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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: Get First Time Fill Rate up to NADA guide. Currently at 72%, would like to get to 90% by January 1, 2022.


	1_2: Used vehicle turns



Improve Customer satisfaction



Fewer Lost sales



Higher Tech. Proficiency
	1_3: Less/Slower used vehicle turns



Lower Tech. Proficiency



Lower morale


	When will you start: April 1, 2021
	1_6: Use excel template to track fill rates
	1_8: Track Lost Sales



Make sure true turns are at NADA guide



Broader inventory but less quantity per part



Phase in parts sooner



Keep Obso. low to free up money for other things
	1_9: Dont track lost sales properly



Dont want to phase parts in sooner



Dont get rid of Obso.
	1_11: Make sure everyone knows what a lost sale is and tracks it



phase in parts sooner if need be


