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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 digital leads closing ratio currently at 8% to 11% by the end of April 2022.
	1_2: 1) Increase retail sales ( New & Pre-owned)



2) Increase New vehicles market share and 

    turn rate. 



3) Increase Pre-owned turn time and 

    Volume. 



4) Increase internal Service and Parts gross

    profit . ( More PDI & Pre-owned 

    reconditioning ) . 
	1_3: 1) Missed retail Sales opportunities.



2) Lower New Vehiles market share 

    which will effect adversely New Vehicles

    allocation.



3) Potentially less Trade ins.



4) Less units in operation. 



5) Less Service drive Vehicles .



6) Lower CP gross profit. 
	When will you start: March 1st 2022
	1_6: Developed an in store performance matrix score card ( Please see attached ) based on historical data extracted from the CRM . To be used daily to gauge the Sales consultant performance. 
	1_8: Distribute all digital leads equally to all Sales consultants. The Internet Director will be training, coaching and monitering on a one on one bases with each Sales consultant for 30 minutes session based on the consultant daily schedule . Developed a digital leads training check list per provider . ( Please see attached ). To be utilized during the training session as a road map to maximize every digital opportunity . 
	1_9: 1) Motivating Sales consultants to train 

    daily. 



2) Keeping the Sales managers involved 

    and focused on the same goal. 



3) Frustration on the part of the Sales 

    consultants caused by the longer period

    of time needed to accomodate a digital 

    lead to only close at 11% verses the 30%

    for walk ins . 
	1_11: 1) Set quality time to train on a daily bases. 



2) Reward improvement . 



3) Stay on topic and not vary from training. 



4) Set short term success goals. 



5) Keep Sales Managers involved and 

    abreast of their team progress. 


