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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: Increase Pre-Owned Vehicle Department Gross Return on Sales from current 8.2% to 10% by October 31st 2022. 
	1_2: Increaced profit to the bottom line.
	1_3: Missed opportunity and missed gross profit in the used car department. Lack of growth as a leadership team.
	When will you start: January 1, 2022
	1_6: We will measure gross profit return on sales, by department, on a monthly basis, using the year to date retail gross as a percent of sales calculation. 
	1_8: We will implement two new monthly reviews. The first review will monitor reconditioning costs on a monthly basis to ensure our costs remain at or below the benchmark identified by our NCM 20 group. This review will take place between the used car director and reconditioning manager. 



The second review will be done monthly to monitor used vehicle appraisal results of each appraiser. This will identify if there is any additional training or oversight needed during the appraisal process. This information will be gathered by me, on a weekly basis, and then shared with the General Manager, COO, and Sales Managers. 



As of January, all sales managers will be aware of the annual budget. 2022 projects an 11.5% return on sales. All sales managers are aware that this is the target they are reaching for.


	1_9: Maintaining the frequency of both reviews will be a challenge. If the reveiws stop happening, the likelihood of improvement will greatly decrease.


	1_11: All sales managers, reconditioning managers, and individuals approved to appraise vehicles must see the value in this new process. Discipline and increased communication are required.




