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	Name
	Hoan Bui	Class # 
	N420
	Dealership
	Planet Hyundai	Date 
	11/1/2023


	Current Situation or Challenge to be Addressed:
	Used car profitability
	Current Performance Level (include specific measure):
	Currently losing money in used cars
	Goal (what do you want to achieve?)
	To become profitable In used car department through better appraisal and recon processes
	Goal Performance Level (include specific measure)
	Best of class in composite 
	Goal Start Date:
	Immediately	Goal End Date:
	4/30/2024
	First Check-in Date:
	1/1/2024	Performance Objective:
	Trade process fully implemented
	Second Check-in Date:
	2/1/2024	Performance Objective:
	50% look to book goal obtained
	Third Check-in Date:
	3/1/2024	Performance Objective:
	Recon time under5 days to line
	Fourth Check-in Date:
	4/30/2024	Performance Objective:
	Expense control
	How does your goal align with the dealers’ vision?
	Dealer has been losing money in used car for several years, this has been a focus of mine since my promotion to general manager.
	What are the potential benefits of achieving your goal?
	Fixed absorption, better processes, faster turns
	What are the potential consequences if you don’t achieve your goal?
	Trades aren't appraised correctly, we over pay for the vehicle and may not have enough set up for reconditioning.
	Why is the goal important to you?
	Click or tap here to enter text.
	Potential Obstacles
	Training for sales managers 
	Potential Solutions
	.We have aset up a meeting with Vauto to fully train our sales managers on profit time. 
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	We just need to be in the positive, currently losing 50-60k in used per month. 


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 a better trade process	Vauto	GSM	Profitability 	1/1/2024
	Reach 50% Look to book	Vauto	GSM and Sales Managers	More trades	2/1/2024
	Reduced recon time	Irecon	GM and Service Manager	Under 5 days to front line	3/1/2024
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.
	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.	Click or tap here to enter text.


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 will have daily trade walks with sales managers and GSM. We will continue to conduct used car service meetings with technicians everyday to ensure work is approved.

Describe any planning or implementation meetings conducted as part of development of your plan.
	Click or tap here to enter text.


	Sponsor Signature:
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