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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: The goal is to create a hybrid bdc/sales team. This will allow us to respond to an increasing demand of purchasing vehicles virtually due to the current Covid-19 pandemic while adhering to the current state restrictions and guidelines. 
Currently we have a tab on our website asking customers if they would like to do the process in store or online. We are using a company called roadster which sends leads to our sales team to complete online transactions and walk customers through the process. We use a  traditional BDC method to contact customers that would like to come to the showroom schedule appointments with the sales team as well as make outbound calls to solicit business.   We are currently hiring for the hybrid position that will do the transaction from start to finish with the customer and not take walk in traffic or other lead sources to ensure customer satisfaction and more sales. Currently we receive an average of 80 Roadster leads monthly. We have a 40% closing ratio on these leads. 10% of these leads go elsewhere due to the time it takes our sales people to get back to them. On average the roadster leads hold a front gross 2300 around. Closing just the 20% we lose on average we are losing 36,800 monthly, That's 441,600 yearly. In addition all indicators suggest this method of purchasing vehicles will continue to increase
	1_2: Currently we have a traditional BDC team and a traditional sales team. 
More time for BDC to develop new business  
Better customer service as this hybrid team will only work with their customers and complete transaction from start to finish in a timely manner 
quicker response times
Educated In sales so they can complete entire process with less touches per customer.
Higher sales 
Meet the needs of customers 
Fulfill customers need for safety without entering facility
An additional 441,000 yearly based on current volumes
	1_3: Lost sales
Customer Satisfaction decline
Sales staff also takes walk in traffic and does not have the ability to respond to the online purchase in a timely manner.
Inability to meet the new demand for this way of purchasing vehicles will steer them to other dealerships who can.
Losing 441,000 yearly based on current volume

	When will you start: August 1, 2020
	1_6: Daily updates average leads per day using the roadster 
Daily closing ratio based on the amount sold vs amount of customers
We will measure  response times daily to ensure we have enough staff to accommodate the demand which will be reviewed weekly. 
Customer reviews will help us know if they are satisfied with the process
Weekly review of sales results

	1_8: The actions that need to made are hiring and training the right people to achieve this goal. All of the processes are in place with roadster, vin solutions, phones, and desks.


The BDC manager will be instrumental in this. She is being trained on desking so she will be there to finalize deals. 
The team will be predominately in the BDC responding to customers that want to purchase virtually. She will be there to oversee responses and make sure customers are followed up with in a timely manner and deals are put together properly and followed up with by finance. When the hybrid employee is delivering the vehicle she will be following up with any responses to customer that need them. 
	1_9: Finding the right people who are attentive to follow up and have sales experience.
Not meeting the demand as quickly as our environment is changing.
	1_11: Making sure there are people trained in BDC and Sales that can step in when volume is unexpectedly high and jump in to ensure customer satisfaction.



