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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 Smart Goal is to reduce our CIT (funding time) from 4.9 days to 3 days from 7/5/23-10/5/23. NADA Guide is 3 days and my goal is to achieve NADA Guide for CIT.


	1_2: By achieving this goal it will improve our dealerships cash flow as well as our cash days suppy and lower the dollar amount of vehcile receivables daily and on the financial statement monthly. 






	1_3: By not achieving this goal we will continue being 1.9 days over NADA guide for CIT. 



We will also continue having higher vehicle receivables than we should have and in turn un-collected money.



This will continue slowing down our cash flow since that cash doesn't make it to our bank account until that deal is funded and the funding bank has released it to our account
	When will you start:  July 5 2023
	1_6: Me Quyen and Leona our office manager will calculate each individuals CIT time at the first of the month. Will monitor the funding of deals daily. We must continue seeing progress on the CIT times for all 3 finance managers. If there is no improvement we must immdeatly dive into what is continue causing funding delays.
	1_8:  Promote Quyen Le currently a Finance Manager to Finance Director to oversee the department/ (we currently do not have a Finance Director)





Leona our office manager will send a daily log of unfunded deals to Sales Managers and Finance Managers and our GM. (currently it is only sent out once a week).



Milo our GM will have a weekly 15 minute meeting with Finance Managers Sales Managers and Office manager to discuss and hold ups on unfunded deals and hold everyone accoutable. (Quyen Haik Neviana Brian Salar Cesar Milo Leona)



Sales Managers must work together with Client Advisors to ensure all necessary stips are being collected promptly to avoid any funding delays



Put an addendum in Finance Managers Pay Plan lowering there commisions by 5% if there CIT time is >4 days and will be measured on the 1st of the month.



Bonus invididual Finance Managers $1000/month if there average is <4.
	1_9: Finance Managers not using BMW's e-contracting software to contract deals which will delay funding since we will have to overnight funding documents to the bank. 



Finance managers not using Dealer Tracs E-contracting system.



BMW's e contracting system tends to slow down and even malfunction close to 9pm daily. If we have to many late night deals it will lower the amount of deals we can e-contract






	1_11:  Will make Finance Managers are e-contracting every deal possible wether it is with our captive bank (BMW FS) or Dealer Trac banks.



Will make it part of there pay plan that 90%+ of deals typed have to e-contracted.



Late night deals that can't be e-contracted will receive special colored deal jackets to priortize funding the following day since these deals need to mailed to the bank.








