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	Name
	Gage Horn	Class # 
	N421
	Dealership
	Chevyland	Date 
	11/11/2023


	Current Situation or Challenge to be Addressed:
	Not adhering to a set of daily disciplines to more carefully monitor used vehicle inventory, resulting in lower volume.
	Current Performance Level (include specific measure):
	90-day average of 57 used retail units per month.
	Goal (what do you want to achieve?)
	90-day average of 80 used retail units per month.
	Goal Performance Level (include specific measure)
	80 used retail units per month over a 90-day average.
	Goal Start Date:
	11/1/2023	Goal End Date:
	2/1/2024
	First Check-in Date:
	12/1/2023	Performance Objective:
	80 used retail units.
	Second Check-in Date:
	1/1/2023	Performance Objective:
	90 used retail units.
	Third Check-in Date:
	2/1/2024	Performance Objective:
	80 used retail units.
	Fourth Check-in Date:
	3/1/2024	Performance Objective:
	90 used retail units.
	How does your goal align with the dealers’ vision?
	The ultimate goal is to sell 100 used retail units per month; however, this shows progression towards that vision/goal.
	What are the potential benefits of achieving your goal?
	Higher service gross, additional trade-ins, additional F&I income, a more full lot.
	What are the potential consequences if you don’t achieve your goal?
	Lower service, used, and F&I gross. Potential turnover at the desk due to significantly lower volume relative to our objectives.
	Why is the goal important to you?
	I recently was put in a role to help drive higher volume in our used car department, with a chance to become Used Vehicle Manager at the beginning of the year.
	Potential Obstacles
	Market dynamics - higher used car prices and higher interest rates leading to lower demand
	Potential Solutions
	Temporarily sacrificing some front-end gross to drive higher volume. 
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	An additional $95,000 of used vehicle gross profit ($55,000 on front, $40,000 on back)


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

	Daily pricing	Dealerslink, CarGurus	Me, Used Car Manager, GSM	Incrementally higher turns 	See page 1
	Daily lot walks, trade walks 	Myself	Myself	Lower we-owe costs at end of transaction (scratches, dents found earlier in process)	See page 1.
	Upload every used vehicle on SmartAuction.	SmartAuction	Me, Used Car Manager, GSM	Faster turns	See page 1
	Re-boot CarGurus, explore other 3rd party lead options	CarGurus	Me, Used Car Manager, GSM	10% increase in used car leads per month	See page 1
	Evaluate top 10 oldest, most expensive, and most underwater units daily	Dealerslink	Myself	Incrementally higher volume	See page 1
	Push daily social media posts by sales team	Social media	Myself	Greater exposure and higher volume	See page 1.
	Work with internal Service Dept. Manager to run efficient recon	None.	Myself, Assistant Service Dept. Manager	Faster turn.	See page 1.


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.
	Maintain the execution of daily disciplines listed on prior page. Continue to exploit different technologies to further the improvement.

Describe any planning or implementation meetings conducted as part of development of your plan.
	Daily meetings with GSM and Used Car Manager regarding inventory, daily fresh trade discussions in sales meetings


	Sponsor Signature:
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