NADA

—
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?

As a sales manager | will increase the pre-owned sales volume by 50% compared month over
month by end of day September 30,2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
-turning inventory more times per year -using more cash to hold larger inventory
-lower frozen capital resulting in more frozen capital
-closer to reaching break even on -more lot costs for maintenance and
pre-owned vehicles sold per month vandalism of extra vehicles on the lot
-increase total absorption -having to explain why your plan failed and
-sales people make more money why you could't achieve it.

-less wholsale costs -still won't reach break even for pre-owned
vehicles.

This will start 8:00AM July 1,2023
When will you start?

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

Currently the dealership is selling 4 preowned per month and I will check with salesman and
track salesm every week to see number of sales so we can reach 6 pre-owned sales by the
end of day September 30, 2023. | will sell 5 pre owned by July 31, 6 pre-owned August 31,
and 6 pre-owned by September 30 to see if we can be consistant on keeping the sales
volume up.
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What specific actions will you take to achieve your goal? Who can help you?

In order to incentivize increase sales, | will offer bonuses to our sales team on every
pre-owned vehicle they sell over their monthly average.

The dealership will keep extra used inventory on the lot and have it front line ready to be sold.
Finance Manager can have special offers like no payments for 90 days or a cash back offer

when financing.

Our marketing coordinator will increase advertising in current markets.

Potential Challenges?

Get customers to come in during summer
months as its summer holiday season.
Have the correctly priced inventory for the
used clientel.

Salesman are going on vacations so hard
to keep everyone on schedule.

Potential Solutions?

Offer tent sales and BBQ's to bring people
onto the lot.

Buy used inventory from auction if need to
have the correct units on the lot.

Make a new schedule that will cover the
times employees are away.

Ask if salesman would consider working
remotly some on their days away.
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	1: As a sales manager I will increase the pre-owned sales volume by 50% compared month over month by end of day September 30,2023.
	1_2: -turning inventory more times per year

-lower frozen capital

-closer to reaching break even on pre-owned vehicles sold per month

-increase total absorption

-sales people make more money

-less wholsale costs






	1_3: -using more cash to hold larger inventory resulting in more frozen capital

-more lot costs for maintenance and vandalism of extra vehicles on the lot

-having to explain why your plan failed and why you could't achieve it.

-still won't reach break even for pre-owned vehicles.


	When will you start: This will start 8:00AM July 1,2023 
	1_6: Currently the dealership is selling 4 preowned per month and I will check with salesman and track salesm every week to see number of sales so we can reach 6 pre-owned sales by the end of day September 30, 2023.  I will sell 5 pre owned by July 31, 6 pre-owned August 31, and 6 pre-owned by September 30 to see if we can be consistant on keeping the sales volume up.
	1_8: In order to incentivize increase sales, I will offer bonuses to our sales team on every pre-owned vehicle they sell over their monthly average.  

The dealership will keep extra used inventory on the lot and have it front line ready to be sold.

Finance Manager can have special offers like no payments for 90 days or a cash back offer when financing.

Our marketing coordinator will increase advertising in current markets.


	1_9: Get customers to come in during summer months as its summer holiday season.

Have the correctly priced inventory for the used clientel.

Salesman are going on vacations so hard to keep everyone on schedule.
	1_11: Offer tent sales and BBQ's to bring people onto the lot. 

Buy used inventory from auction if need to have the correct units on the lot.

Make a new schedule that will cover the times employees are away.

Ask if salesman would consider working remotly some on their days away.


