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	Tony Ricketts	Class # 
	N420
	Dealership
	D-Patrick Porsche	Date 
	10/31/2023


	Current Situation or Challenge to be Addressed:
	Currently we do not have a tool that we used to track reconditioning of used vehicles. We don't know the cost of reconditioning or track the status at any point in the process.
	Current Performance Level (include specific measure):
	We use a standard amount which is $2000 to predict what the recon cost will be for each vheicle traded in. The vehicle must be physically tracked down to see where in the process it is.
	Goal (what do you want to achieve?)
	A tool that will track the cost of reconditioning for each used vehicle as well as where in the process and how long it took to complete each step (service,reconditioning,etc.)
	Goal Performance Level (include specific measure)
	Since we use VAUTO/Provision we will install iRecon to strealine our reconditioning process, have a better knowledge of cost so we can ensure we are appraising correctly and to get our vehicles on the lot ready for sale in 72 hours.
	Goal Start Date:
	9/18/2023	Goal End Date:
	12/31/2023
	First Check-in Date:
	9/30/2023	Performance Objective:
	Have iRecon installed by Cox Automotive.
	Second Check-in Date:
	10/31/2023	Performance Objective:
	Have all involved employees trained and using the tool.
	Third Check-in Date:
	11/30/2023	Performance Objective:
	Make sure the tool is being used appropriatly by al. departments and check peformance and cost of recondition for used vehicles.
	Fourth Check-in Date:
	12/31/2023	Performance Objective:
	Have all bugs worked out, everyone fully trained and properly using the system.
	How does your goal align with the dealers’ vision?
	The dealership definetley wants used cars on the lot ready to sell in 72 hours. It also fits in with our vision to turn our used car inventory in 30 to 45 days.
	What are the potential benefits of achieving your goal?
	Faster turn of used car inventory. Better appraisals making used cars more competitive in the used car market.
	What are the potential consequences if you don’t achieve your goal?
	Continued overage issues as well as water in the used car inventory.
	Why is the goal important to you?
	Because our used car business is very important to the bottom line of our dealership and better tracking of our reconditioning process and costs will make us more profitable.
	Potential Obstacles
	Seperation of used cars in our Vauto database from other rooftops in our dealer group. Buy in from all departments to consistently use the product so we have accurate data.
	Potential Solutions
	.Vauto is working on serperating our inventory. Adequate training and expectations by management to make sure all employees are accurately using the product.
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	The dealership could realize $25,000 to $30,000 in additional profit each month  by eliminating high levels of write downs on overage used vehicles and better appraisals.


What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.
	SPECIFIC ACTION/STEP
	NECESSARY RESOURCE(S)
	ACCOUNTABLE PERSON(S)
	EXPECTED RESULT
	START, END, & 
CHECKPOINT DATES

	Subscribe and install the iRecon tool.	Cox Automotive to install the tool.	Chad Humm	Tool will be available for each department involved in recon.	Start 9/18/2023
Check 9/30/2023
	Training for the iRecon Tool.	Training session with Cox Automotive	Chad Humm	Involved employees will be trained to use the iRecon tool	10/31/23 Training completed.
	Make sure tool is being used and measure results	Review reports provided by iRecon	Tony Ricketts and involved department managers.	Adequate usage of the tool and review resultss and make improvements.	11/30/23
	Review processes and results for accuracy	Reports and meet with dept. managers	Tony Ricketts and all involved dept. managers.	Use of tool and processes should be fully in force.	12/31/23
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As you work toward your goal, it’s important to have interim check points with specific, measurable objectives so your team can hold themselves accountable. If everyone knows the goal and objectives, you don’t have to spend your valuable time micromanaging.
Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now what? How will you ensure you and your staff do not fall back into the previous habits that produced poor results? Be specific.
	A monthly review of results and processes by Tony Ricketts and department managers on an ongoing basis.

Describe any planning or implementation meetings conducted as part of development of your plan.
	Training sessions, as well as communication with the vendor (Cox) to get all bugs worked out and the ability to proficiently use the tool.
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