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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: Work on getting our used car department to the break even point of 63 vehicles [currently selling 46].  
	1_2: Absorption will increase for the used car department

Service/Parts gross will increase through the shop.

More opportunity for finance to make gross on the back end.

Opportunity for more service customers to service their vehicles with us.
	1_3: Tech's not happy with the lack of internal work.

Finance not happy with less opportunity to sale.

Sales personnell frustrated with the lack of sales.

Loosing Net profit
	When will you start: May 1st, 2021 
	1_6: Will use the pre-owned breakeven spreadsheet to guage each month with the sales department.

Track how many trade in's/ vehicles bought from customers weekly.

Use NRC to create more used car inventory from the loaner fleet every 6 months.
	1_8: 
	1_9: 
	1_11: 


