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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 take my gross profit % from 15% 18 % by march 1st. and decrease obsolences. 
	1_2: by increasing our percentage it will ad to botom line 



by decreasing our obsolences it will take that dead inventory off our books and add to the profibilty .



we also will be able to use that to stock more dailey used items

 

we will also make changes to our wholsale profitability margin little at a time . 
	1_3: if we dont do these things we might keep going in the wrong direction on our profit percenatge .



keeping these obsolense parts that were from a previous manager is cash laying on the shelf that can be used better in several different ways



also by not acheving this goal or if it continues to go in the same direction we might need to go out od the wholesale bisnuss 
	When will you start: dec 10th
	1_6: by weekly reports
	1_8: the way we will do this is to get everyone on the same page and adjust our profitabilty for our %. and on the obsolences we are going to put as many 

accessories in stock on new and preowed units. we will also market anything else not used on our website and our facebook page, we will get the entire service and parts dept involved including the service writers since they can have the oppertunity of making some extra comission as well as the sales dept on the obsolenses parts.



we will reach out to our wholesale customers and keep them as our customers as well as try to sell them more to increase sales .
	1_9: couple of challenges on the percentagesmight be getting our parts mgr to increase the wholesale profit % due to him thinking that he might loose a few customers .



 on the obolenses parts there are some that are for much older vehicles that customers might not want or need
	1_11: I believe we can discuss with parts manager show him his depts numbers on a regular basis and set that goal for him where he can track it.


