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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: Lower pre-owned vehicle inventory days supply from 82 to 45 and increase the number of turns from 4.4 to 8 turns by July 31st 2024. 


	1_2: Improving inventory turnover is essential for maintaining profitability and ensuring optimal use of resources in the pre-owned vehicle department. Achieving this goal will contribute to overall business success. We will increase profitability, staff morale will increase (with higher sales team pay and success). 
	1_3: Increased floor plan costs, lower profitability in all three departments. Staff morale will suffer.
	When will you start:   May 15th 2024
	1_6: We will gauge our progress by way of weekly and monthly meetings. 
- Strict use of V-auto to manage pre-owned inventory  
- Each vehicle will have an exit strategy at 60 days. 
- Strict 90 day rule in place - Sales Manager pay plan $100 penalty per 90 day vehicle in place.  
- Weekly used car repricing strategy in place.

June 5th, July 5th (progress meetings) with GM. 
	1_8: - We just hired a Sales/Service coordinator who is directly responsible for pre-owned reconditioning process. She will be working closely with all three departmetns to ensure internals are of highest priority. The job description has been revamped to ensure the pay plan directly relates to reconditioning, resulting in a higher turn rate. 

- Sales Managers to meet daily with reconditioning admin to ensure the right vehicles are pushed through the process.

- Incoming vehicles we are aware of are to be booked into the Service and detail department ahead of time. Known parts are to be pre-oredered (on vehicles we know we are going to be keeping)

- Sales Managers will meet weekly with admin team to go over virtual merchandising.

-Weekly review of wholesale inventory with action plan for each vehicle. 

-Daily lot walk with staff to go over aged used inventory and ensure everyone knows our used cars. 

	1_9: Sales/Service Coordinator might take a long time to train to be effective. 


	1_11: Sales Manager works closely with Sales/Service Coordinator and slowly relinquishes duties. 


