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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: I will increase our pre-owned vehicle inventory turn to 12 from 9.2 by September 2021.
	1_2: More additional gross profit in the used car department.

Fresher cars being on the lot.

Less vehicles going to auction

also additional gross profit in our service and parts department
	1_3: decrease in sales

decrease in gross profit because we will have to mark vehicles down to move them

if vehicles dont sell than they will have to go to auction

used vehicle techs will not be able to turn hours
	When will you start: March 1 2021
	1_6: I will gauge our progress at the end of each month. I would like to see a slight increase in percentage after first month. NADA guide is 12, so that is where i would like us to be. If we can surpass that, managers will get an additional bonus
	1_8: First thing i need to do is take a look at our inventory and make sure things are mark to turn. I will put a spiff out for the sales department to move older aged units. Our buying staff needs to buy what sells on our lot and not just buy to buy. This is a complete team effort. 
	1_9: Not being able to buy the proper inventory at the proper price. Not getting enough trades so we dont have to buy at the auction.

not being able to control our days to lot 
	1_11: Encourage more trades or off the street purchases. If we purchase from auction we encounter additional fees we have to buy. 




