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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: Goal is to improve F&I from $2,200 to $3,000 P/C. By June 2022
	1_2: Benefits will allow is to be more aggressive on New car deals, increase market share, get more vehicle allocations, and add more income
	1_3: Consequences will be not selling as much New cars and not being as aggressive on the front end of deals, and less market share, and less income/gross




	When will you start: I will start in January 2022
	1_6: I will be monitoring by measuring payment in/ payment out, deal by deal.
	1_8: Having a meeting every week with my F&I team, and giving them there P/C every week, so they will know where they are at, and having each member of F&I go and help eachother with T.O. My GM can help me with giving each of them goal to hit every month, and manage each of them every week.
	1_9: Challenges- Getting everyone bought in, Getting all of them in the same page, making sure all of them are helping each other out. Making sure they understand it is a Team Efforrt.
	1_11: Solution- Everyone making more money, and everyone working and coming together as a team.


