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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?

To increase the back-end profit on all vehicles from $800 PVR to $1,000 PVR from November

11th 2020 by December 31st 2020.

BOTTOM LINE: Benefits of Achieving Your Goal

- Will increase dealer profitability and assist
with the absorption of the Used Car
Department

- Everyone at the store within the Variable
Operations will make more money

November 11th 2020
When will you start?

Consequences of Not Achieving Your Goal

- Dealership's profitability will be in
jeapordy and the Used Car Department's
absorption will remain below guide

- Missed profit and money that can never
be made back

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

We will gauge the process through looking at PVR back-end numbers. We will look at them
weekly. The dollars per ESC, dollars per product, and products per vehicle are all metrics we

will look at.
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What specific actions will you take to achieve your goal? Who can help you?

- Ensure a menu presentation is done on each vehicle
- Ensure that menu presentations are thorough and full of information
- Continue to train Business Managers to overcome objections and build value within their

products

- Make follow-up phone calls to customers once they have left without products to reinforce

the benefits of the products offered

- When a second manager comes in to sign off on the deal we can 'take another shot' at
some of the products based off of what we know about the customer and the deal itself

- We can be helped by Jeram Marketing, our company that handles our finance products and
also trains our Business Managers on their selling processes
- We can cross train between our 3 dealerships to find out things that are working for

someone else

- We can watch videos online of why customers should not get certain products to be ready

for the objections that they may have

Potential Challenges?

- Subvented rates through HMF limited the
finance reserve

- Cash deals eliminating all finance reserve
- Customers relying on Hyundai's warranty
to fix all of their problems

- Customers feeling that the price of each
product is simply too much money

Potential Solutions?

- Financing as many customers as
possible, explaining the benefits of low
interest rates versus cash

- Explaining the benefits of each product
thoroughly to each customer

- Explaining Hyundai's warranty in detail
and how many items are not covered after
the Syears/60k New Vehicle Warranty
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