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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?

| will decrease New Vehicle days supply from 62 days to 45 days by July 15th, 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Will lessen the burden of Floor plan Inventory will age and get stagnant. Much
expense, will increase turns, and will keep higher risk of issue with vehicles sitting, |.e.
inventory much more fresh. Ultimately rodent damage, floor plan expense will
leading to a more profitable New Car Dept. stack up and begin choking away profits
and Sales Dept. as a whole. from the store.

| will start on this immediatley.
When will you start?

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

| will receive my stock analysis report twice a week and make sure that progress is being made
and that we are pacing to be under our days supply in time to reach our goal/forecast of July
15th, 2023. | will use days supply along with amount of incoming units and sales expectancy
for each month per model line to make sure that nothing slips through cracks.
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What specific actions will you take to achieve your goal? Who can help you?

I will look at pricing to make sure we are priced competitvliey within our market. | will reach out
to a few locator services to see if they are interested in taking some of our aging inventory and
dispersing out to other dealers that are need in of inventory for invoice, so that i can still pick
up holdback and other behind the lines moneys with Ford. | will contact my zone and region
managers as well as the locator services to see what dealers are needing inventory still.

Potential Challenges? Potential Solutions?
Challenges being that dealers may not want The solution i am looking at would be,
units that are already aged, or that dealers switching some units to Fleet and letting my
are already getting overrun with inventory Fleet team go out and drum up some
like we are, and have no need to take any of business and give companies some very
our inventory. good pricing on units they need anyways,

while still making some money on the units
and getting them off the lot. Business
begets business.
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