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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

| will increase our average used vehicle cost in inventory from $37,000 to $41,000 by March
31, 2024.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
By increasing the average used vehicle If we stock the wrong used car inventory,
cost in inventory, we will hopefully by we will have vehicles that are difficult to sell
buying more of the right vehicles that in our market on the lot. This will lead to
match what we are selling. We are mostly longer turn times and decreases in gross. It
a truck and large SUV market, so it makes also decreases lot traffic, because we
sense that we would stock higher priced aren't stocking what attracts customers in
vehicles. By stocking the right inventory, our markets. We could potentially lose a
we should sell inventory faster and good bit of market share in our area.

hopefully make more gross on it by turning
the inventory faster.

Immediately with current vehicle purchases
When will you start?

How will you gauge your progress? When? Using which metrics?

The easiest way to guage our progress is to calculate the variance between the average cost
of a preowned vehicle in inventory and the average cost of a preowned vehicle sold at the
end of each month. The variance should get smaller. | am not trying to completely close the
current gap at this time, because | think the market continually shifts and we might find in Q2
of next year that there has been a shift towards the cheaper vehicles post COVID. We can
also track our progress by calculating preowned inventory turns and preowned gross profit
return changes at the end of each month. We would hope to see more turns and more profit
showing that we are changing inventory in the right direction.
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What specific actions will you take to achieve your goal? Who can help you?

Since we can't help that customers typically trade up, we will have to mostly focus on the
inventory that we are buying. Our used car manager that does all of our purchasing will need
to direct his attention towards preowned inventory with higher costs to counter the lower cost
trade ins. Also, we need to be sure that we are wholesaling or coming up with a good exit
strategy for vehicles that do not sell well in our market. For example, budget vehicles do
better at our sister store that is closer to metro Atlanta, so those could be sold to that store

immeditately.

Potential Challenges?

The biggest challenge is that most of our
customers trade up in vehicles, so the
trade ins are not necessarily matching what
meets the market in our area.

It is also very difficult to purchase vehicles
right now with the constantly changing
market. We have to be careful that we don't
purchase preowned vehicles for more than
they are worth a week later.

Potential Solutions?

We never want to turn down a trade in, but
we want to make sure it has a different exit
strategy if it doesn't fit what we sell well.
The best way to counter the constantly
evolving preowned market is to purchase
vehicles that we feel confident will sell
quickly, within 7-10 days on average.
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