NADA

—
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?

To increase the pre-owned gross profit as a percent of sales from 6.9% (Jan 2021) to the
NADA guide of 12% by September 30, 2021

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increase in gross PUVR = Continued losses in pre owned dept
Increase in pre owned net profit = Aged units = less gross per unit

Increase in store net profit (+doc fees)
Efficient inventory management (reduced
expenses, increase in cash, reduction of
frozen capital, better equipped to handle
financial storms)

When will you start? March 15, 2021

How will you gauge your progress? When? Using which metrics?
Monitoring doc daily for profit - overall preowned, puvr, units sold

NADA calculations based on financial statement (ALL of them for pre owned!)
Used inventory schedule to monitor aging units (weekly)
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What specific actions will you take to achieve your goal? Who can help you?

Daily pre owned meeting with sales management to review inventory (what is new, what
needs to go, what is going)

$200 spiff to any employee that finds a used unit we purchase for inventory.

Continue equity mining process in our service drive (we have a dedicated employee in this
position)

Sign up with Swap-a-Lease to assume customer leases specifically targeting customers with
1 year or less left on their leases - we have 2 sales managers spear heading this ramp up.

Package wholesale or sell at auction units oldest units, and units not fitting our current
average cost or buyer (we currently have a used Mustang Shelby in stock for $67k ouch!)

Potential Challenges? Potential Solutions?
Inventory availability Upgrade salesperson pay plan to include a
sliding scale bonus for pre owned units
Growing customer base of immigrants in purchased for inventory

various stages of citizenship
Establish relationship with banks that are
DACA recipient friendly
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	1: To increase the pre-owned gross profit as a percent of sales from 6.9% (Jan 2021) to the NADA guide of 12% by September 30, 2021
	1_2: Increase in gross PUVR =
Increase in pre owned net profit =
Increase in store net profit (+doc fees)
Efficient inventory management (reduced expenses, increase in cash, reduction of frozen capital, better equipped to handle financial storms)


	1_3: Continued losses in pre owned dept
Aged units = less gross per unit


	When will you start: March 15, 2021
	1_6: Monitoring doc daily for profit - overall preowned, puvr, units sold
NADA calculations based on financial statement (ALL of them for pre owned!)
Used inventory schedule to monitor aging units (weekly)



	1_8: Daily pre owned meeting with sales management to review inventory (what is new, what needs to go, what is going)
$200 spiff to any employee that finds a used unit we purchase for inventory.
Continue equity mining process in our service drive (we have a dedicated employee in this position)
Sign up with Swap-a-Lease to assume customer leases specifically targeting customers with 1 year or less left on their leases - we have 2 sales managers spear heading this ramp up.

Package wholesale or sell at auction units oldest units, and units not fitting our current average cost or buyer (we currently have a used Mustang Shelby in stock for $67k ouch!)







	1_9: Inventory availability

Growing customer base of immigrants in various stages of citizenship
	1_11: Upgrade salesperson pay plan to include a sliding scale bonus for pre owned units purchased for inventory

Establish relationship with banks that are DACA recipient friendly


