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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:  I will increase pre-owned inventory tuns from 6 to 8 by July 31st of 2023.
	1_2: Achieving this could greatly reduce frozen capital. Another benefit is there will be less aged invetory on our pre-owned lot. 
	1_3: An obvious major consequence of not achieving this goal would be that frozen capital would stay over a million and we would not be maximizing our profits.
	When will you start: We will start immediately, February 24th of 2023.
	1_6: I will guage my process by calculating Pre-owned vehcile Average YTD Cost of Sales, using this calculation I will then calculate Pre-Owned Vehicle Inventory Days' Supply. These two calculations will allow me to generate Pre-owned Inventory Turns which I will check monthly. An additional figure I will be looking at monthly is Frozen Capital.
	1_8: I will first start out by meeting with y used car manager and go over these figures with him. We will them overview the goal together to make sure we are on the same page. We will then go through our 10 oldest units together and either put spiffs on them or cut or losses and get new inventory in. 
	1_9: A potential challege I may have is managers wanting to hold on to inventory causing multiple units to be aged.
	1_11: A potential solution is meeting with my dealer and used car manager to go over these figures with them and possibly install a 60 day used car policy.


