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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 buy 10 used vehicles a month "off the street", from Private Listings, Previous Customers, Individuals, Fleet Department and out of our Service Department by December 31st. We currently buy an average of 4 units a month.
	1_2: More used inventory





Extra $$ for sales people,service writers, pay them per car they buy. 



Bringing in new customers,and keeping our curent customers base in house 





More cars through service and recon, more parts sold, more hours for techs



More units sold = more front end profit, more back end profit and more F&I products sold






	1_3: Loosing inventory to our competitors and having less used inventory



No extra $$ for sales people,service writers





Missing out on bringing in new customers as well as loosing current customers to our competetion.



Less cars through service and recon, less parts sold, less hours for techs



Less units sold = less front profit, less back end profit and less F&I products sold 
	When will you start: October 1, 2021 - December 31,2021
	1_6: I will keep a monthly log of vehicles we bid, who bid them, how much we bid on them, if we buy it(profit we made/loss), if we did not get it and why. Meet weekly with sales managers, sales people, used inventory manager, and service writers weekly to get feedback. 



Oct 31 - Purchase 4 units off the street

Nov 30 - Purcahse 6 units off the street

Dec 31 - Purchase 10 units off the street 
	1_8: I will start getting our Social Media ad's put together, get signs made for the service department, showroom and for out front, get with the service writers to notify me when specific "Hot Sellers" that we are looking for are in for service so we can try and buy them.



I will meet weekly with Sales Managers, Fleet Manager, Sales People, Service Manager and service writers to explain our goal and how they can help us purchase used inventory and make themselves extra money. We will also discuss their progress and what I can do to help assist them get inventory bought.



I will meet 2 times a week with my used inventory manager to check progress and discuss whats working and what isn't working, that way we can continue to tweak and fine tune our process.








	1_9: Getting Sales people and service writers to take this serious and understand how important this inventory is to our store.



Making sure we give aggressive bids so we don't get outbid and loose the vehicles to our competitors.





Upside Down so much Negative equity the customer can't pay the difference between what the vehicle is worth and what they owe.




	1_11: Pay Per car buy fee, Top producer gets a bonus buy fee per vehicle bought that month.



Be involved in the bidding process. Discuss vehicles we didnt get in the previous week find out why we weren't able to buy the vehicle, what we missed and why.



Try and trade them out, cancel all cancelables and carry as much of the negative equity over as possible 


