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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: Being that I am very new to this role as a Sales manager Ive picked to focus on "Turn Rate". After sitting with my GM/GSM this past month I really see the importance of a strong turn rate.Even though NADA guide is 6-8 and my store is at 9, we are looking to get our store to 13-14. We will be achieving this by the end of the year.
	1_2: -I now understand the term "Turn and Earn" and the direct correclation with selling a unit as fast as possible and aollocation.



-More vehicles equal higher volume

-Increase service revenue 

-Possibly gain new clients with larger inventory

-Less chance of lot damage/stolen accesories.

-Floor plan expense will go down




	1_3: -Might need to sacrifice some gross.



- May not be able to show an exact vehcile to a potential client.



-With less gross less income to employees(short term).



-Might lose a good current customer if we turn the cars too fast.



-Less allocation/ wont grow
	When will you start: Right away, the begining of this month.
	1_6: I am going to be tracking our inventroy weelky. Checking to see when cars hit 30/60/90 days of age. Ill use both our inventory schedule,FMC locator and Vauto to monitor days on lot. Also Ill use WBO analytics, it was recently showed to me and i can track which model my store sells the fastest/most; down to the model/trim/equipment/color/accesories. This was an eye opener to see really which vehicles I should be ordering for stock rather than just shooting in the dark. I no have the data to back up my ordering strategy.


	1_8: The first step towards achieving a better run rate is to change our pricing stratgey on our website. We will be advertising at MSRP with factory rebates. Since sorrounding dealerships are advertising markup of some sort I believe this small change will immeditely drive more traffic to our store.Adding Vautos pricing rules, once a vehicle hits 30/60/90 days an automoatic discount will be added. My GM and GSM have showed me tool that track our most popular sold vehciles so I know know which model/package/color is our best seller and how to order them accordingly and not be stuck with a unit that will be hard to sell.



My oldest aged inventroy will be fully detailed and put on the showroom floor so I can can ensure they get the most attention as possible.This also will allow me to fix/replace and issues or damage on the vehicle that otherswise might go unnoticed. In addition, my GSM and myself will be monitoring FMC locator and Vauto to see what vehicles we have intransit to see if any duplicates are arriving. Making sure our sales team sells our oldest unit first.We recently created a "chip" board broken out by models, oldest to newest and all sales can easily see which stock number should be used. 



Ford and Lincoln is encouraging custom retail orders. With this being our focus I see two huge out comes. Once I know a customers vehicle is a week away from being delivered to us we will start working approvals/insurnace and pick up date, this will ensure a much faster delivery and cut down "day on lot" time. This will also push our store to have a stronger allocation as time goes on with a stronger turn rate allow us to move these vehicles off our floor plan within a week or less. Luckily both my GM David Toomey and GSM Erik Tops both agree that the times are changing and we need to preppare for some sort of "normalcy" or ecommerce/hybrid style of sales and we already are adapting to the future!
	1_9: -Changing current staffs mindset that have gotten comfortble with less units and higher grosses.



-Teaching how to use "new technolgy"



-Training a "old dog new tricks" 
	1_11: -Holding the team more accountable 



-More one on one training with new website/tools



-Daily/weekly/monthly reviews/goals with each staff member



-Making sure everyone has a full understanding what our goal is and how we want to get there as a team.


