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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: My goal is to become a top 10 sales manager in our group. I will be basing this metric off of previous months sales manager numbers. My previous total deal average was 3515 and in order to enter the top 10 I will need to 1. Desk more deals and 2. Work each deal to maximize gross. By the end of February I will be in the top 10 and have a total gross pvr of over 5k. 
	1_2: There will be many benefits to achieving this goal. 

-Show that I have been growing and learning.

-Show that I understand the banks that we use and know where to go to maximize each deal

-I will show that I have been building and honing in my skills which will lead to more group wide recognition. 

-This will also lead to higher gross for the store
	1_3: If I fall short of my goal it won't be a severe negative, but it will show me that I am not where I need to be and have a lot more to learn and grow. 




	When will you start: I started this on December 1. 
	1_6: I will gauge my progress by looking at our enterprise tracker. This tracker shows deal count and total gross and also ranks managers across the group. 
	1_8: 

There are so things that go in to desking deals and being a top performer, but I will name a few that I deem most effective. 

 -TO's early and often. In order to build the relationship with our customers I need to be active and engage with them from the beginning so that they don't feel the disconnect between the salesperson and the desk. 

-I will lean on my General Sales Manager and continue to ask questions and develop my skills.

-I will lean on my used car manager as well as our UVeye so that we aren't missing trades and can give people reasoning for their trade values in a proper transparent and profitable way. 

-I have been leaning on other managers in the group, not just at my store and have developed relationships that will help me achieve my goals. 


	1_9: One potential challenge will be the change in the market. We are coming out of the order taker mentality and are getting back to actually having to sell cars and in turn our grosses are compressing. This will make each deal a little bit harder. Being a relatively new sales manager (in comparison to my other managers) will possibly be a challenge. I am not as polished when it comes to turn overs, but with time I feel that I can hone my skills. 
	1_11: The biggest solution to a lot of my potential challenges is repetition. However, rather than simply working more deals, I need to focus on using what I've learned and making sure that I am taking what I've learned and putting it in to practice. Sometimes it's easy to make the deal and not fight for gross, so having those sometimes difficult conversations and sharpening my skills will help me make more gross for the store as well as develop me as a manager. 


