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Name

Michelle Kwasny

Class# A044

Dealership

First Truck Centre

Date 5/31/2021

Current Situation or

Challenge to be Addressed:

As a dealer family, there are no set expectations of KPI's / Guides for our Sales
departments. While KPI's have been created for service and parts, sales was overlooked.

Current Performance Level
(include specific measure):

Current performance is based off income statement (variance report) and not shared
outside each branch. Lack of transparency among family.

Goal (what do you want to
achieve?)

By July 1, develop a KPI dashboard for Sales. Followed by monthly reporting to be
distributed to all locations to share comparables and drive branch performance to achieve
newly established KPl's.

Goal Performance Level
(include specific measure)

Develop 10+ KPI's to allow General Manager and Sales Manager to communicate, train and
coach staff to achieve company KPI expectations.

Goal Start Date: 5/31/2021 Goal End Date: 12/31/2021

First Check-in Date: 6/15/2021 Performance Objective: |Draft 1 of KPI dashbaord
distributed to GM's for feedback.

Second Check-in Date: 7/1/2021 Performance Objective: |Dashboard released to all
branches & sales consultants.

Third Check-in Date: 9/1/2021 Performance Objective: |Review current performance
against KPI to ensure correct KPI
are established.

Fourth Check-in Date: 10/31/2021 Performance Objective: |Use KPI dashboard during 2022
planning session to identify areas
of opportunity for improvement.

How does your goal align
with the dealers’ vision?

Vision:To evolve as a growing, profitable, sustainable enterprise, through which everyone
we touch has the opportunity to work, to grow, and to prosper. Goal aligns with vision of
being profitable and sustainable as well as allowing individual growth of sales consultants.

What are the potential
benefits of achieving your
goal?

By providing KPI's and transparency on current performance we will drive improved
performance. By being transparent between all the branches it not only creates healthy
competition but allows visibility into best practices that can be shared among the family.
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What are the potential Clear expectations equal predicatable results. Without a KPI dashboard the sales teams
consequences if you don’t can not be held accountable.
achieve your goal?

Why is the goal important The goal is important to me as it creates unity with parts & service. All three departments
to you? will be held to a set of standards.

Potential Obstacles One obstacle will be building reporting that is automative rather than manual. Another
one could potentially be that the "inputs to processes" are not being done the same at
each branch and therefore will need to be standardized before a metric can be reported
on.

Potential Solutions Work with IT and Subject Matter Experts (SME) to build robust reporting. Utilize the SME
to collabrate on standardization.

BOTTOM LINE! Financial If this tool is used to raise the performance in each branch to the established KPI, the
Impact of Achieving Your bottom line financial impact is tremendous. One example, KPI Gross Margin set at 5.75%.
Goal (expressed in dollars) If each branch achieved 5.75% it would be a gross profit increase of $165762 over YTD
current state.

What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? For each, be
sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC NECESSARY ACCOUNTABLE START, END, &

ACTION/STEP RESOURCE(S) PERSON(S) EXPECTED RESULT  CHECKPOINT DATES
Develop dashboard None Michelle Draft 1 built complete by June 15
Present dashboard for | None Michelle Discussion and Complete by June 30
approval to C Level revisions as required
and GM's to draft. Final

approved

Work with IT to IT department Darryl Ease of data entry Complete by July 30

automate as much
data points as possible

Introduce and None Michelle Intro and Q&A after Complete by August
distribute first month results sent out 10
{July) dashboard

populated to sales
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SPECIFIC NECESSARY ACCOUNTABLE START, END, &

ACTION/STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECKPOINT DATES

managers and

cosultants
Check in for feedback | None Michelle Modify dashboard as | Complete by Sept 30
to ensure it is a useful required

tool and starting to
drive performance

Use dashboard as tool | None Sales Manager at each | 2022 branch action On going
for 2022 planning branch plans to address
sessions. Branches can weakness

identify their areas for
improvement and
build into 2022

Click or tap here to Click or tap here to Click or tap here to Click or tap here to Click or tap here to
enter text. enter text. enter text. enter text. enter text.

As you work toward your goal, it’s important to have interim check points with specific, measurable objectives so your team
can hold themselves accountable. If everyone knows the goal and objectives, you don’t have to spend your valuable time
micromanaging.

Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now what? How will you
ensure you and your staff do not fall back into the previous habits that produced poor results? Be specific.

Dashboard will be distributed monthly and monitored by GM's and Sales Managers to drive performance.

Describe any planning or implementation meetings conducted as part of development of your plan.

Included in action plan above.

Sponsor Signature: / Keovia ‘(o“'q. l' Cfo
| ]

—

©2020 National Automobile Dealers Association. All Rights Reserved. 3



