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Name: Class #:
Haldeman Subaru Hamilton, NJ
Dealership: Location(s):
2
How many people participated in this meeting?
What is your vision?
Customer for life Gross prafit domination | Both Other

[
Explain:

The Subaru F&I department is running at $1,060 per copy

The performance level would be $2,000 per copy.

The goal would be more products sold and more revenue in the finance department

Identify a minimum of three strengths, weaknesses, opportunities, and threats.

Strengths

Strong sales tower and sales process

Weaknesses

PVR currently ranges $1,050-$1,250
1.1 products sold per deal

Opportunltles

The dealer groups goal is $2,000+ Our local Subaru
dealers avg about $1,850 per copy.

The potential benefits are more products sold, more gross
and higher CSI if customers are fully covered.

Threats

Push back from the F&I manager due to the pay plan
change. The manager is going from a flat percentage to a
PVR percentage. To get the same percentage as before
he will need to be a minium $1,600 with the potential to
get a higher tier at $1,800-$2,000+
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How will you improve or solidify your strengths?

We will keep a tracker per sales person showing how many prodcuts sold and how much money they personally made
from the finance dept. This should keep the staff motivated. Self reflection always motivates a hungry employee. The
finance manager will instantly see himself making more money as his per copy goes up as the dept makes more gross.

How will you address and improve any weaknesses? _
| will make sure the finance manager reviews the one on ones with me every other week to make sure the sales staff is

understood. Monthly F&I meetings with the auto group to review the month, areas to improve and processes that work
or may not work

Training for the finance manager. One on ones from the Finance manager to the sales staff. Monthy Auto Group review
of month
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How will you maximize or improve your opportunities?

With the additional training and pay plan change, this will have an instant increase of total gross and PVR

How will you address and overcome any threats?

Show and keep a log of the of the benefits of the finance manager increasing his PVR and overall gross.
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What is your expected time frame to achieve desired results? Months? By what date?
Start 5/1/2023

Check in every 15 days

Should be able to get to $2,000 per copy by end of July

What performance metric will you track to determine successful change? PVR? Products per? CSI?
We will have a report sent out daily showing F&I income and PVR by finance manager

Who participated in this SWOT?

Name Title

Ken Ruch General Sales Manager
Name Title

Chris Silakoski Finance Manager
Name Title

Name Title

Name Title

Signed Date

Signed by dealer Management Date
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