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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



©2020 National Automobile Dealers Association. All Rights Reserved.2

Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: My goal is to increase my Pre-Owned Vehicle inventory from 5.5 turns to 10 turns by September 30th
	1_2: Higher gross profit 
Less aged inventory
Better customer retention
Less days supply
Better cash flow to purchase more cars

	1_3: Loss of profits
More discounting to relieve inventory
Tying up of cash
Aged unwanted inventory
	When will you start: August 1st
	1_6: By using the workbook (pages 38-39) and my financial statement.  
	1_8: Cars will be appraised and inspected better by myself and my sales manager.  Cars will be reconditioned in a timely manner and more economically by working with my service manager.  Cars will be merchandised correctly and priced more aggressively by myself, my sales manager and my inventory manager.  Aged inventory will be reduced in price to sell in order to free up cash to purchase new more desirable units by myself and my sales manager. 
	1_9: Getting rid of aged inventory
Losing money on aged overpriced inventory
	1_11: Buy cars that are more desirable



