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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: Reducing # of days from 7 days to 3 days on CIT by increasing the e-contracting for increasing the cash day supply by June 1st 2023.
	1_2: Financial stabiliy and imprving the account receivable

Ability to purchase more cars with better cash flow

 Reducing the expenses of ink, paper and Fedex



Efficiency and accuracy on finance department and efficiency in labor


	1_3: Funding delays strain the capacity of the dealerships liquidity and ability to purchase more inventory and the overall performance of the business. Limiting growth and profitability.


	When will you start: April 1st, 2023
	1_6: Training staff for e-contracting.

Evaluating the deals to make sure it was e- contracted if possible and if not, Why?

Introducing more banks that accept e contracting.

using reports from DMS and Route one to evaluate the fast funding. 




	1_8: 

Weekly meeting with Finance personnel

Communication with banks to find out what it takes to send contracts electronically

See prevous answers


	1_9: 

Not all banks accept e-contractiong





My finance department staff needs to be trained and it is not an asy task!!


	1_11: Keep training and holding staff accountible to reach our goal.



Possibly incentive programm for fast account receivables anmore e-contracting.



Higher smarter F&I


