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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: The goal is to reduce expenses in new and used policy accounts. The current total monthly average expense is $35,000. We need to reduce this amount to $20,000 or less. The timeline to achieve this goal is 3 months, from 03/01/2023 - 06/01/2023
	1_2: One of the benefits of this goal is to have a tight control on unforeseen and hidden expenses.

Additionally, this should generate a higher net profit of each department.


	1_3: Some of the consequences of not achieving this goal is the trending increase of expenses which will eat away at net profit. 

This excessive amount also masks the true gross profit being produced on new and used vehicles.
	When will you start: We will start on 03/01/2023
	1_6: We will monitor policy accounts on a daily basis. There will be an evaluation at the end of the month as well as a final recap after 3 months.
	1_8: First step is to analyze all of the expenses that are being charged to the policy accounts.

Second step is to find out what individual posts the entry to the accounts.

Third is to understand who approves the charge to the policy accounts.

After reviewing the items being posted to the accounts, I have found that one of the largest contributing factors is money being spent on vehicles after the sale. 

We have identified the following issues that need to be addressed to achieve the goal:
- Reconditioning of vehicles and posting those charges prior to the sale
- Correct cost input for aftermarket F&I products
- High payoff amounts to trade-in vehicles  

Key individuals that will help with this goal are: 

New and Pre-Owned Sales Managers - Identifying if there is any additional work that needs to be completed, at the time of the sale.

F&I Managers - Ensuring the correct cost is being utilized for the products being sold.

Accounting Office - Notifying the managers if there are any cost discrepancies at the time of finalizing deals, this will help the managers learn of issues and items being charged. 
	1_9: An initial challenge will be to have all individuals get familiar with the new processes.
	1_11: The solutions are:

- Identifying any additional work that needs to be completed to the vehicles at the time of the sale.

-  Ensuring the correct cost is being utilized for F&I products being sold.

- Accounting Office notifying the managers if there are any cost discrepancies at the time of finalizing deals.


