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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: Reduce days supply of new car inventory.  As of April, we have 151 days of new car inventory.  I would like to reduce that to 90 days by November.  
	1_2: By achieving this goal, I would reduce my floor plan expense and improve profitibility.
	1_3: If I don't achieve this goal, my profibility will continue to struggle due to the higher expense. 
	When will you start: June 2024
	1_6: I plan on gauging my success at the end of each month.  I should have a continual reduction in numbers on the ground and floor plan expense.  I plan on using the NADA guide for new vehicle inventory days supply.
	1_8: I will approach this situation with more aggressive price point, take reduced allocations, and potentially spiff sales with my consultants.  Re-training and education on new vehicIe inventory with the sales staff would help refocus our effort to move inventory.  I didn't get in this postition overnight, so it will be a gradual process.
	1_9: 1. competitor pricing as more inventory hits the ground.

2.  I have a niche market on some of my larger new inventory (food trucks) and I am susceptible to fluctuations in demand (election year).
	1_11: 1. Stay with competitive on pricing (profitibilty), and be more selective on vehicles that are built.

2. Stay aggressive on capturing deals when 
opportunity exists.


