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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



©2020 National Automobile Dealers Association. All Rights Reserved.2

Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: I will reduce pre-owned days supply from 73 units on February statement to 50 by May 31st.  I know NADA guide is 30 days, I intend to reach 50 then reduce to 40 at a later date to get the dealership more in line with Guide.  
	1_2: This will free up frozen capital, which is at $937,196 according to the February Statement.
	1_3: One of the consequences of not achieving this goal will be an increase in the cost of goods sold.  This will be due to accruing interest charges as well as incurring maintenance costs on additional inventory.  Another consequence will be resulting loss of profit due to aging inventory and decreasing vehicle value.  
	When will you start: I will start immediately.  Cash is oxygen.
	1_6: I will pull inventory and sales reports weekly.  I will use these reports to calculate a trending average YTD cost of sales and a pre-owend inventory days supply.  I will calculate Frozen supply on a monthly basis to verify the outcome is as expected.
	1_8: In order to achieve this goal we will need to be more aggressive with aging inventory.  We will start by reducing pricing increasingly closer to wholesale price on inventory once it reaches 45 days old in order to try and retail the unit.  This will allow us the opportunity to maximize profit by having back-end sales.  If the unit reaches 60 days it will then be sold at auction or to a local wholesaler. We will also dispose of unsatisfactory units quicker either through Wholesale or auction.
	1_9: One potential challenge will be waiting on external services.  We do not have our own body shop, so reconditioning time at the body shop as well as waiting on parts to repair vehicles will be a concern.
	1_11: One solution would be to wholesale vehicles that requires repair from a third party or that will require long lead time parts.  


