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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 improve the used car department. More specifically I want to reduce the number of old age units, increase the used car turn rate, and decrease the total number of used cars on the lot. I want to reduce used car frozen capital from 1.4 mil to under 1 mil as well as reduce days supply from 74 to 50 by the end of the first quarter in 2023. I want to increase pre-owned turns from 5 to 10-12 turns by the end of June 2023. 
	1_2: Reducing Frozen Capital will give us more cash in the bank during this volatile economy and allow us to invest it in other departments. An increase in pre-owned turns will increase annual gross profit, even if you produce a lower pvr, the increase in # of sales will overcome the slightly lower pvr and produce more profit. Decreasing days supply will ensure we are dialed into what vehicles our market is demanding which will help us achieve our goal of reducing frozen capital and increasing turn rate.
	1_3: By failing to achieve my goal we will not be maximazing our potential profit. Having too many vehicles resulting in a loss of money due to depreciation, maintenance, and even stolen parts from vehicles sitting too long. Our store will sell less units and not be as dialed into the correct vehicles our market demands. Overall we will miss out on opportunities to create an even more successful business. 
	When will you start: Today
	1_6: I will gauge my progress by performing pre-owned car frozen capital, pre-owned days supply, and pre-owned vehicle calendar year inventory turns formulas using the FS every month.
	1_8: Stocking cars and trucks that are in demand
Pricing vehicles competitive to market
Implementing a 60 day turn(wholesaling/taking advantage of online auction
Increasing advertisements(social media, google, FB marketplace…)
Lower Recon Time(get cars on the lot quicker so we can sell them faster)

The sales manager, sales consultants, as well as the owner/gm can all help accomplish these goals.
	1_9: 1. Finding pre-owned vehicles that fit in our market demand
2. Implementing a hard 60 day turn without the risk of losing money
3. Reducing the total amount of pre-owned vehicles
	1_11: 1. Take advantage of auctions and private party sellers
2. Price vehicles very aggressively before the 60 day mark to reduce the amount of loss in a vehicle. 
3. Pricing vehilces to market and stocking the correct vehicles(Find a way to stop the owner from going to auctions and buying so many vehicles)


