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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 Used car frozen capital from $2,034,116 to $500,000 by the end of February 28, 2023.
	1_2: Free up capital for other opportunities (Cash is oxygen!).
Decreases exposure to inventory depreciation. 
Keeps inventory fresh and reduces lot rot, damage, theft, etc.

	1_3: Ties up cash. 
Decrease in value and inventory ages.
Inventory gets old with potential lot rot, damage, theft, etc. 
	When will you start: November 1, 2022
	1_6: I will measure utilizing NADA Frozen capital worksheet weekly to determine what my cost of sales is compared to inventory amount and adjust accordingly. 
	1_8: The Used Car Manager (Wade Brown) and I will meet twice a week (Monday & Thursday) to go over frozen capital exercise to determine how many we should or should not purchase/wholesale in coming days. We also, determine what our average cost per inventory is to maximize volume. 
	1_9: Inventory depreciation.
Gross profit reduction from pricing aggressively to move units.
Wholesale lost. 
Decreased volume. 

	1_11: Increase in gross profit & volume once inventory is fresh. 
Less exposure to inventory depreciation. 
Potential increase in volume from lower average in inventory cost. 



