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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 reduce the used car reconditioning process turn time from 14 days to 7 days. I would like to accomplish this in 6 months.
	1_2: 1. Help the used car department retain more gross profit.



2. Faster inventory turn. Keep fresh inventory on the ground.



3. Create more available cash flow 
	1_3: 1. Have aged inventory problems



2. Vehicles depreciation



3. Lose gross profit



4. Vehicle physically wear overtime
	When will you start: December 1, 2023
	1_6: I plan on gauging my progress by keeping track of each individual trade-in from the time it's traded in to the time it hits the lot. I will creat a count down list (7 day clock) to track where each vehicle is at in the recon process.  
	1_8: 1. Be in constant communication with the service manager and shop foreman. 



2. We currently have 4 techs that specifically work on UCI's. We need to hire at least 2 more techs. 



3. Keep track of freshly traded in inventory on a daily basis. 



4. Have service open a repair order within 24 hours and provide a shop bill. Shop bill needs to be approved the same day. Service need to find out if parts are available. 



5. In the event we need to wait on parts have the vehicle cleaned and pictures posted online 
	1_9: 1. Employees reluctant to change



2. Parts on back order



3. Findning new techs and training them



4. Be consistent with the process even if we have setbacks on certain trade-ins.
	1_11: 1. Help all employees involved see the benefits of getting trades ran through the shop in a timely manner.



2. If parts are on back order we can continue with the recon process.



2. Post ads to hire more techs.



3. Understanding that each vehicle might run into its own unique issues that may require more time.


