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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 CIT from 6.11 days to 4 days by Jan. 31, 2020 
	1_2: Free up cash flow for dealership



Cleaner F&I offices



Deals will be process faster in accounting



Payoffs paid quicker




















	1_3: Tying up cash 



F&I managers pay could be lost



Salesman not getting paid quickly



Payoffs being delayed
	When will you start: 11/15/20
	1_6: get to 5.5 days by 11/30/20



get to 5.0 days by 12/15/20



get to 4.5 days by 1/15/21



get to 4.0 days by 1/31/21
	1_8: 



First I would make sure we are E-CONTRACTING every deal we can.  I will hold bi-weekly meeting with all three F&I Managers and Sales Managers to go over CIT and make sure they are aware of any problems. We will get all stips upfront on all sub-prime deals to shorten the funding process.  Also making sure all data is 100% accurate so the bank can do welcome calls faster.  We will use Dealertrack and Stone Eagle to track our progress and make sure we don't fall behind schedule.
	1_9: Holding F&I manager's accountable



Store closure due to weather (hurricanes)



Sub-prime deals,  (getting stips quickly)



Misinformation on credit apps












	1_11: Getting Sale's Manager involved 



Having all stips upfront on sub-prime deals



E-Contract every deal 



Having meetings to keep everyone informed






