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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



©2020 National Automobile Dealers Association. All Rights Reserved.2

Potential Challenges? Potential Solutions?

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


	1: We will increase our current used car turn from 6.5 turns to 10 full turns by January 31 2024
	1_2: Increase frontend gross. 



Increase recon profit as more cars will be getting recon done.



Fresh inventory that will make the sales staff happy as they will have more units to sell. 




	1_3: Decrease in unit sales.



Decrease in frontend profit.



Aged inventory the will harder to sell. 
	When will you start: Now 
	1_6: We wiwill gauge this by messering the turn in V auto every week by using the turn metrics. 
	1_8: �Myself and my team will get more aggresive with our current price to market stategy from when the unit is frontline ready. 



The sales managers will assist with making sure the price to market strategy stays consistint and prices are reviewed every 7 days.



Myself and my team will continue to moniter the current market day supply on units we are purchasing to insure we are purchasing the units that move fast in our market. 



The inventory/purchasing team will assist in following our new purchasing peramiters to insure we buy units the will sell quickly.



Myself and my team will moniter the third party marketing vendors closer to make sure all units are displayed correctly online as well as tighting up out lot walk process to make sure all units are ready to get sold and look good on the lot and online

.

The inventory/purchasing team will get tighter in montoring all vendor sites making pricing is correct as well as photos are shown and look good. The manager and lot managers will walk thier lot every week to insure all units on the frontline look good and are ready to be sold 










	1_9: Lower gross as units will all be priced aggresseve. 



Being able to find the right cars to purchase with a low market day supply. 












	1_11: Stay the course as it will pay off as aged units will be sold and that will increase the  turn.



Search more auctions and expand the search to open up more units to purchase (the more units we get in front of the more we will purchase)

 


