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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: I WILL TURN USED INVENORY FROM 10 X TO 20 X BY MAY 31 2024
	1_2: VARIABLE USED PROFITABILITY BOOST, FREE UP FROZEN CAPITAL, SEE MORE TURNS FOR F&I, DECREASE AGING INVENTORY, BOOST NET 
	1_3: AGING INVENTORY, GROSS PROFITS DECREASE SELLING AGED INVENTORY, DECREASE TO NET YOY, LESS CUSTOMERS SOLD, VOLUME DECREASE
	When will you start: DECEMBER 11TH 2023
	1_6: I WILL GAUGE MY METRICS USING FORMULAS PROVIDED AND CALCULATED MONTHLY ON MY EXCEL SPREADSHEET. I WILL TRACK THIS WEEKLY WHEN WE DO OUR INVENOTRY PRICING 2 TIMES A WEEK. THE METRICS I WILL USE WILL BE INVENTORY AMOUNT VS UNITS IN STOCK VS RETAIL & WHOLESALE UNITS SOLD. I WILL ALSO CALCULATE OUR MONTHLY ROI USING OUR MONTHLY NET / INVENTORY AMOUNT. LAST YEAR OUR TURN RATE WAS 20.34 INCLUDING WHOLESALE, IN 23 MY GOAL WAS TO REACH 1400 USED RETAIL SOLD AND IN DOING SO FOCUSED ON INCREASING MY INVENTORY IN STOCK. YTD YOY AVERAGE MONTH INCREASED FROM 64 IN 2022, TO 95 IN 2023, HOWEVER AFTER NADA, I REALIZED THAT PROFITABILTY LIES IN TURN RATIO NOT IN TOTAL VOLUME SOLD, I WILL ADAPT AND RETURN TO SELLING AT HIGHER TURNS WHICH WILL RESULT IN BOTH INCREASES TO VOLUME AND PROFITABILITY THROUGH TURNING INVENTORY FASTER.
	1_8: I WILL PRICE MORE AGGRESIVELY AT THE START OF THE MONTH AND CONSISTENTLY THORUGHOUT EACH WEEK, MY GOAL IS TO GET UNITS ON THE LOT IN LESS THAN 5 DAYS WHICH IS REALISTIC. GIVEN WE HAVE 1 ASSIGNED SERVICE TECHNICIAN FOR USED CARS, WITH ACCESS TO ANOTHER IF NEEDED, QUICKER TURN AROUND TIMES START TO FINISH WILL RESULT IN PROPER DISPLAY WITH BETTER VISIBILITY ON THE LOT. A PROPER FOCUS ON TURNING VEHICLES QUICK AND GETTING THESE TURNS  FOR OUR F&I TEAMS WILL INCREASE PROFITABILITY AND HELP INCREASE MY NET. 



MY ENTIRE USED VARIABLE TEAM WILL HELP DRIVE THIS. I WILL TRACK OUT PROGRESS WEEKLY, BY PULLING OUR TOTAL INVENTORY AMOUNT WEEKLY AND TRACKING THIS IN 4 SEPERATE WEEKLY REPORT. WEEK 1 THROUGH 4. WITH PROPER MEASURMENT, I CAN CREATE ACCOUNTABILITY AND WE ALL KNOW WHEN "PERFORMANCE IS MEASURED, PERFORMANCE IMPROVES".




	1_9: WITH FOCUS ON TURN RATE WE MAY BE CHALLENGED WITH SHORTAGES OF INVENTORY, AND SHORT TERM DECREASES TO GROSS. WHEN YOUR FOCUS SHIFTS FROM A STOCK YOUR SHELVES STRATEGY, TO SELL EVERYTHING AND BUY AS YOU GO TO REPLENISH THE SHELVES, COULD SEE DECREASES TO OUR TOTAL MONTHLY INVENTORY DISPLAY ONLINE, DEPEDNING ON TURN RATE WEEKLY, AND TURN AROUND TIME FROM RECON TO MERCHANDISING, WILL ALSO GENERATE LESS LEADS WITH LESS UNITS SHOWING EACH MONTH 
	1_11: ALWAYS HAVING ATTENTION ON TOTAL STOCK AND BEST SELLING UNITS FOR OUR INVENTORY WE CAN BE PREPARED WHEN WE SEE GAPS IN OUR AVAILABLE UNITS ON GROUND. OTHER SOLUTIONS INCLUDE PREPARING OUR TEAMS IN SALES THROUGH SHARING OF INFORMATION ON ARRIVING INCOMING TRADES, POTENTIAL BUY INS, SERVICE DRIVE TO OFFSET SHORTAGES. ADDITONALLY WE CAN ALL BE ACTIVE IN SOURCING PRE OWNED UNITS TO BUY IN AND SELL, ALONG WITH FOCUS ON OUR LEADS TO TRADES RATIO'S, ALONG WITH OUR USED TO NEW TRADE RATIOS TO HELP REPLENISH THE LOT AS WE SELL AT INCREASED RATES.


