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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: SELL MORE NEW CHEVROLETS
	1_2: KEEP US COMPLIANT WITH GM REGARDING RETAIL SALES INDEX
	1_3: LACK OF ALLOCATION

NOT IN ACCORDANCE WITH FRANCHISE AGREEMENT

MAY MAKE DIFFICULT TO PURCHASE MORE STORES

NOT COLLECTING SFE EBE $$$
	When will you start: 9/1/24
	1_6: PROGRESS WILL BE GAUGED DAILY USING DMS AND GM EXECUTIVE DASHBOARD.
	1_8: PROPER FORECASTING

LEVERAGING DEALERTRADES TO MAXIMIZE CHEVY SALES

                    * IF WE HAVE A REQUEST FOR A BUICK OR GMC WE NEED TO BE LOOKING AT A CHEVY IN RETURN

REQUEST MORE ALLOCATION EVERY CONSENSUS CYCLE



SALES MANAGERS


	1_9: SALES MANAGERS COMPLACENCY 

NEW MODELS- TRAVERSE ARE HARD TO GET

LACK OF ALLOCATION DUE TO OUR SLOW SALES RATE

OTHER DEALERS DISCOUNTING 


	1_11: DAILY MEETINGS TO REVIEW OUR CHEVROLET PERFORMANCE



COMMUNICATE AS A TEAM ON ALL DEALERTRADES- REVIEW WITH SALES ANY LEADS OR WISH LIST THAT MAY EXIST ON CERTAIN MODELS



BUILD OUT NEW UNITS AS A TEAM USING CHEVY RECOMMENDATIONS TO ENSURE PROPER BUILDS FOR QUICKER SALES RATES


