NADA

—
ACTION PLAN 1

o Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

I will increase CP parts gross profit percentage from 38.57% to 40.0% or higher. We want to
achieve more gross by increasing our CP Gross percentage. We are implementing a new
parts matrix on 12/1/22-- so 2023 results should start to show this. We are focusing on parts
that cost $45 or less.

BOTTOM LINE: Benefits of Achieving Your Goal

Benefits:
1. With current sales we will increase our

Consequences of Not Achieving Your Goal

Main consequence is leaving gross on the
table. Getting our CP gross profit % at 40%

or higher will not drive any customer traffic
away--especially since most price changes
are on the smaller cost items.

CP gross a little over $1,200 a month which
will also increase our internal by another
$1,000 as well. This could be an extra
$26,400 of gross per year on the books.

2. Being priced competitively in our market
and capitalizing on gross that we are losing
out on.

3. Although we wouldn't make this metric a
goal since it involves all expense, this goal
could indirectly help our fixed absorption %

12/1/22
When will you start?

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

I will provide all fixed operations managers and GM breakout of all parts gross profit
categories at the end of every month. We break out: counter, service contracts, accessory,
tires and express so the items that fall under customer pay should have no excuses to not
exceed 40% each month.
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What specific actions will you take to achieve your goal? Who can help you?

We had a sit down meeting with parts manager, service manager and GM going over our
current matrix and looking over a potential new one. We have given everyone two weeks to
look the numbers over and come up with any suggestions, comments or concerns.

We are meeting Monday November 28th to go over any thoughts anyone has and the new
matrix that is concluded on will go into effect 12/1/22.

We are using a cost + matrix and just using our current format and increasing the
percentages. | will put the new matrix into CDK for our managers.

I will help our service and parts manager on where to pull and utilize the exception report daily

to help us identity problems as they arise.

Potential Challenges?

Managers not believing in price changes
and the value that they deliver to
customers.

Even though new matrix is in, exceptions
report grows larger and percentages stay
the same.

Lose customer base for increasing pricing.

Potential Solutions?

Show managers how much value they add
and how they owe it to themselves to
increase the prices and enjoy the extra
gross that comes with their pay plans.

Have them take responsibility for overrides
that advisors may use to sell the job.

Keep eyes and ears open on the lane to
see if we are losing jobs due to the pricing.
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