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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?

| will increase my pre-owned days's supply from 21 to 30 by April 1st, 2023

BOTTOM LINE: Benefits of Achieving Your Goal

Grow market share

Grow profit and revenue

Increase morale of having more vehicles to
sell

Increase service department profit
Increase parts department profit

2/13/2023
When will you start?

Consequences of Not Achieving Your Goal

Loss of revenue and profit

Employee morale lower due to a lack of
inventory and opportunities

Service Department losing opportunities to
grow gross profit

CPO Technicians unable to turn hours
Parts department losing gross profit

Not hitting MB objectives for purchases ore
retails

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

Days of supply
Inventory Turn
Return on Sales

©2020 National Automobile Dealers Association. All Rights Reserved.



NADA ...
P

What specific actions will you take to achieve your goal? Who can help you?

Implementing a new checklist and process for reviewing all lease returns. Unless a vehicle is
over 50,000 miles or has a bad carfax - all lease returns will be processed for retail - Delivery
Coordinators and PO Manager

All trades will run through the shop prior to automatically being wholesaled - Service Manager
and PO Manager

Twice a week auction review - looking for opportunities - Director and PO Manager

Spoke to both wholesalers we do business with looking for opportunities outside of our market
to increase inventory - Wholesalers

BDC doing outbound campaign looking for custoemrs who have leases coming due that we
are not selling a new vehicle to - BDC Mgr

Social Media Campaign - saying we are open for all lease returns -Director

Potential Challenges? Potential Solutions?
Buy-in from PO Manager Explain and show benefits of increase
Staff not ready for a large increase of inventory
inventory Cut bait quickly if we buy a vehicle wrong
Purchasing vehicles at wrong prices Incentives for turning inventory if begins to
Stuck with aged inventory age
Turn decreasing and aging Monitor vAuto to turn inventory

Cash tied up in units
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