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	Name
	Absalom Munoz	Class # 
	N421-18
	Dealership
	Burtness Chevrolet Buick GMC	Date 
	11/1/2023


	Current Situation or Challenge to be Addressed:
	New Car turn rate needs to increase. 
	Current Performance Level (include specific measure):
	6.3 is our current turn rate. 
	Goal (what do you want to achieve?)
	9 is the goal turn rate. 
	Goal Performance Level (include specific measure)
	Click or tap here to enter text.
	Goal Start Date:
	11/1/2023	Goal End Date:
	12/31/2024
	First Check-in Date:
	1/1/2024	Performance Objective:
	Evaluate the state of our inventory. 
	Second Check-in Date:
	3/1/2024	Performance Objective:
	Making sure were keeping up with our projections. 
	Third Check-in Date:
	5/1/2024	Performance Objective:
	Make sure inventory levels are at a lean, but healthy level. 
	Fourth Check-in Date:
	9/1/2024	Performance Objective:
	Keep foot on the gas, and start thinking about our 2025 projections. 
	How does your goal align with the dealers’ vision?
	We are on the same page. 
	What are the potential benefits of achieving your goal?
	Increasing our overall revenue. Also be in good graces with the manufacturer. 
	What are the potential consequences if you don’t achieve your goal?
	We could be stuck with aging inventory, which ties up capital. Which severly harms the dealership. 
	Why is the goal important to you?
	The increase in revenue helps all. Sales people, parts, service. This inceases moral, which will grow the store as a whole. 
	Potential Obstacles
	The Manufacturer could be our biggest obstacle, as well as floor plan interest rates. 
	Potential Solutions
	Play their game and adapt. 
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	$742,690.


What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.
	SPECIFIC ACTION/STEP
	NECESSARY RESOURCE(S)
	ACCOUNTABLE PERSON(S)
	EXPECTED RESULT
	START, END, & 
CHECKPOINT DATES

	Implement Sales Process	Collective ideas to build gameplan to push new vehicles. 	Sales Manager	Repeatable/ Duplicatable Process	11-1-2023-Indefinetly  
Daily check-ins. 
	Keep finger on new car Consensus. 	Analyze our current new car volume trends. Take what we need from the manufacturer, and deny what we need to deny. 	Sales Manager	Managing our Market Days Supply. 	11-1-2023-Indefinetly 
	Marketing	Collect data to make sure we are marketing in the correct places. 	Internet Manager	Correct Mapping and exposure. 	11-1-2023-Indefinetly
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As you work toward your goal, it’s important to have interim check points with specific, measurable objectives so your team can hold themselves accountable. If everyone knows the goal and objectives, you don’t have to spend your valuable time micromanaging.
Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now what? How will you ensure you and your staff do not fall back into the previous habits that produced poor results? Be specific.
	We have to be conscious and diligent about what we are trying to achieve. We cannot deviate from the plan, by having conviction and showing our staff what needs to be done we will surely get buy in to achieve our goals. 

Describe any planning or implementation meetings conducted as part of development of your plan.
	Weekly sales manager meetings from all stores to make sure we are all being held accountable to our goals. 
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