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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 INCREASE our PRE-OWNED INVENTORY TURN from 3.5 TURNS PER YEAR to 12 TURNS PER YEAR by 03/01/2022
	1_2: - Additional 300-400 sales annually 

- Increase gross profit of approximately
  $1 Million 

- Decreased floor plan expense


	1_3: - Missed sale & revenue opportunity

- Used Car water 

- Missed parts & service opportunity 

- Excessive amounts of frozen capital 

	When will you start:   April 01, 2021
	1_6: Starting today we will closely monitor preowned days supply, gross profit return of sales, and frozen preowned capital. The ultimate gauge will be our bottom line, which will hopefully be increased exponentially by implementing these changes.
	1_8: 
We will begin by dedicating a technician to focus primarily on used car inspections, as well as building a relationship with an outside detailer to get us out of a bind when the detail department gets overwhelmed. 

On the variable side, we will begin to implement a process to unload our aged units. With auction prices at an all time high, now is the perfect time to unload. A policy of turning used cars at a set date will also be implemented. We will begin with a 90 day hard turn, and then decrease to a 45-60 day hard turn. We will be learning this strategy at a time where inventory is extremely difficult to obtain. But we may be able to use the used car shortage to our advantage while we change our philosophy. 

This change will take a team effort from service to sales. The biggest obstacle will be the change of mindset and the courage to take the plunge. 
	1_9: 

-High auction prices



-Lack of new vehicle inventory limiting  number of trades



-Service processes need to be changed to decrease reconditioning times. 










	1_11: -Utilize Kelly Blue Book buying center to buy preowned inventory directly from the public. 

-Implement a process that incentivizes the service department to move UCI to front line quicker






