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e Specific @ Measurable 0 Relevant 0 Time bound

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

1. Reduce pre-owned inventory days supply from 153 days to 45-60 days (max) by March 30,
2024.

2. Correct pre-owned inventory turns from 2.35 turns/yr to 10-12 turns/yr (min) by January 1,
2025.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increase working capital Frozen & Lost Working Capital
New inventory in-stock for less acquisition Loss of Profitability & Income
cost. Floorplan Interest Costs & Curtailments
Increase profits/Decreasing Losses Scaled Curtailments (* days = " cost)

Diversified units —> Market Capilization
Decreasing UV Days Supply —> More
Turns

Increase Total Absorption %

Started November 2023. Implementation/Process went into effect Jan '24.
When will you start?

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

Inventory Report Checks - Daily (when) - Days Old (metric)

Wholesale Loss Checks - Daily (when) - Profit $ Loss/Gain (metric)

Used Vehicle Unit-Variance - Monthly (when) - Average Variance/Unit Dollars (metric)
Inventory Turns/Season - Quarterly (when) - # of inv. turns per season (metric)
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What specific actions will you take to achieve your goal? Who can help you?

What Specific Actions?

-Stock Cheaper Used Vehicles - Decrease Variance ($6,234.33 as of 11/23)

-Moving Units between our stores/markets - Better enhances each inventory/market share
-Utilize and incentivize Special Finance Department (F&I + Sales)

-Create days-old inventory sheets for sales dept. and incentivize prioritizing aged inventory on

a weekly basis. (spiffs, cash-in-hand, etc.)

Who can help?

-Used Car, Wholesale, and Stocking Managers.
-Salespeople

-Finance/SF Managers

Potential Challenges?

-Current state of market (loaning ability)
-Credit of Customers

-Weather (Four Seasons)

-Keeping Sales Personnel Motivated
-Receiving Approval from CFO & Owner
-Ensuring managers help sales switch
customers to used/aged units.

Potential Solutions?

-BDC process/lead qualifying
-Special Finance

-Off-Lease Targeting

-Spiff sales for aged-units
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