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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: Increase used car turn YTD from .7(Feb 2023) to at least 1 by August 2023.
	1_2: More used cars sold and more opportunities to gain back end, doc fees by achieving a higher turn rate, internal recon gross by having a higher turn. Less floor plan interest expense due to higher turn. Total potential additional gross profit = $42,840
	1_3: less used cars sold and less opportunities to gain back end and doc fees. Higher floorplan interest expense. Higher probability of having an outdated inventory mix.
	When will you start: 03/24/23
	1_6: By calculating used car turn each month to verify if we are on track or not using YTD #'s. 
	1_8: Place an emphasis on turning used vehicles. I will personally be learning how to desk deals therefore I can rely to some degree on myself. In addition, my salespeople and sales managers. My detail department and service department will also play a role in ensuring that recon occurs in a timely manner thereby allowing me to have a better used vehicle turn rate with vehicles that are ready for sale. Realistically, the entire dealership plays a role to some degree in helping tweak these KPI's. Also my fellow NADA421 students can help me by allowing me to bounce ideas off of them in a productive manner. 
	1_9: Economic uncertainty, raising interest rates, my "normal" job of accounting, HR, payroll, and IT distracting/delaying me from making a larger impact, my Dealer Principal's willingness to move aged inventory with potentially lower front gross but overall more turns. Sales Managers who have pay plans that may make them adverse to losing front gross average in favor of more turns. 
	1_11: Delegate as many of my administrative tasks as possible to other people to free up my own time so I can focus on learning desking. Work with my Dealer Principal and show him the Power of Turns for pre-owned to try and encourage him to move aged inventory. Work with sales managers and show the the Power of Turns for pre-owned and show how they can still make their bonuses by achieving a higher turn rate. 


