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	Name
	MARC PEREIDA	Class # 
	420
	Dealership
	TOYOTA OF HUNTINGTON BEACH	Date 
	11/3/2023


	Current Situation or Challenge to be Addressed:
	Inconsistant appraisal process .
	Current Performance Level (include specific measure):
	 Inconsistant appraising process by all individuals that are responsible for appraising cars. 
	Goal (what do you want to achieve?)
	A more consistant process and higher gross for the store.
	Goal Performance Level (include specific measure)
	Have everyone follow exact process that is created. Have everyone ata  positive number at month end.
	Goal Start Date:
	12/1/2023	Goal End Date:
	12/31/2023
	First Check-in Date:
	12/1/2023	Performance Objective:
	Verifying consitancy individually
	Second Check-in Date:
	12/10/2023	Performance Objective:
	Verifying consistancy individually
	Third Check-in Date:
	12/20/2023	Performance Objective:
	Verifying consistancy individually
	Fourth Check-in Date:
	12/31/2023	Performance Objective:
	Sit down individually to go over month performance for Wholsale and appraisals.
	How does your goal align with the dealers’ vision?
	We have been wanting a standard procedure to creat a consistant way of appraising and evaluating trades.
	What are the potential benefits of achieving your goal?
	The benefits will be a more consistant buying and appraising process. Overall gross will increase.
	What are the potential consequences if you don’t achieve your goal?
	Loss of gross and mistakes like frame damage along with other critical problems that are missed from lack of experience and training
	Why is the goal important to you?
	It is important because as the market tightens up having a consistant process to increase goss and eliminate critical mistakes.
	Potential Obstacles
	Having all individuals involved to follow through and not revert back to old habits.
	Potential Solutions
	A written process that all individuals involved in appraising cars will follow from now on.
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	The financial impact will be massive for the dealership not only for used car sales but also in wholesale. As the market returns to its normal gross we must find other ways to increase our front end gross and minimize damage when we sell the trades as used cars and wholesale.


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

	Identify problem	Vauto, indiviually going over appraised evalutions.	Desk managers, used car manager	Increase gross	12/1/23-12/23
12/10,12/20,12/31
	Creat storewide policy on apprasing	A written appraisal procedure	Desk managers , used car manager 	Higher efficiancy	12/1-12/31
12/10,12/20,12/31
	Continued traing and follow up individually	Weekly staff traing 	Desk managers, Used car managers	Consistant evaluations and  gross from all staff involved	12/1-12/31
12/1,12/7,12/14,12/31
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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.
	The way we keep from reverting to old behavior and habits is by consistant weekly checkins and training to maintain a high level of execution and accountability from all staff involved. Consequences will be applied if people do not want to follow our new procedues.

Describe any planning or implementation meetings conducted as part of development of your plan.
	I have had consecutive Friday morning meetings explaining our new appraisal process that will be implimented on december 1st. Everyone involved is extremely excited about a storewide process and the overall expectation of increased goss.
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