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9/18/2021
Date

Q Relevant 6 Time-bound

Current Situation
or Challenge to be
Addressed:

LACK OF INVENTORY. MORE FOCUS ON UC SINCE WE ARE
UNABLE TO CONTROL NC PRODUCTION DUE TO CHIP
SHORTAGE.

Current Performance
Level (include specific
measure):

Current inventory level at 25 units. previous quarter average 33
units per month, current quarter average 18 units. Need to increase
units to a 3 (90 day supply) month supply a total of 100 units on
ground to meet previous quarter metrics. Need to increase inventory
level 3x.

Goal (what do you
want to achieve?)

Increase current month supply from 1 month to 3 months. Stock 100
units to sell an average of 33 UC per month. Reason for 3 month
supply is because we are located in Hawaii and lead time is usually
45 days.

Goal Performance
Level (include specific
measure)

18 units per month
33 units per month x avg =

10/1/2021 12/31/2021
Goal Start Date: Goal End Date:

11/1/2021 50 units in inventory
First Check-in Date: Performance Objective: |at all times

11/15/2021 75 units in inventory at
Second Check-in Date: Performance Objective: |all times

12/1/2021 100 units in inventory
Third Check-in Date: Performance Objective: |at all times

12/31/2021 ensure consistlany
Fourth Check-in Date: Performance Objective: |30 -40 units are being

delivered into inventory
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How does your goal
align with the dealers’
vision?

Our long term was to get to 100 units. When | took over the store
they were averaging 40-50 units per month, before covid hit we were
doing 70-80 units per month. although we have to dial back our
forecast over all. We are still shooting for 30 units per month min UC
and 10 NC per min month min. 40 unit is the break even point for
sales department

What are the potential
benefits of achieving
your goal?

Reaching our inventory levels will ensure that we can maintain selling
30 UC per month vs the 18 which will add an additonal $120,180 to
the exisiting $144,216 for an average montly total of $264,396.

What are the potential
consequences if you
don’t achieve your
goal?

If we unable to achieve our goal. We will not be able meet our
monthly expense quota / forecast that we are trying to obtain.
Extended periods of time may result in laying off employees. Which
we do not want to do.

Why is the goal
important to you?

As the GM it is my repsonbility to ensure the well being of the
employess and also set them up for success or give them the tools
that is needed to be sucessful. The employees and dealership are
very important to me.

Potential Obstacles

UC acquistion. Since NC inventory is limited and is causing a rise in
UC pricing and decrease availability. Both acquiring and costing of
inventory has been a challenge. Lenders have also been cutting
back the advances for UC.

Potential Solutions

Develop UC acquisitoin plan locally. Work auctions weekly. Sign up
with ACV auctions as a another source to acquire UC inventory.
Work with other dealership to purchase aging inventory.

BOTTOM LINE!
Financial Impact of
Achieving Your Goal
(expressed in dollars)

33 past quarter average based on 100 units in stock
18 current quarter average based on 25 units in stock.
per vehicle average $8,012

33x 8012 = 264,396

18 * 8012 = 144,216

additonal aross per month $120.180
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What specific actions or steps will you take to accomplish your goal? What will you do differently or
improve? For each, be sure to include necessary resources, who is accountable, the measurable result,

VARIABLE OPERATIONS 2

and dates.
START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE ’ ’
STEP RESOURCE(S) PERSONI(S) EXPECTED RESULT CHECKPOINT
DATES
Increase social media, internet increase already in motion.
awareness of uc |graphic artist marketing awarness and Meet with
purchasing video production |manager increase manager
campaign banners purchase traffic  |bi-weekly for
liAavmAanmnma Anw Flaas S WISV VIR~ VP |
Increase Manhiem auction |Sales Manager |purchase 3-5 already in
presense in local house cars per week to |motion. will

and mainland
auction

mand ta niivaAalhaana

meet targeted
inventory levels

monitior weekly
no end dates

Puchase more
vehicle though
ACV

get access to
ACV auctions
recommended by
classmate of

NIDT7N

General Manager

Reivew if
purchasing
though ACV will
be a reilable

AAAAAAAAA A s

already in
motion. GM will
keep on top of
program. No

AanA Aatan

As you work toward your goal, it’s important to have interim check points with specific, measurable
objectives so your team can hold themselves accountable. If everyone knows the goal and objectives,
you don’t have to spend your valuable time micromanaging.
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Once you’ve accomplished your goal, added or adjusted policies, procedures, and behaviors, now

what? How will you ensure you and your staff do not fall back into the previous habits that produced
poor results? Be specific.

To ensure that are in inline with our inventory. We will review the inventory weekly as part of
our weekly huddle. We will look at key metrics such as. Current month supply, forecasting
and if we are on point. Are we short due to inventory supply or are we over based on sell

though or maybe inventory cost. We will need to monitor these metrics closely and adju or
piviot as need be or when the market changes also.

Weekly we will need to review the following

Inventory levels - days supply - reason for being over or under - market adjustments - aging

inventory - lending guidlines (changing) - sales preformance - Vehicles in transit - % of sale
based on market value and over all PVR.

Describe any planning or implementation meetings conducted as part of development of your plan.

We actually put this plan together recent before preforming this SWOT. We knew inventory

was going to be a big issue espically since the factories are slowing production and we
needed to shift our attention to UC.

We meet weekly and discuss strategies, adjustments and also discuss how the auctions are
doing. We work with our service department to ensure that we turn these vehicle quickly and
get them front line ready or try to get reservations for sale.

| thing that | teach everybody is that we need to adapt to what the market is or what is
coming.

Sponsor Signature:

4
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	Current Situation or Challenge to be Addressed: LACK OF INVENTORY.  MORE FOCUS ON UC SINCE WE ARE UNABLE TO CONTROL NC PRODUCTION DUE TO CHIP SHORTAGE.
	Current Performance Level include specific measure: Current inventory level at 25 units.    previous quarter average 33 units per month, current quarter average 18 units.  Need to increase units to a 3 (90 day supply) month supply a total of 100 units on ground to meet previous quarter metrics.  Need to increase inventory level 3x.
	Goal what do you want to achieve: Increase current month supply from 1 month to 3 months.  Stock 100 units to sell an average of 33 UC per month.  Reason for 3 month supply is because we are located in Hawaii and lead time is usually 45 days. 
	Goal Performance Level include specific measure: 18 units per month 

33 units per month x avg = 
	Goal Start Date: 10/1/2021
	Goal End Date: 12/31/2021
	First Checkin Date: 11/1/2021
	Performance Objective: 50 units in inventory

at all times
	Second Checkin Date: 11/15/2021
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	Performance Objective_3: 100 units in inventory at all times
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	How does your goal align with the dealers vision: Our long term was to get to 100  units.  When I took over the store they were averaging 40-50 units per month, before covid hit we were doing 70-80 units per month.  although we have to dial back our forecast over all.  We are still shooting for 30 units per month min UC and 10 NC per min month min.  40 unit is the break even point for sales department
	What are the potential benefits of achieving your goal: Reaching our inventory levels will ensure that we can maintain selling 30 UC per month vs the 18 which will add an additonal  $120,180 to the exisiting $144,216 for an average montly total of $264,396. 
	What are the potential consequences if you dont achieve your goal: If we unable to achieve our goal.  We will not be able meet our monthly expense quota / forecast that we are trying to obtain.  Extended periods of time may result in laying off employees.  Which we do not want to do.
	Why is the goal important to you: As the GM it is my repsonbility to ensure the well being of the employess and also set them up for success or give them the tools that is needed to be sucessful.   The employees and dealership  are very important to me.
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Work with other dealership to purchase aging inventory.
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: 33 past quarter average based on 100  units in stock

18 current quarter average based on 25 units in stock.

per vehicle average $8,012

 33x 8012 = 264,396

18 * 8012 = 144,216

additonal gross per month $120,180
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	poor results Be specific: To ensure that are in inline with our inventory.  We will review the inventory weekly as part of our weekly huddle.  We will look at key metrics such as.  Current month supply,  forecasting and if we are on point.  Are we short due to inventory supply or are we over based on sell though or maybe inventory cost.   We will need to monitor these metrics closely and adju or piviot as need be or when the market changes also.



Weekly we will need to review the following

Inventory levels - days supply - reason for being over or under - market adjustments  - aging inventory - lending guidlines (changing) - sales preformance -  Vehicles in transit -  % of sale based on market value and over all PVR.
	Describe any planning or implementation meetings conducted as part of development of your plan: We actually put this plan together recent before preforming this SWOT.  We knew inventory was going to be a big issue espically since the factories are slowing production and we needed to shift our attention to UC.



We meet weekly and discuss strategies, adjustments and also discuss how the auctions are doing.  We work with our service department to ensure that we turn these vehicle quickly and get them front line ready or try to get reservations for sale.  



I thing that I teach everybody is that we need to adapt to what the market is or what is coming.


