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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: We will increase a PO inventory turn rate from 7.05 to 10.0 by 9/1/2022 in order to sell more pre-owned vehicles, keep inventory fresh, and increase internal fixed ops.
	1_2: Increase fixed ops bottom line

Sell more P/O vehicles

Freshening inventory

Additional Doc Fees and F&I income
	1_3: Fixed ops bottom line remains stagnant

Less cars to recondition

Stale inventory

Less overall income
	When will you start: May 1st
	1_6: I will evaluate on the 1st and 15th of each month

We are currently averaging 35 retail PO per month. We will set a goal of 45 per month as of 5/1/22

At beginning of each month I will run Turn calculations and share with team
	1_8: I will keep sales and F&I managers updated on progress.

I will add unit bonuses to managers pay plans to keep them focused on ultimate goal

I will work with service manager to get cars reconditioned faster
	1_9: Inventory is still difficult to come by

Reconditioning time in store is slow

Changing attitudes of some sales personnel

    (Head Hunters only)
	1_11: Summer months are usually busy which creates opportunity for more trades

Increase efficiency in recon

Training sales to go for volume


