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	Name
	MALEKA RAJANI	Class # 
	421
	Dealership
	HIGH RIVER TOYOTA	Date 
	10/31/2023


	Current Situation or Challenge to be Addressed:
	Improve used vehicle turn rate 
	Current Performance Level (include specific measure):
	Current rate is 6 and the inventory is heavy on high priced inventory
	Goal (what do you want to achieve?)
	Turn rate of 10%  and turn rate on high priced units should be at 15%
	Goal Performance Level (include specific measure)
	1. Change turn rate from 71-60 days on 70% of inventory
2. Re-evaluate recondition process for vehicles to be lot and internet ready in 3 days
3. Add more staff in detail department 
4. Get rid off/ Wholesale dead / over 60 days inventory
5. Retail units which do no move in 30 days - wholesale them 
6. getting rid of high cost vehicle sooner.

	Goal Start Date:
	11/1/2023	Goal End Date:
	12/15/2023
	First Check-in Date:
	11/10/2023	Performance Objective:
	1.Wholesale 60 dyas units and retail units that do not sell in 30 days  
2. Re-evaluate recosndition process 
3. Hire more detail staff
4. Wholesale 30 days units if there is a reason they did not move in the first 30 days 
	Second Check-in Date:
	12/8/2023	Performance Objective:
	Wholesale 60 dyas units and retail units that do not sell in 30 days  
2. Re-evaluate recosndition process 
3. Hire more detail staff
4. Wholesale 30 days units if there is a reason they did not move in the first 30 days
	Third Check-in Date:
	12/22/2023	Performance Objective:
	Wholesale 60 dyas units and retail units that do not sell in 30 days  
2. Re-evaluate recosndition process 
3. Hire more detail staff
4. Wholesale 30 days units if there is a reason they did not move in the first 30 days
	Fourth Check-in Date:
	12/31/2023	Performance Objective:
	Wholesale 60 dyas units and retail units that do not sell in 30 days  
2. Re-evaluate recosndition process 
3. Hire more detail staff
4. Wholesale 30 days units if there is a reason they did not move in the first 30 days
	How does your goal align with the dealers’ vision?
	Improving inventory turn and getting rid of old inventory in a timely manner is crucialfor the dealeship's financial health, customer satisfaction, as well as protects the business from  the changing market situations
	What are the potential benefits of achieving your goal?
	Improved turn rate will increase the profitabilty of the used vehicle department as well as service and parts.
It will bring in more trades which will help used vehicle and new vehicle department sales
Greater selection of inventory will result in customer satisfaction 
 

	What are the potential consequences if you don’t achieve your goal?
	Loss revenue
Build up of old and aged inventory
Loss sales 


	Why is the goal important to you?
	It is beneficail for healthly operations of a dealership
	Potential Obstacles
	Manger in love with his acqization- Don't wan to get ridof the inventory
Recondition delays because of Service back up - Especially the next 3 months because of winter tire change.
 

	Potential Solutions
	No exception 30 -45 days turn rate rule 
If the vehicles are not front line ready in 72 hours all parties responsible will have their pay plans adjusted 
Hiring seasonal staff both in service and detail 




	BOTTOM LINE! Financial Impact of Achieving Your Goal (expressed in dollars)
	Current yearly front gross is $708,000  projected yearly front end gross will be $1,215,000


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

	Get Profit Time tool	Contact the vendor and get tarinig and onboarding	Miguel-Used car manager	Help with decision making in turning vehicles 	Nov1st
Continues
Every month end 
	Re-Evaluate recondition -72 hrs	1. Hire detail staff
2. Payplan adjustment if vehicle not reday in 72 hrs	Tommy-Service Mnager
Miguel-Used car manager	Vehicle front line ready in 72 hrs	Nov1st
Continues
Evey day meeting 
	Retail units that don't sell in 30 days to be retailed 	Profit time
Aging report	Miguel-Used car manager	Not holding on to inventory for too long 	Nov1st
Continues
Every month 
	Daily save a deal meeting-Focus on over 30 days units	Aging report	Miguel-Used car manager	Clena inventory	Nov 1st
Continues 
Every day 
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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.
	We will continue the discussion in our daily, weekly and monthly meetings so it's on top of mind and becomes habbit
Incentivise on achiving and continuing the process 
Document the process 
Hold related people accountable 

Describe any planning or implementation meetings conducted as part of development of your plan.
	In our Friday meeting this was discussed with the Service manager, Used car manager and Detail Manger 
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