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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: Based on our current statement (February 28, 2023), our pre-owned frozen capital is $589,657. Our goal will be to reduce this by 50% to $294,829 in the next 6 months (or by August 31, 2023)
	1_2: -Potential for greater sales, as the store would have more available inventory to meet current demand. 
-Potential for improved gross if there was a different mix of pre-owned inventory.
-Improved reconditioning time.
-Improved employee training on inventory optimizing.



	1_3: -By not having enough available inventory, the store risks losing out on a sale and having a customer go to a competing dealership.
-Acquisition strategy will be affected by potentially paying high cost to obtain pre-owned vehicle inventory



	When will you start: May 1, 2023
	1_6: I will re-calculate the pre-owned frozen capital metric, as well as, pre-owned inventory days supply. This will be done monthly. Additionally, I will be able to run metrics on inventory days supply weekly, based on obtaining current inventory supply data.  
	1_8: The General Manager and Used Car Manager will help with executing this goal. Specific actions that can be taken and implemented include:

-Decrease reconditioning time in order to have more available pre-owned inventory
-Improve acquisition strategy on pre-owned inventory, by sourcing bulk from other wholesalers
-Review pricing strategy (inventory optimization) to improve cost of acquisition of pre-owned and selling price to ensure selling price is in line with market based pricing. 
-Employee training to source the right make, model, year, color to ensure the store is carrying the right mix of vehicles for the stores customer demographic. 

	1_9: 1.) GM may push back on increasing inventory supply due to wanting to remain under 30 days.
2.) Available cash or used-floor plan may not permit increasing inventory buying. 
3.) Souring additional pre-owned inventory may be a challenge as customers are staying in vehicles longer to reduce spending. 
	1_11: 1.) Show GM the historical metrics on frozen capital and inventory days supply, comparing the store's metrics to NADA guide. Quantify the benefits to show potential additional sales/gross. 
2.) Review other areas of the store to free up additional frozen capital within Parts and Service. 
3.) Expand buying region and source wholesalers selling the right mix of vehicles in bulk. 


