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Financial Management Objective Homework

	333



	Jay Mealey


 Student Name:		        Academy Class #


	April 1st


I plan to accomplish the following objective by our next class on:
	Department
	Month
	Page
	Column

	Used Other
	
	21
	3



Provide the relevant composite data

	Action plan for achieving objective

	What is the area of focus?

	Significantly increasing the Dealership’s focus where “buying customer vehicles off the street” through both our KBB Buying Program” and other methods are concerned. 

	

	What is the proposed plan? How will you achieve it?

	We will organize and look at this effort as a separate department.  We will allocate all the resources and human capital needed to double our production from 16 KBB “purchase off the street” transactions per month to 33. Our current “KBB” purchasing Manager will be given 2 assistants that will be tasked with spear heading a consistent daily effort to set appointments. Our goal will be to DOABLE (at a minimum) our appointments setting efforts and results.  Currently we make 50 phone calls a day and send out approximately 2.5 emails per KBB Lead. We will increase this to at least 150 phone calls daily and 5 emails sent per KBB Lead. The monthly appointment goal will be increased from it’s current level of 65 appointments set per Month to 125 appointments set per month. By maintaining our 50% show ratio, we will see 65 monthly opportunities in our dealership to purchased customer vehicles and will close these at 50% in effect purchasing a minimum of 30 vehicles per month (up from our current 16.5 average) We will begin recording the resale of these units in our “Used Other” department on the financial statement. Since this is a much higher Gross per Vehicle Sales opportunity, this financial statement line’s current average of under 200 dollars per vehicle will rise to well over $1,500 per unit sold. 

	

	How will you track your progress? What measurements, KPI’s? How often will you track?

	We will recognize this effort as a separate department and track it on statement as “other used vehicles”. This will allow us to create both daily docs and also see accurate monthly financial results. Further, we will focus on and track DAILY APPOINTMENTS SET, SHOWING and APPRAISALS PERFORMED where all KBB Purchase Units are concerned.  We will have a large White Board up in our KBB Buyers/BDC Room tracking our Daily Metrics. We will also hold daily and weekly meetings in this same room, referencing success, failure and trends apparent on Daily Tracking Board.  At months end, we will review the financial results on Financial Statement (“Used Other”) and realize how much this important program is contributing to our overall Sales Effort. 

	

	Who are the employees that will be involved, or impacted? Will they require training or assistance?

	Dan Parker, our GSM and Used Sales Director will be the primary owner of this effort. We have a lead KBB dept manager and he will be given two assistants. They will primarily be involved in contacting people and setting appointments. We will need to implement and train on a specific process to best utilize these extra people and tie them into a larger more comprehensive effort. Our Used Vehicle Appraisers, Lenny Parnell and Pierre Elkhoury will be tasked with close coordination with the Appointment Setters up to and including the “confirming” of appointments. We will need to refocus the efforts of all involved and at least 3 meetings (roughly 90 minutes per) will be needed to coordinate our efforts and finalize the details regarding our new approach to this important department.  

	

	Is there a cost, or estimated cost for implementation?

	1 and ½ additional employees will be allocated to this effort at a cost of approximately $5,000 total on personnel. We will also use $25 Gift Cards and give to every visit. This will cost an additional $1,500 per Month. 

	Projected date of completion?  To be completed, fully in place with goals attained by April st, 2018
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