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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: I will reduce the VARIANCE of pre owned vehicle $4000 dollars to $0 dollars by May 31st 2024.
	1_2: 1. Turn rate is higher

2. Higher used volume

3. Will get my used absorption over the 40% threshold.

4. Less used frozen capital

5. More retail gross (front and back)

6. More internal gross ( parts and service)

7. More cars riding around town with Asheboro Honda name plates on them. ( The best advertising there is)
	1_3: 1. Frozen capital continues to stay the same or increases

2. Used turns continue to go down

3. Less gross

4. More aged inventory

5. Used absorption will not meet NADA guidelines of 40%

6. Not having enough work to keep the tech's busy in shop.
	When will you start: January 2024
	1_6: I will guage my progress at the middle and end of each month by using the doc and financial statement. The metric I will use will be the pre owned vehicle average inventory cost vs. average cost per unit retailed.
	1_8: 1. We will try to retail everything that goes through the shop. Even if the shop bill is higher than what we want to spend, figure out away to get it on the lot. Have to think about what this unit would cost you if you were just to go out and purchase it.

2. Have salespeople involved, have them reach out to customers and people they know to let them know that Asheboro Honda will buy your used car.

3. Search more than one or two sources to buy used cars from. Instead of going to the same auction that you usually use or buying platforms, search out of state and other dealers to buy used cars that they are not selling.

4. Look for older higher milage vehicles that I normally wouldn't stock.

5. Get social media involved more. Let consumers know that carmax is not the only place that they can take their used car to sell.

6. Get sales managers trained better on appraisals to ensure the right money is put into the vehicles, so there are no surprises when it come to reconditioning.
	1_9: 1. Market conditions

2. Slower months

3. Higher auction prices

4. Unexpected recondition cost
	1_11: 1. Thorough appraisals.

2. Broadening where you are buying vehicles from.

3. Get tech's involved in more appraisals.

4. Buy more customer vehicles out of service.


