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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?

My goal is to reduced pre-owend frozen capital from $586,996 (April 2023) to $150,000 by
August 31, 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
By reducing the pre-owned frozen capital, it - reduced cash flow

will allow flexibility in the cash flow that will - exposure to market volatility; changing
allow us to explore other capital markets could affect the retail value of
expansion/revenue generating ideas. We vehicles in stock and we could end up
are at the final stages of a new facility build stuck with high cost, low value units

and the additional funds can be used to - additional carrying costs for aged units

ensure we minimize interest expenses as
we acquire new furniture, fixtures and
computers to outfit the new build. It will also
allow us to increase our turn rate giving us
the opportunity to alway make sure that our
on ground inventory is the right inventory
for the current market.

When will you start? Immediately

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

I will preform a monthly analysis using the Frozen Capital: Pre-Owned inventory calculation. |
will also use the inventory optimization tool to ensure that the inventory that we do have is
stock is in line with the current demands for vehicles. Weekly reviews of our aged inventory
report to ensure a consistent monitoring of our assets will also be used.
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What specific actions will you take to achieve your goal? Who can help you?

The first step in this process will be to sit down with the General Manager and Sales
Managers to go over our new benchmark guideline of where we would like our inventory
levels to be maintained. To better align with dealership objectives, | would like to keep slightly
higher than a one month supply of used vehicles in inventory. This will help to alleviate some
of the struggles of having limited new vehicle inventory. We will review all inventory,
regardless of age, and determine if it is priced properly and if it is a unit that is in high demand.
Any units that are determined to either be priced incorrectly or are beginning to be aged will
become a 'feature vehicle". For these vehicles, we will first try to maintain them as a retail unit
so that there is opportunity for back end gross. We will offer bonuses to the Product Advisors
on these units as an incentive to move them out of inventory. Once the units have reached 60
Days in inventory, we will look at selling the units as wholesale units.

To ensure that we maintain our used inventory at a suitable level, we will develop a new
procedure manual that can be referenced when evaluating the trade and used vehicle buys
ins. We will use our VAuto pricing tool to ensure that we are staying at 90% of market on all
trades and by ins. We will be more aggressive in our buying strategies when we are needing
to build our inventory more. We will also make sure that our time to get used vehicles front line
ready is set at a maximum of seven days. This will ensure maximum exposure the opportunity
for all units.

Potential Challenges?

- Losing a deal because we don't price the
trade aggressively enough

- Compliance from Sales managers to keep
inventory levels lower

- Transition period while we lower the
overall total value of maybe not have the
“right inventory"

Potential Solutions?

- Sell the value of the full deal, not just the
trade value

- teaching opportunity from how the frozen
capital can affect the dealership

- wholesale less desirable units before they
age
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