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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: The current priority and main goal is to increase our total absorption rate.(Tough start to year)

We endeavor to achieve 0% new vehicle dependancy 

First focus is to improve fixed absorption from 39.5% and move that needle to 55%

Second focus is to improve pre-owned absorption from 35.6% to 45%

The goal is to achieve this by September 1st, 2021


	1_2: More opportunity for total gross profit for entire dealership

Service - More opportunity to increase hours per RO = more profit

Parts - More opportunity to increase GP in parts sales

Pre-Owned - Less aged inventory, less floor plan costs, more turnonover all equals more GP

Staff in all departments make more money

Overall dealership becomes more profitable






	1_3: Dealership will lose money / GP down

Staff morale will start to drop

Staff layoffs could follow

Money will need to be spent in other areas to help assist in growing the business

Customer experience will be compromised

If revenues drop and expenses stay the same we could ultimatwely lose the dealership






	When will you start: The process started in April and our focus remains in place.
	1_6: We will guage our progress strictly on the numbers on a monthly basis. We will use the metrics set out by NADA Guide and follow the formula to calculate the following

1. Fixed Absorption Percentage

2. Pre owned Absorption Percentage

3. Total Absorption Percentage

4. New Vehicle Dependancy

Over the past 60 days we've already improved fixed aborption percentage by 7% and pre-onwed by 5%. 
	1_8: As the General Manager I called a meeting with all department heads to share the information that was revealed in our NADA Class



Ultimately we collaborated and communicated more effectively

We discussed the overall customer experience being elevated

Providing value and trust worthy advice to our customers

The shop becoming more efficient and productive without compromising quality

Having the sales and pre owned managers to understand aged inventory as well as the cost to floor plan vehicles

We focused on the turn around time from trade in to sale ready (to go from 12 days to 5 days)

We put a focus on advertising, website as well as socila media presence with our pre owned inventory

We offered a customer for life package with every pre owned vehicle purchase that offered great value and discounts over the first 3 years of owning the vehicle



Everyone needed to be on board to achieve this goal. This could not happen without full buy in from all departments and working toward one goal and one having one vision in mind. Furthermore this information needed to be shared with our front line staff and they all played a big role in ensuring we were on the path to sucess. So far so good, however the foot stays down on the peddle as we move through the summer to achieve the original goal of 100% absorption.












	1_9: Getting full buy in from staff

Not having access to inventory

Turn around clean up times taking too long

Unsatisfied Customers/Bad service

NOt being competetive with or understanding the competition
	1_11: Comminucate and collaborate more often

Offer better trade in values

Having a schedule, plan and internal only team working on the process

Offer more services like coffee, espresso, valet, shuttles, loaners etc.

Start picking up the phone and calling around to see what other dealerships are offering.


