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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Increase new car avg month from 55 to 80

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

More earn back money at an avg of $450 lost income
per new car sold
lost customer retention
more turn and earn (more new car
inventory) lost market share

more KRS money (order assistance/PDI)

increased new car sales will increase fixed
opperations and market share capture in
my district/zone

more opportunity for another franchise

May 2021
When will you start?

How will you gauge your progress? When? Using which metrics?

We will gauge our progress by keeping up on our daily log sheet to track progress with sales
and gross.

We will monitor CRM to make sure we are capturing every customer we can

We will continue to market to our service customer to try and get them out of their current car
early.

We will hold sales staff including managers accountable to hit minimum standards required
We will make sure all pay plans are lined up with our goals as a business.

We will make sure that all staff has all the support needed to accomplish our goals
All areas of this action nlan will he monitored on a dailv hasis
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What specific actions will you take to achieve your goal? Who can help you?

The specific actions that | will take are making sure that every day we come in people are
motivated and supported so they can do their job to the best of their ability.

| will need help from the managers of all my departments to hold their teams accountable and
ensure they are supported to be able to accomplish our goals as a store.

| as the General Manager need to make sure my staff is prepared daily to accomoplish the
goals ahead of us, | need to make sure we have the right mix of inventory the correct
advertising to support that inventory as well as our sales goals.

Potential Challenges?

training needs to be done daily and it

needs to be interactive and fun for the staff.

we need to train on process and product
knowledge

Potential Solutions?

need 100% manager buy in for training

needs to be done daily to insure it
becomes a habit, most important we need
to keep it fun for the staff so they look
forward to it.

could put a spiff together to have fun with
in a sales training to hand out cash for
correct answers.
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	1: Increase new car avg month from 55 to 80
	1_2: More earn back money at an avg of $450 per new car sold



more turn and earn (more new car inventory) 



more KRS money (order assistance/PDI)



increased new car sales will increase fixed opperations and market share capture in my  district/zone



more opportunity for another franchise
	1_3: lost income



lost customer retention 



lost market share 




	When will you start: May 2021
	1_6: We will gauge our progress by keeping up on our daily  log sheet to track progress with sales and gross.

We will monitor CRM to make sure we are capturing every customer we can

We will continue to market to our  service customer to try and get them out of their current car early.

We will hold sales staff including managers accountable to hit minimum standards required 

We will make sure all pay plans are lined up with our goals as a business. 

We will make sure that all staff has all the support needed to accomplish our goals

All areas of this action plan will be monitored on a daily basis.


	1_8: The specific actions that I will take are making sure that every day we come in people are motivated and supported so they can do their job to the best of their ability. 



I will need help from the managers of all my departments to hold their teams accountable and ensure they are supported to be able to accomplish our goals as a store. 



I as the General Manager need to  make sure my staff is prepared daily to accomoplish the goals ahead of us, I need to make sure we have the right mix of inventory the correct advertising to support that inventory as well as our sales goals. 
	1_9: training needs to be done daily and it needs to be interactive and fun for the staff. 



we need to train on process and product knowledge 
	1_11: need 100% manager buy in for training



needs to be done daily  to insure it becomes a habit, most important we need to keep it fun for the staff so they look forward to it. 



could put a spiff together to have fun with in a sales training to hand out cash for correct answers. 


