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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?

Our goal is to increase our F&I new vehicle gross by increasing our YTD F&I Net PVS from
$1498 to $1650 by October 1st 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increasing our gross profit from the F&l Not being within guide for PNVS F&l.
department on new vehicles. If we were Losing out on a additional generated gross.
able to achieve this goal we would have Losing opportunites to create repeat
generated just under 27K of additional total customers for sales and service. If we
gross so far this year.Assuming same cannot achieve this we run the risk of
volume average our goal would achieve having customers with inadequate
64K additional gross for the year. It would coverage, and products/services and losing
also ensure our customers are protected. loyalty from our sales customers.

Certain products such as maintenance
could help keep our customers coming in
and using our Service department and
creating a loyal customer to our dealeship
as a whole.

June 1st 2023
When will you start?

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

We keep track of our F&I department on a daily basis. Our reporting shows us PVR, Finance
income, service contract % and profit per contract, and ancillary products sold. We will make
sure we are running at least $1,000 per service contract sold at all times. We will have a
weekly meeting to go over our progress/areas of opportuinities for new F&l income and to talk
about where we are currently tracking for the month. Monthly, we will look at the statement
breakdown to track our areas we improved and areas we can attack.
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What specific actions will you take to achieve your goal? Who can help you?

On a monthly basis we will track total income but also PVR per each product to ensure our
profits are in line with what our goal is for each product. As of the end of May we are running
$890 per extended svc contract. We are looking to specifically increase that number to $1000
minimum part of this ensuring a good process to find our customers needs and selling
terms/milage that fit the need of the customer and show value in the product. We will train and
role play scenarios that we have had trouble overcoming with our new customers. The
company we use for F&I product has a rep who stops in weekly and | will have him put an
emphasis on new vehicle F&I products and work with the department specifically on
overcoming common objections that come with new vehicle cutsomer. We will start putting
emphasis on ancillary products such as maintenance packages, road hazard, and key
replacement. Create value in having these protections and value in our delearship as a whole

Potential Challenges?

With the lack of new vehicle in the market
the past few years, we have lost on our
touch on creating value for our F&lI
products with new customers. As our
inventory grows we must dial into our
processes and building value. A challenge
will be ensuring we present every product
to every customer and making sure we
have done a good interview with our
customer to build the best value for our
customers.

Potential Solutions?

Sollutions include -

Building better rapport with our customers.
A good customer interview findng our
driving habits, key info on ownership, trade
cycle, etc. Finance Department getting
involved in a deal early. Warranty graph
presentation to help the customer
understand their assumed risk once
manufacturers warranty ends. Menu
presentation with all product presented and
built to provide customer with most value to
them. A good approach to selling ancillary
products.
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	1: Our goal is to increase our F&I new vehicle gross by increasing our YTD F&I Net PVS from $1498 to $1650 by October 1st 2023. 
	1_2: Increasing our gross profit from the F&I department on new vehicles. If we were able to achieve this goal we would have generated just under 27K of additional total gross so far this year.Assuming same volume average our goal would achieve 64K additional gross for the year.  It would also ensure our customers are protected. Certain products such as maintenance could help keep our customers coming in and using our Service department and creating a loyal customer to our dealeship as a whole. 
	1_3: Not being within guide for PNVS F&I. Losing out on a additional generated gross. Losing opportunites to create repeat customers for sales and service. If we cannot achieve this we run the risk of having customers with inadequate coverage, and products/services and losing loyalty from our sales customers.
	When will you start: June 1st 2023
	1_6: We keep track of our F&I department on a daily basis. Our reporting shows us PVR, Finance income, service contract % and profit per contract, and ancillary products sold. We will make sure we are running at least $1,000 per service contract sold at all times. We will have a weekly meeting to go over our progress/areas of opportuinities for new F&I income and to talk about where we are currently tracking for the month. Monthly, we will look at the statement breakdown to track our areas we improved and areas we can attack. 
	1_8: On a monthly basis we will track total income but also PVR per each product to ensure our profits are in line with what our goal is for each product. As of the end of May we are running $890 per extended svc contract. We are looking to specifically increase that number to $1000 minimum part of this ensuring a good process to find our customers needs and selling terms/milage that fit the need of the customer and show value in the product. We will train and role play scenarios that we have had trouble overcoming with our new customers. The company we use for F&I product has a rep who stops in weekly and I will have him put an emphasis on new vehicle F&I products and work with the department specifically on overcoming common objections that come with new vehicle cutsomer.  We will start putting emphasis on ancillary products such as maintenance packages, road hazard, and key replacement. Create value in having these protections and value in our delearship as a whole 
	1_9: With the lack of new vehicle in the market the past few years, we have lost on our touch on creating value for our F&I products with new customers. As our inventory grows we must dial into our processes and building value. A challenge will be ensuring we present every product to every customer and making sure we have done a good interview with our customer to build the best value for our customers. 
	1_11: Sollutions include - 

Building better rapport with our customers. A good customer interview findng our driving habits, key info on ownership, trade cycle, etc. Finance Department getting involved in a deal early. Warranty graph presentation to help the customer understand their assumed risk once manufacturers warranty ends. Menu presentation with all product presented and built to provide customer with most value to them. A good approach to selling ancillary products. 




