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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: We will increase our Finance Income (PVR) Page one Line 44 from $1491.00 to $2086.00 by December 31, 2022.
	1_2: The benfits from achieving our goal are multifaceted.



We need to slow down the process and ensure we review all the options for all our customers including all finance and lease options.



By doing this it will also our customers to protect themselves and their families and their automotive investment. We will be able to, on finance and lease contracts provide Accident and Health insurance, Employment inteription, as well as Life insurance.



We can also provide the vehcile with an extended service plan that allows them to budget for a small monthly payment an extended service plan that will not only protect them but also protect from increased parts prices and Labor increases.



This will give the entire family peace of mind which is priceless.This will also create a more satisfied customer that will not only return but reccomend us to friends and family. This will possitively effect each department in the store and increase our standing in the community.



With a stronger bottom line we have a stronger autogroup that can give even more back to the community making the furture brighter for generations to come.



The dealer is the fabric of the community no matter how big or small and we need to protect it one customer at a time.
	1_3: If we do not Protect our customer to the best of our knowledge and ability, it will inevitably cost our customers time and money not to mention many anxious moments.



It will erode customer confidense and loyalty and trust and cost future opportunites, referals, and our standing in the community.



Therfore, the bottom line will suffer and ultimatley we will not be able give back to our community. 



A strong reputaion is won over years of helping people. It can be devastaed by only taking a few short cuts and not protecting our customers and showing them through our expertise the best way for them to solve their automotive needs.



Fiance can be the linch pin to the opportunity for sucess for all departments. It can also be the office that undermines everyones good intentions and success for a very long time.
	When will you start: September 1, 2022
	1_6: We will gauge our progess one day and one deal at a time with our daily save a deal meetings.This way we can coach and support in a timely manner ensuring everyones success.



We will gauge or progress through gains in Finance and lease penetration, Insurance sales, as well as warranty.



We will use our First Canadadian Insurance log on a daily basis to guage our success towards our standards.
	1_8: We are going to concentrate on cash conversions. Currently we are at 73 % Finance. Our Goal will be to increase 3% per month until Decemebr 31st where wewill be at 85 %.



We have arranged for a trainer to come in and support our efforts that specialize in cash conversations. The trainier will not only work with Finance managers, but also sales managers and sals professionals.



We have implemented a short term spiff program for sales and Managers to focus on good habits. Everyone must be involved in our success. We are a team, 
	1_9: We have to understand that we can not believe that there are true cash customers. 



We must understand that no one understands their benefits at work.



We can not by into the sales team and customers saying they have no time.



No one understands the true cost of not protecting ones self.



Very few understand the true cost of borrowing.



We can not buy into stories. 



We need quality time that is presented 

professionally to support our customers.



Not using our process will create short cuts and short cuts leads to quality cuts which lead to pay cuts, for everyone including the customers.



We need to use all our tools.
	1_11: Train, Train, Train.



Be currious and concerned for our customers.

Ask better questions.

Take the quality time needed to explain the best options for them.



We have developed a cash conversion questionaire that must be used and signed by the customer.



Understand, we are the professionals that are trained and do this hundreds of times a month.



The customer does this once every few years.



The solutions are CARE for our customer and SERVE. One customer at a time.


