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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: Used car inventory turns.  Deep dive into what exactly is selling, model and trim levels as well as price range.  Pre inventory days supply with Guide Days of 30 I am shooting for 60 days.  We purchsed the dealership March 1st and loaded up on pre-owned inventory and now are heavy with balance of aged.  Looking at Guide for days supply as well as turns.  Will be ongoing progress but will monitor daily, weekly and monthly watching inprovement.
	1_2: Reduction of used car costs and improvement in Gross Profit Return on Sales.
	1_3: Lower gross on used, lower profit used car department. More frozen capital. 
	When will you start: TODAY
	1_6: Pre owned vehicle department gross profit return on sales percentage and pre owned vehicle average YTD cost of sales.
	1_8: Together with the Sales Manager we will analyze what has been selling with greater detail, year, make model and price range.  We will focus more on stocking more of what is selling and wholesale what is not selling better balancing the inventorhy to meet our customers needs.  We bought a lot of more expensive inventory without doing any research and new we will be able to better stock what we actually sell moving forward.
	1_9: Not having the right inventory in the interim as we rotate out the wrong inventory and refill with the right inventory.  
	1_11: Sell more new getting in more trades.  Sell off some inventory at auction.


