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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: To increase business office average income on New from $959.00 per unit in Dec 2022 to $1300.00 per unit by June 30th, 2023
	1_2: March 2023 to December 2023 will realize an increase in Gross Profit of $133722
	1_3: Remain at the bottom of the average gross profit list for Metro Dealers and lose out on 133722 Gross profit and 100,000 net for this year and a minimum of 120,000 net in subsequent years
	When will you start: March 1st 2023
	1_6: Daily using Data Studio and Monthly total using Financial Statement. 
Page 4, Line 26, Column 4, Total F&I New - PNVS

March 31st - 1118.00 (increase of 159.00 from Dec 31st, 2022)


	1_8: Increase Chemical Penetration from 30% to 40% and average gross of $499.00 to $650.00.             
1)  On all in stock incoming new vehicles we will be adding a 1799.00 retail interior and exterior graphene package.             
2)  Brand Ambassadors will be spiffed $150.00 on every graphene package that they help retail on any incoming factory orders.            
3)  Graphene training will be made available to all Brand Ambassadors, Business Managers and Detail person.            
4)  A showroom vehicle will be completed to be used to demonstrate the product by using a water test.            
5)  POS material will be placed on all the desks in the showroom with features and benefits.            
6)  Review Performance at the end of each month with individual business Managers.             
             
Increase MAP (Mazda Extended Warranty Penetration from 28% to 43% and average gross from $812 to $1100             
1)  Conduct a review meeting with both Managers pointing out the current levels and managments dissatisfaction with current sales            
2)  Provide a refresher training on MAP vis Mazda Canada's new site Kansha            
3)  Set personal goals for each manager to attain the same level as our expections of 43 and 1100            
4)  Update the PBS system with new pricing to max allowable markups from Mazda to $1500            
5)  Review Performance at the end of each month with individual business Managers             

	1_9: Getting the buy-in of the Brand Ambassadors to sell the benefits of the product at the time of sale of the vehicle

Installing the product at the time of the PDI so customers are aware it is already part of the pricing.

Making sure PBS includes the pricing and details so that it flows to our our online advertising.

Having our business managers stop discounting the MAP gross mark-up

	1_11: Training all sales staff on the benefits

Showing the product in action in the showroom to all customers (water test)

Create a process that the graphene is part of the PDI, no vehicle hits the lot until it is installed and the pricing is updated. Service will be responsible for sign-off.

Track daily sales of MAP to ensure no discounting. If it continues then any discount needs to be signed off by GSM


