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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 achieve NADA standards for Pre-Owned inventory days supply and calendar year inventory turns.  I will be using the NADA guides of 30 days supply of inventory and also use the guide of 12 turns in a calendar year for inventory.  I will start implementing processes in the back half of the year (7/1/22 - 12/31/22)
	1_2: BENEFITS ARE AS FOLLOW:



*helps to release pressure off Pre-Owned frozen capital



*more work provided for fixed operations



*higher profit margins through quicker T2L



*fresher look online for inventory



*less liabilities of damages occuring on the lot as the vehicle ages
	1_3: CONSEQUENCES ARE AS FOLLOW:



*aged Pre-Owned inventory leading to low grossing sales



*more potential liabilities occuring on the lot as the vehicle ages



*increases frozen capital which could lead to being out of trust



*inventory stales out online which will lead to heavy discounting to sell the unit






	When will you start: JULY 1, 2022
	1_6: I will see how much quicker my time to line process is with Pre-owned inventory coming in

I will check how quickly the descriptions and pricing of the vehicle are online



I will use NADA guide of inventory average at 30 days = 12 turns in a calendar year


	1_8: Every department needs to see eye to eye for this to work at its best.  If we as a team can do the following steps and procedures, we will have a more successful run in Pre-Owned sales.



*starting with sales, we need to stock in every trade immediately and parked in designated spots so service can easily find them first thing in the morning

*let our photo team know that we have units available for pre-shots to post online

*all deals in finance have to be closed and must let the team know if trade has to be held for any concerning factors

*trade needs to be put into the shared docs for Pre-Owned inventory and must be updated during all actions in the process



*service advisors need to check on the pre-owned log to see what unit has been newly acquired and start writing up tickets for an estimate including any body damage concerns

*service advisors need to send the estimate for an approval from the Pre-owned manager or GM once the technician is finished looking over it

*once approved, immediately order parts and/or finish the job accordingly

*after the vehicle is properly worked on in service, the vehicle is immediately sent to detail 

*after detail, our final action is to have our photographers take pictures of the vehicle so it can be posted online the day after



*all newly acquired Pre-Owned inventory should go in and out within 72 hours of receiving

*this will all fall under the guidances of the inventory manager and Pre-Owned manager
	1_9: *currently we are awaiting more back order parts than ever before



*service business has recently increased due to lack of retail business going in so it causes a bottle neck in the bays



*if a unit requires body shop repairs, we have more work than staff currently so taking the time to repair is backed up


	1_11: *adopt a two persons team by looking to hire more staff in service for dedicated used cars operation



*overall put together a pre-owned prep team including porter, service tech(s), body tech, photographer, and detail crew.


