NADA
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ACTION PLAN 1

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?

During class | found that we had a high amount of frozen capital in the pre owned inventory.
I would like to begin to lower this and monitor on a monthly basis with quarterly goals.

Dec 31,2024: $2,879,621 (current)

Mar 31, 2024: $2,000,000(goal)

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
-Right size my inventory (too many instock -Aged inventory will rise
now) -Wrong vehicles will be in stock
-Having the right inventory (lowering frozen -lower gross averages due to having to
capital should help lower the varience in price old inventory to sell
my sales average) -Employee retention, if we have wrong
-Fast turn on inventory inventory and low grosses the sales people
-More truns, more profit. will lose motivation and move on.

-fewer turns of inventory

Jan 1st 2024
When will you start?

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

Check the following metrics on a weekly basis and check they are moving in the right direction

Pre-owned inventory (cost and units) looking to bring units down from (115 to 85, have to
many units now)

Average age of pre owned inventory
Average cost of pre owned inventory (inventory is too expensive)
average sale of pre owned inventory
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What specific actions will you take to achieve your goal? Who can help you?

-Aggresivly price high dollar units to sell quickly and do not restock (sports cars and evs)
Specifially hummer ev and corvette z06

Lower my aged units

-make sure they are ready to sell. re run through service, repair as needed, reclean and
rephotograph for advertizing.

-spiff sales staff on old aged units on a volume based system. Sell more make more

Split inventory into buckets and monitor each one seperatly
-HD trucks

-LD trucks

-Full sized SUV

-Small SUV

-Cars

-Unique inventory (conversions, sports cars)

-Hire another sales person

-See if finance department could add some lenders for more opportunity

Potential Challenges? Potential Solutions?

Outside factors not in our control (rates, Add new banks in F&l
winter selling season in MN)

Sales staff spiff program
Loss of gross when selling/wholesaling

aged inventory Turn aged units faster

Sales person morale (loss of motivation Increase our online advertizing surrounding

during the sell down of old units) the aged inventory and high cost inventory

Trying to increse sales during what seems Make sure our advertized prices are

to be a slowing used car market competitve at all times to move old
inventory and make sure fresh inventory
sells quickly
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	1: During class I found that we had a high amount of frozen capital in the pre owned inventory.

I would like to begin to lower this and monitor on a monthly basis with quarterly goals. 

Dec 31,2024: $2,879,621 (current)

Mar 31, 2024: $2,000,000(goal)
	1_2: -Right size my inventory (too many instock now)

-Having the right inventory (lowering frozen capital should help lower the varience in my sales average)

-Fast turn on inventory 

-More truns, more profit.


	1_3: -Aged inventory will rise

-Wrong vehicles will be in stock

-lower gross averages due to having to price old inventory to sell

-Employee retention, if we have wrong inventory and low grosses the sales people will lose motivation and move on.

-fewer turns of inventory


	When will you start: Jan 1st 2024
	1_6: Check the following metrics on a weekly basis and check they are moving in the right direction

Pre-owned inventory (cost and units) looking to bring units down from (115 to 85, have to many units now)

Average age of pre owned inventory

Average cost of pre owned inventory (inventory is too expensive)

average sale of pre owned inventory


	1_8: -Aggresivly price high dollar units to sell quickly and do not restock (sports cars and evs) Specifially hummer ev and corvette z06



Lower my aged units

-make sure they are ready to sell. re run through service, repair as needed, reclean and rephotograph for advertizing. 

-spiff sales staff on old aged units on a volume based system. Sell more make more



Split inventory into buckets and monitor each one seperatly

-HD trucks

-LD trucks

-Full sized SUV

-Small SUV

-Cars

-Unique inventory (conversions, sports cars)



-Hire another sales person



-See if finance department could add some lenders for more opportunity
	1_9: Outside factors not in our control (rates, winter selling season in MN)



Loss of gross when selling/wholesaling aged inventory



Sales person morale (loss of motivation during the sell down of old units)



Trying to increse sales during what seems to be a slowing used car market
	1_11: Add new banks in F&I



Sales staff spiff program



Turn aged units faster



Increase our online advertizing surrounding the aged inventory and high cost inventory



Make sure our advertized prices are competitve at all times to move old inventory and make sure fresh inventory sells quickly


