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	Current Situation or Challenge to be Addressed:
	We have aged inventory worth 1.4 million over 60 days old, as well as  wholesales inventory worth over 150K.  Our Store also struggles with slow turn on used.  We prodominatley buy from major auto auctions which puts us at a bad position in terms of cost to market prices.  
	Current Performance Level (include specific measure):
	Average age of inventory is 68 days and have fronzen capital of 1.4 million. 
	Goal (what do you want to achieve?)
	We like to have no agad inventory over 60 days and like to have strong inventory which is priced to market and that moves within 30 days. 
	Goal Performance Level (include specific measure)
	Reduce total amount of money in used inventory by $600K , increase turns with in 30 days and find other sources of inventory for restock. 
	Goal Start Date:
	10/1/2023	Goal End Date:
	3/31/2023
	First Check-in Date:
	11/30/2023	Performance Objective:
	Reduce Frozen inventory to 1 million. 
	Second Check-in Date:
	12/1/2023	Performance Objective:
	Reduced frozen inventory to 600K
	Third Check-in Date:
	1/1/2024	Performance Objective:
	Reduced frozen inventory 300K
	Fourth Check-in Date:
	2/1/2024	Performance Objective:
	Reduced Frozen inventoy to 50K
	How does your goal align with the dealers’ vision?
	This allow our dealership to increase profits and reduced risk of major loss due to market changes.  
	What are the potential benefits of achieving your goal?
	Immediate benefits will be to free up cash for dealership and allow more fresh inventory.   We have more turns and allow for more customer and stroger opportunities for back end profits. 
	What are the potential consequences if you don’t achieve your goal?
	If do not correct this issue , it could cost our used operation huge loss in the soon future.  We will have non completive inventory which is not desireable and eventually high losses to dispose of inventory. 
	Why is the goal important to you?
	This is one of our major issues are our store and need to be addressed.  We have a used car manager who need further trainning and new way of doing things to reduce risk.  This will allow our used car store to be competive in market and free capital.  
	Potential Obstacles
	Loss on age inventory versus slowly moving them out , also low gross for staff and sales managers.  Risk is not finding good inventory to replace aged and maybe less leads if we carry less overall inventory.  
	Potential Solutions
	After completing our class I observed different solutions to these issues.  First we will invest in a pricing tool and restocking tool to evaluate our current inventory and place guildelines to purchase new in demand inventory.  
	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	Huge Finanical incentive is removing frozen cash between $600-1.1M  from used car department.  Also will allow us to gross high per unit from $1200 in front from selling at high sales to market price to $1800 per unit if we price new inventory aggressively to market when it arrives.  


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

	Add V-auto Tool for Buying and Selling at Market Prices. 	Reach out ot our cox website rep. 	Myself 	Implement tool with staff. 	End of November 2023
	Sell $140K of wholesale cars. 	Wholeselers , as-is sale at store.  	Myself 	Free up cash take losses to remove cars.	End of Noveber 2023
	Find in demand inventory.  	Use resources like autotrader , cargurus, and v-auto	Used car manager	Replace inventory with indemand, fast turn vehicles	December 1, 2023
	Sell Frozen inventory.  	Online platforms Caroffer, wholesellers, Givemethevin. 	Used car manager	Monthy goal of moving 400k in aged inventory	End of November 2023
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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.
	Once we are at the parameters of target, we will have weekly, monthly reviews of used car dept.  We will spiff used car department to operate within set parameters.  Our goal will be 30 day turn , and goal of $2k front including pack and overall 4k total profit per unit.  We anticipate on carring total of $2 million in inventory with goal of 80 cars sold per month.  

Describe any planning or implementation meetings conducted as part of development of your plan.
	In order to accomplish these goals it is impairtive we have everyone on board.  To do this we will have to have the buy in from entire sales staff.  We will tempory set up  spiffs for sales staff , desk managers and finance manager to move aged inventory.  Once we are at a point of target we will have weekly meetings to get feedback of marketing , pricing and stocking to get to 30 day turn marks.  
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