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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: Goal: 80 Used Car Monthly Retail Average 

I want to achieve an additional 218 used reatil units. Increaing to 960 used units in 2024/2025 versus 742 used units in 2023.

The extra units will increase verrible gross, internal service gross and internal parts gross.

Current Average: 62 Used Monthly Retail Average in 2023.

I will be using our Qlik Sense tool, Recon reprot, VAuto, DFR report, doing monthly Frozen Used Car capital caculation, doing average used car inventory cost.

The metric will be compared to 2023 data:

Sales units of 742 in 2023 to 960 used units from 3/2024-3/2025. The additional 218 used units will be tracked through Qlik

The following extra units will have a gross effect in each department listed. 

Used Car Gross. 2023 PVR was $2500. We look to maintain the same PVR in 2024/2025 $2500 PVR x 218 units is an additional $545k 

Finance PRU was $1786 2023 look to increase to $1890 in 2024 $489,188k

Service Internal 218 units x 1495.94 average = $326,114k

Parts Internak 218 units x $275.97 = $60,161k

Variable gross of $1,034,188 and fixed gross of $386,275 

Grand total $1,420,463 at a 36.21% Net to Gross will be an additional $514,349.65 to Net


	1_2: Additional Inventory turns

Additional off make trade ins

Additional Service Internal Gross and internal service RO's

Additional Parts Internal Gross

Additional Variable gross

Increased Store growth 
	1_3: Becoming stagnant in the market

Less Store Growth

Maintaing same average would not generate additional used car revenue
	When will you start: 3/1/2024 - 3/31/2025
	1_6: To ensure we are working towards our goal. Meetings will be scheduled every Monday with the management team. We will cover the following information to help keep us achieve our target.

1. We will cover Days to Recon Report and discuss hidden challenges in service and detail.

2. We will talk about delays on parts and special order parts. To help ensure the fastest turnaround times for our service department.

3. We will discuss service issues and problem units to solve for faster turnaround times

4. Discuss current used car inventory levels to ensure to maintain an 80 used car inventory level.

5. We will look at used car market conditions, Pricing, Pictures, Descriptions and turn rates through VAuto. This will help prevent aging inventory, as well as unnecessary wholesale loss.



I will hold a meeting every Wednesday with the Variable Managers. We will discuss our progress.

We will go over results and opportunities with Auto Mastermind, Service Drive and Clicklane Teams. This will help put more eyes on local trade ins and create additional selling opportunities to achieve our goal. 

The variable team and I will do daily save-a-deal meetings to maximize missed deal opportunities and lost trade ins.
	1_8: We have created three teams - Service Drive, Auto Mastermind, and Cliklane. These teams will communicate and follow up with guests to increase our used car inventory and create potential sales. When working with guests these team members will be responsible for working the numbers, going over benefits of upgrading their current vehicle and seeing market values for their trade ins. These teams will report to the Variable managers.



 We will use VAuto to create Velocity Selling and market top area procong to move used inventory quicker. We will work with our VAuto rep and UVD on creating strategic model plans to our market area. This will help bring awareness to the top 10 units sold in the area. Along with the knowledge and understanding of current market conditions. This strategy will create a higher turn, helping sell more units at higher profits, and ensure units are not left aging to lose wholesale dollars. 



 We will place an emphasis on product and finance training.



Product training will help sales associates develope a better understanding of used inventory matrixs and overcoming vehicle objections. This training will assist team members in not over promising on the conditions of used units, overcome condition objections, and eliminate costly cost adjustments.



Finance training will aid the team members with the tools necessary to overcome payment and rate objections. We will place a focus on national average rate explentations and go over our first pencil equity program. This is designed to show short term financing options with higher down payment. This creates an equity position quicker and keeps the guest in a faster trade cycle. We will do weekly product traning. The Finance team will go over products, features, advantages and benifits "FAB" for all team members every Saturday morning meeting. 



Team that will help lead us to our goal will be:

Sales Director, Used Car Manager, Parts Manager, Finance Manager and  General Manager 
	1_9: 1. Maintaining proper used car inventory levels.

2. Over paying for auction and 3rd party vendors. To maintain used inventory levels.

3. Potential aging if metrics are not met.

4. Maintaing our PVR due to potentional wholesale loss.


	1_11: 1. Service drive, Clicklane and Auto Mastermind teams.

2. Holding on trades, Diligently Scouting for deals at auction/ service drive, Clicklane, Eleads and third parties.

3. Strong Velocity strategy game planing.

4. Strong exit strategy from day 1 on each used car.


