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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: Decrease UC Frozen Capital by $301,073 (Currently at $601,073)
Goal end date: 12/31/2020

	1_2: -Increased Net Profit
-Increase in overall health of FS
-Affects Absorption positively
-More GP
-Increased inventory turn, dollars and units
-Additional service and parts business
-Opportunity for more trades

	1_3: -Frozen Capital tied up, and could get worse
-Not able to use that cash for improvements or other investments
-Aging inventory
-Excess inventory
	When will you start: 11/1/2020
	1_6: I will calculate Frozen Capital monthly using NADA template.
I will also watch sales weekly to make sure we are tracking towards our goal. 
	1_8: One focus will be on UC volume. We average 71.5 UC sales a month. Considering our location, and what our neighboring dealers do, we should be 85+/month. At $3357/car, that would add $50355 additional GP a month, and $195,000 sales.
I, along with the UC Manager, will focus on turning our inventory dollars, opposed to (just) units. 
My first action will be to meet with him and review our sales history on AAX, and analyze our inventory based on age/dollars.

	1_9: We have been working on our NV GP in Sales and have seen steady increases in our per car average, so I don't think that will be a problem.
UC volume-keeping the right inventory. We have a 49 days' supply, and are about $4k below our average SP vs inventory cost. I need to meet with UC manager and discuss what inventory needs to be stocked.
Service retention/loyalty-building trust with our new customers. They have preconceived notion that we will be a lot more expensive than an independent. 
	1_11: Meet with UC manager, come up with plan on stocking cars that sell (for us). Bonus Sales personnel on % of trade in on # of vehicles sold (individually).
Service advisor training
Create competitive pricing brochure for NV customers. 
Offer a price match (service and parts)
Bonus SP on 'First Service' visit.


