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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: The goal is be #1 in the Zone with a 7% growth in 2024 from January 1st to December 31st. Last year 2023 the sales dept sold 1422. The goal is 1521 for 2024.
	1_2: Market Share

More Trades

More service Ro's

More internal Revenue because of Trades

More Parts sold due to the adds on the new cars
	1_3: Not being sales effective

Not have enough used cars less trades
	When will you start: February 1st
	1_6: The progress with be gauged from the daily sales report sent from my district sales manager.

Using the report to determine the RDR made weekly and daily
	1_8: The actions taken will be more lease retention clients from the Power Leads report from Acura's IN. The staff and myself will work on it by calling clients that are 6 months to a year out on the current lease from the list given.
	1_9: The potential challenges would be not being consistent.

-Having the staffing and inventory available

-Clients not able to get the same payments due to the current interest rates


	1_11: the posssible solutions would be to make a schedule to measure the amount calls made to the lease retention clients.

- working the service drive for possible clients.

- bumping the clients to a higher payments.




