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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 total F&I PVR from $552 to $800 - | plan to have this done by November 30, 2020

BOTTOM LINE: Benefits of Achieving Your Goal

Benefits of achieving this goal are an
increase of $22,000 per month or $264,000
per year in net profit. Additional benefit
could be an extra $10,000 to $15,000 per
month ($120,000 - $180,000 annually) to
our reinsurance company.

When will you start? October 1, 2020

Consequences of Not Achieving Your Goal

Consequences are an actual loss of
income and an opportunity cost for both the
F&I department and the reinsurance
company.

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

Net F&F per N&U Veh Retailed in my 20 group composite. Page 14 line 55.
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What specific actions will you take to achieve your goal? Who can help you?

We have replaced our F&l manager as of October 10th 2020. Our new manager has great
experience and brings a strong positive attitude to the role. He is able to fill in and help the
other 2 sales managers (New & Pre-Owned) who in turn are willing to help him succeed. In
addition to changing the manager in charge of the department we will need a culture change
in sales to maximize F&Il during the sales process. All of our managers understand this and

have agreed to help make this happen.

Potential Challenges?

Challenges will be the culture we have in
our store. Our sales people have been
doing things without F&I in mind for years.
They will need to work for the store to
maximize our opportunities in this
department. We also could have a
challenge with our New Car Sales Manager
not working as hard as he could to execute
this plan. He will be important in driving the
process.

Potential Solutions?

Solutions to these challenges include
modifying the pay plan for sales in order to
compensate for the behavior we are
seeking.

Also, as GM | will need to be involved and
vocal in the process. My presence in the
monitoring and communication of this
endeavor will add to the level of
expectation we have as a company for this.
If the sales people know that | am involved
at the ground level of this they will have a
difficult time shrugging it off.
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