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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?

Increase gross profit in new car sales $10,000 for the month of November 2020 over
November 2019. There will be an empahsis on lease retention to accomplish this plan.
managers and sales reps will mine our data from our CRM and Hondas Pull Ahead Program.
Increase number of leased vehicls sold for the month by10 units holding $1000 per unit in
front end gross, while maintaining our current sales process will bring the increase needed.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
More gross profit. -less gross profit.

-More customers for service dept. -lose customer base to other dealers.
-trades make great used cars for inventory. -lost profit for sales, service and parts.
-parts and service also make money on -lose opportunity to have their trade(lost
reconditioning of trades. sales and profit for sales, parts and
-more money for sales reps, finance, service.)

managers and owners.

When will you start? NOVEMBER 10, 2020

How will you gauge your progress? When? Using which metrics?
We will track this plan using CDK weekly reports., We we also Use the Honda Interactive

Network to track progress on leads. We will have a meeting every Monday at 10:00 am to
review our progress.
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What specific actions will you take to achieve your goal? Who can help you?

We will mine our date base. We have a program called Exchange. This program tells us all
the information about the leased vehicle (miles, term, payment, payoff, etc.) The sales
managers will review daily all leads given to sales reps from this report on our lease
customers. We will look at all leads with 12 or less payments left. We will also look how they
are doing on their miles, regardless of term left. If the have higher miles than the lease allows,
we want to try to help get them out. We will be making phone calls every morning and
evening followed by and email and a text message. The sales reps are most responsible for
making the calls, however we have a strong management group that is more than willing to
help with the calls, emails and texts. Through the contact, we would like to set 20 additional
appointments to lease 10 additional vehicles. Averaging $1000 per unit will give us the
$10,000 addition dallers we are looking for. This will all be accomplished with the help of the
sales reps, used car manager, sales manager and myself. The monday morning meeting will
allow us to keep on track to hit our goal.

Potential Challenges? Potential Solutions?

1) Sales reps not feeling comfortable to 1) training
make the calls.
2) share our Covid process with the

2) Covid customers.

3) Time 3) teach time management and monitor
calls.

4) getting in contact with customer 4) using 3 separate ways of
communication to contact. phone, text and
email.
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	1: Increase gross profit in new car sales $10,000 for the month of November 2020 over November 2019.  There will be an empahsis on lease retention to accomplish this plan.  managers and sales reps will mine our data from our CRM and Hondas Pull Ahead Program.  Increase number of leased vehicls sold for the month by10 units holding $1000 per unit in front end gross, while maintaining our current sales process will bring the increase needed.  We will measure from the November (2019 and 2020) financial statement.  This will be done by November 30, 2020.  However, final recap will be done by The10th of the following month when the November statement is finished.
	1_2: More gross profit.
-More customers for service dept.
-trades make great used cars for inventory.
-parts and service also make money on reconditioning of trades.
-more money for sales reps, finance, managers and owners.
	1_3: -less gross profit.
-lose customer base to other dealers.
-lost profit for sales, service and parts.
-lose opportunity to have their trade(lost sales and profit for sales, parts and service.)

	When will you start: NOVEMBER 10, 2020
	1_6: We will track this plan using CDK weekly reports.,  We we also Use the Honda Interactive Network to track progress on leads.  We will have a meeting every Monday at 10:00 am to review our progress.  
	1_8: We will mine our date base.  We have a program called Exchange.  This program tells us all the information about the leased vehicle (miles, term, payment, payoff, etc.) The sales managers will review daily all leads given to sales reps from this report on our lease customers.  We will look at all leads with 12 or less payments left.  We will also look how they are doing on their miles, regardless of term left. If the have higher miles than the lease allows, we want to try to help get them out.  We will be making phone calls every morning and evening followed by and email and a text message.  The sales reps are most responsible for making the calls, however we have a strong management group that is more than willing to  help with the calls, emails and texts. Through the contact, we would like to set 20 additional appointments to lease 10 additional vehicles.  Averaging $1000 per unit will give us the $10,000 addition dallers we are looking for. This will all be accomplished with the help of the sales reps, used car manager, sales manager and myself.  The monday morning meeting will allow us to keep on track to hit our goal.  
	1_9: 1) Sales reps not feeling comfortable to make the calls.

2) Covid

3) Time

4) getting in contact with customer
	1_11: 1)  training

2) share our Covid process with the customers.

3)  teach time management and monitor calls.
4)  using 3 separate ways of communication to contact.  phone, text and email.



