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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: To increase our average finance backend per unit to $1400 in 2022 from $1169 in 2021.  This will be measured against same time next year numbers so the ending date will be October 31, 2022. 
	1_2: The benefit to achieving this goal is an increase in gross to the store as well as a more motivated finance department due to the added compensation.  This small jump of $231 will add an additional $141,834 in store gross.  This is based on just doing the same number of cars.  We do expect an increase in sales volume next year which will add to this number,  $141834 is the floor for the gross increase.
	1_3: A substantial loss in gross opportunity and decrease in finance manager income.
	When will you start: We have already started.  
	1_6: We will gauge our process using the rex report we run daily.  We will compare progress against numbers from same time last year.  
	1_8: We are bringing in a JM&A trainer to spend direct time with our finance managers.  We are also sending our two newest finance managers to finance class. We have already started retraining our sales people  and are putting in place new finance TO procedures.  We are also penciling finance products on the worksheet for all new car transactions and approaching them as not optional.  With the right processes and presentation in place we expect to see an increase in both product penetration and finance gross.  The finance managers/director, the sales people, and the sales managers will all be instrumental in achieving our goal.
	1_9: Sales person push back and market shifts.
	1_11: Sales person contests with bonus’ attached to the contest.  Finance manager bonus.  Review product pricing to make sure we are inline with competition.  Additional finance product training for sales people.


