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SMART Goal Homework
Homework is due the Monday of the week before you return

 Student Name:	  Marie Forbes	        Academy Class #:  N355

I plan to accomplish the following objective by:  12/31/2020


SMART GOAL
Specific:  What exactly will you accomplish?
Increase the lease penetration at this location to be at or above zone average by the end of the year. 
Measurable:  How will you know when you have reached this goal?
This store only had a lease penetration for 2019 of 18.9%.  The Boston Region was at 29.4%.  We will track it monthly with goal of a 1.75% increase monthly.  Our goal is to get at or above zone average by the end of the year. 
Achievable:  Is achieving this goal realistic with effort and commitment?  Do you have the proper resources to accomplish you goal?  If not, how will you get them?
We do have proper resources to accomplish this goal. It is people, processes, training, coaching, and monitoring. 
Relevant:  Why is this goal significant?
Having a healthy lease portfolio increases incremental business. It is shown that customers who lease are very likely to return to the leasing dealership providing the experience was great. Also, customers who lease are more likely to service with you. 
Timely: When will you achieve this goal?
We started this focus June 1st. We will monitor monthly then compare at the end of the year to see how we have improved. 



This goal is important because:
As I stated, it will increase sales volume as well as increase service retention.
The benefits of achieving this goal will be:
Happier customer, happier sales staff, happier service department, happier GM/CEO/COO.
Take Action!
			Potential Obstacles				Potential Solutions
	Sales staff may be reluctant				Training on how to present numbers			Getting desk manager to do it every time		Spot check worksheets to make sure	
	Manufactures lack of ease of finding 			Not much can be done on that
               accurate rates and residuals. 
	
Who do you need to get involved to accomplish this goal:
Sales Manager, Finance Manager, and Sales Staff 

Specific Action Steps:  What steps need to be taken to get you to your goal?
What?	Expected Completion - see below Completed- see below 
Sales manager to present both conventional finance payments
 along with lease payments to every new car customer. 
If every customer is presented with a lease payment option every time
 it will increase discussions on the benefits of leasing. 
By showing customers the benefits of leasing the penetration will increase. 
We started this 06/01/2020. We are coaching on this weekly in addition to role playing with every opportunity.  
The finance manager will track lease pen monthly and report to the sales manager and GM. 
With a 1.75% increase monthly, we will at zone average by the end of the year. 
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