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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: Pre-Owned Vehicle Inventory:  



I will increase turns from 4.1 to 6 by 12/31/2021
	1_2: Lower pre-owned frozen capital



Lower floor plan expense



Increase working capital



Higher total gross profit
	1_3: Pre-owned frozen capital remains high



Unnecessary floor plan expense



No increase in working capital



No increase in gross profit
	When will you start: 10/18/2021
	1_6: Pre-owned inventory days' supply, pre-owned inventory turns (pages 41 & 42 of workbook)

The 1st and 15th of each month beginning today

5 turns by 11/15
6 turns by 12/31
	1_8: Reduce pre-owned inventory and stock the "right" vehicles for our market.  "Velocity" selling.



Wholesale expensive pre-owned trades which do not perform well at our dealership.



Work closely with Used Car Manager to optimize inventory.



Price vehicles strategically to sell quickly.
	1_9: Used vehicle prices are inflated



Used vehicles are difficult to aqcuire presently



Difficult to stock only the "right" vehicles due to market conditions
	1_11: Purchasing lease turn-ins



Advertising "we will buy your car"



Street buys






