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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 new vehicle turns from 12.5 to 14 by 12/31/23
	1_2: Increasing turns in new vehicles will increase earned allocations, will lead to more volume, and increased profit.
	1_3: Turns not increasing will result in a flat line in earned allocations, volume, and profit.
	When will you start: I will start May 1st 2023.
	1_6: I will compare last year's new vehicle turn rates with our current turn rates for over year differences.
	1_8: 1.) I will focus the sales staff training on slower turning units to increase excitement and energy right away.



2.) I will reach out to our factory sales trainer and request an in person training increase from once a quarter to once a month.



3.) I will reach out to our factory district sales rep to inform him of our goals to increase turns and thus increasing volume so that he may support in our goals anyway possible.



4.) I will sit down with my GM and come up with a marketing strategy to incrase volume.
	1_9: Schedule conflicts with the sales trainer may come up.



Keeping energy and excitement high on slow turning inventory can be dificult.




	1_11: Keeping our district rep involved with our goal will allow him to keep pressure on the sales trainer make it a priority to schedule us in.



Come up with a cash/award bonus for selling slow turning units.


