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ACTION PLAN 1

o Relevant 0 Time bound

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

We will increase our New Vehicle F&l Average PVR from $816 to $1200 by 12/31/21.

BOTTOM LINE: Benefits of Achieving Your Goal

- Increased net profit

- More satisfied F&lI Managers and Sales
Consultants due to increased pay

- Longer retention of employees

- Increased customer retention due to
products bringing customers back into our
store

- More satisfied customers when they have
VSC's that cover unexpected repairs

- Better relationship with VSC company so
more repairs will be covered when they're
borderline

- Better relationship with banks

When will you start? 71121

Consequences of Not Achieving Your Goal

- Lower net profit

- F&l Managers and Sales Consultants that
are dissatisfied with their pay

- Possibly more turnover if employees
aren't making enough money

- Lower customer retention if we aren't
bringing them back in with maintenance
plans, VSC's, etc.

- Upset customers when they have vehicles
that need repairs that aren't covered once
out of warranty

- Less negotiating power with VSC
company and banks

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

We will monitor the New Vehicle F&l Average PVR weekly using our DMS, Automate, with
specific focus on the end of month numbers. This will be reviewed by our management team
including GM, New Vehicle Manager and F&I Managers. Our objectives will be to be at $950
PVR by 8/31/21, $1050 PVR by 10/31/21, $1150 PVR by 11/30/21, and then reach $1200

PVR by 12/31/21.
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What specific actions will you take to achieve your goal? Who can help you?

- We will revamp our F&I pay plans to focus more on PVR and product sales.

- We will enlist the help of our F&I Products company to go through more training with each of
our F&I Managers. The focus will be not only on compliance but also on selling techniques,
product benefits, etc. There will also be a focus on not discounting our products nearly as
much as we are currently doing.

- We will meet weekly with our F&l Managers to see where they're at and to provide additional
coaching and support as needed. We will also monitor discounting of VSC's and other
products in order to come up with ways to better hold gross.

- We will implement a new process where all Sales Consultants consistently set up the F&l
department by going over and recommending products to customers before they enter the
office. Sales Management will be involved to make sure this happens on each deal.

- We will restructure our Sales Consultants and Sales Managers pay plans to increase the
portion of their earnings that come from the back end gross.

- We will request the assistance of our F&l Products company to provide us video explaining
the benefits of each product we offer. These videos will either be shown by the Sales
Consultant or by the F&I Manager as appropriate.

- F&I Managers will begin to attend Sales meetings in order to train our Sales Consultants on
the products we offer, financing specials, etc.

- F&I Managers will start to make follow up calls to customers that did not purchase VSC's

within one week in order to take another shot at selling the VSC.

Potential Challenges?

- Changing the pay plans for F&l Managers
may lead to angst.

- Changing the pay plans for Sales
Consultants and Sales Managers may
create discontent.

- Getting the F&I Managers to actually use
their training.

- Keeping F&I Managers engaged with the
Sales staff and Sales meetings.

- Getting F&I Managers to make the follow
up calls.

- Getting the Sales Consultants to
consistently plug the F&I Products.

Potential Solutions?

- Make sure that F&I Managers, Sales
Consultants and Sales Managers don't take
a large pay cut when moving to the new
plan - show them that they can actually
make more under the new plan if they are
successful.

- Review video of the F&I Managers during
their selling in order to provide feedback
and coaching.

- Make the Sales meetings mandatory for
at least one F&| Manager to be present.

- Have F&l Managers keep log of follow up
calls and review each week.
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