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	Name
	Nelson Lyles	Class # 
	NADA 421
	Dealership
	Withers Automotive CDJR of Lawrenceburg	Date 
	11/1/2023


	Current Situation or Challenge to be Addressed:
	Variable Sales Expense
*Floor Plan Intresest Rate
*Personnel  number of employees is to high & compensation needs to be restructered
	Current Performance Level (include specific measure):
	Variable Sales Expense is currently 79.3% GP on New and 84% GP on Preowned
Floor plan intrest rate is curerently 9.5% apr non captive. This translates to 66% GP on new and 77% GP on preowned including inventory curtailments.
Currently we have 52 full time employees, we need to reduce this number by 20%, bringing our employee count to 42.  This will also aid in the restructering of comp and reduce expense.



	Goal (what do you want to achieve?)
	Reduce the Variable Sales Expense by 20%
Change our current Non Captive floor plan provider to Captive provider Stellantis
Restructer department staffing, and restructer compensation plans
	Goal Performance Level (include specific measure)
	Our current non captive floor plan rate is 9.5% by changing to capitive (Stellantis)it will reduce to 7%, saving us 2.5%.
Reducing our staffing by 20% will reduce montlhy comp by $27,040.00 or annual comp by $54,080.00
Reduce the variable sales expense %GP by 20%
	Goal Start Date:
	10/1/2023	Goal End Date:
	1/1/2024
	First Check-in Date:
	11/1/2023	Performance Objective:
	Contact Stellantis on Capitive Floor Plan
Conduct aa detailed expense analysis
Review and negotiate vendor contracts
Implement performance based pay plans


	Second Check-in Date:
	12/1/2023	Performance Objective:
	Click or tap here to enter text.
	Third Check-in Date:
	12/1/2023	Performance Objective:
	Submit application to Stellantis
Have employee staffing count to 42
Set specific targets for expense catagories
Monitoring and reporting

	Fourth Check-in Date:
	1/1/2024	Performance Objective:
	Approval finalized with Stellantis switching ou floor plan from non captive to captive.
Employee count solid at 42 or less.
New pay plans implemented.
Continous improvement
	How does your goal align with the dealers’ vision?
	These cost cutting measures align with our overall business strategy.
	What are the potential benefits of achieving your goal?
	Reduce expenses and become more profitable and effecient
	What are the potential consequences if you don’t achieve your goal?
	Minmal profits
	Why is the goal important to you?
	Cutting expenses and managing expense is vitatly important to the success of any dealership.
	Potential Obstacles
	Lack of buy in, and lack of consistentcy, poor communication
	Potential Solutions
	Employee invovement nd feedback, regular monitoring and reporting,training and skill development
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	The  overall finicial impact will be a savingings of $146,490.40


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
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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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