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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 would be to limited the frozen capital in used vehicles. This will help free up more cash and bring my used turn within guide. I would be looking at the fozen capital Metric for pre owned. Along with the Used vehicle turn. I would also be looking at my used vehicle inventory different. I would want to look at the age, the price, time to recon, time to lot, and time to site.
	1_2: If I can effectively work on my keeping my days supply down and my turn up I should be able to make more money and have a better cash flow. Also freeing up cash of aged units.
	1_3: My preowned car sales have never really changed. It s the same month in and month out. 30-40 units. Looking at the data from class it effectively me 30 units to break even. If I want to grow this side of the business I need to make some changes. The consequence would be no change, same results. Lost cash sitting in a parking spot.
	When will you start: Aug 1
	1_6: I have started looking at the used turn, and frozen capital metrics. I put my numbers in for July and did see my frozen capital go down by $380,000 since may. I will be running these reports every month. If I can bring my turn up from 4.56 to 12 the NADA benchmark I will be more effective. I would like to be over at 8 by year end. That gives me 5 months to really move my used units. The goal of 12 would be more of a long term, but should be doable a year from now.
	1_8: First action is to make sure pricing is in line with the market. Since the return of class I have made specific price changes and stopped trying to hold out for the huge gross after 30 days. The cost of the parking spot made me think different. Second thing is to make sure our recon process is in line with our goals. I have been working with Rusty our service manager and discussing the new pre-owend units. He is aware that we are trying to move these units quicker. I have also set up a prority board at recon. I have also been meeting with Recon daily. That way we can track how quickly clean up is getting these out of the shop. I belive that if we control this process better and work a different pricing structure we should be able to sell more, and keep our inventory in check with my days supply.
	1_9: Recon-I feel like this is a major flaw in the process

Pricing- getting over my ego and thirst for big grosses

Linda- Dealer princiaple wants me to run everything through the shop. 
	1_11: Prioirty board- Having daily discusions with Bob will help keep the flow going.

If I keep running the reports and looking at turn rate and overall gross I should see an increase overall

Having her go over used car numbers monthly. She can see what we are trying to do


