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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: Goal is to increase Fixed and Pre-Owned absorption. Current fixed is 12.1% and Pre-Owned is 5.1%. We want to get this to NADA Guide(60%Fixed and 40% Pre-Owned) by year end, December 31 2021. Would love to get there sooner, but realistically this is going to take some time.
	1_2: -Net Profit! We are profitable overall at a very low Pre-Owned volume, low HPRO in service, non-existent parts business, and no wholesale accounts for parts or service.
	1_3: Consequences would be

-service staff not being engaged, not making enough money!

-perform at a below average level, we are not average!

-not paricipating in the large pre-owned business online

-relying too heavy on new cars, which would be an issue with shortage of production and potentially not being profitable long term/near term
	When will you start: Immediately
	1_6: -HPRO 

-Pre-Owned Gross/Volume

-Wholesale Parts Gross

-Service Department Gross(By wholesale vendor accounts)

-Time to line for Pre-Owned
	1_8: HPRO

-Using the sales process-vehicle walk arounds and vehicle check outs. Service Staff not engaged 100% of the time/ not following process 100% of the time

-Selling easy items-blades/flushes etc when the new vehicles are coming thru the lane

-Selling environment! Service department answering calls with a purpose and dialing with a purpose!



Wholesale Accounts-Parts and Service

-Door to door gorilla marketing asking for business, dropping off gifts(food, snacks, packages asking for business!) Letting companies know we are here. This will land us some wholesale accounts. Right now we have zero.

-Adding online parts tool for selling parts online, wholesale and retail



Pre Owned Business/Volume

-We have and will continue to up our pre owned volume. 

-Getting a blend of inventory to market online(third parties online), currently heavy on rental units

-Managing Time to line. The faster it's online and marketed, the faster it can sell and have the next ready to sell


	1_9: Staffing for service, will definitely need more techs.



Getting service staff bought in asap to move in this direction



Getting admin help in detail and pictures for remarketing for pre owned
	1_11: Getting fixed ops director bought in fast! as in now! Once he's bought in we can push the agenda and change culture



Consistency with managing the process for service department(walk arounds and vehicle check outs)



Consitent with purchasing and pushing thru the shop.



Helping study  the market, and signing up with consultant for selling pre-owned competive pricing strategy.


