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Class #

Eide Ford Lincoln

Dealership

VARIABLE OPERATIONS 2

N365

10/16/2020

Date

0 Relevant

0 Time-bound

Current Situation
or Challenge to be
Addressed:

Net F&I PVR

Current Performance
Level (include specific
measure):

$1,313 net new and used PVR YTD

Goal (what do you
want to achieve?)

$1,500 net new and used PVR

Goal Performance
Level (include specific
measure)

Achieve $1,500 net PVR monthly by March 1st 2021

10/16/2020 02/28/2021
Goal Start Date: Goal End Date:

11/01/2020 1350 Net
First Check-in Date: Performance Objective:

12/01/2020 1400 Net
Second Check-in Date: Performance Objective:

01/01/2021 1450 Net
Third Check-in Date: Performance Objective:

03/01/2021 1500 Net
Fourth Check-in Date: Performance Objective:
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How does your goal
align with the dealers’
vision?

Money to the bottom line | think is every dealers goal. We averaged
1515 net last year but have had a lot of turnover in F&I with buying
new dealerships and promoting. Everybody is set in place now for
awhile and we should be able to get back to achieving that number

What are the potential
benefits of achieving
your goal?

The main benefit of hitting 1500 per copy is an additional 500,000 in
F&I income for the year. It also keeps F&l Managers eating well and
therefore improves their happiness and stress level which in turn
translates to the customer as well

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

Potential consquences include possibly having to move personnel,
loss of gross, and a difference in overall profitibility.

Why is the goal
important to you?

We are a very F&l driven store. They carry 60-70 deals per month on
average and work the deal to the finish after the customer agrees to
buy. Being profitable in finance allows us to continually push our
volume to the limits

Potential Obstacles

Our biggest obstacle is training

Potential Solutions

We started some additional training today but really dive in deep next
week. Hopefully we can get ahead of the pace I listed above

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

Bottom line impact is north of 500,000 with a large portion of that
going to the bottom line
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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,

VARIABLE OPERATIONS 2

and dates.
START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE ’ '
STEP RESOURCE(S) PERSONI(S) EXPECTED RESULT CHECKPOINT
DATES
Meet with SM, GSM, F&l GSM, F&l Increased PVR | Starting today
managers to help Director with monthly
them understand checkpoints
the goal
Training JM&A, F&l F&I Director Product Starting today
Director knowledge and | with weekly
menu delivery training
One on Ones F&I Managers, F&I Director, SM's and F&l Starting next
GSM GSM understanding it | week with weekly

takes both to
achieve

one on ones

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.

We need to continue to train on our menu presentation and our product knowledge. We will
go over those specific items on a monthly basis just the same as we would with sales or
service. The GM and the GSM should also know the menu delivery in my opinion and well as
any updates to product. We have been missing the biggest portion of why Darwin(JMA) is
successful and | didn't even know it existed. That can never happen again. | will need to
involve myself in those meetings going forward.

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

F&I will be doing monthly one on one's with our Finance Director. We will also be holding
training meetings at least once per quarter going forward. There is too much money and too
much information to not train often and stay on top of it.

Sponsor Signature:
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