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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



©2020 National Automobile Dealers Association. All Rights Reserved.2

Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: My goal is to have all payoffs sent out promptly to receive all titles in time. If I can achieve this goal, we can prevent any accounts receivables from going past 30 days from wholesalers and auctions. When receiving a trade from our client, the payoff is correct, and all the proper documents are filled out correctly. This will help eliminate delays from the bank sending out the titles. I want to achieve this goal by 12/01/2022.
	1_2: Better Cash flow

Vehicle A/R would be under 30 days

Eliminate vehicles going into arbitration/adding fees

Eliminate buybacks 

Client will receive their registration on time
	1_3: Outstanding A/R 

Arbitration-fees and possible buybacks

Wholesalers wanting price adjustments

Flooring needs to paidoff either if it's funding or not- Out cash

Title transfer being delayed causing dmv fees

Frustrated clients due to being unable to drive their vehicle
	When will you start: Immedialtey 
	1_6: I will review every trade/purchase that comes through every deal. I need them to make sure they have a title in hand or the correct payoff amount/address and that it's been verified by the bank. To confirm that it has been done correctly, I will accept a payoff only if I will receive a payoff quote from the bank with their heading. 
	1_8: I will have a discussion with our sales team and create a process when taking in trades and when purchasing vehicles. I will hold on to commissions until, the payoff was received by the bank. I will defiantly need help from our F&I Director and Used Car Manager.
	1_9: A lot of push back from our sales team



Payroll delay-due to adjustments




	1_11: Having our Title Clerk calling banks frequenlty to check title status



Holding clients equity until title has been received


