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?

| will reduce the frozen capital of our powertrain inventory by 25% by March 31st 2025 through
a combination of increased sales and reduced inventory.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Powertrain accounts for well over 50% of A very large powertrain inventory leads to
our inventory value, but very little of our space constraints, expensive risk of loss,
gross profit. Getting this imbalance better and large frozen capital.

aligned could substantially increase the
profitability of the department.

When will you start? After our annual inventory on June 30th

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

I will monitor the value and number of pieces in our powertrain inventory monthly (catagory
101).

I will also monitor the sales of catagory 101 monthly to calculate frozen captial. If sales can
increase, it may better-justify our large inventory.
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What specific actions will you take to achieve your goal? Who can help you?

| need to better-understand markups on powertrain. They are generally very low under the
current model. The philosophy is that a low markup on an expensive produce is more likely to
land the wholesale or RO sale. Our parts and service directors can help me understand this.

| need to understand our powertrain wholesale market. Are we actually selling most of our
wholesale powertrain to good customers that pay larger markups on other products? Our
controller and wholesale manager can help with this.

I need to understand the importance of powertrain bulk orders. My understanding is that we
only order powertrain parts in full truckload orders. | don't know if the logic of this is fully
thought out. Our parts director and OEM representatives can help with this.

Potential Challenges?

Our wholesale customers are used to

accesable inventory at competitive prices.

Our team takes pride in the large
powertrain business, even if it is
unprofitable.

Potential Solutions?

Raised prices or slower turnaround may
still be competitve in our market.

Eliminating unprofitable sales may lead to
greater efficiency and profitability.

Greater profitability may increase morale

just as much as having a nice big pile of
engines.
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