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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?

| would like to reduce the new car aged inventory from 76 vehicles over 90 days old to 66
vehicles over 90 days old by 12/31/2020.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
-Reduce interest payments -More interest paid
-Less liability from damage or part failure -Potential damage to old cars on lot
while sitting on lot -Depreciation of old cars on lot
-Less lot space needed for extra cars -Potentially need to replace batteries of
cars on lot

-Need to offer huge discounts when new
model comes out.

When will you start? | will start on 10/19/2020

How will you gauge your progress? When? Using which metrics?
| will gauge the progress by monitoring the new vehicle inventory >90 days unit count.

Hopefully we will start to see it gradually tick down. It will be a good idea to keep an eye on
the 60-90 day window as well to try and keep that in check so it will not feed our 90 day units.
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What specific actions will you take to achieve your goal? Who can help you?

-Offer unlocked pricing discounts on our website for all cars over 90 days old.
-Offer bonuses to salesman for selling new cars over 90 days

-Optimize inventory allocation to reduce unnecessary vehicles

-Offer huge discounts on cars over 90 days old through our Internet department

-The sales managers at our store lan and Mariana can help me with these actions.

Potential Challenges? Potential Solutions?
-Aged vehicles are undesirable colors or -Make sure to keep an eye on 60-90 day
models that are difficult to sell aged inventory as well to keep that under
-We aggressively sell our >90 day inventory control
but get complacent on selling rest of -Change commission structure or add
inventory creating a new set of old cars the bonus incentives to these cars
next month -Make prices very low taking a loss to sell
-No FE gross on these vehicles and the undesirable vehicles.

salesman commission has FE gross portion
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