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ACTION PLAN 1

o 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 decrease the monthly floor plan interest on excess inventory from $1,328/MTH
to $1000/MTH. | want to do this for the year of 2021 and forward. In order to measure this
metric | will need to calculate my new vehcile inventory dollars at guide. In order to do that |
need to calculate my YTD New vehicle sales and deduct my YTD New Vehicle Gross. | then
divide that by the statement month to get my New Vehicle Inventory Dollars at Guide. | will

BOTTOM LINE: Benefits of Achieving Your Goal

-Less money spent interest for inventory so
we can spend more in other departments
(advertising and AdWords)

-Top Managers get paid more due to more
money being made as a whole.

-You will get a faster turn rate for inventory
-If we hit certain objectives in the CSI
department and turns are greater per year
our floor plan interest rate will decrease a
whole point.

When will you start? Beginning of 2021

Consequences of Not Achieving Your Goal

-More money being spent on excess
inventory and less in our pockets.

-Lot will start to fill up with older ages units
-Increase in older units will decrease our
turn and in turn wholesale numbers will
start to decrease.

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

| will gauge our progress on a monthly basis. Calculating our number based on YTD New
Vehicle Sales, YTD New Vehicle Gross. Actual New Vehicle Inventory Dollars, and Current
Floor Plan Interest (depends on CSI and inventory turns). This will be at the end of every

month
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What specific actions will you take to achieve your goal? Who can help you?

We are in a HUGE lease market so | can get rid of older inventory rather quickly. There are
big dealers around us that do 500-800 new car units a month and they are always hubgry with
inventory. | can also look into wholesaling older units off BUT you may have to put some good
inventory with those older units. | can also incentivise the salespeople to sell the older units
(60-120 days old - $50 in extra commision, 120-older -$100 in extra commission).
Salespeople can help me for the most part along with other dealers by reaching out seeing if

they want any of my older units.

Potential Challenges?

-If it is a slow month you may not have
other dealers wanting inventory for stock.
-Slower months mean a slower turn rate
and in result the floor plan interest will be
higher (instead of 4.5% it would be 5.5%)
-Make sure you watch what you order, if
you order the wrong trim or box size in bulk
that does not sell then you will get excess
inventory very quickly.

-If you miss a month of looking at older
inventory you will get behind very qucikly.

Potential Solutions?

especially if you have not paid interest on it
and are about to.

-If selling at cost try to maximize backend
profit to make at least soem money.

-Look into inctentives for salespeople, they
will look at YOUR lot instead of trying to
dealertrade a similar unit in.

-Get a ordering company to order your
vehicles, the cost of ordering correct units
may just offset a good amount of money
since no excess inventory interest.
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