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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 Pre-Owned Vehicle turn rate from 7.3 (4/30 Statement) to NADA Standard of 12 by the 8/31/2022 Statement. We will at least maintain the current front end gross of $1,459.
	1_2: * With the average of 40 pre owned sold a month , this will generate 188 more opportunities and $274,292 in front end gross(annualized)
* Will generate and additional $79,336 (annualized) below the line income in doc fees
*Will generate an additional $394,800 in F&I income (annualized) at current $2,100 per copy
	1_3: We will lose 188 opportunities and $274,292 in gross
We will lose additional $79,336 in doc fee revenue
We will lose $394,800 in additional F&I Income
We will be stuck with aged inventory that we can't sell and/or must sell at a loss
	When will you start: 5/16/2022
	1_6: June 30th to be turn rate of 9
July 31st to be at turn rate of 10.5
August 31st to be at turn rate of 12

We will review the turn rate on the 12th of each month utilizing Financial Statement, we will  manage the process from using aged inventory report in axcessa in our weekly meeting
	1_8: * I will have a weekly meeting with Pre-owned Manager to review aged inventory/ purchases. These meetings will be scheduled for Monday's at 1:00 beginning May 17th.
* We will pull a list on our first meeting of the top vehicles that sold (in first 30 days) of June/July/August of last year and make sure our Inventory mirrors top selling inventory
* I will work with Pre-owned Manager to either reprice or wholesale inventory over 60 days, This will be complete by 6/10/22
* We will institute a 60 day aged policy on 6/10/2022 
* I will include Service Manager in last 10 minutes of weekly meeting to ensure we review any pre-owned vehicle still in service in order to have 5 days or less to frontline achieved
* I will create a pricing strategy with pre-owned manager to ensure we sell 55% of vehicles in first 15 days 
* I will review the website with marketing manager to make sure our website is consumer friendly and we are providing a great experience
* I will also meet with Sales Manager weekly to review pre-owned vehicle internet leads and closing %'s, to see where we can improve and follow up
	1_9: * Getting the right inventory in this market
* Service not able to get inventory through quickly
* Keeping weekly meetings (something may come up with one of us)
	1_11: * Review RO's in service to see if a customer is coming in with desired vehicles and make offer to buy
* Make sure we are being aggresive with trades understanding there are no fees attached (unlike auction)
* Have a designated Pre-owned Tech
* Immediately reschedule missed meetings for Tuesday at 8:00 am


