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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: F&I average per new car deal currently is $1694. Goal is to bring that up to $2000 per new car unit by end of 2024.
	1_2: Achieving this goal would help sales department especially new car department's total gross profit and operating profit. YTD average new car deliveries is 74 units per month. It would protencially bring extra over $22,000 gross profit every month. 
	1_3: While new car department is focusing on vehicle turns and moving heavy aged units out of the floor plan, front end gross profit is very light at this moment. F&I plays a very important part and could help to fill the gap of new car total gross profit. If this goal cannot be achieved, new car YTD average GP per unit only stays at just under $3000 including F&I.
	When will you start: Action plan will take place in this month which is September.
	1_6: Through the CRM and desking system we have such as 180 and Dashboard, run MTD delievry summery every week on F&I wholeteam and individual average GP per delivery and penatration per delivery. Meeting with F&I team members weekly to review and discuss about their progress and challenges. 
	1_8: 1. Product advisors to use "2-minute turn over sheet" for every deal writes. In a few sentences to summerize what the customer use this vehicle for and what life style and driving style they have. If there is a future plan set for the vehicle. How many possible drivers they may have on this vehicle. This will help business managers to pre-discover the customers background and set up a direction of the conversation about what protencial products they may be interested.

2. Every deal write must have business manager turn over including cash purchase. In case the turn over was not done initially for any reason, business manager must have a phone conversation with customers within 24 hour after the deal writes. To ensure this action is finished, a follow up notes need to be filled by both product advisors and the business manager on our CRM system to mark 1st turn over complete. This action would help us to void losing any product selling oppotunities. 

3. Intruduce 3-year Tire and Rim Protection on dealer options as defult. Retail price $599. Profit $420. Encourage sales team to to build the valie and explain the importance. Setting up the oppotunity for business office to discuss with customers and protencially upsell. 

4. Desking with finance or lease quote to lower cash purchase penetration. Ask if customer purchased extended warranty on the trade vehicle and service higher trade value to motivate F&I product purchase at later time. 

5. Start to use "2nd turn over" upon customer taking deliveries. For any customers who is interested in any of F&I products but was not able to make a decision during the first turn over, this is a great oppotunity for business office to review what they have dicussed previously and revist the benifits of the products. Product advisor can join the conversation to explain since the trust level with the customers is possibly higher. An extra 15 minutes per delivery will be reserved for each scheduled delivery to ensure we have enough time to have this "2nd turn over" completed.

6. Review and monitor individul financial service manager and product advisor's performance on weekly basis and provide coaching / training accordingly. 
	1_9: Schedule challenge. Different business manager helping customers at turn over vs delivery.



Cash purchase. Losing oppotunities for possible finance dealer reserve income.



Late deals or during rush hours. Business manager might not be available for a proper turn over.



Deals with challenged credit and might not get approved.
	1_11: Proper notes in file and effective communication within F&I team.



Serving finance quote for every cash purchase customer. Confirm if it is "creditlie purchase" or real cash purchase.



Proper schedule planed ahead for rush hours. One business stay behind until last customer leave showroom.



Communicating with "special finance" team for support and review every chanllenged deal with sales managers before give up.




