
BDC Action Plan
Current Situation:

We currently are getting 325-350 customer opportunities per month coming to the 
dealership which is resulting in 85 sales per month.

Overall Objective and Specific Desired Results:

To drive more customer opportunities thru our BDC. We want to increase our 
customer opportunities from 350 avg to 500 per month and increase sales from 85 
to 125 per month. 

Action Plan:

We will be using our CRM (Dealer Socket) to track our actions and results. BDC 
representative will be responsible for the following.

 Out bound phone calls: 
 A minimum of 100 attempts per day 
 30 contacts per day
 6 appointments set per day

 Internet leads
 Help manager internet leads
 Ensure all leads are answered with in 5 minutes
 Follow up on all internet leads over 3 days old (lost leads)

 Campaigns/manifest
 Dealer manifest
 GM manifest
 Advertising campaigns

 Revenue Radar
 These are service customer that are in an equity position

We track all of these opportunities thru our CRM. Each day reports must be emailed 
to department managers as well as the GM. The following are the reports that we 
will review daily, weekly, and monthly.
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Timeline:

This action plan will go into effect immediately and tracking has already begun. We 
will meet every Monday to discuss the reports below.

 Daily reports
 Weekly reports
 Monthly reports


