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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 used cars sales and gross from 37 car $365 front end gross to 80 cars $1200 front end gross by June 21.
	1_2: Increased revenue to the store through service, parts, and sales.
	1_3: Termination of employement.

Termination of employment of others

Store continues to loose money on  used cars. 
	When will you start: 

Just started
	1_6: Looking at tradeins and runing weekly reports on used cars sales and wholesales to ensure we are in the cars right through the buying process, not being taken advantage of by service, and that we are not wholesaleing retail cars.
	1_8: We have hired a new used car manager with experience who will:

buy from more than one auction

buy the car suficantly back of book

hold service accountalbe for recon process

CPO everycar possible under the blue shield process 

ensure cars are in good condition when they hit the lot

keep inventory in good condion

Price cars moderately agressive so they can be turned but make a profit quickly

Start digital CPO advertising campaing March 1 to support sales goals 


	1_9: 

Competion in the market

used wholesale prices

poor economy
	1_11: 

Monitor advertising analytics to see affectiveness in market place and competitors.

Look to rental cars as possible solutions to autions

Pray for stimulus checks!


