NADA

o ——

ACTION PLAN 1

e Specific m Measurable

o Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

- Increase Gross Profitin F/I..
- Increase PVR = From $1,300 to $1,600

>VSR / Gap / After Market = Sell more or Increase sells price
- By end of November, we will meet on Dec 2nd to review

BOTTOM LINE: Benefits of Achieving Your Goal

- Increasing Gross Profit by $300 will add
$33,000 to the buttom line.

- Additional Products sold will have an
impact of customers returning to the dealer
for service. Ex: VSC, Tire & Wheel,
Maintance plan.

Oct 15, mid month..
When will you start?

Consequences of Not Achieving Your Goal

- Look into retraining, F/I in their sells
process
> Presenting Menu from A-Z

NOTE:

- Look into how deals are going into the
Finance Office / Are they in Line or are we
setting up Finance for failure.

How will you gauge your progress? When? Using which metrics?

- Will print out Stone Eagle Productivity Report by Sales Manager & we will review every

Monday and Thursday.

- We will look for any comfortable areas, for ex: some like to sell their Product at a price they
feel comfortable & and not give the product enough value to sell for more.
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What specific actions will you take to achieve your goal? Who can help you?

Meet with them every week with out fail. Making the F/I review, productive with good selling
practices and sharing ideas on how we can get those extra $300 per copy.

All deals must be booked by the end of the business day, so we can have a clear view of the
deals from previouse day.

Who can help? GSM , Used Car Manager and New Car Manager.

Potential Challenges? Potential Solutions?
- Outside Credit Unions offering Low Rates - Continue to commicate with Lender
like 1.9% (GMF) on Credit Union Customers.

- Lease sells, making it challenging to sell
VSC.
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