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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: 1. Decrease Frozen Capital from current $727k in Pre-owned vehicles by inventory turn over to $500k  by 11/1/ 2022.
2. Decreased Frozen Capital in Parts  from Current $173k to $100k after completion of Parts course- and by 12/1/2022. 
3. Increase Gross Profit from Internal Parts and Counter Retail from 25% to 35% after and before completion parts course and by 12/1/2022.
4. Decrease expenses within Advertising, Legal Auditing, Company Cars and T/E in order to have more profitable Net Profit. 

	1_2: These goals will help improve the Cash Flow of the dealership, and my releasing Frozen Capital, we will not need to rely on flooring Used Cars.

Improving Gross Profit in Parts department will improve moral, and the department will be able to bring more GP to the dealership.

Decreasing expenses will show profit for each portion of the dealership.
	1_3: Lack of Cash flow needed to survive as business. 

A failing parts department can slow down Service due to parts that aren't needed, and will decrease business as unhappy customers will have to wait longer for their cars to be serviced. 
	When will you start: 08/10/22
	1_6: I will use the previous months financial statement and will create a presentation to be reviewed with the dealer principle, Controller and General Manager every month. 
	1_8: The dealer principle and Controller give me access to financial documents. 

Holding those accountable who are managing the specific departments will aid in a successful dealership, by reviewing the best practices that are being followed and areas of improvement, such as inventory turnover, selling obsolete parts, decreasing frozen capital in used cars by improving incentives for customers. 

	1_9: Fluctuating markets and looming recession

Inability to motivate managers to work more efficiently to improve metrics.
	1_11: Continue to control expenses.

Continue to balance positive feedback with positive constructive criticism, to allow them to feel they are making good decisions themselves. 


