NADA
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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?

Increase used car sales from 35 units per month to 65 units by Sept. 30th 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
* |t would increase the used vehicle Dept. * Total fixed absorption percentage would
profit sustantially. stay low.

* [t would increase F&I income. *Less parts would be sold.
*It would increase Fixed Op. profit. * Less money made in Mechanical Dept.
* Dealership would attract better salesmen. *| could possibly lose a F&l manager.

Start Date: June 1st 35 units
When will you start? End Nata: Qant 20th AR 1inite

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

40 Cars by End of June
50 Cars by end of July
60 Cars by end of August
65 Cars by end of Sept

End of each month, i will be looking at the gross profit per unit sold to make sure that the
increase in volume would not drastically effect my profit PVR.
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What specific actions will you take to achieve your goal? Who can help you?

1- Increase my used inventory from 50 units to 80, and this is done by:
* Keeping more of Trade-in vehicles for retail.
* Add 1 more person to the KBB aquisition Dept.

2- Increase number of used dept. salesmen from 4 to 7.

3- increase my used Techs from 2 to 3. This would reduce the reconditioning time
from 4 to 3 days.
4- wholesale units that have no actions on them.
5- Increase advertising.
Potential Challenges? Potential Solutions?
* Lack of Space * Take 30 parking spots from my Bodyshop

department since my future plans are to
phase that depatment out.
* Lack of parts
* Reach out to outside sources for parts
ie: NAPA, Carquest and so on.
*Finding good salesmen.
* My plans are eventually to open the floor
so the New car salemen can sell used and
vice versa.
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