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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 increase used inventory turn from 9 to 12 by the end of the year.
	1_2: *Increased GP

*Shorter Days Supply

*Less Money spent on advertising

*Fresh Inventory

*Increased traffic (clicks/visits)


	1_3: *Stale inventory (frozen capital)

*Money spent on floor plan

*Money spent on recon

*Less traffic due to lack of fresh inventory

*Money spent on bonuses/spiffs
	When will you start: July 1st, 2023
	1_6: Using vAuto and my sales tracker to track the number of used cars we have and the rate at which we are buying/selling. I will also calculate the turn rate each month using the financial statement to track progress. 
	1_8: Some of the things we can do to improve our used car turn rate is to get more aggressive on deals that have trades to ensure we can replace the piece of inventory we are selling. 



We can also run campaigns/marketing ads for buying vehicles off of the street and attempt to purchase additional units from auction while carefully monitoring the purchase price to ensure we aren't under water when we attempt to sell the unit. 



Offer financing incentives off of retail price to provide a lower price than competitors in the area to generate traffic on units in stock.



Each week we can post photos of a different unit in stock to social media to attract buyers. 
	1_9: One of the main challenges to this goal is that used cars are still in shortage and demand. If we are not careful, we can purchase too many units from auction/off the street and if the market shifts we can be left with a lot of water. 
	1_11: Solutions to this are to get aggressive on new car deals with trades. We need to make sure that we get every customer to the lot so that we can accurately appraise a trade to ensure we are leaving no money on the table. 


