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?

for my smart plan, i would like to take a closer look at my used car dept, specially the turn rate.
use the "Power of Turns" to move more unites off/on the lot. currently we are 7.98 turns and
would love to get to 10 turns by the end of the year.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
sell more used cars used car sit longer on the lot
make more profit along the way build up frozen captial
service dept will also profit less ro's thru the service dept
sales staff moral will be high sales staff will look elsewhere for jobs

more opportunities for finance
reduce frozen captial
build a bigger cliental base

started 8/1/22
When will you start?

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

mainly using Vauto for all of my data.
when i first started my quest, our turns was at 7.34
we average approx 110 used cars a month, currently we are pacing 130.
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What specific actions will you take to achieve your goal? Who can help you?

on 8/1/2022 we started by reducing prices on alot of used cars. making sure we are "
aggresivly" priced. we also also started a new police with the sales managers which is " lets

talk about every deal”

we are "one price store" what you see is what you get.

lately we have been taking some short deals just to get used cars dept moving.

spoke with the service dept manager and he is on board with our game plan.

service will do the thier best to get recons in/out of the shop under 5 days.

our third party photo company will be coming out 3 times a week instead of 2.

we streamed line our buying process by offering test drives at home for local customers and

online car buying.

we applied a "hard Turn @60" rule and an even "harder Turn @90"
any vehicle here after 90 days should be the best price with in 200 miles radious

Potential Challenges?

buying to many used cars at once causing
a delay in recon proccess causing them to
age quickley.

not buying the right cars

Potential Solutions?

working closely with the service dept day in
and day out. incentiving them for a 5 day
recon turn. techs have been very
supportive of the idea because their
proficiency is higher on used car recons.
we also signed up with "I-Recon” via Vauto
to help us manage this process.

we monitor "Provisioning Strategy" to make
sure the cars that we are buying are based
on the types of vehicles that we already
sold in the past.
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