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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: Improve front end New car gross by 18% from last year month to month. 2021 FE was $1934 a car 18% increase would put us at $2282. I'm going to track this daily in a report. It is a 12 month goal but it is something we will track and measure monthly which will help hitting this goal for the year. I want to make sure this is improved from last year to our goal by the end of month 1 and keep an eye on this daily and monthly, so by year end we improve 18% on FE new car gross!!!
	1_2: More bottom line profit.

Staff will make more money.

Happy Staff.
	1_3: Not having enough cash, and as we all know cash is oxygen.
	When will you start: 

1/1/2022
	1_6: Track the gross daily in a nightly email we send to all the managers at end of the buisness day, and this will have last year compared to what is happening real time. This will allow us to know where we are and what we need to do to stay on track for our goal every month.
	1_8: Managers will touch customer early in the process and be involved through the whole process. Letting customers know we are here to help and make this process enjoyable and pleasent. We are going to track daily and talk about it. Everypne can help because if everyone in the dealership gives a red carpet experience people are likely to pay more and want more.
	1_9: People taking short cuts

making sure everyone is treated like they are buyer even if they are not buying today.
	1_11: Set expectations

Keeping to the basics

Having a road map

Sell the car and yourself and go over the numbers at the right time. 

Guide the customer to the purchase.


