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	Name
	THOMAS BRANDT	Class # 
	N418
	Dealership
	BILL BRANDT FORD	Date 
	11/1/2023


	Current Situation or Challenge to be Addressed:
	OUR LEASING AS A PERCENTAGE OF TOTAL NEW CAR SALES IS FAR TOO LOW.
	Current Performance Level (include specific measure):
	2.3% OF NEW CAR SALES ARE LEASES
	Goal (what do you want to achieve?)
	INCREASE LEASING IN THE NEW CAR DEPARTMENT.
	Goal Performance Level (include specific measure)
	INCREASE LEASING TO 15% OF NEW CAR SALES
	Goal Start Date:
	11/1/2023	Goal End Date:
	10/31/2024
	First Check-in Date:
	12/31/2023	Performance Objective:
	5% LEASE PENETRATION
	Second Check-in Date:
	3/31/2024	Performance Objective:
	7.5% LEASE PENETRATION
	Third Check-in Date:
	5/31/2024	Performance Objective:
	10% LEASE PENETRATION
	Fourth Check-in Date:
	8/31/2024	Performance Objective:
	12.5% LEASE PENETRATION
	How does your goal align with the dealers’ vision?
	BY CONVERTING SOME CONSUMERS FROM RETAIL PURCHASING TO LEASING, WE WILL EXPAND OUR CUSTOMER BASE ALLOWING US TO PROVIDE UNRIVALED CUSTOMER SERVICE TO AN EVEN GREATER NUMBER OF GUESTS.    
	What are the potential benefits of achieving your goal?
	DECREASE IN LOST SALES DUE TO LACK OF FINANCING OPTIONS OR MONTHLY PAYMENT TOO HIGH. INCREASE IN REPEAT CUSTOMERS SINCE THEY WILL NEED TO REPLACE THE VEHILCE IN 3 YEARS OR LESS, AS WELL AS AN INCREASE IN QUALITY TRADE INS FOR THE SAME REASON. INCREASED TOTAL NEW CAR SALES BY REACHING A CONSUMER GROUP THAT IS CURRENTLY NOT BEING TARGETED. INCREASED PROFIT IN THE NEW CAR DEPARTMENT DUE TO HIGHER VOLUME OF SALES.
	What are the potential consequences if you don’t achieve your goal?
	CONTINUED POOR NEW VEHICLE SALES NUMBERS. LOSS OF CUSTOMER BASE TO OTHER DEALERS.
	Why is the goal important to you?
	THERE IS A LARGE MARKET OF LEASING CUSTOMERS THAT WE CURRENTLY ARE NOT REACHING. THEY ARE TYPICALLY BRAND LOYAL AND WILL HELP IMPROVE OUR CUSTOMER RETENTION.
	Potential Obstacles
	LACK OF KNOWLEDGE FROM THE SALES TEAM ON LEASING AND THE BENEFITS TO THE CUSTOMER. SALES DESK NOT PRESENTING LEASE OPTION. F&I NOT HAPPY BECAUSE OF POSSIBLE REDUCED BACK END GROSS ON LEASE SALES.
	Potential Solutions
	TRAIN SALESMEN ON THE BENEFITS OF LEASING SUCH AS RETURNING CUSTOMERS AND HIGHER FRONT END GROSS. MAKE LEASING A PART OF THE SALES PROCESS AND REQUIRE LEASE OPTION TO BE PRESENTED TO EVERY CUSTOMER. PROVIDE MORE ACCESSORIES FROM THE PARTS DEPARTMENT AS OPTIONS FOR FINANCE TO SELL AT TIME OF LEASING
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	CURRENTLY WE ARE AVERAGING 36 UNITS PER MONTH WITH AND AVERAGE GROSS OF $6799.00 PER NEW VEHICLE RETAILED (FRONT & BACK). IF WE ARE ABLE TO INCREASE OUR NEW CAR SALES BY EVEN 5% DUE TO LEASING, THIS WOULD TRANSLATE TO AN ADDITONAL TWO UNITS PER MONTH. AN EXTRA TWO UNITS PER MONTH WOULD GROSS AN ADDITIONAL $163,176.00 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

	TRAIN SALES STAFF ON LEASING AND THE BENEFITS TO BOTH THE CONSUMER AND DEALER. ADJUST SALES TRAINING AND ONBOARDING TO INCLUDE LEASING.	FORD STARS WEB BASED TRAINING. ONE ON ONE TRAINING SESSIONS BETWEEN SALES MANAGERS AND SALES CONSULTANTS. 	ENTIRE SALES STAFF - ALL SALES MANAGERS AND SALES CONSULTANTS.	A BETTER UNDERSTANDING OF LEASING FROM THE SALES STAFF. A DETAILED PROCESS OF PRESENTING LEASE OPTIONS TO CUSTOMERS.	START - IMMEDIATELY

CHECKPOINTS - EVERY MONTH END.

END -  NEVER STOP TRAINING AND TRYING TO IMPROVE
	PRESENT LEASE OPTION TO EVERY CUSTOMER IN SALES DEPARTMENT INTERESTED IN PURCHASING A NEW VEHICLE.	FIRST PENCIL SOFTWARE

FORD - SMART VINCENT 	PETER IMSAND - GSM

RAUL AVILA - SALES MANAGER

JESUS AMBRIZ - SALES MANAGER	INCREASED INTEREST IN LEASING FROM CUSTOMERS	START - IMMEDIATELY

CHECKPOINTS - MID MONTH AND MONTH END

END - NEVER
	ALTER F&I PROCESS AND MENUS TO INCORPORATE MORE ACCESSORY OPTIONS FOR LEASE CUSTOMERS. 	ACCESSORIES DISPLAYS, UPDATED F&I MENUS, INCREASE IN ACCESSORY PARTS KEPT IN STOCK	LEON GOLUBCHIK - F&I MANAGER
KYLE CABAN - F&I MANAGER

RAUL RODRIGUEZ - PARTS MANAGER	INCREASE IN F&I  SALES OF ACCESSORIES ON NEW VEHICLES, PRIMARILY LEASED VEHICLES.	START - IMMEDIATELY

CHECKPOINTS - MID MONTH AND MONTH ENDS

END - 10/31/24 EVALUATE EFFECTIVENESS, KEEP IN PLACE IF JUSTIFIED.
	GATHER DATA AND TARGET CUSTOMERS WHO’S LEASE IS EXPIRING WITHIN THE NEXT 3 - 6 MONTHS	FORD ACCELERATE, COX AUTOMOTIVE, EXPERIAN AUTO HYPERCONNECT, JD POWER PIN POWER, RUN MY LEASE.	PETER IMSAND - GENERAL SALES MANAGER	INCREASE IN QUALITY LEADS, INCREASE IN LEASE SALES.	START - 12/1/23

CHECKPOINTS - EVERY MONTH END

END - 10/31/24 EVALUATE EFFECTIVENESS OF PROGRAM, CONTINUE IF SEEING POSITIVE RESULTS
	HOLD A MONTHLY LEASE WORKSHOP FOR CONSUMERS. EDUCATE A LARGER NUMBER OF PEOPLE ON THE BENEFITS OF LEASING.	A WELL TRAINED STAFF WHO CAN EFFECTIVELY COMMUNICATE WHAT A LEASE IS AND HOW IT CAN BENEFIT THE CONSUMER.	ALL SALES MANAGERS AND SALES CONSULTANTS.	FOR CUSTOMERS TO BETTER UNDERSTAND THE LEASING PROCESS AND HOW IT CAN BE BENEFICIAL TO THEM BASED ON THEIR NEEDS. INCREASE IN LEASING PENETRATION	START - JANUARY 2024

CHECKPOINTS - MONTH END AND FOLLOWING MONTHLY WORKSHOP.

END - NEVER
	CREATE INCENTIVE FOR SALES DEPARTMENT HITTING MONTHLY LEASE PENETRATION OBJECTIVE SET BY MANAGEMENT.	A WELL TRAINED STAFF WHO CAN EFFECTIVELY COMMUNICATE WHAT A LEASE IS AND HOW IT CAN BENEFIT THE CONSUMER.	PETER IMSAND - GENERAL SALES MANAGER	INCREASED LEASE PENETRATION	START - 12/1/24

CHECKPOINTS - MID MONTH AND EVERY MONTH END

END - 10/31/24
	ADJUST INVENTORY TO STOCK MORE VEHICLES THAT HAVE BETTER LEASE END RISIDUAL VALUES AND LEASING FACTORS.	AUTO SALES VELOCITY, SMART VINCENT, WBDO( WEB BASED DEALER ORDERING)	JIM BRANDT - NEW VEHICLE INVENTORY CORDINATOR
PETER IMSAND - GENERAL SALES MANAGER	A DIVERSE INVENTORY OF VEHICLES THAT OFFER HIGH LEASE END RESIDUAL VALUE AND BEST POSSIBLE LEASE FACTORS TO THE CUSTOMER.	START - 12/1/2023

CHECK POINTS - EVERY MONTH END

END - 10/31/2024 EVALUATE EFFECTIVENESS W/ YEAR OVER YEAR COMPARISON. 


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.
	ONCE WE HAVE REACHED OUR GOAL OF 15% LEASE PENETRATION IN THE NEW CAR SALES DEPARTMENT, WE WILL THEN CREATE A NEW, EVEN HIGHER GOAL. THERE MUST ALWAYS BE AN OBJECTIVE AND  WE HAVE TO PUSH OURSELVES TO CONSTANTLY BE BETTER. THE SALES MANAGEMENT SETS THE TONE FOR THE ENTIRE DEPARTMENT, THERE MUST BE A CHANGE IN THE MINDSET OF LEADERSHIP IN THE DEALERSHIP. WE HAVE TO CHANGE THE CULTURE IN THE SALES DEPARTMENT AND MAKE LEASING BECOME THE NEW NORMAL. AS OPPOSED TO THAT THING WE DO SOMETIMES AT MEMORIAL DAY AND LABOR DAY SELLATHONS.

Describe any planning or implementation meetings conducted as part of development of your plan.
	MEETINGS WITH THE GENERAL SALES MANAGER, SALES MANAGERS, AND NEW VEHICLE INVENTORY CORDINATOR. EVALUATED OUR CURRENT SALES PROCESS AND MENU PRESENTATION. IDENTIFIED WHICH PRODUCTS TO HIGHLIGHT IN F&I AND WHAT HIGH DEMAND LEASING VEHICLES TO STOCK MORE OF. SET INTERIM PERFORMANCE GOALS LEVELS AND FINAL OBJECTIVE GOAL.


	Sponsor Signature:
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