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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: Increase used car turn rate to improve total absorption.
Increase turn rate to create more gross profit in the used car department also increase total
absorption. From 4.6 turns a year to 6 turns a year. 6 month goal end of April.



From 4.6 to 8 turns.
6 month goal. The end of April.

	1_2: More gross profit in used car department. More net profit for the store resulting in better total absorption.
	1_3: Absorption would not improve. Used car department would not improve.
	When will you start: Today with this plan.
	1_6: Run the turn rate through the excel spreadsheet at the end of each month. NADA guidelines.
	1_8: Work with the used car manager and sales managers to create awareness of what we are working on accomplishing. Work with vendors to help reduce line ready time frame. 
	1_9: Changing the frame of mind the used car director has with looking at used car department as a stand alone and hyper focused on gross profit.
	1_11: Use the NADA guideline as a reference tool as what is in it for the used car department.


