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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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Wotential Challenges? Wotential ^olutions?

What sƉecific actions will you taŬe to achieve your goal? Who can helƉ you?


	1: Increase avg pre owned sales from 47 to 57 units per month. Starting Oct 1st - Oct 31st. 
	1_2: Faster turn on pre owned inventory.
More gross and net profit.
Fresh trades
Less frozen pre owned capital
	1_3: Old age units decrease in value
Less or zero gross profit (loser deals)
Slower turn and higher floorplan expense
Less work for parts and service dept
	When will you start: October 1st
	1_6: Track daily and weekly sales to make sure we remain on track


	1_8: Agressive pricing speciifically on old age units utilizing vauto for market conditions

Better daily monitoring of the crm for incoming pre owned inventory leads . Getting managers and salespeople more involved in the lead process to make sure we don’t miss any deals. 

Having salesman make walk around videos on all pre owned leads and texting or emailing them to the customer. 

More agressive on showroom ups. Sometimes your first offer on a preowned vehicle is the best offer. Leave no stone left unturned when a potential buyer is in the showroom. Much earlier manager intervention is needed. 
	1_9: Getting pre owned vehicles through the shop and ready for sale quicker. It also helps for making wholesale decisions and increasing wholesale profit. 

Complaints from salespeople for less gross profit on pre owned. 

Getting salespeople on board assisting the bdc more regularly. 
	1_11: Work more closley with service and parts to ensure recon is done faster. 

Get sales people and bdc to “buy in” 
Putting spiffs on old age units and unit bonuses. 

Make sure sales managers are constanly engaged to “inspect what we expect” 



