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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

To maintain a balanced Cash day supply to the recommended 90 day supply on a monthly
basis by December 31, 2020. In July we were at 188 day supply but for MTD we are at 74
day supply.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Ability to finance improvements to the store. Risk of not being able to cover payroll & or
Keep floor plan expense at a minimum or monthly expenses.
non-exsistant. Forced to reduce staff.

Strong liquidity Postponment of improvements which
Ability to hire needed staff includes needed equipment & upgrades.

Increase in floor plan expense.

October 1, 2020
When will you start?

How will you gauge your progress? When? Using which metrics?

I will gauge using the monthly financial statement, using the formula provided in the NADA
training guide.
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What specific actions will you take to achieve your goal? Who can help you?

We will be communicating with each stores office manager on a weekly basis going over the
following:

We will go over the CIT report in CDK/Axcessa, making sure we are e-contracting as much as
possible & receiving funding with in 3 business days.

We will go over the floor plan schedules, making sure we are flooring if needed & paying off
according to the banks requirements.

We will also look at our AR accounts, making sure we are receiving payments timely & what
our process is when payments are not received according to our terms of 30 days.

We will be in communication with our Parts & Service Managers about their WIP, keeping it
as low as possible.

We as managers are consistantly checking our processes to limit fraudulant activity in all
deparments.

Potential Challenges? Potential Solutions?
Complacency/Laziness/Too busy Weekly meetings to follow up
Decisions by upper management that you Ask questions if possible, communication

can not control
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	1: To maintain a balanced Cash day supply to the recommended 90 day supply on a monthly basis by December 31, 2020.  In July we were at 188 day supply but for MTD we are at 74 day supply.
	1_2: Ability to finance improvements to the store.

Keep floor plan expense at a minimum or non-exsistant.

Strong liquidity

Ability to hire needed staff




	1_3: Risk of not being able to cover payroll & or monthly expenses.

Forced to reduce staff.

Postponment of improvements which includes needed equipment & upgrades.

Increase in floor plan expense.


	When will you start: October 1, 2020
	1_6: I will gauge using the monthly financial statement, using the formula provided in the NADA training guide.
	1_8: We will be communicating with each stores office manager on a weekly basis going over the following:



We will go over the CIT report in CDK/Axcessa, making sure we are e-contracting as much as possible & receiving funding with in 3 business days.

We will go over the floor plan schedules, making sure we are flooring if needed & paying off according to the banks requirements. 

We will also look at our AR accounts, making sure we are receiving payments timely & what our process is when payments are not received according to our terms of 30 days.

We will be in communication with our Parts & Service Managers about their WIP, keeping it as low as possible.

We as managers are consistantly checking our processes to limit fraudulant activity in all deparments.




	1_9: Complacency/Laziness/Too busy

Decisions by upper management that you can not control




	1_11: Weekly meetings to follow up

Ask questions if possible, communication




