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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?

| want to increase my Pre-Owned turn rate from 3.1 to 10 turns by May 31st 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

-Reduce frozen capital in Pre-owned - Potential increase in frozen Capital

- Increase GP and F&l GP - Stock units could start to age and lose
value

- Increase Pre-Owned Volume

- Potential loss of money on bottom line in
- Increase Service profit on Internals Pre-Owned department

When will you start? | will start right away

How will you gauge your progress? When? Using which metrics?
- Keep a close eye on days in stock (daily)

- % Price to market (daily)

- Look at Turn rate on a monthly basis

- Keep an eye on Frozen capital monthly
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What specific actions will you take to achieve your goal? Who can help you?

I will sit down with my Pre-Owned Manager and set specific metrics in V-auto, which includes
re-pricing all vehicles competitively to market. Trade parameters will be set different as well,
we currently appraise vehicles at 100% price to market, we will decrease this to 99%. We will
research data so we can stock fast moving vehicles. Pricing will be looked at on a daily basis
and will be adjusted not only down but sometimes up if need be. Ford has gotten rid of the
CPO program in Canada, we will implement our own program internally.

Potential Challenges? Potential Solutions?

-Interest rates - Offer competitive rates and try to
negotiate with major banks
- Changing market pricing on used
- Stock vehicles that won't break the bank
- Potential Recession
-Offer gas card promotions
-Fuel Prices
-Stay up to date daily on market pricing
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