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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 decrease our used inventory days on lot from an average of 90 to 45. I would like to achieve a more accelerated rate of turn from the point of acquisition of the vehicle to the time of actually selling and delivering the vehicle. I notice when we receive  "cream puff" vehicle we can get it out of there in 7-10 days but if its a regular trade it complacency starts to set in. My plan of action may take a year to really fully accomplish. I plan on checking the inventory by age every 30-45 days from yesterday actually to see what we have to do to move certain aged cars. I am not a miracle worker so I would be happy if just a small progress would work by our next class maybe from 90 days down to 75 and then work it down to 60 days. i am a firm believer of the 30 day rule but I am also a realist as well so 45 days would be ideal. 
	1_2: Preowned inventroy turn rate increases and Profit increases the longer a vehicle stays on your lot I believe the less gross you make
	1_3: Vehicles will continue to sit around and we find ourselves constantly lowering prices in order for customers to purchase them and then when they are sold you find the MYSTERIOUS lot damage which requires additonal funds to fix them 
	When will you start: Immediately.  Novemeber 15,2022
	1_6: I will now keep track of inventory days on lot from the time its traded in until it hits the lot the average here is about 5 dAys between the detail and the shop but sometimes we forget about the trade in that we dont wholesale so PAYING MORE ATTENTION to the vehicle you take in and focus on it. Not forgetting about your trade is key otherwise it just sits in your lot like an orphan child.  EnD OF THE MONTH I WILL analyze it in increments of 15.  90 days 75 60 until we get down to the average of 45 days 
	1_8: Aggressively pricing the current aged inventory to get rid of them and keep on pressing to get rid of the vehicles that are coming to the 60 day old period with incentivising the sales staff with additional commision thus allowing me to make the way for the fresh inventory and keep on encouraging the sales staff who will assist me to sell the inventory as well. If you sell your own trade in less than 45 days additional $100 plus regular commission
	1_9: salespeople tend to lean towards a newer trade in order to make the most profit not realizing that when you had the trade in we used that money towards your deal so now in turn you have to sell the vehicle.
	1_11: Adding additional incentive to encourage them to sell certain vehicles within a shorter period of time.  "Proper Coaching"


