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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 new vehicle gross profit return on sales from 6.7% through September to 8% for Q4 ending on December 31, 2020. 
	1_2: The benefit of running 8% return on sales for the new vehicle department will provide $1,000,000 a year in additional gross profit. If we were 8% through September we would have $775,083 in additional departmental gross YTD. Not only will ownership and management benefit, but salespeople will earn increased commissions.
	1_3: We may, potentially, not see growth in the department based on the lack of allocation from the OEM for sales volume. If we do not increase our return on sales the department will incur a decrease in gross profit.




	When will you start: Yesterday!
	1_6: We can track daily in our "save-a-deal" by using our Qlik software. Monthly target will be posted once the statement is completed and the Q4 results will combine the 3 months.
	1_8: Ensure advertised pricing is not below the market by voluntarily giving away gross 



Proper desking process with lease presentations and working cash down & trade allowances 



Charging for all add ons: Spray bedliners, luxcare, tint, etc... 



Utilizing bank approvals early in the negotiations when possible



Not accepting a negative gross deal unless it is distressed inventory 




	1_9: The top challenge is mostly the same for any goal. It is employee "buy in" and process discipline. If we do not follow our strategic plan, we will not produce the results. 
	1_11: Track individual managers and salespeople to determine where the training should be focused. KPI's such as trade UA and finance penetration are just a couple of examples. When employees know upper management is looking at certain metrics, they seem to perform better in those areas.


