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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 get rid of all the aging preowned vehicle by end of June so I can keep my inventory fresh.
	1_2: 1. We can maximize our profit.



2. We can minimize our loss.



3. We can improve turn rate.
	1_3: 1. We will sit with all aging overpaid units.



2. We will lose opportunities to maximize our profit.



3. We will comfortable to sit with aging units.
	When will you start: 04/01/2023 to 06/30/2023
	1_6: 1. I will sell over 120 days vehicles in auction or retail to customer with current market-based price in April.



2. I will sell over 90 days vehicles in auction or retail to customer with current market-based price in May.



3. I will clean up all over 50 days vehicles in auction or retail to customer with current market-based price in June.








	1_8: 1. I will hire experinced auction special list for the wholesale.



2. i will apply NADA Academy Preowned class. 



3. I will apply J.D POWER PIN DEALER to do some research for future inventory. 



4. I will check with our advertising team and bing more traffic into the store.
	1_9: 1. General manager and owner may not agree.



2. I have to show big losses. 



3. Expenses will be little bit more. 
	1_11: 1. I will show them our floor plan and personel expenses. 



2. We will have clean and fresh inventory to sell. 



3. Our expense will be deceased and make more profit.  


