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

Goal- Increase our internet appointment set ratio from 18% to 30% by July 31st.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

Gain an additional 25 appointments per Low volume and missed opportunities.
month based on current internet lead

volume. Our current showroom closing

percentage on appointments is 50% so

thats an additional 12.5 units sold per

month.

May 15th 2022
When will you start?

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

-Use CRM to review daily and monthly internet leads vs. appointments % with BDC every day.

-The metric will be all internet leads minus bad leads divided by the number of appointments
set on those leads.
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What specific actions will you take to achieve your goal? Who can help you?

-Sales manager will review every lead from previous day with the BDC every morning.

-Have sales managers attempt contact with any lead when BDC has not been able to make
any contact.

-Sales managers watch internet leads that come in throughout the day and monitor. Get
involved and make contact as needed.

-Make sure salespeople are logging appointments made from internet leads when BDC is
closed.

-Review and update phone and email scripts as needed for better results

-Increase contact attempts and CRM reminders for contact attempts from the BDC (phone,
text, emails)

Potential Challenges? Potential Solutions?
-Salespeople not logging appointments -Have sales managers take internet leads
from internet leads when BDC is closed. in BDC absence.

-Vehicle availability. -Sell incoming vehicles
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-Sales manager will review every lead from previous day with the BDC every morning.



-Have sales managers attempt contact with any lead when BDC has not been able to make any contact.



-Sales managers watch internet leads that come in throughout the day and monitor. Get involved and make contact as needed.



-Make sure salespeople are logging appointments made from internet leads when BDC is closed.



-Review and update phone and email scripts as needed for better results
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