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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?

| want to increase my average GP on the new and used cars that | sell by June 30.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
More profit for the store The same or lower profits
More income for my sales team Less income/pay as COS are increasing

More income for me

March 01, 2022
When will you start?

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

| run my GP average weekly and sometimes daily via Advent, but | will track it monthly
against the previous month(s) for a comparison.
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What specific actions will you take to achieve your goal? Who can help you?

Be more dilligent in maximizing the profit in every deal sold.
Work the Deal.

Don't reduce the negotiations to the least common denominator quickly to just close a deal
and move on.

Communicated this goal to my team desk manager and he agreed.

Communicated with my sales team that this is a work in progress, but that we are doing this
for everyone's benefit.

Potential Challenges? Potential Solutions?

Pushing the customer too far for Know when to STOP.

maxamizing profits while jeapordizing CSI

and customer relationships. Watch for customers' body language
indicating that their buying experience is

Trying to justify "why we will not or cannot turning negative.

reduce the cost of a vehicle, any added

accessories, or other profit centers (GAP) Give a little on the more profitable items

at the time of the front end sale. while still maintaining GP.
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Work the Deal.  



Don't reduce the negotiations to the least common denominator quickly to just close a deal and move on.



Communicated this goal to my team desk manager and he agreed.



Communicated with my sales team that this is a work in progress, but that we are doing this for everyone's benefit.
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Watch for customers' body language indicating that their buying experience is turning negative.



Give a little on the more profitable items while still maintaining GP.


