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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? 
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: My goal is to increase my used car volume. I want to go from an average of 35 used monthly to 50 used monthly. This will increase our volume and revenue substantially all around. I hope to achieve this within one calender year, so by September of 2023.
	1_2: The benefits to achieving my goal are increses in revenue, increases in finance product penetration, a larger amount of warranties sold, more money for our service department on internal labor in the reconditioning of my used vehicles, and increase in productivity for my sales floor.
	1_3: The consequences of not achieving my goal is a stagnant sense of failure. No improvement means complacency to me. Lower volume means a less active sales floor which means lower energy and excitement. But most importantly, the biggest consequence is less revenue.
	When will you start: The start date is September 1st, 2022.
	1_6: Progress is easy to gauge as we use a sales log. We log our sales daily and tally them all up at month end and determine our total. Once the 12 months go by we compute our average and hopefully the results are in the range we are looking for.
	1_8: I plan on gathering all the analytics I can to determine what are the right vehicles to stock in order to move the quickly and frequently. The next thing I plan on doing is speeding up my turn rate. Ensuring the vehicles are ready to go in a timely manner will help in having more products to sell quickly. I will also need to have my photographer come in more frequently to take pictures of my vehicles and get them posted online as soon as possible. My service department can help me by ensuring I have the available techs and bays to get my vehicles serviced quickly. My parts department can help me be making whatever parts I need easy to access. My GM and Dealer Principle can help me by allowing me the funds needed to properly stock inventory and properly advertise it. My desk managers can help me by dedicating a little more attention and focus to the pre owned department by walking their inventory daily and emphasizing the need to sell them to our sales people. Lastly, our sales professionals can and will be the biggest help. Doesn't matter if a customer is coming in to see a new vehicle, I want them to walk right next to the used vehicles and point them out to the customer. Maybe that person is solely interested in something new, but perhaps they know someone who needs something pre owned and that little stroll past the vehicles triggers something within them to send us a referral.
	1_9: Some potential challenges are finding and acquiring inventory. Not just any car or truck, but the right car and truck that will sell quickly. Another challenge is the parts availability for whatever vehicle needs recon. Also, getting more used car technicians to handle the additional workload may prove to be challenging in these times as well.
	1_11: A potential solutions are hiring additional used car techs. Another solution is stocking of parts I frequently use depending upon the inventory I carry. Lastly, I would have daily training sessions for my staff explaining the importance of achieving our goals. I need to make sure everyone realizes that the nucleus of our dealership is the pre owned department. We are the ones who put the money on the trades, we are the service and parts departments number one customer. Instilling that belief will light the fire we need under everyone's behinds!


