ﬁPREsswiRE

New Senior Dealership Training Announced By
Dealer Profit Services - Set Mission, Targets,
Processes

Dealership Mission, Targets, and

Processes Are Not Team Negotiations - )
They Are Defined By Senior Leadership - D HA® | er p ro f | 1'

Execution Is Training Which Follows

WATKINSVILLE, GA, USA, August 29,
2022 /EINPresswire.com/ -- Dealer
Profit Services is both pleased and
proud to anounce the availabilty of Senior Dealership leadership training in the area of setting
the store Mission, Targets, and Processes. The purpose of this training is not to tell dealerships
what their Mission, Targets, and Processes should be - but rather to help them understand how
to do it successfully themselves and to understand that these are not broad team negotiables.

Dealer Profit Services

“ The training on execution comes following the Senior

We appreciate that every Leadership deliverinvering these messages.

dealership owner and
Genral Manager wants their
store to be the best that it
can be. It seems, based on
conversations, they may be
missing the importance of
their leadership.”

The Mission Statements, the Targets needed to execute
that Mission, and the Processes that will be enforced to
meet those Targets are defined by Senior Dealership
Leadership.

The techniques, conversations, and behaviors needed to
Myril Shaw successfully execute the Processes can be trained and to
some extent discussed with the team to find what look to

be the most likely to succeed in those areas.
To be clear, Mission, Targets, and Processes can be modified as learnings occur. Similarly, the
techniques, conversations, and behaviors needed to successfully complete the Processes and to

achieve the Targets can and should be adjusted as it becomes apparent what is not working,
what is working, and what can be done better.

They key here is that Mission, Targets, and Processes MUST be defined by Senior Dealership


http://www.einpresswire.com
http://dealerprofit.com
http://dealerprofit.com
http://dealerprofitservices.blogspot.com/2022/08/mission-targets-and-processes-are.html

Leadership - reaching out quietly for some Process advice may be okay on a very limited level,

however, the leadership should educate themselves through 20 Groups, Dealer Organizations,

and other training opportunities so that they feel comfortable defining them. They should also
feel confident enough to observe what is happening and make adjustments themselves.

Start with the Mission. This is the statement that defines what the Dealership aspires to be and
deliver at the 100,000 foot level.

“We will deliver the most profit in our particular class and product set while also achieving the
highest Customer Satisfaction Score in that class. We will do this in both sales and service.”
This has to be adjusted to fit the store’s specific areas and true mission objectives.

The Targets are the specific measures that will achieve the Mission:

+ Average Unit Sale Price will exceed $xxx (this is clearly specific to the blends and prices of units
at the store)

* Net F&I Profit will contribute 50% of the store’s Net F&l Profit

Net F&I Profit will exceed 5% of F&I on Unit Sales

F&I Profit on Amount Financed will exceed 8.5% of Amount Financed

50% of Units Sold will be financed

CSI will be greater than 95

i

Of course, the Targets must align with the actual Mission.

Once the Targets have been defined, the enforceable Processes must also be specified.

* 95% of Units are sold at MSRP or better if new, or 95% or more of NADA Suggested Retail

+ 100% of Customers meet with the Business/Finance Manager and presented with an initial
offer of 100% Reserve (if relevant) and will always be presented with a complete package of
potential Protective Products

+ Sales, marketing, and advertising will be structured to ensure that EVERY customer knows
about financing opportunities

+ Every customer receives a CSI questionnaire and a follow-up if not answered

"

As before, the Processes must align with the Targets.

The key element here is that it the responsibility of Senior Leadership to define, monitor,
enforce, modify (as needed), the Mission, Targets, and Processes. These are not “group
negotiable”, they are “group deliverable”. These define the store and what it wants to be. This is
what the training is intending to assist with.

Once these are set, training and tracking needs to be put in place for delivering on the Processes
that will achieve the Targets and achieve the Mission. That training can be defined and delivered
at many levels, and can be in many areas, and can be modified quickly as weaknesses or best



practices are identified. Training is discussable at all levels.

Mission, Targets, and Processes are not group discussions, except among Senior Leadership.
The team needs to know that the purpose and function of being on the team is to deliver and
not debate on Mission, Targets, and Processes.
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