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Financial Management Objective Homework

	N332



	Alvin Nix


 Student Name:		        Academy Class #


	Increase new vehicle gross


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

	New Vehicle 
	Nov
	4
	27



Provide the relevant composite data

	Action plan for achieving objective

	What is the area of focus? We will work harder to slow the process down and pay more attention to selling the features on the vehicle to increase the value of the product.

	

	

	What is the proposed plan? How will you achieve it? Show the customer a lower priced vehicle from the start, then allow them to bump themselves back up. That way they will pay more.

	

	

	

	How will you track your progress? What measurements, KPI’s? How often will you track? Manage every deal through the CRM system. Have short sales meetings throughout the day to check the process. 

	

	

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

	All sales people and BDC staff. Yes, they be trained on the extra processes.

	

	Is there a cost, or estimated cost for implementation? No cost, extra focus.

	

	Projected date of completion?01/15/2017



	Jan.

Implemented the BDC dept.

BDC responds to all e-commerce leads.

BDC responds to clients within 5 mins during regular business hours.

Increased the gross from $7800 per unit to $11500 per unit.

	Feb.

Working towards an increased closing percentage on e-commerce leads.

Current closing ratio is 17%.  Will work toward increasing to 30%. 
	March

Same processes to be used with BDC.  Training processes, including walk arounds to build value in the product and increase gross. 
	April

By now, we will have all of the processes in place.  We should be at a 30% closing ratio with a $12500 average new and preowned gross. We will continue to train on the product with emphasis on preowned cars.
	May

We have new product coming which will increase our sales productivity.  We will also get more trade-ins. That in turn will lead to more gross.
	June

Short morning meetings.  More walk arounds.

BDC’s role will increase to add one add’l staff person to field more calls and set more appts thereby adding to the bottom line

	July

Add another experienced salesperson to prepare for move to new location 12 months from now.

New salesperson will be rigorously trained with expectation of  new and preowned cars per month, avg gross of $12500 per month.
	Aug.

Another new model launching.

Same processes.  Train, followup, etc.

Expected to  work towards 57 Astons and 73 Bentleys. 
	Sept.

More of the same continuing processes.  Tweaking to maximize growth performance.

Graduate from dealer school.
	Oct.

Short morning meetings to set game plan, check progress, and check for  “low hanging fruit”.  Motivate the staff and prepare for the day.
	Nov.

Walk the inventory and service drive every day.  Include every sales staff person in trade walks and lease retention process.

Teach on how this translates into increased productivity and gross.
	Dec.

Finish up the year strong with all of the same processes that have proven tried and true.

[bookmark: _GoBack]Increase inventory for a strong close out of the year.
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