NADA

—
ACTION PLAN 1

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?

Goal - Move the New Vehicle Inventory Metrics in line / surpass than the NADA Guide by
12/31/2023.

New Vehicles Inventory Days Supply - 45 Days

New Vehicles Months Supply - 1.5

New Vehicle Calander Year Turns - 8

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Given same inventory levels (71 units) and - New vehicle Dept. will continue to eat into
same selling gross ($320,245 on 96 units the stores net profitability.

YTD) - Inventory acquistion cost will remain high

Increase NV sales from 24 to 47 equating - potential loss of market share to

to $76,705 additional NV sales gross per competitors.

month. - Not fully utilizing the New Vehicle dept to
feed the profitability of the Pre Owned,

Sales Dept. will realize 16 additional trades Service and Parts Departments.

per month at 70% NV trade attainment - increase holding costs eroding net

resulting in lower pre owned attainment profitability.

cost.

16 additional trades will allow Sercive and
Parts to realize an opportunity to retain an

711/2023
When will you start?

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

Progress will be monitored on a daily basis and calculated on a monthly basis. We will utilize
the NADA Academys Guide for New Vehicle Inventory Calculation which can be found in the
Financial Managment Workbook on pages 36 & 37.
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What specific actions will you take to achieve your goal? Who can help you?

- Mission 8 turns must be a daily topic of conversation.

- Ensure the Team understands how our goal will effect and benefit them as individuals.

- Align advertising both digital and traditional with our vision of 8 turns.

- Set specific pricing rules with days in inventory as target points.

- Dally Sales training. IE...product and incentive knowledge. Get our team back to selling on
the Road to The Sale.

- Early management intervention on every New Vehicle Deal.

- Early Finance intervention on ever New Vehicle Deal.

- Every unit must be PDI'D, merchandised, inspected and ready for spot delivery within 24
hours of landing on site.

- Actively look to place customers on aging units and less attractive inventory.

- Post one "fun fact" on social media about a New Vehicle everyday.

For us to be successful in hitting our 8 turns per month goal every Team Member in the store
will need to be involved in helping. It starts with our Dealer Principal who sets the vision and
trickles all the way down to the porters who assist with merchandising our vehicles. Its a all
hands on deck mission.

Potential Challenges? Potential Solutions?
1) Team member buy in. 1) Explain how it will benefit them.
2) Slow moving inventory 2) Actively place customers on inventory
3) Financing / lack of manafacture 3) Ensure we are utilizing every financing
incentives option. IE alternative leases, Balloons,
4)Inventory Credit unions ect...
5)Product knowledge 4) Turn to earn. Take deals especially with

trades. Swap units with a purpose. Acquire
units from borkers / dealers.

5) Daily sales training on the Road to The
Sale, product and incentives.
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	1: Goal - Move the New Vehicle Inventory Metrics in line / surpass than the NADA Guide by 12/31/2023.

New Vehicles Inventory Days Supply - 45 Days

New Vehicles Months Supply - 1.5

New Vehicle Calander Year Turns - 8



Current Days Supply - 103

Current Months Supply - 3.44

Current Calander Turns - 3.48










	1_2: Given same inventory levels (71 units) and same selling gross ($320,245 on 96 units YTD)  

Increase NV sales from 24 to 47 equating to $76,705 additional NV sales gross per month. 



Sales Dept. will realize 16 additional trades per month at 70% NV trade attainment resulting in lower pre owned attainment cost.



16 additional trades will allow Sercive and Parts to realize an opportunity to retain an avg of 79.5% and 39.7% in internal sales gross on reconditioning.












	1_3: - New vehicle Dept. will continue to eat into the stores net profitability.

- Inventory acquistion cost will remain high

- potential loss of market share to competitors.

- Not fully utilizing the New Vehicle dept to feed the profitability of the Pre Owned, Service and Parts Departments. 

- increase holding costs eroding net profitability.


	When will you start: 7/1/2023
	1_6: Progress will be monitored on a daily basis and calculated on a monthly basis. We will utilize the NADA Academys Guide for New Vehicle Inventory Calculation which can be found in the Financial Managment Workbook on pages 36 & 37. 


	1_8: - Mission 8 turns must be a daily topic of conversation. 

- Ensure the Team understands how our goal will effect and benefit them as individuals.

- Align advertising both digital and traditional with our vision of 8 turns.

- Set specific pricing rules with days in inventory as target points.

- Daily Sales training. IE...product and incentive knowledge. Get our team back to selling on the Road to The Sale.

- Early management intervention on every New Vehicle Deal.

- Early Finance intervention on ever New Vehicle Deal. 

- Every unit must be PDI'D, merchandised, inspected and ready for spot delivery within 24 hours of landing on site. 

- Actively look to place customers on aging units and less attractive inventory. 

- Post one "fun fact" on social media about a New Vehicle everyday.



For us to be successful in hitting our 8 turns per month goal every Team Member in the store will need to be involved in helping. It starts with our Dealer Principal who sets the vision and trickles all the way down to the porters who assist with merchandising our vehicles. Its a all hands on deck mission. 




	1_9: 1) Team member buy in.

2) Slow moving inventory

3) Financing / lack of manafacture incentives

4)Inventory

5)Product knowledge
	1_11: 1) Explain how it will benefit them.

2) Actively place customers on inventory 

3) Ensure we are utilizing every financing option. IE alternative leases, Balloons, Credit unions ect...

4) Turn to earn. Take deals especially with trades. Swap units with a purpose. Acquire units from borkers / dealers.

5) Daily sales training on the Road to The Sale, product and incentives. 


