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	Name
	Brady Smith	Class # 
	N415 VO2
	Dealership
	Cranbrook Toyota (Alpine Toyota)	Date 
	10/25/2023


	Current Situation or Challenge to be Addressed:
	F+I department needs an overhaul and improvement. Still presenting the old school pen to paper way. $ per is average but leaving a lot on the table. Virtual presentations needed for out of town business. Coupled with digital live / video presentations
	Current Performance Level (include specific measure):
	Currently YTD average is $2900
	Goal (what do you want to achieve?)
	Goal for our store is to be import store industry leaders at $5000 per copy.
	Goal Performance Level (include specific measure)
	Will be measuring $ per copy F+I average, and penetration of product sales.
	Goal Start Date:
	1/1/2024	Goal End Date:
	12/31/2024
	First Check-in Date:
	2/1/2024	Performance Objective:
	Use of virtual presentations via virutal menus. Increased pen.
	Second Check-in Date:
	3/1/2024	Performance Objective:
	Video for product pres. Film intro videos, use bomb bomb. Increased interaction 
	Third Check-in Date:
	4/1/2024	Performance Objective:
	Desk it integration for use on virtual sales, and presenting. Increase $ per on out of town business.
	Fourth Check-in Date:
	5/1/2024	Performance Objective:
	Full integration of digital process, hoping for 5k per copy at this time and full usuage
	How does your goal align with the dealers’ vision?
	Alignment for a better F+I department is strong. We are on the same page, both wanting more sales gross and less charge backs.
	What are the potential benefits of achieving your goal?
	Better nets, better pay for F+I, less turn over with high performance. Happy owners :)
	What are the potential consequences if you don’t achieve your goal?
	Going backwards in the sales department. Not being competitive in the marketplace or in our Auto group. We need high performers
	Why is the goal important to you?
	Because I want to be the best I can be, and improve the Business to the best of my ability.
	Potential Obstacles
	Myself, I need in inspect what I expect. Train and implement. Hold people accountable.
	Potential Solutions
	Making it important, sharing my vison with the Sales Team in the morning meetings. Training, Leading by example.
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	Increase of $2000 dollar per copy in F+I over 750 retail deals a year would represent an increase of $1,500,000 in Sales Dept. Gross, and an increase of rougly $450k net per year


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

	Build my virtual menus and presentations	Video, Media team, Tricor trainers, 	Director of Finance
GSM	Increase in dollar per, increase Pen of Product	Jan 1st 24,
End feb 1st 24
	Train and inforce bomb bomb video usuage in F+I	BombBomb, team training, tracking	Director of Finance
GSM	Increase customer communication and retention	Feb 1st 24
End March 1st 24

	Deskit full Menu set up and integration for virtual presentations	Get Desk it installed (already signed up just waiting)	Director of Finance
GSM	Better Product Pen. Higher $ per copy. Happier staff with more $	March 1st 24
End April 1st 24
	Make New F+I virtual Process part of our weekly Finance meeting. Track usuage	Team buy in, Leading by example, making the process easy to use	Director of Finance
GSM
Finance Managers	Increased excitement of our new Virtual process, More team buy in when talked about in meetings	May 1st 24
June 1st 24 End
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Create a competitive finance numbers report shared within the sales department.	Excel, Controller, Auto group F+I numbers	Controller, GSM, Director of Finance	Light a fire by making the numbers public, and igniting the competitive drive.	June 1st 24
July 1 24 End
	Track and Train Usuage of Virtual process on an ongoing basis.	Excel, Communication, Meetings, 	Myself, GSM, Director of finance	Continued use and buy in from staff on our new direction. 	Aug 1st 24
Sept 1st 24 End


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 to inspect what I expect. I will not stop talking about F+I proceedures in our sales meetings

Describe any planning or implementation meetings conducted as part of development of your plan.
	I will be roping in our GSM and director of finacne to help make sure we do not fail in making our new finance process the best in our group, insuring maximum performace. Their payplans will be slighly tied to it as well! 
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