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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?

My goal is to increase new car front end PVR from $700 to $1100 (my cost on a new car is
typically higher than MSRP due to packs, also my sales team is a non commisioned based
payplan) by April 2023

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
The main benefit is my paycheck will Hearing about how | am not doing a good
increase. The bottom line goes up for the job is very very difficult to live with.
company and my GM and owner will be Possible termination is always on the menu
happy. | want them to be able to brag how when you are not doing a top tier job.

they can be a very profitable dealer while
not paying comm.

Dec 1st | started my front end gross "training"
When will you start?

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

| will gauge my progess by running a new car front end gross report every morning each week
too see where | am at. | will be tracking the front end PVR.
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What specific actions will you take to achieve your goal? Who can help you?

I will be meeting with my sales team on a indiviual basis twice a week to go over where they
are on their front end PVR. We have a new pack/product that is going on each of our new
cars in addition to the $1362 already in place. We will go over their word track on how to
pitch these add on. These meetings will take place Monday morning and Friday morning. In
these meeting we will go over their current front end PVR and how many addendum adds
they are having to cut to make a deal. Cutting these add ons can seem nessesary to make a
deal beacuse none of our local Mazda competitiors have these (and have a lower dealer
fee). 1 will also have them focus on the new PermaSeal product and how to really start
pitching it from the beginning. This product alone can increase the front by $299.

On my end | need to be more aggressive on my trace ACV's. | am being told from my GM
that my trade ins are coming in way under value. | need to do a trade walk with my GSM and
get some more money on the trades.

Potential Challenges? Potential Solutions?
Facing buyers orders from local and Sell the appointment instead of trying to
regional competition that do not have these sell the car online or over the phone.
additional add ons or as high of dealer fees. Making sure we really make all of the
Having my GSM think we make money on money on the customers that are in the
the aquistion of trade instead of holding on showroom.

the trade.
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