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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: Get Used Car "Frozen Capital" from 58k to 0 by the end of Q3
	1_2: Refined processes of trade values, freed up money, buying and selling used with the same or similar market conditions. 
	1_3: Choking the cash flow, 



Devaluation of used inventory with adjusting market values



Aged units



Lot rot. 
	When will you start: March 1st
	1_6: Weekly reporting to sales manager and staff about Cost to Market from vAuto with a benchmark of 89%

Look-to-Book ratio.  How many closed deals vs. how many trade-ins we acquire.   
	1_8: Train and advise sales managers and staff to a more through trade process that results in consistent results for retail and wholesale units.  

Pictures, walking around the trade, driving the vehicle, making sure our used-car-tech is racking as many trade-ins as possible so that we can not only get an accurate evaluation of the vehicle, but also maximize our value we can give to the consumer.  

Support will come from a through trade process and the leadership that implements it.  If a customer's value is not meeting their expectations, and we stay disciplined with our process,  customers will be more apt to agree with our evaluation.    

Implementation of the "Buying Team" takes evaluations to another level.  It suggests to the customer a separate entity is evaluating the vehicle, and in turn, determines the value of the trade.  This aligns the interests of the customer and the salesperon...both hoping for a favorable appraisal value given from the "Buying Team." 
	1_9: Process adoption, pressure to "make a deal" and know when to say no to a deal.  
	1_11: Appraisal tools for in-store evaluations and an outside the dealership as well.  



  


