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

Increase our Finace PRU from $2100 back to $2400 by the end of October 2024. We had a

change to our finance department pay plan and they must increase the product per deal from
2 to 3 to maximize their pay. The downside is they have to pack more product which equals

more cost and has been lowering our PRU since.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
With the market trend going the way it's With the Inventory building up and

going and inventory building up, we must competition being more and more

find way's to maximize every department. aggressive we must find every opportunity
Finance Department had always been to maximize. If we can not get our PRU
running $2500 PRU, and getting the back to $2500 average we may not be as
additional $300-$400 per deal at our profitable as expected and we can not roll
average monthly sales we would be picking the units as we wish. Or we will role units
up an additional $65,000 to our bottom line and due to lack of profit we may have to cut
monthly. This also allows us to be more more expenses and/or personnel which is
confident and aggressive on deals we put my last option.

together for our customers and keep up
and/or continue to grow our market share.

When will you start? October 1st 2024

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

We track our metrics daily at the end of every day using our daily manager report from our
DMS. Also we have our morning meetings when we see where we are for the month and
where we need to be tracking and what we all have to do collectively to reach our said goal.
We use our DMS and we also use Stone Eagle to help us manage our metrics daily.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA ...
P

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

| have a GSM that is also our Finance Director. He has to wear 2 hats and | need him to look
in every deal before it goes into finance office. Our Sales Manager complete the deals and
submit to the banks but are also rushed and may not see everything someone else may see.
2 heads are better than 1. My GSM will now have to touch every deal and make sure we
used our lenders properly and look for opportunities to maximize very opportunity we have.
Sometimes everyone is going too fast and they don't submit properly or don't see what
someone else may see as far as getting a lower interest rate or using a certain manufacturer
program that can help make it easier for us to get to a customers budget and still have an
opportunity to get customers coverage for their new unit.

My GSM and | will be having weekly meeting with every Finance Manager and go over their
individual numbers and also look for opportunities in their processes. Make sure the Menu is
presented 100% of the time to 100% of our customers and consistent with every product we
offer. We will look for weaknesses and help each individual reach their desired goals monthly,
which in turn help us reach our desired goal as a whole. There is always something we can
all always do better. We have to look to help each other be the best versions our ourselves

daily.

Potential Challenges?

Everything goes so fast that my Director
may not touch every deal before it goes
into finance. When we have big days and
with customer experience and convenience
in mind we may skip a step or even miss a
step in the process.

Potential Solutions?

The Sales Manager is to have another
Sales Manager take a look at the deal or
have Jackie or myself touch it to make sure
we are maximizing everything possible.
Jackie and | have lot's of finance
experience and may find something a
Sales Manager missed.
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