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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 Days' Supply of New Vehicle Inventory and Increase New Vehicle Turn from our current 77 days supply and 4.68 New Vehicle Turns to Guide of 45 Days supply and 6-8 Turns. I would like to complete this goal by end of Q3 (August).
	1_2: By getting our Days' Supply of New Vehicle Inventory and Turn in par with NADA Guides, we are:



-Protecting our Front-End PVR. 

-Avoiding having a large percentage of our inventory from becoming 90+ days old

-Keeping our Floorplan Expense Down

-Having the right model and trim mix of inventory for quick, same day delivery
	1_3: If we are to do nothing, potential consequences include: 



-Decrease in Front-End PVR out of desperation to move these units

-Decrease in Salesman Commission

- The above could in turn decrease motivation to move old age new units/new units altogether.

-Increase in Inventory FloorPlan expense. Currently we have just 4 units over 90 days. 




	When will you start: We intend to start ASAP. Addressing the problem immediately when it is noticed is important. 
	1_6: While calculations for New Vehicle Inventory Days' Supply and Turn will be done at the end of every statement month once the financial statement is released, I also intend to measure this on a weekly basis using a "short-cut". Every Saturday, we will calculate our previous months new vehicle sales and divide that by the current months new vehicle inventory. We will then multiply this number by 30 to gauge a rough estimate of where we stand on our goal. Measuring on a weekly basis is important so that we can make adjustmenst throughout the month vs. rolling into the next month. 



Interim Objectives and Metrics: 

-Decrease Days' Supply to 60 by May 15th

-Decrease Days' Supply to 55 by June 15th

-Decrease Days' Supply to 50 by July 15th

-Decrease Days' Supply to 45 by August 15th



I am picking the 15th of each month as our monthly financial statements are due by the 14th and I should have a copy to calculate measurements by this time. 
	1_8: -First, we will identify the oldest age units. Is there a pattern with these units? Why have they been sitting for so long and how many of these identical trim/models do we have in stock

-If feasible, we will move these units into loaner status keeping in mind that they will eventually turn into Certified Pre-Owned Inventory in 180 days.

-Reach out DSM to see if any stores up in North Jersey could use the color combinations that are not selling her to dealer trade for more attractive inventory.

-Identify what the majority of the inventory is (currently MDX). Advertise a HomePage Slider Lease Special on this model in the trim we are heaviest in for exposure and create an E-Blast to send to our internal database of customers to create buzz and excitement around these units. 

-The Salesman and Internet Department will be an integral part of moving these units. Being as our store is 80% Lease Retention, we will use Automotive Mastermind to filter MDX clients whose leases are coming due within the next 6 months for the Salesman to focus their follow-up calls on. We will provide Dawn, our Internet Sales Consultant with a list of any of these clients that are "orphaned" so that she can follow-up to offer an end of lease options review. 

-Right away, we will also mystery shop local Acura Dealers for current internet pricing. Last month we discovered that our two most local competitors were offering additional discounts off of MSRP. We adjusted our pricing accordingly and distributed comparitive savings to our local ASA. We will look to do the same as well in the next coming months. So far, we are neck and neck with MTD Sales with our local competitors which tells me that we are on the right track with our pricing. 


	1_9: -Lease Buy-Outs are still a popular alternative given current programs which decrease New Vehicle Sales

-Equity from currently Leases has been helpful in offsetting the monthly payment increase. Should the used car market take a dive and programs remain the same, this will be a huge hurdle in retaining these lease customers

-Rates are at an all time high. Finance customers could be turned off by rate alone and decide to wait.

-Allocation can only be altered slightly so we may get stuck with undesirable inventory
	1_11: - Getting ahead of the End of Lease Options review will allow us to push a new Lease options ahead of time and review the benefits vs. a lease buy out. 

-By doing the above, we can extract equity at top dollar to apply to new lease for a more attractive offer to our lease retention clients. 

-Manufacturer offers a competitive advantage rate which is about a point below average around 7% which is an incentive to move forward NOW before these programs cease. 

-Work out dealer swaps ahead of time and try to mine through customer database to pair previous customers with incoming units. 


