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HOMEWORK — ACTION PLAN

N361
Class #

Bob Moore Nissan of Norman 8/12/20

Dealership

Date

e Specific @ Measurable 0 Relevant 0 Time-bound

Current Situation
or Challenge to be
Addressed:

We need to promote leasing. We are not taking advantage of Nissan lease programs.

Current Performance
Level (include specific
measure):

We are currently leasing less than 1% of our customers. | have checked with other local
Nissan Dealers and they are averaging around 10%.

Goal (what do you
want to achieve?)

Our goal would be to get to 10% by the end of this year and up to 20% by the end of next year.

Goal Performance
Level (include specific
measure)

leasing level:
by 9/1 = 3%

by 10/1 = 5%
by 11/1=7%
by 12/1 = 9%
by 1/1 =10%

Goal Start Date:

8/1/20 12/31/20
Goal End Date:

First Check-in Date:

9/1/20 3% leasing

Performance Objective:

Second Check-in Date:

10/1/20 5% leasing

Performance Objective:

Third Check-in Date:

11/1/20 7% leasing

Performance Objective:

Fourth Check-in Date:

11721 10% leasing / Should be able to

L take advantage of end of year
Performance Objective: |jgase programs with NMAC.
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How does your goal
align with the dealers’
vision?

My owner has been wanting me to push leasing. | have to be honest that | have not made
leasing my priority, but | know his vision is 35% leasing by 2022. He believes the market will
shift to leasing when electric vehicles begin to take over the market. | agree with him and that
is why | have to make leasing a priority at my store.

What are the potential
benefits of achieving
your goal?

There are several benefits to Leasing a customer vs. having a customer purchase.
1. You get to see them at the end of the lease first to lease them a new vehicle.

2. You get the 1st priority to purchase the turn in vehicle.

3. The customer has more loyalty to your dealership.

4. You never have to deal with negative equity.

Are just a few

What are the potential
consequences if you
don’t achieve your
goal?

There is little risk in leasing, but a few potential consequences would be:
1. Finance numbers can go down and VSC % can drop.

2. Trading before the lease is up can create a negative equity situation.
3. Current lease offers may not be as good as the last time they leased.

Why is the goal
important to you?

The health and longevity of the store. It may take a couple years to see the progress, but |
believe that by leasing 35% of our customer base that we will increase volume and CSl in the
future.

Potential Obstacles

Training, Training, Training!!! | will have to have a fully bought in staff in order to promote
leasing in the store. Offering a lease on every pencil.

Potential Solutions

1. Offer a lease on every pencil 100% of the time. Even a 1 pay on cash deals.
2. We will have to get with the marketing team and develop a advertising plan.
3. Do weekly deal audits to make sure we are holding ourselves accountable.
4. Train our staff

BOTTOM LINE!
Financial Impact of
Achieving Your Goal
(expressed in dollars)

If we increase our lease business by just 10% it will be the difference of 9 more deals a month
at our average 2k per leased deal. This will put an additional 216,000 per year and 20%
would be an additional 408,000 per year.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or
improve? For each, be sure to include necessary resources, who is accountable, the measurable result,

START, END, &

Nissan National
Programs

Cuneo / Marketing Tearnr

plan that will put leasing
on the forefront of our
website and social
media.

SPECIFIC ACTION/ NECESSARY ACCOUNTABLE
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECKPOINT
DATES
Manager Training Bank programs Finance Director To be able to desk a 8/3/20
Word tracks New Car Manager lease with the same 8/10/20
Software programs Used Car Manager ease as a purchase. 8/17/20
General Manager T.O. with confidence. 8/24/20
Train the Sales team. | Weekly for rest of year
Sales Training Word Tracks Sales Team Sales will be able to talk |8/3/20
Knowledge of programs | New Car Manager leases with confidence |8/10/20
Why lease vs. purchase | General Manager and knowledge of the |8/17/20
programs. 8/24/20
Weekly for rest of year
Deal Audits Choose 10 deals for an |[New Car Manager To make sure we are 8/3/20
audit from the previous |Finance Director offering a lease on every|8/10/20
week. Used Car Manager single deal. 8/17/20
General Manager 8/24/20
Weekly for rest of year
Marketing / Advertizing |Bank Programs General Manager Develop a marketing Monthly Advertising

Meeting

As you work toward your goal, it’s important to have interim check points with specific, measurable
objectives so your team can hold themselves accountable. If everyone knows the goal and objectives,
you don’t have to spend your valuable time micromanaging.
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Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now

what? How will you ensure you and your staff do not fall back into the previous habits that produced
poor results? Be specific.

This will be a total change in our thinking. We are going from talking people out of leasing to putting leasing as a 1st priority.

The best way to make sure we don't fall back into our old pattern is by continued deal audits and training. As the General
Manager it will be my job to maintain our focus on leasing.

Describe any planning or implementation meetings conducted as part of development of your plan.

We started on Monday August 3rd, 2020 making a game plan for how we could get better at leasing. Admittingly | was met
with negativity, but after talking through the benefits everyone bought in and committed to making it their priority to learn
leasing. My New Car Manager made a leasing book of all the lease programs and has started desking a lease payment on
every new car deal. My Finance Director has made leasing a part of her opening word track - Mr. Customer did your

salesman go over the benefits of leasing? My Sales people are still trying to figure it out, that will come with time and training
We have already captured 3 leases this month and | believe there is a lot of meat on the bone.

Sponsor Signature:

4
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	Name: Scott Hays
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	Date: 8/12/20
	Current Situation or Challenge to be Addressed: We need to promote leasing.  We are not taking advantage of Nissan lease programs.
	Current Performance Level include specific measure: We are currently leasing less than 1% of our customers.  I have checked with other local Nissan Dealers and they are averaging around 10%.
	Goal what do you want to achieve: Our goal would be to get to 10% by the end of this year and up to 20% by the end of next year.
	Goal Performance Level include specific measure: leasing level:
by 9/1 = 3%
by 10/1 = 5%
by 11/1 = 7%
by 12/1 = 9%
by 1/1 = 10%
	Goal Start Date: 8/1/20
	Goal End Date: 12/31/20
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	Performance Objective: 3% leasing
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	How does your goal align with the dealers vision: My owner has been wanting me to push leasing.  I have to be honest that I have not made leasing my priority, but I know his vision is 35% leasing by 2022.  He believes the market will shift to leasing when electric vehicles begin to take over the market.  I agree with him and that is why I have to make leasing a priority at my store. 
	What are the potential benefits of achieving your goal: There are several benefits to Leasing a customer vs. having a customer purchase.
1. You get to see them at the end of the lease first to lease them a new vehicle.  
2. You get the 1st priority to purchase the turn in vehicle.
3. The customer has more loyalty to your dealership.
4. You never have to deal with negative equity.
Are just a few 
	What are the potential consequences if you dont achieve your goal: There is little risk in leasing, but a few potential consequences would be:
1. Finance numbers can go down and VSC % can drop.
2. Trading before the lease is up can create a negative equity situation.
3. Current lease offers may not be as good as the last time they leased.
	Why is the goal important to you: The health and longevity of the store.  It may take a couple years to see the progress, but I believe that by leasing 35% of our customer base that we will increase volume and CSI in the future. 
	Potential Obstacles: Training, Training, Training!!!  I will have to have a fully bought in staff in order to promote leasing in the store.  Offering a lease on every pencil.  
	Potential Solutions: 1. Offer a lease on every pencil 100% of the time.  Even a 1 pay on cash deals.
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