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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: get used cars to a spot where its actually profitable to the store/helping to profit the store. 

Though many metrics feed into it, this can be overall measured using total absorbtion. We are at 89% and the guide is 100% so that would be the MINIMUM goal. 

In a perfect world this is achieved ASAP but, more realistically be consistantly at guide or higher by the end of the year.
	1_2: The way I was originally taught about total absorbtion is that it essentiallly makes new cars bonus cash because everything else expense is covered by your other departments (used currently the worst of ours). Or thats what it needs to be atleast.  So, that would be the main benefit. Especially considering our New gross profit return is 10% vs. the guide of 5%. Big opportunity to make more money.
	1_3: We will have to continue to make up for the slack in all the other departments (especially used) opposed to reaping the full benfits of the new car sales 
	When will you start: Some time following the parts section of this class because I will be spending alot time in the parts department leading up that class and prefer to be hands on in this situation.
	1_6: -Daily used gross reports (front and back)

-Daily used unit count reports

Followed by:

-Monthly used turn check

- Monthly gross check

-Monthly volume check

-Monthly break even point



Then obviously a YTD of those compared to previous year to see total progress Vs. 

Also check more YTD based metrics (EX: GROI)
	1_8: - Push heavy on our current back end products and ad some more either preloaded or just for our finance guys to have more to weapons, or both. (To raise gross and lower cost of sales)

-  Check units sold daily with used director and find an improvemnt to make at the end of each day. This is a big one because we are only at 8 compared to a guide of 12 for the year meaning we want to be doing a turn a month at the least. 

- Dig in to used car expenses. Though gross and units being sold are mostly likely the core issues, dropping used department expenses will also lower the break even point at the end of the day 
	1_9: - Under performing employees in used department

- Do the guys have all the tools they need?

- Over spending on used expenses

- Enough trades taken in?

- Current advertisements


	1_11: - Rewrite pay plans more performance heavy

- Meet with used department as a whole to make sure we've provided them with everything they need to sell (more so double-check)

- Get line by line of used expense breakdown "Is this necessary?" "Is there a cheaper way/option?" etc.

- Auction? 

- Is all the money we spend on hispanic in used department paying off to that audience? Are we doing enough on social media? Should we consider OTT? (stream services ads)


