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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 will decrease contracts in transit time from 6 days to 3 days by December 31, 2023
	1_2: Having a faster contract in transit time will allow more cash on our account. With this cash we can turn around and purchase more vehicles to continue to grow in units. 



This will also eliminate problems that can happen when you spot deliver vehicles. It will also continue your relationships with the banks.




	1_3: Not having the cash flow needed to continue growing a store.



Having contracts come back after being spot delivered.



Losing banks trust in your procedures.
	When will you start: 8/1/2023
	1_6: I will gauge our process on a daily basis. Reviewing our heat sheet every morning. At the end of each month will do the calculation  on how many days it takes to fund a deal. 
	1_8: Some of the actions I will take to achieve my goal is having a discipline sales staff. 95% of our deals are submitted to the banks and my sales staff are aware of what is needed before time of delivery. Getting the stipulations needed by the bank up front will eliminate   the time of problems and days going by if we collect them up front. With today technology many customers can print the income and proof of residency from their cell phone. Once we receive the stipulations from the customers, having my sales staff upload them to the bank. This way we will be able to see if the bank is going to accept them and everything is completed before the customer leaves the lot. 



Who is going to help on this project is my 3 sales manager and my finance director. We are a one person one price store. Training our sales men is key to achieve this goal. Having them understand the importance of this and what it means for them. We will be having a weekly training on what it takes to get a deal to get funded. What are some of examples of stipulations are accepted and what is not. Then how to upload it through route one.




	1_9: Training our entire staff of sales men. Not all of our sales staff is the most technical savvy and understand how to upload the documents to the banks. Also staying consistent to the process and discipline to having this happen 100% of the time
	1_11: Explaining the benefits to the sales staff and how this will allow them to free of their time and increase their production. This will also allow our to purchase more vehicles that we can have upfront and clear more trades. This will grow our used car inventory and give our customers more options to pick from and sell more vehicles. 


