NADA
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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

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

1. Increase our profit in F&l to $300 per deal.

2. Create a culture that identifies F&l income as a major contributor to the bottom line.
3. As of today, we average $172 per deal on back.

4. We want to have an average of $300 per deal.

5. March 31, 2022.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
1. Increase in bottom line. 1. Leaving money on the table.
2. Higher commissions for F&l employees 2. Relying too much on front end grosses.
and salesperson which equates to happier 3. Lost opportunity to sell more cars.
employees.

3. Begins a transformation of culture that
delivers a huge opportunity on a sleeping
giant.

4. Creates opportunities to other
departments to up sale once the customers
come for service on the products
purchased.

12/1/2021
When will you start?

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

1. Through our KPI report.
2. Every 10 days we will be sending out averages on F&l and other metrics.
3. Total F&l income and average F&I per deal on the working month.
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What specific actions will you take to achieve your goal? Who can help you?

1. Training to our salesperson and F&l supervisors on all available products.

2. Create a vision on the importance of F&I income, write a defined process to introduce F&l
early and often in the sales process, have our management team gauge and calculate end
results and percentages, and lastly training our employees.

3. Add more products to our portfolio.

4. Utilize our menu systems to effectively sell more F&l.
5. Sales Manager, F&l Supervisor, and F&l Manager will be the persons helping to achive this

goal.

Potential Challenges?

1. Most of our employees have never
understood the importance of F&I and will
push back on changes.

2. Lack of products to sell.

3. Work vs Income.

Potential Solutions?

1. Create a training that not only explains
the vision and process to implement but
bring data that shows how positively it will
affect their income.

2. Bring in an extended warranty by
beginning the approval process with our
Insurance Commissioner.

3. Analyze and make changes to our pay
plan to align goals.
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