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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

How will you gauge your progress? When? Using which metrics? 

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: Our store needs to improve CDJR sales. Currently we are selling less than 5 per month and I want to see us selling 10 or more consistently before end of March 2024. 
	1_2: Increased profit
Decreased floorplan
More trade ins
Encouraged sales team
Improved inventory
More service customers
More F&I opportuntiy
	1_3: Aged inventory
Sales people are discouraged
Less Trades
Less profit
Increased expense
Frozen Capital
Poor Manufacturer Relationship
Less service customers
	When will you start: 11/1/2023
	1_6: We will look at the stores CDJR sales every morning.  If we are not selling 3 or more every 10 days we will know that we are behind pace.
	1_8: I will meet with the CDJR manager twice per week.  We will discuss our goal and our progress.  We will continually adjust our web prices, our showroom quotes and our marketing to make sure we are making progress. I'll also lead sales meetings with the sales people and ask them to work together on possible ideas and solutions.  Doing this should motivate the staff to feel ownership toward our situation and our progress.

We need to get our ad agency involved.  I will talk to our ad agency and show them our sales numbers and the pump in numbers.  They will then be held responsible to make sure we are attacking the market.
	1_9: Some staff may not improve.

Identifying why the pump in number is so large.  Is it our pricing, our service department, our sales team, or marketing?

Current inventory may not be what we need.
	1_11: Staff needs to be motivated and trained.  Some staff may need replaced.

Assume that we have many issues causing our problem and evaluate, address and adjust all potential problems.

Make sure the staff knows to "love the money, not the metal."




