NADA

—
ACTION PLAN 1

e Specific m 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?

Our Goal is to have our Pre-Owned Gross Profit Return on Sales Percentage up to the
standard of 12%. We are currently at 7.87% with Pack included as of 12/31/2023. We would
like to achieve this by December of 2024. We have had a lack of Used Vehicles on our lot for
the last 5-6 months averaging 15 less than usual at around 40 vehicles on the lot per month
and 25-30 sales

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

| feel that achieveing this goal will not only Lack of used vehicles on the lot, lack of
help our Used Car numbers but also help ability to be able to switch to used cars that
out our finance and servcie departments you dont have avilable. Worse finance
significnalty. We give our Business numbers are another consequence of not
managers more opportunities in used achieving our goal.

vehicles to get financing and sell products
to. And give our fixed side more vehicles
through the shop internally.

Started March of 2023 - and as of now (3rd week of March) we have 78
When will you start? tatal | Iead \/ehirlac

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

Looking at Used car sales. And | understand that just adding used cars does not soley affect
profitability. That would be more on the salesmans ability to not give up money on the pencils
and also on the ability of the managers to bring in the vehicles for a good price and for our
service department to check over the vehicle in a timly matter.
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What specific actions will you take to achieve your goal? Who can help you?

One action we will take that we havn't in the past few months is buying cars at auction.
Keeping a focus on vehicles that have a lower Market Day Supply. Not expecting to have
large gross in these vehicles but using them as opportunites to switch customers and draw
more customers to our lot with our larger inventory. Buying will automatically add vehcles to
our line up quick, which does not directly affect profitability but will affect the number of
customers we can get into our store and the amount of opportunities we get to work with. Our
salesman and BDC can help us get the customers in the door once the lead comes in. Good
online presence and good photographs of the vehicles will also help us by showing the
customer what we have to offer to them and draw them to want to come in to our store.

Potential Challenges?

Finding the right cars to buy and trying to
buy them right at the right time.

Having aged used vehicle inventory issue if
you have to many units sitting.

Hurting profitability if the vehicles are not
priced correctly to market to begin with and
sit for too long.

Potential Solutions?

Find vehicles with low market day supply
and vehicles you sell well in your
demographic.

Price vehicles to market and competitivly
on day one and make sure they are online
so people know about the vehicle on day
one.
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