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

My goal is focused on the variable side of the business and in increasing New and Used
vehicle sales. The objective will be to sell 60 New cars and 40 Used cars every month. By
achieving this goal, it will increase overall profitability for the store which includes more
business for service and parts.

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

. Increase in sales and profitability. . Not meeting sales objectives.
. Increase in service retention. . Slower service drive and
. Increasing used cars will customer retention.

generate greater profit in service and parts. . Overall production for the store
. Increase in bottom line money will continue to decrease.

from the Manufacture. . Lack of assistance from the
. Overall store profitability. manufacture.

April 1st 2024
When will you start?

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

I will be gauging my progress daily with the sales staff before the end of day, weekly manager
meetings, and track the stores pace every monday. Using tools such as our CRM in tracking
lead sources ROI and effectivness of managing the leads coming in. Signing up with a
marketing team to help create better ads, campaigns, social media posts to track click
through rates and and bounce rates.
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What specific actions will you take to achieve your goal? Who can help you?

First action would be to implement a new sales process, this will entail in checking out the
sales people every night to discuss leads, appointments and missed opportunities. Part of this
process will also require each sales rep to have a minimum of 8 new and 4 used sold every
month, with 8 sales people this will ensure we will get to our objective of 60 New and 40 Used.

Second step would be to conduct a thorough market analysis on marketing presence across all
platforms, audit our website, utilize inventory tools to manage our new and used vehicles and
make sure we are priced competitively while turning used cars at 30 days supply and new cars

at 45 days supply.

Third step would be to get involved in community events and offer free demo drives, also to
display vehicles at charity events to increase visibility and dealership awareness. We will also
conduct a service clinic once a quarter for our customer base to help go over questions and

utilize for possible trade in opportunities.

Final step will be to conduct on going training for the staff and management. We will have
weekly walk arounds with the sales team to build product knowledge, monthly CRM training

and support other tools they use.

Potential Challenges?

. Market saturation - competing
with local dealers who continue to price
vehicles below market.

. Inventory constraints - limited
new car inventory on vehicles that are in
demand. As well as used car prices being
volatile and hard to acquire.

. Staffing concerns - having staff
being on board for the changes in process
and procedures and helping in taking the
store to next level.

Potential Solutions?

. Market Saturation solution -
Focus on niche market vehicles, promote
and highlight customer selling points along
with customer satisfaction and reviews.

. Inventory Constraints solution -
Work with the manufacture and getting
additional vehicles from the port, dealer
trades with other stores, acquire cars from
the service drive and lead sources.

. Staffing Concerns solution -
Begin to actively recruit, on going training,
promote work/life balance.
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