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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: I would like to achieve having all deals funded within 24-48 hrs. 
	1_2: -Not having to backtrack after you have finished a deal and look for documents or get additional information days after the fact.

-Quicker turn of cashflow 


	1_3: -Having to backtrack after you have finished a deal and look for documents or get additional information days after the fact. Which holds up the dealership getting funds.


	When will you start: July 1st, 2023
	1_6: Seeing how long our last month average CIT rate was and shrinking it down. Using either days or hrs. Then compare it to where the dealership averages out at the end of this month.
	1_8: - Making sure that all the managers are on the same page with the process of each deal. This just makes sure that we get all documentation and information the same way every time. By having all of the info ahead of time it makes it 10x easier to make sure you have everything for funding.

-Our General Sales Manager John, is a huge help who has a process for every deal on the back end of things, which makes it easy. 

-Holding the salesman accountable for getting all of the necessary information, and especially the correct information. 

-Making sure that all of the necessary docs are collected, and making sure that if information is needed from the cusotmer they can provide it, and we have a way of contacting them to collect if needed.
	1_9: -Salesman not having necessary info

-If we do not have all the information needed to get funded and have already papered the deal with a deal and have stips, getting the information after the fact is always a pain.

-
	1_11: -By having another manager on board, this makes the process of each deal easier. Everyone is able to each part of the job whether that be building a deal or printing paperwork, they are interchangeable. 

-Making sure in each deal all docs are uploaded everytime and not missed. 

-Try to have the same people do the areas they are strong at so the process goes as smooth as possible and so they are comfortable in the position they are working. People catch things, and work more efficiently in the area they are strongest.


