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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 are not getting enough traffic as before; therefore, my goal is to increase F&I PVR from $3400 to $4500 and Finance manager will have to average from 2 to 3 products per deal by 12/31/2022. 
	1_2: We will increase our F&I PVR.

We will increase our F&I PPD.

Customer will have a reason to purchase more than 2 products.
	1_3: Not achieving the goals F&I managers won't be able to maximize their pay plan which 
	When will you start: We are going to start today 12/14/2022
	1_6: Starting today we are going to track every F&I Manager presentation. We are going to make sure that they are presenting more than 3 products per deal in their menu. Furthermore, we are going to use UPTEMPO; which is a tool that will present the payments as byweekly when presenting the menu.
	1_8: F&I department will present every product as a biweekly payment. Offering the customer a way to finish their loan faster and save money on the finance charges. While showing this benefits the customer will be presented with the benefits of each product presented by the F&I manager. 
	1_9: F&I managers might not feel motivated since we are adjusting their pay plan.
	1_11: For every byweekly payment they sell along with the 3 products, they will receive a $150. flat pay besides their payout.


