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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 want to increase my pre-owned days of suplly from 24 to 30 by September 1, 2023.    
	1_2: 1)  More inventory will result in more cars sold.  



2)  Will still turn inventory 12 times taking my days supply from 24 to 30, which is increasing my inventory $'s from 1,074,832 to 1,300,000.  My guide is $1,481,537 so we are still below.




	1_3: *  Running into to the risk of not turning bigger inventory fast enough and having aged inventory.



* Grosses on aged inventory could be lower causing us to make less gross on vehicles.  



*  Turn is slightly lower when I increase my days supply.  It goes from 14 to 12. 
	When will you start: July 15, 2023
	1_6: I will monitor inventory $'s monthly, cost of sale $ monthly.  I will also review the used car frozen capital to see if we are getting doing a better job of getting closer to 0.  Currently we are at $407 which tells me we may not be being aggressive enough here.  


	1_8: * I will have a discussion with my Used Car Manager and show him the metrics on our used car inventory and show him the benefits of carrying a bigger days supply of inventory.



* I will monitor our inventory on a weekly basis to ensure we are have 30 days supply of used car inventory.



* I will stay in touch with my Used Car Manager weekly.  He will be a big asset here.






	1_9: Getting more used car inventory



Convincing my Used Car Manager that we should carry a bigger inventory
	1_11: Make sure we are not wholesaling trades that could potentially be retailed.



Be more aggressive on curb purchases



Increase new car sales



Show my New Car Manager the numbers and benefits of carrying a bigger inventory.  


