NADA

—
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?

Last year my store sold 915 used cars in 2023. That's an average of 76 units per month |
want to increase my used cars sales 20% by the end of December 2024. That means | will
sell 1,098 units with an montly average of 91 units. Lithia Motors requires your used car
department to maintain a 15% increase year over year.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
*More used car gross profit. *No additional used car gross profit.
*Help my used car turn rate. *| would miss the benchmark required from
Lithia Motors. Which puts my store on the
*| will be one of the Top growth used under performing radar in the company.

departments in the country.
*Achieving this goal would require me to
*Help my service used car internal gross. stock more cars. Therefore, if | do not sell
them my turn rate and day suppy will suffer.

1/1/2024
When will you start?

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

*We will review the gross profit and pace daily from the Lithia MIS and in CDK.
*We will visit other stores to get ideas on what to keep in stock. (Thinking outside the box)
*We will used vauto as a metric to price used cars, write descriptions, and acquire trade-ins.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA ...
P

What specific actions will you take to achieve your goal? Who can help you?

*General Manager will conduct sales training with managers and staff weekly.

*Change sales staff pay plans with a higher pay out on volume.

*General Sales Manager and Desk Managers will help with training the staff.

*The General Sales Manager and Desk Managers pay plan will be changed to volume

objective payouts as well.

Potential Challenges?

*Making your managers see your vision

and showing them how to achieve the goal.

*Making sure we buy and stock the right
cars inventory.

*Make sure we keep the same or above
used car deal average with the increased
volume.

Potential Solutions?

*Terminate managers if they do believe in
the vision and goal.

*Explore alternative avenues to acquire
used cars ACV auctions, Accu trade,
Facebook marketplace and Nextdoor
application.

*Deal Review twice a week with GM, GSM,
desk managers and finance managers to
review how the deal is worked. This will
help you find ways to improve the used car
deal average.
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	1: Last year my store sold 915 used cars in 2023. That's an average of 76 units per month I want to increase my used cars sales 20% by the end of December 2024.  That means I will sell 1,098 units with an montly average of 91 units. Lithia Motors requires your used car department to maintain a 15% increase year over year.
	1_2: *More used car gross profit.



*Help my used car turn rate.



*I will be one of the Top growth used departments in the country.



*Help my service used car internal gross.
	1_3: *No additional used car gross profit.



*I would miss the benchmark required from Lithia Motors. Which puts my store on the under performing radar in the company.



*Achieving this goal would require me to stock more cars.  Therefore, if I do not sell them my turn rate and day suppy will suffer.
	When will you start: 1/1/2024
	1_6: *We will review the gross profit and pace daily from the Lithia MIS and in CDK.

*We will visit other stores to get ideas on what to keep in stock.  (Thinking outside the box)

*We will used vauto as a metric to price used cars, write descriptions, and acquire trade-ins.
	1_8: *General Manager will conduct sales training with managers and staff weekly.



*Change sales staff pay plans with a higher pay out on volume.



*General Sales Manager and Desk Managers will help with training the staff.



*The General Sales Manager and Desk Managers pay plan will be changed to volume objective payouts as well.






	1_9: *Making your managers see your vision and showing them how to achieve the goal.



*Making sure we buy and stock the right cars inventory.



*Make sure we keep the same or above used car deal average with the increased volume.
	1_11: *Terminate managers if they do believe in the vision and goal.



*Explore alternative avenues to acquire used cars ACV auctions, Accu trade, Facebook marketplace and Nextdoor application.



*Deal Review twice a week with GM, GSM, desk managers and finance managers to review how the deal is worked.  This will help you find ways to improve the used car deal average.


