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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: Adjust my Used Car Inventory to a 30 day supply. Currently my store is at 44 days supply.  The deadline for achieving this is September 1, 2021 By achieving this goal we will free up frozen capital, improve sales gross, increase fixed operations gross and improve employee and customer satisfaction. We will aggressively price all units over 30 old, adjust our reconditioning process by adding additional detail shop to shorten turnaround time to lot. We will measure this daily and communicate to the management team to ensure accountability.
	1_2: Increase turn rate
Frees up frozen capital
Increase in gross because units are fresh
Additional service opportunities
Additional parts gross
Additional doc fees
Additional selling gross
Additional pack gross
Increased in Sales person satisfaction



	1_3: Frozen capital-money not turning
Possible wholesale loss due to old inventory
Possible loss of sales staff because of low gross
Loss of ability to take advantage of low priced inventory
More repair cost due to lot rot
Loss of sales 



	When will you start: Implemented plan July 1, 2021
	1_6: Measuring daily using the Frozen Capital formula and Used Cars in stock formaula using prior 60 days average sales.
	1_8: 
	1_9: 
	1_11: 


