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Financial Management Objective Homework

	



		


 Student Name:		        Academy Class #


	


I plan to accomplish the following objective by our next class on:
	Department
	Month
	Page
	Column

	USED
	NOV
	18
	3C



Provide the relevant composite data

	Action plan for achieving objective

	What is the area of focus?

	Improving the Used Car Front End PUVR from 949 up to 1250 by EOM JAN 2018

	

	What is the proposed plan? How will you achieve it?

	Proposed plan is to monitor and track daily deal logs as well as each deal pencil worksheet to ensure that each deal is being work to both maximize gross profitability as well as to continue to turn the inventory above NADA Guidelines. We will achieve this by slowing down and 1.) Watching each trade appraisal and purchase unit to ensure we are acquiring each unit at the proper CTM, 2.) Utilizing all tools available to justify our selling price to be able to hold adequate profit margins, ie… KBB Price Advisor reports, NADA Retail Value Reports and VAUTO market pricing strategy   3.) train and teach our sales staff to be able to do a just as effective walk around on our preowned units as the do on new vehicles to build value and ensure customer understands why the vehicle is priced the way it is. 

	

	

	How will you track your progress? What measurements, KPI’s? How often will you track?

	[bookmark: _GoBack]The progress on the above stated action plan will be monitored on a daily basis. 1.) We will monitor this by creating a transactional discount log to be reviewed daily to see why vehicles were discounted when retailed. 2.) During the daily morning managers huddle we will review every trade appraisal from the previous day to ensure proper ACV (actual cash value) was put on vehicle so it can be reconditioned at a cost effective price so it can priced at a price in V-auto that will allow us to be highly visible at acceptable price margin with a reasonable exit strategy in place. 3.) We will also create a inventory acquisition gameday to be reviewed weekly to project the amount of vehicle’s needed to be acquired  so that we are purchasing the right units (selling in our market) at the right cost to be able to sell the units at a quick turn so as to not to be forced to have to make major price adjustments as they age. Measuring acquisitions will allow us to be able to retain necessary gross margin by selling units quicker to continue to increase PUVR to get to goal Front End Avg. of $1250. 4.) We will set aside two days each week during sales meeting for used car walk around training. 5.) Each desk manager will receive the daily desk log each morning from Stone Eagle to show each Desk Manager current individual Front End PUVR to create a sense of competition and keep it front of mind the importance and where the store currently is on Used Car Front End PUVR. 6.) I will also make a slight change to each Desk Mgrs. Pay plan to be rewarded for continued increase in PUVR while maintaining necessary inventory turns. All aspects of reaching this goal will be tracked and monitored daily and shared with all responsible for the used car departments growth. 7.) Lastly used car manager will have to turn in all approved recon estimates for that week at the Friday morning dept managers meeting to ensure we are not just feeding service but were monitoring our recon cost to keep some profit for the used car dept. 

	

	Who are the employees that will be involved, or impacted? Will they require training or assistance?

	Employees involved will be:
GSM
Desk Manager
Used Car Manager ( currently not filled)
Lot Attendant

Each individual will undergo additional training for refreshing on velocity selling and acquisitions to ensure we are following the policies that we have put in place. Additional training will also be provided for Desk Mgrs on desking tools to ensure all deals are penciled for maximum gross profit.



	

	Is there a cost, or estimated cost for implementation?

	There is no cost for implementation but there will be an additional increase (cost) to sales mgrs. Compensation but the increase in used car gross profit should be able to justify this as well as keep the used car dept profitable. 

	Projected date of completion?        BY END OF MONTH JAN 2018 
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