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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: My goal is to help increase our new car sales average from 30 to 40 units per month. I know if I sell more new I can acquire more used inventory which will in turn increase the stores gross profit.  We can use the balance sheet as a metric on the financial statement.  I would like to acheive this within the next twelve months.
	1_2: 1.) Employee satisfaction

2.) Increase profits

3.)Expanded customer base
	1_3: 1.) Moral decrease from sales team

2.)Negative profits

3.) Pay too much floor plan interest


	When will you start: August 1st 2024
	1_6: I will gauge the progress monthly and use the Ford standings and balance sheet.
	1_8: I will get with my marketing team and put together some attractive and competitive pricing.  I will also use the Conquest tool to set the market so we are getting more clicks to our website.  I will TO every customer to make sure every objection was addressed.  I will work on the sales desk with my GSM to achieve this.
	1_9: The challenges will be my management team digging in and getting uncomfortable.  The challenge will also be getting the public to realize we have the best pricing in the market.
	1_11: Just say yes.


