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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 used car sales volume to 50 units/month from current 90 day average of 35 units/mo while maintaining a front and back gross average of $3,500/unit by June 1st.
	1_2: Achieve total absorption.

Increase parts, service, detail, used cars profitability.

Reduce turnover in sales department due to more consistent income generation. 

Increase F&I income.



	1_3: Greater reliance on currently volatile new car department. 

Increased manufacturer control over dealership due to reliance on new car dept. 

Decrease in volume of work for parts, service, detail leads to lower gross profit. 
	When will you start: 3/1/22
	1_6: Maintain $2,000/unit front gross with $1,500/unit F&I. 

3 days to turn from time of trade in or purchase to front line (includes detail, pictures, posting online).

Monitor closing percentages on e-leads. Used car closing percentages in a metro area should be 13-15%.








	1_8: Managers distribute leads based on performance of individual sales people depending on closing percentage. 

If closing at a high percentage (15-18%) look at acquiring additional lead sources. 

ACV trades correctly by monitoring KBB/NADA/MMR sources. (Ensure the trades are being taken in at below auction prices in order to sell at competitive market prices after reconditioning/pack)

Expand salesperson involvement in service drive (either offering trade up program or outright purchase of vehicles)

Who can help-
Used Car Inventory Manager- should meet with sales manager 2 times per week to discuss market trends as well as which trades to keep/wholesale. 

Recon Manager- Meet with Sales Manager to discuss what work should be done to cars prior to reconditioning. 

Marketing Manager- Should meet with Sales Manager to discuss any new opportunities to create traffic/ get extra eyes on inventory. 

	1_9: Low tech count in service delaying turn around time for used cars. 

Sales Managers stepping on ACV on trades. 

Poorly trained salespeople focusing on easier sales. 

Low supply high demand at auctions for vehicle acquisitions. 

Supply chain issues delaying turnaround time. 

Lack of lead sources. 
	1_11: Offer to have used car department to pay service department for specialized used car safety technician. 


Create pay plan that for sales managers to incentivize used car gross. 

With proper sales manager pay plan in place, training on used car sales should increase. Maybe pay additional commission on used cars. 

Rely more on trade acquisition/ working service drive. 




