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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: My goal is to get our pre-owned vehicle department gross proft return on sales percentage closer to guide.  We are currently sitting at 6% YTD gross profit return on sales percentage and want to achieve 12% YTD gross profit return on sales percentage by October 31, 2023.
	1_2: Sell more used vehicles

Make more gross profit 

Increase retail sales dollars

Turn inventory quicker to free up cash
	1_3: Have aged used car inventory

Floorplan interest expense grows

Sell the same or less used vehicles

Make less gross profit and affect the bottom line
	When will you start: I will start this goal on May 15, 2023.
	1_6: I will gauge my progress by making an excel spreadsheet for January through October.  I will track these numbers at the end of each month and input them to the excel sheet.  I will use our YTD pre-owned vehicle retail gross profit (with F&I) divided by our YTD pre-owned vehicle retail sales dollars (with F&I).
	1_8: Specific actions I will be taking will start by making sure our used vehicle are bought or traded for correctly.  Second, I will make sure I look at each used car recon estimate to make sure we are fixing things that are needed and not just saying ok to the service recon estimate.  Third, I will make sure that our front line ready time gets reduced from 9 days to 5 days.  Fourth, I will make sure that our used vehicles are pictured with the customers interests in mind.  Fifth, I will make sure that vehicles are priced to market for the first 15 days and then start reducing the price to make sure we stay aggressive with other vehicles in our area.  Lastly, I will make sure that our used vehicles don't become aged on the lot and either price them to move or send them to the auction to get out of them.  I believe my Service Manager and Sales Manager can help me make these happen and have a meeting every morning to see where we are int he process.
	1_9: Waiting on parts in service that delay front line ready time.

Waiting for vehicles to go to the body shop to have body repairs and delay front line ready time.

Selling vehicles at a lower price and costing us front gross.




	1_11: Make sure I have a daily gameplan for our used car inventory.

Make sure all desk managers are desking the deal correctly to maximize gross but make sure we are selling the vehicles.

Make sure we set up finance to do a great job and not leave them in the dark.


