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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: For my store in my current position I will get my new and used car inventory turns up from 2 to 6 turns per year for new and from 6 to 10 turns per year for used by the end of 2021.
	1_2: Achieving the goal means selling more new and used cars which leads to more opportunity for cars to go in to service and more parts being sold and makes a huge difference for the whole store financially. 
	1_3: Not turning our inventory on a more frequent basis means more turnover from management and sales staff. It keeps the store from growing in a positive direction and limits us financially as well. 
	When will you start: Now!
	1_6: We will compare our month over month and year or year numbers using our forecast reports as well as our DMS reports we pull daily. 
	1_8: We will immediately start pricing to be more competitive in our market area, and training our team on how to handle customers for better customer satisfaction. I will meet with our marketing manager to come up with new ways to reach our customers to invite them back in to the store to see and experience the changes the store has made with new management. I will need my used car manager to make sure we are in tune with our market and surrounding auctions so we aren't missing trades. I will work with my parts and service managers to better help them with turning my used cars faster and as well as my detail staff getting them cleaned up and on the lot in a timely manner. 
	1_9: My current GM doesn't care to much for technology and or Internet pricing of vehicles, he will be my biggest challenge. My next challenge is finding the inventory needed for our store. Lastly, not finding the right team members to grow the business. 
	1_11: I will show him the equation for inventory turns and explain the financial gain we could have if he just allow others around him to help him.
I could reach out to other dealers not moving inventory and try and trade what sells in my market if its not moving for them.
Training of staff is going to be huge to make sure everyone sees the vision.


