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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 contracts in transit time from 7 days to fund to 4 days to fund by 08/30/2021.
	1_2: Cash flow will improve throughout the dealership.
	1_3: Cash flow, being the oxygen of any dealership, speaks certain death when this exists below tolerance.
	When will you start: Straight away.
	1_6: Utilizing the CIT formula from statement.  CIT $ amount divided by current new and pre-owned retail sales dollors multiplied by number of days in month.
	1_8: We use dealerops which is a system for keeping detailed notes.  Make certain notes are 100% up to date each and every day and anything that requires action is taken seriously from day 1 rather than put on the back burner.  I can lean on my entire finance team and sales team.
	1_9: Like any process, not following thorugh so it becomes a habit for everybody.
	1_11: Just make certain to follow through religiously each and every day which will require daily meetings at exact times for review. 


