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VARIABLE OPERATIONS 2

376
Class #

Infiniti of Novi

Dealership

7/23/21

Date

0 Relevant

0 Time-bound

Current Situation
or Challenge to be
Addressed:

deliveries.

We are currently less than 1 product per deal on new and used

Current Performance
Level (include specific
measure):

Current product penetration is at 87.50%

Goal (what do you
want to achieve?)

1.5% products per deal

Goal Performance
Level (include specific
measure)

Oplogic PVR Report

August 1st 2021 December 31st 2021
Goal Start Date: Goal End Date:
August 15th 2021 1%
First Check-in Date: Performance Objective:
September 15th 1.2%
Second Check-in Date: 2021 Performance Objective:
November 1st 2021 1.3%
Third Check-in Date: Performance Objective:
December 1st 2021 1.4%

Fourth Check-in Date:

Performance Objective:
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How does your goal
align with the dealers’
vision?

To Improve constantly

What are the potential
benefits of achieving
your goal?

Customer Loyalty
Increased Profits PVR
Upsells in Service
Service Retention

What are the potential
consequences if you
don’t achieve your
goal?

Customers going to 3rd party shops for repair work
Below average profits PVR
Decrease in RO's

Why is the goal
important to you?

Overall profitability of Sales, Parts and Service. Also having the ability
to retain the client.

Potential Obstacles

Finance Manager thinking it's too high of a goal
Salespeople not endorsing the products
Finance Manager not having enough time to sell

Potential Solutions

- Review comparison reports with other Finance Manager in the
group. We currently have 30% of our stores over 1.5%.
- Run monthly Finance Product competions and spiff plan

BOTTOM LINE!
Financial Impact of
Achieving Your Goal
(expressed in dollars)

By achieving our goal of 1.5% products per deal, we would add an
additional $128,000 by December 31st, 2021. (Rounded up to $500
per car multiplied by 256 units delivered through June)
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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,

VARIABLE OPERATIONS 2

and dates.
START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE ’ '
STEP RESOURCE(S) PERSONI(S) EXPECTED RESULT CHECKPOINT
DATES
Product Training |Video John Gangler Sales team August 2nd
for sales staff presentations & |Mostapha Farris |understands September 1st
product benefits of each |October 1st
representative product.
Product install for |Detail Scott Rex Sales team to August 2nd
entire staff department to John Gangler believe in October 1st
install perma products they
plate and endorse.
Aiavannd fiinianm
Execution of Docupad / Mostapha Farris |80% or above (bi monthly
Docupad Video |Docupad Video utilization |reviews)
presentation reporting during deliveries |August 2nd
kickoff
ANivmisimd 1 T4
Proper Google Calendar |John Gangler Finance August 2nd
scheduling Mostapha Farris |Manager has Checkpoints
time to properly |weekly
execute delivery. |Continued
thvaiinlhasid
Finance Oplogic/docupad |John Gangler Finance August 2nd
Manager Mostapha Farris |Manager to meet |Daily check
Introduction/Menu every guest prior |points
Preparation to delivery.

FivmAamAaAn

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.
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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.

This process will be enforced by upper management. There is a huge financial benefit to all
when achieving this goal. Changes will be made to pay plan to drive proper behaviors.
Changes include Docupad utilization above 90% and video presentation reporting above
80%. Bonus will be impacted for lack of utlization. Management to enforce utilization of
Google Calendar. Management also ready to step in if Finance is tied up.

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

The purpose of these planning/implementaion meetings will mostly be focused on getting
everyone's buy-in. All Vendors will be included, and expected to present to the team. The
kick off meeting will include spiffs for achieving monthly goals. Complete process will be
printed and given to everyone. Review of process during the meeting. Expectations to be
clear for everyone. Ask for suggestions and recommendations from everyone

Sponsor Signature:

4
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	Name: John Chatzopoulos
	Class: 376
	Dealership: Infiniti of Novi
	Date: 7/23/21
	Current Situation or Challenge to be Addressed: We are currently less than 1 product per deal on new and used deliveries. 
	Current Performance Level include specific measure: Current product penetration is at 87.50% 
	Goal what do you want to achieve: 1.5% products per deal
	Goal Performance Level include specific measure: Oplogic PVR Report
	Goal Start Date: August 1st 2021
	Goal End Date: December 31st 2021
	First Checkin Date: August 15th 2021
	Performance Objective: 1%
	Second Checkin Date: September 15th 2021
	Performance Objective_2: 1.2%
	Third Checkin Date: November 1st 2021
	Performance Objective_3: 1.3%
	Fourth Checkin Date: December 1st 2021
	Performance Objective_4: 1.4%
	How does your goal align with the dealers vision: To Improve constantly
	What are the potential benefits of achieving your goal: Customer Loyalty 

Increased Profits PVR

Upsells in Service

Service Retention
	What are the potential consequences if you dont achieve your goal: Customers going to 3rd party shops for repair work

Below average profits PVR

Decrease in RO's


	Why is the goal important to you: Overall profitability of Sales, Parts and Service. Also having the ability to retain the client. 
	Potential Obstacles: Finance Manager thinking it's too high of a goal

Salespeople not endorsing the products

Finance Manager not having enough time to sell
	Potential Solutions: - Review comparison reports with other Finance Manager in the group. We currently have 30% of our stores over 1.5%. 

- Run monthly Finance Product competions and spiff plan
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: By achieving our goal of 1.5% products per deal, we would add an additional $128,000 by December 31st, 2021. (Rounded up to $500 per car multiplied by 256 units delivered through June) 
	SPECIFIC ACTION STEPRow1: Product Training for sales staff
	NECESSARY RESOURCESRow1: Video presentations & product representative
	ACCOUNTABLE PERSONSRow1: John Gangler

Mostapha Farris
	EXPECTED RESULTRow1: Sales team understands benefits of each product. 
	START END  CHECKPOINT DATESRow1: August 2nd

September 1st

October 1st


	SPECIFIC ACTION STEPRow2: Product install for entire staff
	NECESSARY RESOURCESRow2: Detail department to install perma plate and diamond fusion for entire sales team
	ACCOUNTABLE PERSONSRow2: Scott Rex 

John Gangler
	EXPECTED RESULTRow2: Sales team to believe in products they endorse.
	START END  CHECKPOINT DATESRow2: August 2nd 

October 1st
	SPECIFIC ACTION STEPRow3: Execution of Docupad Video presentation
	NECESSARY RESOURCESRow3: Docupad / Docupad reporting
	ACCOUNTABLE PERSONSRow3: Mostapha Farris
	EXPECTED RESULTRow3: 80% or above Video utilization during deliveries
	START END  CHECKPOINT DATESRow3: (bi monthly reviews)

August 2nd kickoff

August 15th check in. Continued in money meetings
	SPECIFIC ACTION STEPRow4: Proper scheduling
	NECESSARY RESOURCESRow4: Google Calendar
	ACCOUNTABLE PERSONSRow4: John Gangler

Mostapha Farris
	EXPECTED RESULTRow4: Finance Manager has time to properly execute delivery. 
	START END  CHECKPOINT DATESRow4: August 2nd

Checkpoints weekly

Continued throughout the year
	SPECIFIC ACTION STEPRow5: Finance Manager Introduction/Menu Preparation
	NECESSARY RESOURCESRow5: Oplogic/docupad
	ACCOUNTABLE PERSONSRow5: John Gangler

Mostapha Farris
	EXPECTED RESULTRow5: Finance Manager to meet every guest prior to delivery. Finance Manager responsible for depositing money. Finance Manager responsible to meet and customize menu for every guest.
	START END  CHECKPOINT DATESRow5: August 2nd

Daily check points
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	ACCOUNTABLE PERSONSRow6: 
	EXPECTED RESULTRow6: 
	START END  CHECKPOINT DATESRow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	ACCOUNTABLE PERSONSRow7: 
	EXPECTED RESULTRow7: 
	START END  CHECKPOINT DATESRow7: 
	poor results Be specific: This process will be enforced by upper management. There is a huge financial benefit to all when achieving this goal. Changes will be made to pay plan to drive proper behaviors. Changes include Docupad utilization above 90% and video presentation reporting above 80%. Bonus will be impacted for lack of utlization. Management to enforce utilization of Google Calendar. Management also ready to step in if Finance is tied up. 
	Describe any planning or implementation meetings conducted as part of development of your plan: The purpose of these planning/implementaion meetings will mostly be focused on getting everyone's buy-in. All Vendors will be included, and expected to present to the team. The kick off meeting will include spiffs for achieving monthly goals. Complete process will be printed and given to everyone. Review of process during the meeting. Expectations to be clear for everyone. Ask for suggestions and recommendations from everyone 


