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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?

| want to increse gross dollars from the used car department. Currently the average monthly
gross dollars from our used dept. is $391,500 dollars. | belive we can increse this to a monthly
average of $500,000. By turning more inventory with slightly lower grosses. | think with the
ammount of used inventory we can retail that we can use our new car volume sales model to
acheive this. With immediate action, we will see the effect by end of the year.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
More Internal service dollars We are currently losing out on money by
More internal parts dollars sending front line units to the auction block.
More sales
More F&l dollars Aging Inventory

Improved bottom line

July 2022
When will you start?

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

Checking end of each month at the following metrics on the financial statement
- Total sales dollars (used) - Total gross profit (used)

- Internal sales and gross profit (service)

- Internal Sales and gross profit (Parts)

- Pre owned units sold and in stock
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What specific actions will you take to achieve your goal? Who can help you?

We will start with a meeting with sales managers and the used car manager.
Step 1 Come up with a plan to increse flow of used inventory through our service department.

Step 2 Is to show the sales managers the benefit of increased turn even with a drop in gross
profit per unit.

Step 3 goes back to step 1 in getting with our fixed ops manager and setting a plan to increase
flow of used cars through service by showing how we can increase internal service and parts
dollars.

Support from the owner, used car manager and service manager can help put this together.

*Right now our store is sending too many retailable used units to the auction due to high
auction prices. | think the ease of not having to deal with recon is another factor, but it is a
huge missed opportunity. So supply of the used units is currently not an issue.

Potential Challenges? Potential Solutions?

-Service department blockage -We are currently imaking room for
additional bays.

-Sales managers worrying

too much about high front gross -Showing that while avg. gross may go
down turning more units can have a large
impact on bottom line
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