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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?


	Untitled
	Untitled

	1: GOAL: Improve New Car Department Operating Profit from (1.07%) to 10% prior to year end.

CURRENT: 3.67% 
- Improvement from -1.07% from July Statement used  
	1_2: The benefits of achieving this goal would be an increase in overall New Car Dept gross profit, with a net reduction in the department expenses. 
	1_3: The consequences of not achieving this goal is that our Net profitability will not improve to the company standard of 30% Net PTI. In addition, without getting our overall expenses in check the department will continue to perform at a rate much lower than the guide of 20% for Net Operating Profit. 
	When will you start: November 1, 2020 
	1_6: Current Areas of Opportunity
- Improvement YTD PVR per/unit
- Reduction of overtime and controllable expenses
- Improve travel rate and reduce interest expense 
- Manage policy and expenses that can be avoided 
- Increase overall F&I PVR 
	1_8: Key Players: 
- Roderick Infante/Michael Tupac (New Car Managers)
- Madlen Hamud (Finance Director)
- Molly Redmon (Financial Business Partner) 
- Sales Team 

Weekly Actions
- Hot List Meeting on Tuesdays, review policy and overtime expenses
- Review overall expenses and look for areas of opportunity 
- Improve volume, look at pump in reports from MB and see where we need to improve 
- Capitalize on PVR opportunities with low inventory models, i.e. - GLS, G-Wagon, etc. 
- Capitalize on every F&I opportunity and take manager turns when needed 

Monthly Actions 
- Track expense reductions with a goal of 5-10% for the department 
- SEM Monthly Reviews to gauge Sales Standards 
- PVR Review during month end review - where were our opportunities 
- Set Goals to help achieve the Net OPR 10%
	1_9: Inventory 
Staffing 
Covid-19 Rise 
Training 
	1_11: Make more on the units we do have 
Training Calendar (completed) 
Home Delivery and Improve Online Sales 
Hire two additional SEM's (in process)
Develop new SOP's for team members to improve accountability


