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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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Wotential Challenges? Wotential ^olutions?

What sƉecific actions will you taŬe to achieve your goal? Who can helƉ you?


	1: We are currently at a 90 day turn with used cars. I am looking to decrease the turn to a 60 day turn. I am looking to do this by April 30th.
	1_2: I will decrease the amount of frozen capital.

I will sell and deliver more units. This will increase more gross profit in sales, finance, 
and in service.

This will also increase my ability to acquire
trades for additional retail and wholesale
profit.
	1_3: I will have more frozen capital.

If the current used car market shifts I 
will be drastically underwater.

I will make less gross profit in all departments.
	When will you start: Febuary 1 (90 Days)
April 30 (60 Days)
	1_6: At day 1 I will have an strategy.

My current time to lot is 9 days
I will get this down to 5.

I will price for my exit strategy
at day 17.

I will make sure I am stocking the correct
inventory for my market.

	1_8: I will get with the service manager on a daily basis
to insure the time to lot.

I will not only rely on my 3 used car technicians
we will spread work around the shop.

Use tools like Vauto for pricing.

Use tools like Caroffer, Manheim Express for 
wholesale.

Do a weekly hood and trunk on cars to make 
sure they are to our standards.
	1_9: Covid

Parts shortages

New car inventory

Shift in market
	1_11: Follow Covid protocol.

Stock more of what we use in parts.

Buy more cars off the street.

Set up bruise account to offset loss.


