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ACTION PLAN 1

e Specific m 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?

to generate a stronger process in place that will help increase closing percentage in both floor
and internet. we will be usinf hte OTDB report to messure our progress and areas of
oppertuniy along side with leads by rep to messure internet metrics.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
*With a stronger process we will be able to *No date that we can trust for business
have more accurate and messurable date reports
*To be able to find ares of opportunity and *No guidance as to where to focus our
training training on and to identify areas of
*A stronger follow up that leads to a higher strenghts &weaknes.
closing percentage and customer *Missing deals that we dont know about
satisfactio ratings *Low CSI scores

*Lower profit margins and overall
profitability of the dealership.

april 20th 2023
When will you start?

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

*Printing condidtent updates reports to messure changes

*Providing training to All consultants on the Process and the importance of it.

*Biweekly meetings with Sales Managers to enssure process is being enforced.

*Hostins one -one counsuling based on results from report, so consultants have incentive to
record and provide accurate info during the process.
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What specific actions will you take to achieve your goal? Who can help you?

* Definetly training on Dealer Socket and resources and Data input

* Training on Sales Process & expentations

*Need help from Sales managers to help keep consultants accountable

*Need help from sales managers to enforce the new process is being followed

*Need to run repots every morning and at he end of each shiftto ensue data is being inputed
*Need to be consistent regarding changes.

*Provide guidance to everyone involved.

Potential Challenges? Potential Solutions?
*Employees have been getting by doing Being patient with the push back while still
minimal work and change will be enforcing it at all cost!
unconfortable. Understanding that change is
*Some people will push for no reason to unconfortable and provoding all tools
change process when "what we are doing needed for success.
is fine" Letting managers know this is a Priority
* Being consistent is gard and (I dont have and time needs to be made.
time) from desk managers Allowing for clear communication with our
*DS server issues. CRV reps to use all resources available.
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