
Departmental Action Plan    

Student Name:       Doug Pielemeier                  

Class & Student Number: PAG 013

Academy Week: Variable Operations

Current situation or challenge you want to address: 

Challenge:    Increase New Car Sales Volume from 240 (20/month) to 300 (25/month) units 
 by 12/31/19 (+25%)

Current Situation (Through August YTD):

-New Car Sales Volume has declined 38.5% YTD 

-MINI KPI Lead Conversion as low as 10.2% (Aug in 2018) Market Avg 18%

-Website Visits down YOY 

-Bounce rate: 30% YTD

-Mobile Website Views: 35,573 YTD (down from 48k YOY)

-Entire Management Team Turnover in January 2018

-Current Lease Replacement Rate = 38%, Loan = 8%

Overall Objective and Specific Desired Results: 

Goals: 

1. Increase KPI Lead Conversion from 10% to 20% by February 2019     
(we must do this first or marketing will not help)

2. Increase Monthly Average KPI Lead Volume by 20% (150/month by Feb. 2019)

3. Increase time spent on site 
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Describe your action plan in detail (be specific and include before and after 
measurements)

Action Plan for Increasing Conversion:

 Launch New Pricing process for Internet Leads 8/1/2018

• Monthly market analysis to determine if we are competitive or not.

• Quote pricing using all incentives on 1st quote.  

 Daily Sales Meetings - “Yesterday, Today, Tomorrow” 

 Appointment Target Accountability – Advisor / Sales Manager

 Lost Sales Review from Rolling 3/6/9 Month KPI Report 

Action Plan for Increase of web leads:

 Web tile showcasing how MINI is simply better, with a landing page with comparisons 

vs. other brands 
  New/Used Car Pricing (Are we competitive? What’s our rank?)
  New/ Used Vehicle Descriptions (Each one need to be personalized for that vehicle) 
  Interactive web tiles and landing pages
  Web Page Video Launch (Along with all social media platforms)
  Google Search (Are we maximizing?) 
 Personalization Page / Customer appreciation page
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Timeline: Describe specific short term and long term checkpoints to monitor progress

Monthly Monitoring process:

 Score card analysis - Perform by GM and Sales Manager 

 Lead loss report review- Performed by GM and Sales Manager 

Score card and Lead loss report below:
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Daily Monitoring Process:

Daily check out with Internet Managers
 What have we received?
 What have we followed up on and have not?
 To-do’s set for tomorrow
 Working Deals
 Quotes provided
 Report analysis done by Sales Manager with Daily check out report 

in DealerSocket 
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Daily check out report and lead count below:

Lead traffic monitoring:

-Monthly run Lead sourcing report for improvement vs.Prior month/YOY

-Daily/ Monthly run lead Activity report 

-Check Website for improvement on pricing/ description/ specials daily 
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Meeting with Stakeholders (dealership personnel)

Describe what behavior change is needed to support desired goal.  Address required 
coaching, training and/or consequences.  Include timelines / Accountability / 
Monitoring process

Who: Jessica – Internet Sales Manager

 - Held to a response time below 5 min avg.

-  90 day follow accountability for all leads received. 

- Closing ratio above  20% each month

- Market pricing analysis done every 30 days 

Patrick- Internet Sales Manager

-Held to a response time below 5 min avg.

-  90 day follow accountability for all leads received. 

- Closing ratio above 20% each month

- Market pricing analysis done every 30 days 

Edwin- Sales Manager

  - Target of 20% of MINI KPI conversion for a rolling 3  
                                   month period.

Commitment & Accountability for website management:
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 OC PAG Marketing team:

   - Monthly Reporting and Traffic Analysis

 Sales Manager:

     - Daily Review of website and update as needed

       - Populate description for incoming inventory
 General Manager :

    - Weekly review of website and analysis report

By When:   -Weekly and monthly report will take placed and reviewed by
        all above.

                -  Closing ratio improvement assessment will have after the    
        first 30days and then at month end from there on.

   Dealer agreement:

If you need your sponsors support or approval to implement your plan, have it signed off 
before you start.  If you can proceed on your own, present this action plan to your sponsor 
before next class.   Describe the meeting:

Presentation with Area Vice President went well.  Al, saw the vision and agreed with 
the Action plan to proceed. 
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