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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 used cars turned rate from 19 days to 15 days by August 2023 to increase money earned per vehicle . 
	1_2: - Higher Gross

- Motivated sales staff

- Motived Recon Team (service)

- Satisfied GM 
	1_3: -Store will make less gross profit on used   cars 

- Pay plans will be affected

- Unhappy GM 


	When will you start: April 1-2023
	1_6: Checking weekly  the vehicle gross and age report from the Browser and recalculating the pre owned inventory day supply while making sure that vehicles are being sold before the first 30 days. 
	1_8: - Acquire more used cars from the service department

- Increase Trade percentage to 44% on new vehicle sales 

- Give sales people a spiff for vehicles purchases from our customers (Data base).

- Make sure vehicles will be in the front line after inspection and detail in 48 hours or less. 

- Keep managers engaged with new turned raate goal 



To be able to accomplish this I will need the assistance of:

VIP Manager 

Recon Manager

Sales Team 

Sales Managers






	1_9: -Used-car market fluctuation

-Parts supply delays 

-Ungaged sales Staff

-Short staffed recon team 




	1_11: - Acquire more vehicles from trades and customer in the store instead auction vehicles. As well as, making sure I see every deal before customers with trades leave to maximize every opportunity. 



- Plan ahead parts inventory based on core models and parts that we use the most. 



- Motivate the sales team and coach them to understand the importance of Used car inventory.



-Have a shared calendar for vacation/unplanned absences and have 2 floaters available to help when needed. 

 


