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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?

My goal is to reduce our used car frozen capital to 10% of our total used inventory by 3/31/23
September we were at 21% of our inventory was frozen capital

October was 34%

December of 2021 we were at 12%

This is a metric that wasn't an issue over the past few years but is much more relevant now.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Fresh inventory Aged inventory

Faster turning units Larger wholesale loses

Improve turn rate More frozen capital

More profit

More retail sales

12/01/2022
When will you start?

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

-Monitor our aged inventory daily

-Calculate our frozen capital every month when the statement is completed
-Track our sales daily
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What specific actions will you take to achieve your goal? Who can help you?

-Work with my Service Director to implement a used car specific technician to get our days to
lot to 3 days or less

-Run 2 different shifts in recon department to get units through faster

-Only retain used trades with a good sale history and are within our average inventory cost
-Use Vauto platform to price units aggressively right away to increase our current turn rate of
81to 12

-Reduce our current 38 days supply of inventory to 30 days

-Implement a strict 60 day turn. Wholesale at 61 days

-Monitor pricing and adjust accordingly

-Review inventory photos to avoid seasonal aging in photos

Potential Challenges? Potential Solutions?
Parts availability Communication
Body shop time (if damaged) Goals

Staffing shortages
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