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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?

I will increase our wholesale gross profit as a percent of sales from approximately 7.5% YTD
to over 10% MTD by the end of December 2024.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increase income from our very large At current rates our parts department will
wholesale department. continue to be unprofitable without OEM

incentives.
Increase bonuses based on gross profit for
our parts employees. Current rates require very high volume for
profitability which adds to space constraints
Assess our place in the market as a and inventory risks like theft and damage.

discount wholesale department.
We still won't know for sure that our very
low prices are required to stay competitive
in the market.

When will you start? | will start making recommendations after class on July 1st, 2024

How will you gauge your progress? When? Using which metrics?
I will monitor the rate of sales for existing customers under new pricing.
I will monitor the number of customers that leave us for competitors.

I will particularly monitor the rate of sales on powertrain parts, where our markup is very very
low.
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What specific actions will you take to achieve your goal? Who can help you?

| have to assess the base wholesale markup rates across each class of parts. Our wholesale
manager and our parts director can help with this.

I have to assess our volume discounts with the OEM. If we do change rates, | need to know
how our very supportive OEM group will react. Our parts director and OEM representatives
can help with this.

| have to assess the consequences of increasing prices on particularly large or expensive
inventories. For instance, if we do start marking up powertrain we should reduce our
inventory to lower the risk of further frozen capital if we loose business. Our wholesale
manager and parts director can help with this.

I will need to assess the impact of changes on particular high volume customers. Are there
loyal customers who should continue to get very low rates? Our wholesale team can help

with this.

Potential Challenges?

Our parts management is very committed
to the current pricing structure. There will
be resistance and criticism if we loose
business.

Our current model depends on high volume
for profitability. In transition we may loose
OEM incentives if our volume reduces.

Potential Solutions?

We need to refocus on efficiency rather
than just volume. Lower volume with more
profitability could lead to less crowding and
easier organization with similar or greater
profitability.

We will need to re balance our expectations
and goals to earn profit based on
reasonable markup rates, rather than OEM
incentives alone.
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