
New Vehicle Net F&I Income

Today’s Date: 11/23/18 Target Date: 4/1/19 Start Date: 12/1/18

Date Achieved: new f&I Oct 10
Department Month Composite Page 

SMART GOAL

857 1075

Task finance directors and New Car Sales Desk to increase New Vehicle Net F&I income to group 
average of 1075

Daily DOC, Internal Daily F&I Logs, Monthly Statement and Composite

Yes, need continued focus from Sales Floor, to Desk , to Finance Managers in the box
Focus on additional Service Contract sales, as well as Chemicals (Paint and Fab protection)
Improvement on endorsement of products on sales floor at time of sale

New Vehicle gross is tough to achieve on the sales floor. Strong competition and Manufacturer programs
push volume over gross. Volume is strong - added Finance income helps overcome lack of profit in the 
vehicle sale

Need to start the process immediately and set a goal of end of Q1 2019

Specific: What exactly will you accomplish?

Measurable: What reports / calculations will you use to measure your results?

Achievable: Is achieving this goal realistic with effort and commitment? Have you got the resources to achieve this goal? If not, how will you 
get them?

Relevant: Why is this goal significant to your dealership operations? To You?

Timely: You answered "what" under specific.  Now tell us BY WHEN.



Take Action!

Potential Obstacles       Potential Solutions
High Volume Lease Store - running 65% more focus on Retail sales - cut into lease

Sales Desk - pushing out lowest payment to present payment ranges - leave wiggle room

secure the deal

F&I Managers attitude - can't make reserve Continue to offer the lease protection plans

on leasing tire replacement/repair, mileage overrides

wear and tear protection

Who are the people you will ask to help you?
Salespeople - Endorse Finance programs
Sales Managers - range payments
Finance Managers - positive attitudes - present all products

What?                  Expected Completion
Range payments at sales desk ASAP

Increase Warranty penetration by 3 -5% ASAP

Other Information / Comments:

Bill O'Brocta

Print Name

11/23/2018
Manager Signature Date

Specific Action Steps: Break down your BIG goal into smaller, intermediate goals.  What are those steps?



New Vehicle Net F&I Income
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Task finance directors and New Car Sales Desk to increase New Vehicle Net F&I income to group 
average of 1075

Daily DOC, Internal Daily F&I Logs, Monthly Statement and Composite

Yes, need continued focus from Sales Floor, to Desk , to Finance Managers in the box
Focus on additional Service Contract sales, as well as Chemicals (Paint and Fab protection)
Improvement on endorsement of products on sales floor at time of sale

New Vehicle gross is tough to achieve on the sales floor. Strong competition and Manufacturer programs
push volume over gross. Volume is strong - added Finance income helps overcome lack of profit in the 
vehicle sale

Need to start the process immediately and set a goal of end of Q1 2019

Is achieving this goal realistic with effort and commitment? Have you got the resources to achieve this goal? If not, how will you 



      Potential Solutions
more focus on Retail sales - cut into lease

present payment ranges - leave wiggle room

Continue to offer the lease protection plans

tire replacement/repair, mileage overrides

wear and tear protection

Salespeople - Endorse Finance programs
Sales Managers - range payments
Finance Managers - positive attitudes - present all products

Completed

N345
Class Number
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