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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: I will increase total YTD F&I PVR from $1266 to $1616 by December 31, 2023 so that New and Used Sales Department can increase by $87,150.



(These numbers were found on the June FS Pg 7 Line 20. The potential gross genereated was by using the total amount of vehicles sold in the first 6 months of the year by the increase in PVR ($350).)
	1_2: Dealership profit will increase. I personally feel this is an attainable metric in order to increase profit by a significant amount. The increased PVR will directly affect the "bottom line" of the dealership aside from increased commissions to management team.
	1_3: If this goal is not achieved, dealership/F&I Profit will suffer. As the market is rapidly changing and Front-end Profit decreasing, there is an added need for increased back-end profit at the dealership in order to sustain dealrship profitability.
	When will you start: Immediatley (July 1, 2023)
	1_6: I will keep a watch monthly on F&I PVR by tracking all aspects of the F&I PVR (product sales, reserve, and other F&I income). I will also evaluate dealership progress after 3rd Quarter 2023. At this time, I am hoping to be on pace to overachieve my goal of $1616 PVR in hopes of increasing the PVR goal to $1766 by year end. Page 7 Line 20 of the GM Financial Statement will be utilized in order to track progress monthly, quarterly, and year end.
	1_8: I will work weekly/monthly with our Sales Team in our meetings to insure they are familiar with all of our dealership's finance offerings. I will make sure they are comfortable enough with each back end product to set up the sale in the finance office. I will also insure they are familiar with current interest rates on new and used vehciles to make sure we are capturing potential outside finance customers. Our sales team needs to be properly trained on the benefits and convenience of financing with the dealership. The SMART Goal is going to take total "buy-in" from our GM down to our Sales People in order to maximize the goal. I will work with the Sales Manager to make sure we are capturing every possible finance opportunity and work with the customers to make sure they know the true value of our finance protection products.
	1_9: Rising interest rates compared to previous years in the auto industry have made it more difficult to convert potential customers with outside financing sources. Also, I feel our entire team could do a better job to insure the customer is fully knowledgeable on availble financing solutions at our dealership.
	1_11: The Finance Manager needs to get involved in the deal with potential customers early on. If the customer is asking specific finance questions, the Finance Manager should be readily available for a TO in order to maximize the dealership opportunity.


