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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: I will decrease pre-owned days supply from 65 to 35 by 4/31/2024

	1_2: The benefits of achieving my goal would be that I would be able to possibly lower floorplan expense by having my vehicles on my lot for less time it would accrue less floorplan expense thus also saving me money. Also would be able to gross more on fresher cars, by the 65 days I need the car gone so I am more likely to discount or drop price on an older car. 
	1_3: The consequences of not achieving  my goal would be higher floor plan expense, pay more on cars that are aging and not making me any money. 
	When will you start: I will start today 1/19/2024
	1_6: I will gauge my progress on the 15th of each month and the last day of each month between now and 4/31/24 by evaluating my average YTD pre-owner vehicle retail cost of sale and months supply of pre-owned vehicle inventory I will find my days supply. I will evaluate using my floor plan expense on my statement each month to see if it is helping lower than cost.
	1_8: Specific actions I can help to achieve my goal would be to correctly price my vehicles aggressively and to market as soon as I take it in. There is no reason to price a car that has a high market day supply higher than everyone else, that car will sit and eat up floorplan if it is not priced aggressively. It starts at the appraisal making sure you own the cars correctly so it can be priced correct is crucial, not every car is going to be a homerun so price them correct right out the gate to get that car gone within 35 days. Another important step to achieve my goal is shop time getting cars through the shop within 2-3 days is crucial, having them well photo'd and online is very important if someone cant see the car online all cleaned up and with good photos why would they take the time out of there day to come see it in person. There are a few people that could help with this, as far as pricing and appraisals go my general sales manager and general manager could help and give me insight on this. As far as getting cars through the shop goes my general manager and service manager would help me with this.    
	1_9: The challenges we face could be with backup in the shop, we have alot of backup on customer pay work which would slow down some of my used car work. We have a couple dedicated used car techs but they cant quite handle the volume we do yet and get them done in 2-3 days.
	1_11: Some solutions would be to hire another used car technician that would solely work on shaking down used cars and throwing parts on. Also get our process down pat better, process is everything and making sure we stick to a process is very important in getting out cars retail ready in a short time period.


