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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: My goal is to Improve CIT! Our current day supply of contracts in transit is 7 days. Nada guide 3 days. We are currently at $4,029,732 Dollars in CIT. I feel this can be attainable in 90 days with the right process. This is what I like to call a hard right turn. I want to improve cash flow, knowing how important cash is "cash is oxygen" If we cut it down to guide it will reduce the number by half. 
	1_2: *Improved Cash flow in DEALERSHIP

*Improved Funding with lenders

*Improved Time on Trades being paid out our store (we do not pay trades until deal funds at our store)

* Contracts will be dropped much faster (no longer waiting until next business day)

*Improves cash day supply 


	1_3: * Days in CIT keep getting longer

* Less Cash Flow

* Trades being paid Late, hurting chances to retail pre-owned vehicle

*Customer Expereince drops when payments get delayed also cars are New cars are delayed

*Delayed time on verifing the Reservs paid by bank, if carrys into month will create charge backs. 


	When will you start: Asap ( I actually started working on this right after our class on CIT 03/23/2022
	1_6: I will Gauge progess off recievebles total dollar amount and how many days in CIT reports, We will meet weekly with Busiess office and Finance managers weekly. We will use CIT report on how many days each finance manager has, a individual commeinment and accountablility will improve this number. 
	1_8: I have already started when I took the class on CIT:

* I have identify lenders that have smartcash or fax funding for the fast oppertunity to get paid

* I have been working with Sales Managers on making sure they collect all stips upfront befor selling a subprime deal.

* Have a list of top 3 banks on funding vs 3 slowest trying to avoid slow funding lenders.

* Make sure that finance is dropping contracts same day, anything that can go out day 1 befor 4 will be mailed out same day. 

* Implemented Finance working on as TEAM no longer waiting for the guy to come back from his days off, making sure they handle eachother cit notes and updating regularly.
	1_9: *Subprime banks for spifi customers

*Finance not covering eachother on thier days off.

*Some slower funding banks only options. 
	1_11: *make sure all stips are collected

*make sure if we know its a subprim bad credit deal, drop the same day and follow up aggressivly in the next 3 days for fuding , email and phone call, idendtify any problems up front asap. 


