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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: To eliminate/free up Frozen Capital and improve the health of my used vehicle inventory by September 1st.
	1_2: Cash is Oxygen for our business and with interest rates rising, used vehicle inventory health is going to be pivitol in achieving and improvement of overall store health.  Especially heading into the winter months here in Wisconsin!
	1_3: Floor Plan costs will be chipping away at your net profits more coming up, than what we've seen in 5-10 years.  Used vehicle health needs to follow suit because the supply will increase because of the interest rates rising.  This will create a drop in used inventory values.  The leaner you can be, the better.
	When will you start: 

I started this the day in class that I realized my Frozen Capital was$8,584,466.  
	1_6: I've been gauging my progress weekly with my General Manager's and Regional Inventory manager.  We typically are looking at our used inventory hold and our cost of sales trend.  It's steadily been declining and getting healthier weekly.  Since the June Statement to the current August statment, we've dropped our used inventory hold by $1,702,317 at the Platteville store alone.  Surpassing our goal of $1,000,000!  My reagional goal was $2,000,000 and we've accomplished $4,326,473!    
	1_8: We started by establishiing a weekly meeting with the emphasis of accomplishing this goal and then it was a daily conversation with all of my General Manager's and myself.  We started using more of a National Platform for our wholesaling practices, instead of just local recousrces.  We realized that most of of dead inventory weight was slow moving commercial ad heavy duty trucks that are more prevelent around us and not so much in other parts of the country.  We started using wholesale companys who deal and sell on more of a National Platform.  We started doing online auction campaigns right from our lot, through recources such as Car Offer, ACV and Manheim Express, to name a few.  We also started reaching out to larger National company's directly that we thought may be in need of inventory like what we had/have, such as Auto Nation.  
	1_9: The biggest challenges were the losses.  We try limiting those as much as possible but keeping in mind we had to see THE FORREST THROUGH THE TREES on making our inventory leaner and meaner.  It was a short term loss for a long term gain.  



Also, keeping the retail producers moral at a high level when wholesaling as much inventory as we did and not really replacing it. 
	1_11: We adjusted sales payplans to help maintain a positive outlook from our retail producers when starting this process of tightening up our used inventory.  We also got some help from a few New Vehicle recourses to replenish and build more New Unit volume and gross.  This helped in compensating for the decrease in used vehicle inventory.  We've been fully transparent and in constant communication with out sales teams, letting them know the plan and how we all are going to reap the benefits of it.  We changed the culture to help us accomplish our goal.  


