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ACTION PLAN 1

e Specific @ Measurable

o Relevant 0 Time bound

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

My goal for Shaganappi GM is to lower personnel expenses in NCD , we are currently sitting
too high at 43.83% of new vehicle gross. | would like to lower it to 35% by December

1st/2021.

BOTTOM LINE: Benefits of Achieving Your Goal

- Lowering personnel expense will earn the
NCD/Dealership a higher net profit monthly

- With the current market and low
inventory, we are doing low volume/high
gross months but with more and more
product landing in Q4 this will balance out
the pay plan for certain individuals.

- Potential $25,000-$30,000 net profit to
the bottom line.

Nov 1st/2021
When will you start?

Consequences of Not Achieving Your Goal

- With not achieving this, we will continue
to overpaying $20,000 monthly on
salesperson compensation (25.07%)

- Lower net profit

- Overpaying employees

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

Monitor it monthly by the gross % of the sales compensation and salaries supervision.

Using Line 25 (Pg23) in our dealer 20 composite we will be able to track the progress through

monthly monitoring of the line.
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What specific actions will you take to achieve your goal? Who can help you?

We are currently paying our sales managers a % of new car gross, ranging from 2.5-3.5%
depending on the new cars manager, we will be lowering the numbers for both to 2.0%.

Our GSM is speaking to a few certain sales consultants on lowering sales compensation from
40% to 30-35%

We are laying off one sales manager which will reduce the overall payout by 2.5%

Potential Challenges? Potential Solutions?
Staff being upset with overall With current market conditions, our staff is
reductions/pay well aware of the need for reductions and
cuts.

Potential loss of employees due to changes
They are aware that this is a temporary
Increase pressure on rest of employee staff solution to a server lack of inventory

Increased hours of other managers
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	1: My goal for Shaganappi GM is to lower personnel expenses in NCD , we are currently sitting too high at 43.83% of new vehicle gross. I would like to lower it to 35% by December 1st/2021. 
	1_2: - Lowering personnel expense will earn the NCD/Dealership a higher net profit monthly



- With the current market and low inventory, we are doing low volume/high gross months but with more and more product landing in Q4 this will balance out the pay plan for certain individuals. 



- Potential $25,000-$30,000 net profit to the bottom line. 




	1_3: - With not achieving this, we will continue to overpaying $20,000 monthly on salesperson compensation (25.07%)



- Lower net profit



- Overpaying employees 




	When will you start: Nov 1st/2021
	1_6: Monitor it monthly by the gross % of the sales compensation and salaries supervision.



Using Line 25 (Pg23) in our dealer 20 composite we will be able to track the progress through monthly monitoring of the line.  
	1_8: We are currently paying our sales managers a % of new car gross, ranging from 2.5-3.5% depending on the new cars manager, we will be lowering the numbers for both to 2.0%.



Our GSM is speaking to a few certain sales consultants on lowering sales compensation from 40% to 30-35%



We are laying off one sales manager which will reduce the overall payout by 2.5%








	1_9: Staff being upset with overall reductions/pay



Potential loss of employees due to changes



Increase pressure on rest of employee staff



Increased hours of other managers
	1_11: With current market conditions, our staff is well aware of the need for reductions and cuts.



They are aware that this is a temporary solution to a server lack of inventory








