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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

We will increase used car combined PVR from $600 currently back to $1600 where it once
was by September

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
More Gross Profit for the store If we continue to regress than we could fall
Increased income for several employees into a trap of sales not wanting to sell used
Increasing in used helps service and parts with the fear of no commission so why
as well bother.

Aging inventory if its not sold

May 1st 2023
When will you start?

How will you gauge your progress? When? Using which metrics?

More emphasis on training to hold market pricing and also when desking to hold on trades
and interest rate to maximize every 1st pencil

Earlier Turns by managers

Better needs assessments by sales and ensuring they are trained
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What specific actions will you take to achieve your goal? Who can help you?

As stated above it will come to accountability and holding myself and everyone accountable

for our wins and our losses.

Help with be from my desk managers, finance managers and also we will utilize the help of
corporate trainers as well to help make sure our team stays ready.

Potential Challenges?

Some of the veteran sales people - set in
their ways and feel that they know it all and
don't need to train or role play etc and
sometimes they need it the most

Ensuring that we take in a majority of our
inventory correctly and if it doesn't make
sense to do the right thing and back down
a trade appraisal if needed

Potential Solutions?

Hold all sales accountable regardless of
tenure as the veterans should be the
leaders for the newer associates and lead
by example

Daily trade appraisal reviews
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	1: We will increase used car combined PVR from $600 currently back to $1600 where it once was by September
	1_2: More Gross Profit for the store

Increased income for several employees

Increasing in used helps service and parts as well
	1_3: If we continue to regress than we could fall into a trap of sales not wanting to sell used with the fear of no commission so why bother.



Aging inventory if its not sold
	When will you start: May 1st 2023
	1_6: More emphasis on training to hold market pricing and also when desking to hold on trades and interest rate to maximize every 1st pencil



Earlier Turns by managers



Better needs assessments by sales and ensuring they are trained
	1_8: As stated above it will come to accountability and holding myself and everyone accountable for our wins and our losses.



Help with be from my desk managers, finance managers and also we will utilize the help of corporate trainers as well to help make sure our team stays ready.
	1_9: Some of the veteran sales people - set in their ways and feel that they know it all and don't need to train or role play etc and sometimes they need it the most



Ensuring that we take in a majority of our inventory correctly and if it doesn't make sense to do the right thing and back down a trade appraisal if needed
	1_11: Hold all sales accountable regardless of tenure as the veterans should be the leaders for the newer associates and lead by example



Daily trade appraisal reviews


