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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: Goal to increase new vehicle gross profit return on sales. Specifically F&I income for PNVS. Increase F&I income by $206 (25%) by end of Q3.
	1_2: increased income for the dealer, & F&I Mgr. Increase customer loyalty to dealer.
	1_3: F&I department to be re evaluated
	When will you start: August 1 to be rolled out, screen is ordered and table application is ready to role out now.
	1_6: Metrics used will be PNVS for F&I not retroactive to Q1 but from August 1 to September month end. Use the August and September dealer financial statement, page 4 line 25.
	1_8: Developed a tablet application in conjuction with Route1 to aid our VIP Sales Managers when working with clients. Clients are able to take control of their deal and add products in an unassuming way. Added a second customer facing screen in F&I, again to facilitate this "self serve" interaction. Allocate part of our "Performance Package" (wheel&tire protection, window etching, fob insurance) to F&I income and finally a second turn over process if the car is an ordered unit. New Car Sales Manager to help guide F&I MGR to success, our VIP Sales Managers will directly impact this when using the tablet application upon finishing a deal.
	1_9: Employees not buying in at 100%



not seeing end goal



trepidation of adding a new task



fear of technology
	1_11: SPIFF VIP Sales Managers on what they sell



weekly updates using financial statement



success is the ultimate testimonial, if one rep has success then that person can motivate the others


