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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 for the dealership is to help implement a process at our store that increases used car profitability by controlling used vehicles days supply, internal reconditioning turn, increasing efficiency with our Kelly Blue Book Instant Cash Offers, and maximizing our wholesale units.
	1_2: The benefits of achieving our goal would be more money.
	1_3: The consequence of not achieving our goal would be less money and our inventory becoming too aged. 
	When will you start: I will start implementing it now, but measurement would be January 1st to March 31st giving a full 90 days.
	1_6: I will be able to gauge the process through our financial statement. Also our managers and myself would hold weekly used car inspection reviews. We would also be able to gauge our progress through the avg cost per unit in stock and the average cost of reconditioning per unit. 
	1_8: Specifically, I would hold weekly inventory reviews with our management staff where we would go over pricing days supply. Then we would also have a daily/weekly reconditioning review with our management team and our used car technicians who do the UCI. With the used car technicians, I would have an approval process put in place where they would need to get approval on each specific vehicle (tires on a vehicle, leaks fixed, etc). Our salespeople would be trained in presenting value folders which is a folder pertaining to each pre-owned vehicle that contain items of information like CarFax, Autochecks, our reconditioning report of the vehicle when it first arrived, and our report on what we fixed on the vehicle before we offered it for sale. Our salespeople would also need to be trained in trade walks. This would be efficient for both the sales staff and managers because with a proper trade walk, there will be photos of the trade put in provision along with the Vin # and correct mileage. If done properly with the customer, we would be able to learn more about the vehicle like why the hood was scratched or why there are dents on the bumper, etc. 
	1_9: A potential challenge that we would face would be lack of commitment from our sales team. Weather could also be an issue due to the time of the year I would be implementing the process (no one wants to do a trade walk in freezing conditions). Another challenge would be organization. I feel like there would be a lot of trial and error. 
	1_11: A potential solution is becoming persistent. Mostly everyone does not like change, but maybe by changing just a little bit at a time and slowly implementing this process, change might be welcomed.


