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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: Goal - Improve Rental income Dollars on current FCTP units and a faster turn on out FCTP units to in User. 
We will increase our current FCTP Rental income from the current $7500/mo avg to 20,000/mo avg by January 31th 2021
We will also Improve our out FCTP turn from 10 times a year to a full 12 times a year by January 31, 2021 


	1_2: Improved Bottom line Dollars
Faster Turn on out FCTP Inventory
Additional Support from OEM on total sales
Improved Market Share
Additional Dollars to Service and Parts
	1_3: Loss of Rental Income
Older Inventory with Additional Miles
Smaller in use FCTP inventory
Lower Customer Satisfaction scores
Less support from OEM
	When will you start: Start date of November 1, 2020
	1_6: Progress can be measured in a twice a week rental income report, listing each RO opportunity to collect rental dollars
Day to day reporting on sold out units on sold out units and factory incentives on those units 
Posted Out FCTP inventory needed to out run by month end listed by age of unit to be gone over each day in Sales Meeting
	1_8: - Incentive program set up for service advisors and rental personnel for collected rental dollars by week and month. - Service Manager
- Create a list of out going units to be grounded and out of rental prior to out date - Rental Supervisor
- Implement a plan to Service and Detail out units within 3 days of out date - Service Manager and Detail Manager
- Display out inventory on the lot in a speciffed location with added banners for visibility - Sales Personnel and Lot Porters 
- Marketing Campaign on added Benefits to those units and as Dealer Best Buys - Marketing Director
- Salesperson Incentive Program Designed aroung increased sales on these units with a kicker for oldest unit Sold and most Sold by month - Sales staff and Sales Management team
- Increase in FCTP inventory by the units that pay the most factory incentive and sell the fastest as out units sold to in user - New Car Sales Manager
	1_9: - Advisors not buying in on the Program
- Unable to ground out going units from customer
- Slowed Make Ready process due to over booked service center
- Sales staff not focused on these units as the Best Deal on the lot 

	1_11: - Create a chart on the money earned by each advisor set up as a competition
- Include your Advisor along with the Service manager in on out going units and status to get them back in my out date
- Inspect each unit as it is returned by each user to insure condition 
- Sales Meetings built around the importance of these units and the added benefits to the customer as well as their paycheck 


