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ACTION PLAN 1

e Specific m 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?

Improve used vehicle turn 6.5 to 12 in the next 6 months. Reduce inventory age of used to no
more the 60 days.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
By raising our turns our our overall gross Aged inventory with large frozen capitol.
profit will increase. Large wholesale loss.

Sept $2558 PUVR W/F&I 6.5 Turns = Aged units create lot rot. More lot damage.
$1.626,888 More repairs. Frozen capital will be tied to
4/21 $2200 PUVR W/F&I 12 Turns = used cars.

$1,848,000

Diff = $221,112 GP

Additional Income.

More in DOC  $61,200

Internal labor = $17,748 GP

internal parts = $8,160 GP

Total Diff $308,220 GP

Reducing inventory to 70 units and turning

When will you start? Start Nov. 1st.

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

Currently we have 92 used units in stock. 37 are 60 days old or older.

At the end of each month used vehicles 61 days and older inventory must be reduced by 7
units. and total used inventory must be reduced by 4.

We will have a used car inventory meeting every Monday at 10 am to discuss progress.
These vehicles must be aggressively priced to retail and accurately priced wholesale. These
vehicles must sell. Any month these numbers are not achieved they must be added to the
following month expectations of inventory reductions.
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What specific actions will you take to achieve your goal? Who can help you?

*Used car inventory tool will help with pricing,appraising and replacing inventory,

*Adding Vauto will help us in marketing our cars, appraising, seeing how many other units like
it are in our market. one of the thing I like the most about it is it will tell us were we can replace
the car we are selling.Vauto.

*Meet with management to review weekly.

*Spiff used cars over 60 days old to help them move.

*If these objective are met management receives $500.monthly.

*Work with several auctions/sites to promote wholesale. Review all ricing weekly.

Potential Challenges? Potential Solutions?
Objective not met by sales team. Meet weekly.
Reduction i gross profit over action plans

estimate.
Management buy in.
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	1: Improve used vehicle turn 6.5 to 12 in the next 6 months. Reduce inventory age of used to no more the 60 days.
	1_2: By raising our turns our our overall gross profit will increase.
Sept $2558  PUVR W/F&I 6.5 Turns = $1.626,888
4/21 $2200 PUVR W/F&I 12 Turns = 
$1,848,000
Diff =                $221,112  GP
Additional Income.
More in DOC      $61,200
Internal labor =   $17,748  GP
internal parts =     $8,160  GP
Total Diff          $308,220  GP
Reducing inventory to 70 units and turning 12 times.
eliminate frozen capital.


	1_3: Aged inventory with large frozen capitol.
Large wholesale loss.
Aged units create lot rot. More lot damage.
More repairs. Frozen capital will be tied to used cars.

	When will you start: Start Nov. 1st. 
	1_6: Currently we have 92 used units in stock. 37 are 60 days old or older. 
At the end of each month used vehicles 61 days and older inventory must be reduced by 7 units. and total used inventory must be reduced by 4.
We will have a used car inventory meeting every Monday at 10 am to discuss progress.
These vehicles must be aggressively priced to retail and accurately priced wholesale. These vehicles must sell.  Any month these numbers are not achieved they must be added to the following month expectations of inventory reductions. 
	1_8: *Used car inventory tool will help with pricing,appraising and replacing inventory, 
*Adding Vauto will help us in marketing our cars, appraising, seeing how many other units like it are in our market. one of the thing I like the most about it is it will tell us were we can replace the car we are selling.Vauto. 
*Meet with management to review weekly. 
*Spiff used cars over 60 days old to help them move.
*If these objective are met management receives $500.monthly.
*Work with several auctions/sites to promote wholesale. Review all ricing weekly. 


	1_9: Objective not met by sales team.
Reduction i gross profit over action plans estimate.
Management buy in.
 
	1_11: Meet weekly.



