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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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Wotential Challenges? Wotential ^olutions?

What sƉecific actions will you taŬe to achieve your goal? Who can helƉ you?


	1: Substantially decrease my frozen capital. New car inventory specifically from well over 32 million to 75% less 8 - 10 million range? By the end of the year.
	1_2: Saving thousands in floor plan holding cost, earn and turn with FORD, potentially helping stock used car inventory via trades in a more healthy manner as opposed to auction buying, MORE CASH!
	1_3: Floor plan holding costs increasing alongside possible rate hikes and losing ALOT of moneu
	When will you start: Immediately
	1_6: I will track my progress bi weekly, using dealer track, based on dollars in new inventory. 
	1_8: My store has a lot of fleet inventory thats creating a massive age problem. I will get with locators to ship out vehicles that aren't already on a buyers order for government etc. 

Take control of pricing and setting an aggressive pricing model to stimulate pricing

Allow vehicles that are not pre sold to government to be sold to both retail and fleet customers.
	1_9: Push back from Fleet department and fleet manager 
	1_11: Switch the fleet managers pay plan to net so holding costs effects him directly as well 


