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THOMAS FORTUNE A006 T it®
P
Name: Class #:

LARRY H MILLER SUPER FORD SALT LAKE CITY
Dealership: Location(s):

All Variable managers 7

How many people participated in this meeting?

What is your vision?

Customer for life Gross prafit domination | Both Other

]
Explain:

Our vision would be for both, but how we treat some cash buyers tells us that we are more on the Gross Profit
domination side. We have some work to do on this and we have to put the customer first. All the product we sell have
value. It is our job to show the customer why it is a benefit for them and if we do this the gross will come.

Identify a minimum of three strengths, weaknesses, opportunities, and threats.

Strengths Weaknesses

- work well together - Getting deap subprime customers done.

- willing to take turns for sales - knowing bank programs and working the call
- product knowledge - negative towards sales people (cash deals)
- willing to learn and grow - selling to fleet customers

- good presentation and process - follow through on customer service issues

Opportunities Threats

- discounting with integrity - Government involvement and compliance changes
- finance turns for finance - Fords Model E Program

- use of videos for remote delivery customers - Digital retailing

- even earlier involvement - Credit Union/ banks coaching customers

- Rising interest rates
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How will you improve or solidify your strengths?

- Continue to spend time in the sales desk to be aware what is going on with the deal. If the sales person is struggling
help out. Get involved in the sales process in other ways to help continue to build the relationship.

- Total Care Auto conducts weekly product training. We will continue to attend these training to make sure we know the
product inside and out and learn new best practices.

- part of the process improvement plan is daily training. Continue to sharpen our tools. 1 minute drill and role playing is
key.

- Continue to train your replacement. The staff knowing you have interest in them and their career will pay out big

How will you address and improve any weaknesses?

- We have created a new in and out log for finance and have incorporated it into our DPR. We will go through all of the
good and bad deals and look for ways to improve.

- We will have bank reps come in and do meeting with all managers and sales people on their specific programs.

- We will use our newly designed Fleet product offers to offer with Fleet customers. We will make sure fleet staff is
knowledgeable on the benefits of the product.

- We will thank every sales person for every deal.
- We will use the deal jacket checklist on every deal and it will be completed before the customer leaves.
- Work with the used car manager to have a list of used vehicles that fit the different subprime programs

- Continue to train your replacement. The staff knowing you have interest in them and their career will pay out big.
When you care they will care
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How will you maximize or improve your opportunities?

- We will have videos made that can be emailed out on remote delivery customers.

- Finance Director will take turns for all finance managers when needed. If the director is not available one of the sales
managers will take the turn.

- Finance Director and GSM will have the Weekly action plan with tracking on the GM's desk every Friday before
manager meeting.

- get involved in every deal phone up, Internet, and walk in traffic. Especially when rate or out the door numbers is
brought up.

How will you address and overcome any threats?

- Continue to stay up to date on all compliance issues. Knowledge is power. Pay attention to the Compliance Officers
correspondants

- Be knowledgeable on all model-E vehicles and speak with service about what issues customers are having
- Help out with the digital retailing platform. Make sure the set up is correct. Send finance videos to customers
- with rising rates utilize Ford Programs for new and CPO.

- Get involved early in the process to make sure we are landing customer on the correct cars knowing how rates impact
payment

- use tools that we have on converting cash customers to leases or flex buys.

- We will use the deal jacket checklist on every deal and it will be completed before the customer leaves.
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What is your expected time frame to achieve desired results? Months? By what date?

- Videos filmed and ready to email out by Feb 1st 2024

- In & Out log in place with 100% utilization by Feb 1st 2024

- $2000 PVR, 2.9 products per deal, and 32% Chem by Feb 28th 2024

- $2100 PVR, 3.1 products per deal, and 35% Chem by May 31st 2024

- $2200 PVR, 3.3 products per deal, and 37% Chem by June 30th 2024

- CSl in order to hit Presidents every month is important. Start ASAP results at the end of 2024. reviewed weekly.

What performance metric will you track to determine successful change? PVR? Products per? CSI?

We will focus on CSI, the Presidents Award is the only acceptable result. PVR needs to be at or above $2200 as a
store. Products Per needs to be at 3.3 or above. The final focus is on Interior and Exterior at 37% or above. We will
track performance every day in DPR. Weekly we will go through the action plan. Did we follow the plan Y/N if Yes are
we seeing any differences if no what kept us from following it.

Who participated in this SWOT?

Name Title

Erik Jacobsen General Sales Manager

Name Title

Quentin Hawkins Finance Director

Name Title

Nic Shepherd, Phil Dexter, Philip Houpt Sales Managers

Name Title

David Hazell Finance Manager

Name Title

Jordan Vigos Finance Manager

Signed Date
AR QICOZS A 1924

Signed by déler Management Date

Thomaa Folzome 1-19-24
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