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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 our Pre-owned vehicle Department Gross Profit Return on Sales Percentage from 8% to at least 10% by December 31, 2023. 
	1_2: -increase gross profit margin

-increase net profit

-position ourselves for growth

-operate efficently and effectively

-help cover cost of expenses
	1_3: -Less bottom line profit 

-Continue to stay the same vs improving

-Not operating at the highest level possible

-Not preparing ourselves for growth

-Leaving money on the table
	When will you start: I have already started addressing this in the last month and have seen improvements.
	1_6: I will gauge our progress by tracking these numbers on a weekly basis through stone eagle and comparing month to month statements to track where these numebers stand at every end of month till Dec 31, 2023.
	1_8: We have taken specific actions as far as updating pricing on our inventory more frequently, having the correct mix of inventory, making sure we are appraising our vehicles correctly and accounting for accurate recon cost. We have focused more on getting our units front line ready quicker as well which will help increase our profit margins. I have been working with our pre-owned sales managers on this closely since our financial management class.
	1_9: -Having problem units that need more recon cost than accounted for in apprasial. 

-Not turning inventory quick enough and letting units age on our lot.

-Changing market and having the correct mix of trades/purchase units
	1_11: -Don't miss deals that have trade-ins

-Try to keep recon cost at a minimum

-Continue to focus on time it takes to get vehicle front line ready.

-Pricing, pricing, pricing! 


