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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 buy 50 cars out of Toyota of Puyallup's service drive in a 90 day period.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
- More quality used and certified cars on - Less opportunity for sales department
our - less opportunity for service department
-added revenue for the used car - Not capitalizing on all free revenue
department sources of the dealership.

-added service revenue
-more net profit

When will you start? September 1st

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

| will create an excel spreadsheet where we will keep track of the cars we appraise in the

service department. We will then give the salespeople access to it to update each appraisal
entity. We will highlight the cars bought in green.
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What specific actions will you take to achieve your goal? Who can help you?

| will personally work in the service drive from 7:30am-9:30am Tuesday Wednesday and have
the Used Car manager do the days that | am not here. It will be a team effort.

Potential Challenges?

- Getting salespeople to buy in coming to
work an extra half hour early and doing
extra work

- Getting used car manager buy-in and to
put in extra time

- Customer's not wanting to sell their
vehicle because we do not have any other
new cars on the lot.

- Digging people out of their negative
equity.

Potential Solutions?

- Spiffing salespeople with a larger buy fee
out of the service drive

- Selling the service drive as a new way to
get more opportunity (service customers
buy cars too).

- Paint the picture of a potential new
subdivision to the Sales department.
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