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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

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

I would like to increase the finance department's average PVR. For the current year we are
averaging $1227 per retail unit and we would like to reach an PVR of $1300. If we can
increase our PVR by $20 each month for the next four months starting 12/1/2020, we can
achieve our goal by 3/1/2021.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
More gross profit overall Missed gross profits for the dealership
More gross profits in finance Missed product penetration
More customer retention Missed gross profits in finance
More future business for the service and Missed future opportunities for business in
parts departments the service and parts departments

Missed customer retention

When will you start? We plan to start on 12/1/2020.

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

Our progress will be gauged daily. Every morning we will take a look back at the vehicles
delivered the day before. We will track our PVR in an excel spreadsheet that will measure our
averages. We will be able to see an increase or decrease in PVR very quickly so that we can
rework our strategy if needed. We need to see an average increase of $20 PVR month over
month in order to reach our goal.
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What specific actions will you take to achieve your goal? Who can help you?

It all comes down to process and product knowledge to achieve our goal. We will do weekly
calls with our sales reps to ask any questions that may come up about the products that we
offer. We will also have meetings with all of the finance managers once a week to role play
through scenarios and menu presentations and critique one another to improve presentation
skills. Daily calls between finance managers to go over each deal the day before will be
necessary to review missed opportunities, ways objections were overcome, and anything else
about deals delivered the day before that can help with future opportunities. All finance
managers will have to follow the 300% rule in order to reach our goal. We have to present
100% of the products to 100% of the people, 100% of the time. Finance managers will take
customers back to their office in order to fill out a credit application and get it submitted to the
bank. During the time it takes to hear back from the banks the finance manager has to use the
time to get to know the customer, and their specific needs. Once the deal is approved and the
customer is happy with the terms, the finance manager will prepare the deal paperwork and
create their menu presentation. The finance managers need to ensure time is taken to go over
each product with every customer. Once objections are overcome and deal is finished, the
finance manager must log the deal in the excel spreadsheet immediately.

This is going to be a combined effort of all of the finance managers, and the sales department.
Finance cannot meet their goals if sales are not being made. Also it will be a combined effort
of the sales and finance managers to make sure communication is ongoing between the two
departments and that they are working together as a team.

Potential Challenges? Potential Solutions?
Large amount of cash deals Make sure finance has the opportunity to
talk with the customer before they show up
Not enough time to spend with the with their check already made out for the
customer vehicle purchase price
Capped deals at the bank Creating a streamlined solution that allows

paperwork to be prepared quickly so more
time can be spent focusing on selling the
customer

Finance mangers must call the banks to get

as much back-end allowance as possible.
Also must push for cash down from
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