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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: Increase turn rate on pre-owned vehicles from 4.56 turns to 7.56 turns by 01.01.2023


	1_2: Reduce pre-owned frozen capital



Improve Recon process



Increase opportunity to take in trade in's



Increase customer base with service retention.



Increase wholesale profit
	1_3: Increase of pre-owned frozen capital



Reduce of available capital for additonal inventory purchase.



Paying additional interest on vehicles 



Potenial large wholesale loss on older age vehicles.
	When will you start: 7.01.2022






	1_6: Increase of pre-owned vehicles sold retail per month and account for number of trades acquired.



Reduction of older age units in inventory





Starting date 7.01.2022 

 


	1_8: Use wholesale profit on wholesale trade in's, to allow us to wholesale out of older age units to counter loss at auction. 



Wholesale or get buy bids on high dollar trades which are slow moving to reduce overall risk of frozen capital. 

 



Set up spiffs on the older age units.



Promote senior lot attendant to Inventory manager and assign duties of managing fresh trade in's to streamline the recon process and wholesale process. Duties will promote a good line of communication with Sales Departmernt, Service Department and wholesale Department.



GM and the service manager will take part in the action plan.




	1_9: Break down in communication between service and sales.



Title holds and sub prime deals will hold streamlining trades through recon.



Recalls and subletting vehicles out for bodyshop work can potenially reduce time for trades during recon phase. 



Back order on parts for vehicles in recon.



Having the correct inventroy to the market we are in. 




	1_11: Tasking team members with specfic tasks to midigate issues.



Weekly meetings with Service Manager, Finance Manager, Office Manager and GM on recon progress, sub prime funding on deals with trades in's and titling updates. 



Use alternative vendors to accuire parts if possible. 



Retail as many trade in's as possible and auction purcahses to supplement inventory levels. 


