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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 dealership profitability by 15% within the next 12 months while optimizing vehicle inventory and capital management.
	1_2: 
enhanced profitabilty- incresed revenue and reduced expenses will lead to higher profits.
improved cash flow- optimezed inventory management and capital allocation will improve cash flow.
increased market share- well managed inventory and strong sales will enhance market share
	1_3: 
decrease profitability - leading to finantial difficulties
inventory challenges- overstocking or understocking could impact sales and profitablity
missed opportunities- could hinder growth and expansion

	When will you start: started in January 1 of 2024.
	1_6: optimize pricing strategies- market research to determine competitive pricing
enhance F&I product materials- train the managers on the benefits of various products and offer competitive pricing
reduce operational costs-identy areas where expenses can be cut, such as utilities, marketing and administrative costs
optimize capital allocation- allocate capital effectively to vehicle inventory and facility improvements
explore financing options- consider fanancing options, such as floor plan financing or leasing, to optimize capital usage
	1_8: F&I product penetration- train them to be effective with products
improve inventory management- use data analytics to optimize invetory evels and reduce holding costs.
leverage technology- utlize tech to streamline processes, improve efficiency and enhance customer experience
INVEST IN CUSTOMER SATISFACTION- implement intiatives such as personalized follow ups, loyalty programs, and customer satisfactions surveys so you can identify which are your strong areas and weak ones for improving or keep moving foward. 
	1_9: 

economic fluctuations
inventory management challanges
staff turnover
competition
changing customer preferences
	1_11: diversify revenue, streams, manage cost effectively and develop contingency plans
invest in inventory management tools, optimize ordering precessesm and monitor market trends
offer competitive compensation and benefits, provide training and development opportunities, and foster a positive work envornment
differenciate the dealership through unique offerings, exvellent customer service, and strong brand reputation
stay updated on industry trends and adapt to evolving customer needs. 


