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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

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

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

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


	1: 

My goal is to increase our overall F&I PRU Gross from it's current amount of $862 to $1,150.  I want this increase to happen by October 1st, 2021 and sustain this average until the end of the year.  I don't want to hit it one month and decline again.  Month in and month out, the average needs to be $1,150. 
	1_2: Increased Profitibility for the dealership



Increased product penetration protects the dealership, financially (warranty claims, etc)



Higher customer satisfaction - less money out of pocket for our customers in the service department



Increased reinsurance funds



Higher compensation = Happier Employees
	1_3: Leaving money on the table 



Not maximizing opprotunity 



Sales department has less earnings - sales people satisfaction can be affected



Reinsurance program costing the dealership money



Unable to insulate ourselves from factors outside our control (inventory constraints, etc)
	When will you start: Started in March of 2021
	1_6: We recieve daily reports tracking production penetration, overal PVR, menu usage, time spent, etc 
	1_8: We brought on a 2nd 'back up' F&I manager to assist.  Decreased time spent on non-revenue generating activities for our F&I manager, has allowed him time to train, increase his product knowledge and allows him to spend more time selling, rather than performing administrative duties.  He was on average, performing about 100 turns a month, which is now about a 70/30 split between the two managers.  We have also increased our used vehicle inventory, which has in turn, increased our used vehicle numbers.  Our F&I numbers are stronger on pre-owned, which has incrementally increased our PVR number as well.  We started offering different products, through a new provider (EasyCare) which has allowed us more options for our customers.  We have a dedicated trainer and have signed both managers up for ongoing F&I training (both performance/selling and legal/compliance).  



We are also implementing a new payplan on July 1st. 
	1_9: New F&I manager not working out - wasted time and money 



Sales people not buying into the new approach and program. 



Customer satisfaction - more time spent in the finance office
	1_11: Train, train, train! 





Implement a salesperson spiff program to pay them on the backend and performance of the manager.



More managers, equals higher productivity and less time having F&I "backed up" and quicker time to get into F&I at delivery or during a spot delivery.


