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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?

My Goal is to Lower our Average Pre- Owned Inventory Cost To Have Little to No Variance in
our Average cost of sold Inventory. I will look at this on a Month to Month Basis as this can
Ultimately increase and improve our Volume and Gross Profit numbers

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
By Stocking and Selling The Inventory that When our Average Investment Increases,
we sell best, Our Gross Profit and Units Our Leads Start to slow down and We start
sold will increase. Our Best Months are to see bleed through resulting in Aged
when we stock and sell inventory under Inventory and Bigger Losses when retailled.
$30,000. The Top search buckets on all of
the 3rd party sites are between $10-25K. The Higher the Investment the higher the

risk.

February 1st
When will you start?

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

I will look at our Average Investment on a Weekly Basis. | will take into account any higher
dollar trade ins that we took in and make sure that we price those aggressivly to move out
and re-invest those dollars into less expensive inventory. | will Use our Average Cost Metrics
to determine where our area of opprtunties are to stay in line with our end goal.
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What specific actions will you take to achieve your goal? Who can help you?

I will work directly with our used car buyers to ensure we are buying on a daily basis with a
plan in place. We will stay away from the higher dollar (Over $30,000) Purchase vehicles as
these tend to cost us more in the shop and tend to be the vehicles that age over the coarse of
the month. We transact on average at $28.000 so It does not make business sense for us to
purchase anything higher. We will take the higher dollar on trade but have to have disciplined
actions when purchasing from Auctions. Our Used Car Buyers and Used Car Managers will
work daily to acquire the correct inventory to stay on track!

Potential Challenges?

Spring/Summer Market with Higher dollar
sports cars and exotics becoming popular.
Staying Disciplined when Managers go out
on vacations throughout summer and not
getting caught up in over looking certain
inventories. After the Transition from Koons
to Asbury we are working towards
rebuilding our inventory but keeping in
mind the investment goals and not to buy
just to buy inventory...

Potential Solutions?

Staying disciplined to a buying habit that
works for the data in which we know what
works for us. Understanding our predictor
and Lot Strategy to stock to our Data and
Understandings of which units move the
guickest for us. The Data is everything!
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The Higher the Investment the higher the risk.
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