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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: We will Increase our (Internet) closing Ratio on New and Used from 12% to 15% by 2/15/22 so we can become and maintain Retail Sales Efficiency with Toyota.  
	1_2: This is important because if we close 3% more leads and we receive on average 600 leads/month, this will translate to 18 more car sales a month and (at current levels) to our Total Gross of approx. $90K including F/I.  

The benefit of putting processes into place is to be prepared when inventory levels start to normalize, we will have processes in place to sell more cars though our efforts, get more inventory and bottom line- maintain Sales Efficiency which is how we are awared inventory, future open points and President's Award for the store.
	1_3: The consequences of not achieving will be not growing our processes which with current inventory levels could cause us to lose out on being awarded future inventory, as well as selling less vehicles, making less gross, leading to less profit. 

The ultimate consequence of not achieving our goal would be to not be in good standing with the OEM (Retail Efficiency).
	When will you start: We have started on 11/15/2020
	1_6: We are able to measure our progress on a daily basis, with our Internet Director, Gus, generating an Internet Tracking report which includes our closing ratio that is sent to his email every day.  He will review with the sales staff daily.  Furthermore, we are part of a pilot program with Proactive Dealer Solutions.  They come out to monitor/audit our digital activity including closing ratios on a monthly basis.  We have involved all sales managers and GM and all are onboard.  The metrics will be a specific number from our CRM that tells us our closing ratio.  This can be reviewed at any moment in time.  This will be monitored extensively and is the responsibility of the Internet Sales Director to monitor with the team.
	1_8: Through our work with Proactive Dealer Solutions- we have learned management and sales skills to improve our closing ratios.  These include manager involvement on every lead.  The objective is to manage to increase, not spend to increase.  In addition we have updated all of our templates both email and texting that are sent to customers so that we are consistent and we are sending customers exactly what they need.  Managers are checking correspondence.  Word tracks have been added and are being used by the entire sales team. In addition, we have had training which include how to work ideally with different personality types.  We have been given key ways to respond in the way that each personality type would find most helpful.  In summary, the Internet Sales Manager with the Sales Managers and the General Manager are enforcing the new processes.  This aligns with our vision for our dealership and group of maintaining sales Efficiency allowing us to grow our organization, aquire/build more dealerships, and achieve President's Award.
	1_9: Inconsistencies with sales staff.  Some will have to work harder to adapt to change. Other challenges will be getting staff to address all questions and inquiries correctly.  We may encounter those who are set in their ways and resistent to change. 
	1_11: Constant Management check in on every conversation, and on the correspondences.  In addition in-store training (virtual) and in-person through Proactive Dealer Solutions.


