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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 increase the New Car Units retailed per month.  

I want to achieve a 10 unit per month increase.  We currently retail 38 New Cars per month and I would like to see that number increased to 48 New Cars per month.

My goal is to achieve this by February 28th, 2025.
	1_2: The benefits of achieving this goal will lead     to more used inventory through trades.  

It will increase more F & I opportunities and will also increase more service business.  

Also, affording us more future allocation from BMW of North America.
	1_3: If this goal is not achieved, there could become a strong possibility of the store becoming less profitable.  

There is also the possibility of employee turnover with less units and gross.
	When will you start: I will start immediatiately (October 1, 2024).
	1_6: I will gauge my progress at the end of each month.  I will look for incremental increase throughout this 5 month period.  I will compare the financial statement for February 2025 versus September 2024 to measure the growth for the New Car Units retailed during this pe.
	1_8: I will ensure to put more emphasis on our service mining tool (Automotive Mastermind) to proactively reach out to current BMW customers visiting our service department daily. 

We will assign a Client Advisor to manage these opportunities daily and position their workstation on the service drive.  

I have also bought Covideo on, to ensure that we are maximizing our lead responses and appointment confirmations.  

Achieving this goal will require buy in from our entire team.  We will require our service advisors to refer customers to the sales department who may not want to pay for costly repairs. 
	1_9: Some challenges could be the initial associate buy-in.  

Another navigating 30-days of this election year which historically tends to stall retail sales in the luxury brand.
	1_11: For every challenge, we have to discover a solution.  

We must convince our Team of the reward from the new process implemented if followed.  

We can also take advantage of the Feds' dropping interest rates for the first time in 2 years.


