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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: Increase our Pre-owned days supply from 18 days to 30 days, while maintaning a turn above 12 times a year. Right now our turn is 21 times a year. We will accomplish this by the end of the year.
	1_2: If we reach our goal we will benefit from selling more used vehicles. Right now we are keeping our lot lean and turning our inventoy very fast.
	1_3: If we do not change our days supply we can't possible think we will sell more Used.
	When will you start: NOW
	1_6: Used Inventory and Used sales
	1_8: Specific actions include being more agressive on tradeins, street purchases, buying from our service drive, and working to keep more wholesale units. The people that can help me are our Used Car Manager, Wholesale Manager, and our supporting Managers. 
	1_9: While we'd like to be aggresive to buy more trades we have to be careful not to get carried away and put ourselfs in a hole. Need to maintain turn and not put to much in Trades. Very fine line...
	1_11: If we can succed at increaing our Used Inventory and get used to a lower turn we will be more succesful in our Used Operartions.


