Week 2 - Fixed Operation - Parts asbury claas 2|

Wholesale profits- Need to continue growing our wholesale business. Brand new from ground up facility, in Feb. 2017. Parts manager is
focused on it however we need the growth for the profits to our fixed department and we have many areas in the local location we can get
together.

Objective 1: Capture new business for wholesale. Objective 2:
Create new relationships with local partners. Objective 3: Get more parts
drivers for assistance on wholesale.

Proposed timeline:

Step 1: Create game plan and implement it with the staff
Due date: 11/30/2018 Step 2: Educate our associates the importance of wholesale profits.
Due date: 12/30/2018 Step 3: Manage results
Due date: Ongoing

Describe necessary actions to reach desired result:
Step 1: Review current wholesale process to see if any
amendments are required: Review with parts manager and revise when needed.
Step 2: Build Awareness we are here and willing. Focus on calling
to local partners we can pitch to capture their business.
Step 3: Increase our credit lines with reputable partners and focus on managing great relationships.

Step 4: Make sure staff understands the imporance of great customer service when it comes to our partners and
capitalizing on making them happy so they want to continue doing business with us.
Step 5: Utilize additional drivers from sister store to help with
parts deliveires allowing prompt deliveries.
Step 6: Manage results and growth and keep the GM involved in any issues we may have with
relationships and or potential partners who aren't paying etc.

Meeting with Dealer:

Action Proposed: Proposed the above action plan to executive commitees

Meeting with stakeholder(s) (dealership personnel):

Describe what is in place to support desired goal:

Training / Coaching / *Consequences related to results | Pain & Gain

Commitment to continue pushing for new partners.

Consult with staff to make sure everyone is pushing the same goal.

Coach all parts staff and service advisors on the changes and set our expectations.

Accountability from our DMS report, financial statement and review with management and GM.

Expenses there should not be a significant increase of expense to increase wholesale business other then additional drivers and possible
trucks.




: Monitoring progress:

parts drivers, Parts manager and GM.

What:

Parts drivers- prompt deliveries, parts manager- creating relationships and manage credit lines and aquisitions. GM- help anyway needed.
By When:

We are working on this plan now and will have an official release to the team by 10/01/2018

How:

Calling, going by, and focusing on building relationships with potential new partners.

Describe checkpoints that have been established to measure progress:
Daily /| Weekly | Bi-weekly /| Monthly /
Daily — Parts manager to review wholesale partners
Weekly - Aweekly meeting will be held by the parts manager, controller, and GM.
Weekly — Review follow up and continue pushing new acquisitions.

Monthly — Meeting with parts manager & GM to identify trends to determine if further action is required.

Estimated cost for implementation: Additional drivers.

12/30/2018

Do not have final results yet.
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