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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 GROW and IMPROVE my used car department.  I want to improve profitability and overall turn of the product to keep the units fresh and rolling.  I want to start having conversations and get new processes rolling starting on 01/01/2025.

NADA Guide for GP Return (12%) - we are around 9% - MUST INCREASE ASAP

YTD Opportunity as of the October Statement used for Class we had left $404k on the table.. we must seize the day in 2025 and cash in.

Total Absorption for Oct Statement was 88% - this must reach 100% and USED cars is what will get us there!
	1_2: - Higher Total Fixed Percentage

- Faster Turn

- Increased Profitability in all departments
	1_3: - Lower Total Fixed Percentage.
- Slower Turn on Inventory.
- Decreased profitability.
	When will you start: 01/01/2025
	1_6: I will gauge our progress and continuous improvement by having weekly meetings with my GSM as well as the Sales Manager in charge of the used inventory and repairs.  

This will be held every Monday and we will compare it to data from the previous week, month and year.

Inspect what we expect!
	1_8: I will assist and review current used car pricing and adjustments on a daily basis to ensure our units are in the top 10% of the units on Vauto so we get the most clicks - The GSM and Used Car Manager will assist.

I will do a weekly walk of the used inventory to ensure everything starts and runs out good.. the used car manager will assist with this and begin to drive 1-2 daily to make sure they all start, drive fine and don't smell or have any issues.

In order to have a faster turn we must be priced right and make sure our units are consumer ready!
	1_9: Kick back from Used Car Manager - he already has it in his mind that the deparment is doing everything that it can be doing but it truly is not.  He needs to be running the used car side of things like his name is on the front of the building.
	1_11: Coach and review rather than ridicule him about the items that are currently not right.. we need to show him that there are better ways to handle some of the processes and that we all need to tighten up to improve.


