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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: I will increase my preowned inventory turn from 4 to 7 by June 30th. I will start by decreasing my my month's supply of pre owned vehicle inventory, which will in turn increase my preowned inventory turns.
	1_2: -We will increse overall sales gross, units, and F/I gross



- We will receive increase doc fee proceeds for the extra units



- Our service and parts  department will increase revenues from trade ins
	1_3: -If we do not achieve this our used car department willl lose money to due to stagnant inventory and dropping market value
	When will you start: I will start January 17th
	1_6: I will evaluate used car inventory turns at the end of each month.
	1_8: I will revamp the used car process

Steps to do that willconsist of:

-Improving the reconditioning process from start to finish implementing a streamlined approach

-Improve vehicle merchendising

-constantly monitor priing

-traing and get employees excited about new cars



Who can help:

Used Car manager

Buyer

Service Manager 

Used Car Recon Tech

Detailer

Executive Manager


	1_9: Employees not properly handling their responsibilities in the process



Purchasing the wrong inventory
	1_11: Consistent acountability through the process



Up to date market research


