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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: With the current inventory dilemma both on new and used, we have to find a way to obtain more preowned units at a decent acquisition price to compensate for the lack of new cars.  Also we need to generate more revenue in different ways we're not normally accustomed to.
	1_2: With achieving this we enable the opportunity for maintaining gross profit and gain trade-ins so we can be less reliant on purchases.  
	1_3: Our bottom line will continue to dwindle along with our inventory levels.  
	When will you start: 9/28/2021
	1_6: Using our departmental Google doc I can track how and where we obtain preowned units from as well as the gross we net from alternative sources.  Weekly I will check both Docs to ensure we're making progress.
	1_8: In the effort to obtain more used cars I am enlisting our sales staff and service advisors.  We will pay the service advisor a $400 spiff for any unit we pick up they turn to us.  The sales staff will be reaching out to Craigslist, Facebook Marketplace, Offerup, etc.. to generate opportunities there and for their efforts the same spiff will be given to them.  Realistically I'd like to see the entire dealership staff come together in this effort because in one way or another it will benefit every person in the store.  While I'm writing this my used car manager was chatting with a neighbor last night about his car and at the end of the conversation we now own it. 

We've never been consistent in going after our customer base regarding refinancing their vehicles they purchased from us.  Mainly because our goal was to sell them a new car, but now with no new cars to sell them we are now pulling our customer base that we've sold a year ago and beyond with interest rate higher than 8%.  My finance director is making those phone calls and sending email offering the opportunity to those people.  Doing this will not net us any front end gross but will give us the chance to get reserve at a minimum to reserve, warranty, gap, etc.. My plan is to generate at least $30k in gross per month by attacking these customers.  Another benefit is just in case we do have a new or newer vehicle we can turn them on to, all the better, as then we'll make a new deal and have a great used car.  

Part two of utilizing my finance department is contacting our customer base that didn't buy a warranty at the time of sale. Again my finance director is going to make contact with the customer to make the sale and I project $8k in gross per month.  New car inventory for us for the next few months will be thin so I'd like to see by the end of January that we made the extra $150,000 I'm projecting.  




	1_9: The only real challenge in these endeavors is the lack of effort put forth especially by the sales staff.  Just due to their nature making those calls take a little more effort.
	1_11: We will have daily and weekly meetings going over who made phone calls and how many cars we acquired.  Also the spiff will be handed out in cash to realize the tangibility of this program.  


