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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: We will eliminate our frozen capital from our used vehicle inventory by July 1st by keeping a consistent rolling 30 days' supply of used vehicles. 
	1_2: Reduction of floorplan expense.



Reduction of commission & incentives.



Increased cash in bank.



Reduction of advertising expense.



Additional capital available for investment.
	1_3: Increased floorplan costs & curtailments.



Reduction to capital tied up in dead inv.



Increased commissions & incentives.



Increased daily holding costs.



Additional money spent to keep vehicle front-line ready. 
	When will you start: June 15th 2023
	1_6: We will guage progress daily utilizing software (VAuto) to determine our current stocking volume. 



Monthly we will utilize the financial statement to run calculations on dollar days' supply. (ytd sales - gross = COS / statement month = 30 days' supply)
	1_8: 1. Put in place a hard 60 day turn policy.



2. Liquidate all vehicles aged over 60 before July 1st 2023. (U/C Manager)



3. Put in place a written pricing strategy to ensure fast turn.



4. Evaluate reconditioning process to ensure 3 days to front-line requirement. (SVC Man.)



5. Increase CPO inventory to 50% of total used vehicle inventory. (they turn faster!)



6. Budget used vehicle department to the rolling 30 day volume. (Sell more to carry more).



7. Incentivise sales staff to sell the vehicle QUICKLY, instead of AFTER it's already aged. 



8. Conduct daily manager meetings to discuss stocking levels, wholesale opportunities, etc.



9. Conduct manager meetings monthly to go over department metrics from the FS. 
	1_9: Inventory acquisition/replenishment



Recon cycle time (speed to market)



Bad purchases/appraisals



Lead reduction due to reduced inventory




	1_11: Software for recon (iRecon, etc.)



Dedicate an aquisition specialist



Increase acquisitions in service drive



Create a written appraisal process



Create a written pricing strategy



Create a "diminishing labor rate" for recon to incentivise the service department on speed to market.  


