NADA o

—
ACTION PLAN 1

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?

Reduce the amount of aged inventory over 100 days by 10 units by June 30, 2022.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Reducing aged inventory opens up cash Capital stays frozen and cash stays tied
flow, reducing frozen capital. Allows for up. Old inventory continues to age, retalil
fresh inventory to come in. sales diminish.

June 1, 2022

When will you start?

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

At the midpoint of June | will recount the aged inventory to see if we have moved some out. If
we have not moved enough, | will pressure the GSM to wholesale move units.
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What specific actions will you take to achieve your goal? Who can help you?

We will open up new avenues for selling wholesale through internet auctions as well as send

some units to a local live auction. My primary assistant in this mission will be the general
sales manager.

Potential Challenges? Potential Solutions?
Ownership not wanting to eatthe loss on Showing them that they are not moving
the units that we are too deep into. these units and that we have a large

amount of cash tied up them. The cash
crunch we are feeling can be somewhat
relieved if we let them go.
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