Reports, CRM, coaching dashboard	Sales Management	Achieving appointments and generate 5+ additional service drive sales per month.	April 30, 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.
	Click or tap here to enter text.

Describe any planning or implementation meetings conducted as part of development of your plan.
	Click or tap here to enter text.
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