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

My action plan is to achieve better gross profit return on sales for internal parts and internal
labor. | would like to increase my percent return on sales for internal parts from 31% to 41%. |
would like to increase internal labor gross profit return on sales from 74% to 76%. This would
get us to NADA guide.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increased gross profit return on sales for 1.We will continue to be below NADA guide
internal parts and labor sales. Increased for internal Labor and Parts.

profit for service when reconditioning cars

to be retailed. 2. Increase in expenses for used sales

department. They operate off of cost so |
believe their gross profits should remain the
same.

3. Increase in payroll expenses for
advisors, parts employees, and managers
that are paid off the the internal GP. |
expect the increase to be marginal.

When will you start? March 2024

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

I will be using the monthly financial statement and balance sheet to gauge progress. | will be
calculating internal gross profit return on sales by taking internal gross profit and dividing it by
internal sales. | will be calculating internal parts gross profit return on sales by taking parts
internal gross profit and dividing it by parts internal sales. Both calculations will yield me a
percentage that | will compare to my goal. | will also follow the cars we recondition to see if we
are able to continue selling based on cost.
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What specific actions will you take to achieve your goal? Who can help you?

The actions are pretty simple and straightforward. For internal labor, we will raise our rate
from $120 to $148 to match our customer door labor rate. For internal parts, | will change the
metric in our DMS that automatically discounts internal parts. Currently internal parts runs at
cost+40% which will be changed to cost+68%. There is an internal labor code in our DMS that
will be changed. This way when parts are added to a ticket on a recon, it will reflect the new
increased cost. There are certain menu items, such as oil changes that don't reflect the
increase of the automatic metric. This metric is more geared towards non menu items to a

recon.

Potential Challenges?

Used car managers not wanting to spend
more money reconditioning cars. Making
sure our used car department knows he
can't use third party vendors to save
money. Explaining that we are all on the
same team, one department can't fall victim
to another.

Potential Solutions?

Being able to sell the cars based on cost
and not focusing on how much it costs to
recondition cars. If we trade in and buy the
right cars at the right prices we should be
able to move them regardless of internal
labor and parts.

©2020 National Automobile Dealers Association. All Rights Reserved.



	1: My action plan is to achieve better gross profit return on sales for internal parts and internal labor. I would like to increase my percent return on sales for internal parts from 31% to 41%. I would like to increase internal labor gross profit return on sales from 74% to 76%. This would get us to NADA guide. 
	1_2: Increased gross profit return on sales for internal parts and labor sales. Increased profit for service when reconditioning cars to be retailed. 

	1_3: 1.We will continue to be below NADA guide for internal Labor and Parts. 

2. Increase in expenses for used sales department. They operate off of cost so I believe their gross profits should remain the same.

3. Increase in payroll expenses for advisors, parts employees, and managers that are paid off the the internal GP. I expect the increase to be marginal. 
	When will you start: March 2024
	1_6: I will be using the monthly financial statement and balance sheet to gauge progress. I will be calculating internal gross profit return on sales by taking internal gross profit and dividing it by internal sales. I will be calculating internal parts gross profit return on sales by taking parts internal gross profit and dividing it by parts internal sales. Both calculations will yield me a percentage that I will compare to my goal. I will also follow the cars we recondition to see if we are able to continue selling based on cost. 
	1_8: The actions are pretty simple and straightforward. For internal labor, we will raise our rate from $120 to $148 to match our customer door labor rate. For internal parts, I will change the metric in our DMS that automatically discounts internal parts. Currently internal parts runs at cost+40% which will be changed to cost+68%. There is an internal labor code in our DMS that will be changed. This way when parts are added to a ticket on a recon, it will reflect the new increased cost. There are certain menu items, such as oil changes that don't reflect the increase of the automatic metric. This metric is more geared towards non menu items to a recon. 
	1_9: Used car managers not wanting to spend more money reconditioning cars. Making sure our used car department knows he can't use third party vendors to save money. Explaining that we are all on the same team, one department can't fall victim to another. 




	1_11: Being able to sell the cars based on cost and not focusing on how much it costs to recondition cars. If we trade in and buy the right cars at the right prices we should be able to move them regardless of internal labor and parts. 


