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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?

My goal is to turn our pre-owned inventory faster. To do that we need to get our inventory
front line ready faster. To do that | plan on getting photos of our inventory on our website and
third party listings immediatly after we take in a trade. | also plan to monitor open R.O.'s at the
beginning and end of day for used reconditioning. Right now we're averaging 32 used cars a
month and by April | hope to be averaging 40 a month.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
- If photos are posted to our website and - Our used car department will stay
third party listings sooner then the stagnant
consumer will be able to shop for the - We will have more overaged units
vehicle sooner. - Our days to break even on used inventory
- We will turn our inventory faster. will decrease

- We will take in more trades and create
more profit for the service department.
- Reduces overaged units

| will start immediatly
When will you start?

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

Ill gauge my progress by monitoring online engagements on vehicles before they hit front line
ready using VAuto. | will do a days to break even analysis monthly to see if we are increasing
our days to break even on our used inventory.
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What specific actions will you take to achieve your goal? Who can help you?

| will start by creating a new process when we take in a new trade. When we take in a trade,
the salesman or delivery coordinator will put the appraisal sheet and get ready onto the used
car managers desk. Then, they will park the vehicle at our detail building and place the keys
into a bin to get a quick wash and photos taken. Then, a detailer will grab the keys, quick
wash the vehicle and take a 360 photo of the vehicle using our Impel photoing system. Then,
they will park the vehicle and place the keys back on our used car managers desk on top of
the matching get ready. The detailers will check the bin frequently throughout the day. | will
personally be monitoring open RO's for reconditioning morning and nightly.

Potential Challenges?

- One challenge will be to get buy in from
my used car manager because we are
altering his process.

- Another challenge will be leases that we
take in on trade. Because it will take at
least a day for our office manager to
purchase the vehicle. In the meantime, the
keys will be in my used car managers
office and there will have to be some
communication to the detailers to let them
know once we purchase the vehicle and
have them grab the keys to watch and
photo the vehicle.

Potential Solutions?

- Having a discussion with my used car
manager of what | intend to do and what
his thoughts and other ideas might be

- To overcome leases, | think our office
manager will let our used car manager
know once she purchases the vehicle.
Then he will contact detail, to let them
know that this vehicle is ready to be
washed and have photos taken.
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