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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

How will you gauge your progress? When? Using which metrics? 

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: My mane goal is to increase the gross profit in Finance Department 



I will like to increase de profit in F&I department from $500.00 to over a $1,000 dollars per copy.



The metric that I will be using is from the insurance and warranties company that supplies with this information every month.



With these metrics I will be able to get store to the next level which is over a $1,000.



by the end of the year December. 
	1_2: Improve the Customer experience, by selecting the products and the payment that are more beneficial for them, increase customer retention in the service department 

and increase the F&I income by $600 dollars per copy.
	1_3: The consequences of not achieving this goal it will be terrible because we need to be over $1,200 per copy by 2025 and 2 products per contract. 

If the department doesn't achieve this goal I will have to ad a new F&I MANAGER to be able to achieve my goal.


	When will you start: March 1, 2024
	1_6: I will gauge the progress weakly to make sure that the job is been done.



And I will use the metrics from our Insurance and Financial company.


	1_8: To achieve my goal the F&I Manager will have to used the Menu 100% of the time.



The Sales Manager will help me with this goal by making sure that they are using the Menu



And I will verify that all the menus are in the deal jaket. 




	1_9: People trying not to follow the process
	1_11: Show the Team how to follow the prosses and how much money they are losing by not following the presses




