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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: My goal is to increase our turn rate at our store in pre-owned sales, in order to increase our annual gross income. We are facing some significant challanges in our new car operation that is going to impede us from performing at maximum capacity. Currently we have a 25 days supply of inventory in pre-owned that we are turning at a 14 turn rate.  If we can turn our inventory close to NADA guide which is twelve, we can generate an additional 3.5 million dollars in gross profit.  






generat an generate an additional 



	1_2: An additional 3.5 millions dollar in adittional income.

Being able to run our operation effitiently.

Our sales team will earn more.


	1_3: Not achieving our goal will leave 3.5 million dollars of untapped gross profit.  As a result, we will forfeit that income.

Could cause for us to have frozen capital

Vehicles will age, causing additional expenses because of lot damage.
	When will you start: Immediately
	1_6: By looking at our month end results. This includes total sales, gross, days supply and vehicles in inventory.   Also, maintaining constant communication with management as to how we are contributing and making proc
	1_8: I will have weekly meeting with my pre-owned team to measure our progression. In order to achieve the goal we will have to have a paradigm shift. Our process will have to change to ensure that our days to front line process is more efficient and our online exposure is current.  In order to get the goal accomplished, the assistance from many different touch points are going to needed.  Our fixed ops team are going to have to make this inventory a priority.  Our detail team is going to have to turn around this units quicker.  Our in house photographer is going to have to be efficient.  Most importantly,  Our pre-owned team, will have to be intentional about achieving this goal.
	1_9: The biggest challenge that we are going to have is sourcing cars and consistency with the vision. 
	1_11: Allowing for my wholesale manager to strickly focus on inventory acquisition. At the same time a daily recon update is needed in order to stay on track.  Lastly, making the retail manager accountable for turning the inventory should get us to where we are going to achieve our goal.


