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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: Increase net profitability in New Vehicles

Increase bottom line to 100K per month

Reduction in Floor Plan Expense from last 3 months

Increase in PVR both front and back end
	1_2: Increase dealership profitabilty
	1_3: Reduction in pay and dealership efficiency
	When will you start: 3/1/24
	1_6: Monitor all aging units over 75 days. Floorplan credits end after this date. Aggressively price units 50 days and older.



Use a tier system where we progressively get more aggressive on units as they age. 



Maximize back end profitabilty through early F&I TO's and endorsement of products
	1_8: Make changes to new vehicle pricing to reflect the tiered system.



Move aged inventory to front line and do a better job of marketing.



Ensure all inventory is photographed. Emphasize aged inventory first.



Coach staff on early TO's when objections are made on interet rate and payments.
	1_9: Push back from Salesman, as the path of least resistance is usually used when it comes to special rate finance.



Catching up our photos online as we only have one person photographing the inventory
	1_11: Daily coaching during the sales meetings



Hire an additional lot attendant



Daily monitoring of website and inventory


