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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: To increase average monthly sales to 300 new/pre-owned retail units from 260 by December 31 2021
	1_2: Increased gross and profitability
Increased market share
Lucrative manufacturer earn-backs
	1_3: Stagnant growth
Loss of employees to larger competitors/opportunities
Less gross and profitability 

	When will you start: Dec 1, 2020
	1_6: Progress can/will be gauged daily via sales logs for MOM/YOY comparison
Utilizing manufacturer data in market share, WAYS reports, JD Power or POLK data 
	1_8: Specific actions begin at the personal level in regards to "how" to work individual deals, interaction with salespeople and buyers. 
Working with other managers, F&I, dealer principal, and accounting office to determine tolerable profit targets per deal.
Adjusting our marketing expenses, budgets, targeting, and strategies to draw increased traffic and consumer engagement.
Hiring additional qualified BDC staff to handle the increased incoming traffic [or repurposing salespeople].
Further training of salespeople to have volume mindset over gross mindset.
Stocking/ordering additional inventory both new and pre-owned.
Partnering with varied brokering services for incremental volume

	1_9: Salespeople engagement
Inventory constraints
External factors i.e. COVID
Competition in market 
	1_11: Hiring or retraining 
Ordering to max, dealer trades
Adjusting to current market trends



