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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 lower my days to fund from 7.5 days to 5 days or less, October 1st. (CIT)
	1_2: Cash flow.

Overall health of dealership

Efficency


	1_3: FROZEN CAPITAL

OUT OF TRUST


	When will you start: September 1st
	1_6: I will guage my progress with the use of Axcessa. Immediately using my Cit tools in Axcessa
	1_8: The first thing i will do is access how deals are going up to finance.



A) Are all my stips being sent up with deal ?



B) Making sure all deals are called in and approved before we spot them



C) No more T&R's

 

I will use my finance director to help better monitor how deals are being done.



I will use my office manager to make sure deals are being dropped to the office in a efficent manner






	1_9: Breaking bad habits

Getting everybody on the same page

Funding depts with manufacturers being under employed.
	1_11: Synergy between Sales, Finance and my Controller. 

 Making sure we all share the same goals and gameplan a action plan that we all agree upon.


