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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?

The goal is to decrease our Pre-Owned Vehicle Inventory Day’s Supply. | want to decrease
the number of days supply. | want to bring the number of days supply from 62.1 to 30. | want
to execute this by December 31, 2024.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
The benefits of decreasing my Pre-Owned The consequence of not achieving our goal
Vehicle Inventory Day’s Supply is two-fold. would be a decrease in potential profit for
The 1st benefit will be a increase in the Used Vehicle Department. It would limit
front-end gross profit per pre-owned unit. the cash we have available to re-invest in
This will allow the Pre-owned department to the department. Lower commission
become profitable and at the same time potential for Salespeople leading to higher
limit our exposure to losses the longer the turnover.

inventory sits. The 2nd benefit will be
freeing up Frozen Capital and putting us in
a more comfortable cash position. The 3rd
benefit will be increasing the total
absorption of the store.

When will you start? We will start after the June Financial review with the General Sales
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How will you gauge your progress? When? Using which metrics?
We will gauge our progress by running a turn report weekly. We will also conduct monthly

reports during each Financial Statement review monthly. Metrics that will be used will be
Pre-owned turn rate and Pre-owned Frozen capital report.
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What specific actions will you take to achieve your goal? Who can help you?

A hard turn policy will be instituted moving from 75 days in July to 60 days in August to 45
days in September. We will change he way the pre-owned vehicles get merchandised to get
them on line within 3 days. Reconditioning will be monitored to ensure that they are ready in
72 hours. Market pricing will be reviewed and changed weekly. It terms of who can help, it's
everybody. Turn rate success is all departments working together to ensure the pre-owned
vehicles are ready and turned quickly. From detail to parts to service, it will require all
departments to work together.

Potential Challenges? Potential Solutions?
The potential challenges are our own belief Regular review of our progress should build
in the system. Back-ordered parts. confidence in our process. Adding 1 more
Prioritizing customer work in the Service technician into used recon in service will
Department. Unforeseen recon on a drive us to turn product to re-invest in more
Trade-in. vehicles. Communication on units that

back-ordered parts involved should be
marked on the inspections and work-orders
to continue with the vehicle being moved
along the process.

2 ©2020 National Automobile Dealers Association. All Rights Reserved.
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