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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?

The goal is to reduce frozen capital on pre-owned vehicle inventory average from $1,017,910
a month to $517,000 (50%) by 10/1/23. | will calculate monthly on the 5th the pre-owned
frozen capital inventory.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
By reducing the pre-owned frozen capital The more capital we have tied up can put
will help increase our cash flow and cash is the dealership in a negative cash position.
oxygen. Looking at this metric monthly will This can also cause expenses to increase
also have us focus on the inventory we because we have the wrong cars and we
have: is it the right mis? Is it priced right? will have to over incentive the sales staff to
Are we aquairing it at the right price? Also move them. This will reduce the front end
we will look at how loong it is taking us to gross on used vehicles. This can cause a
get this vehicles front line ready. decrease in other departments of the
By reducing our frozen capital will increase dealership, reducing are over all
our performance else where throughout the performance and hurting our ROI.
dealership.

When will you start? | will begin working with the GM July 1, 2023.

How will you gauge your progress? When? Using which metrics?
| will gauge my progress by running the pre-owned frozen capital first on the 5th of the month,

and then on the 20th to see how we are doing for the month. | am looking to reduce
pre-owned vehicle frozen capital by $167,000 a month.
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What specific actions will you take to achieve your goal? Who can help you?

I will involve the detail shop, service manager, sales manager, used car manager, general
manager and office staff to have a meeting to discuss and analyze current processes to see if
we can speed up getting vehicles to the front line faster. Also to discuss the current market
mix. Review market pricing weekly to make sure we are pricing at velocity pricing. Also need
to involve our marketing director and digital marketing director to review advertising and our
digital presence. In a separate meeting with the GM we need to review personal to make sure
we have the best players on the field in their current positions. We can also use DISC or
strength finders or Myer Briggs to assist in our evaluations. Also need to look at our current
wholesale process verses results YTD, may need to change how, who and where we are
wholesaling our vehicles. WE should look at inventory management systems for used
specifcly to better track what department our vehicles are spending to much time in.

Potential Challenges?

Every department playing the blame game
and not looking outside there department.
Used car manager being defensive, detail
asking for more help along with service.
The office pushing back stating they are
behind. Fear of change and ego form
managers. Managers not wanting to get
ride of excess inventory.

Potential Solutions?

Having an internal contest rewarding the
department that increases efficient the
most the fastest. Also having a monthy
reward by setting frozen capital reduction
goals on pre-owned for the store. If we
reach them then everyone wins. If we need
to increase cash we could always floor plan
some used vehicles. We could hire a used
car prep tech to help speed up the turn time
in the shop. Also we could look to out
source some of the vehicle reconditioning if
needed.
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