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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?

My goal is to increase our pre-owned inventory turns from 6.3 to at least 9 by October 31,
2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
1. Lowering the amount of frozen capital in 1. Having stale inventory

pre-owned inventory 2. Losing money or breaking even on sales
2. Increase Sales Volume 3. Continuing to increase frozen capital
3. Increase absorption from high inventory levels
4. Refreshes inventory 4. Decreasing our absorption

5. Losing opportunity to invest excess cash

July 31, 2023
When will you start?

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

| will gauge our process weekly by meeting with the used car manager to review sales, aged
inventory and the profit sheet. On a monthly basis, | will be able to use our sales productivity
sheet to monitor the number of used vehicles sold per salesperson. In addition, on a monthly
bases I will use the Cost of Sale, Inventory Days Supply and Calendar Year Turn equations to
monitor if we are heading in the right direction to increase out turns, and also increase our
profitability.
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What specific actions will you take to achieve your goal? Who can help you?

The specific actions we will take to achieve our goal is:

- Reduce the time for Front Line Ready procedures so each vehicle takes no longer than 3
days from purchase or trade-in. To achieve this, we will create a google doc/shared excel
sheet for the sales, service, parts, and body shop managers to track progress of the vehicle in
each department (i.e. Day traded, day vehicle enters service, waiting for parts, in body shop,

completed service, etc.)

- Set a strict 75 day turn policy for pre-owned inventory

- Monitor aging inventory weekly to strategize pricing and offer used vehicle specials on our
websites, email blasts, and social media (stairstep price reductions from 50-60-70 days)

- As vehicle begins to age to 60 days, have used car manager present a plan/options to sell of
vehicle by day 75 (wholesale, auction, price more aggressively, etc.)

- Weekly "Hot Sheets" - sheets to give our to managers and sales team with spiffs on aged

inventory

- Used vehicle monthly bonus opportunity - add bonus opportunity for payplan to incentivize

sales team to increase used vehicle sales volume.

Potential Challenges?

- Getting the team on board, specifically
used car manager with strict 75 day turn

- Personnel/supply issues to speed up
front-line ready process

- Finding & buying inventory to replenish as
we turn inventory faster

- Sales people could become less
incentivized to sell new inventory

Potential Solutions?

- Interest/rental charges for vehicles in
stock over 75 days

- Dedicating one technician specifically to
recon

- Send one salesperson and/or the used
vehicle sales manager to the service drive
during busy times to prospect for
pre-owned inventory to purchase

- Spiffs for hot sheets will apply for new
and pre-owned inventory that is aging.

- Monthly bonus can only apply if 50% of
the monthly sales are used vehicles.

©2020 National Automobile Dealers Association. All Rights Reserved.



	1: My goal is to increase our pre-owned inventory turns from 6.3 to at least 9 by October 31, 2023. 
	1_2: 1. Lowering the amount of frozen capital in pre-owned inventory 

2. Increase Sales Volume 

3. Increase absorption 

4. Refreshes inventory




	1_3: 1. Having stale inventory

2. Losing money or breaking even on sales

3. Continuing to increase frozen capital from high inventory levels

4. Decreasing our absorption

5. Losing opportunity to invest excess cash
	When will you start: July 31, 2023
	1_6: I will gauge our process weekly by meeting with the used car manager to review sales, aged inventory and the profit sheet. On a monthly basis, I will be able to use our sales productivity sheet to monitor the number of used vehicles sold per salesperson. In addition, on a monthly bases I will use the Cost of Sale, Inventory Days Supply and Calendar Year Turn equations to monitor if we are heading in the right direction to increase out turns, and also increase our profitability. 
	1_8: The specific actions we will take to achieve our goal is:

- Reduce the time for Front Line Ready procedures so each vehicle takes no longer than 3 days from purchase or trade-in. To achieve this, we will create a google doc/shared excel sheet for the sales, service, parts, and body shop managers to track progress of the vehicle in each department (i.e. Day traded, day vehicle enters service, waiting for parts, in body shop, completed service, etc.)

- Set a strict 75 day turn policy for pre-owned inventory 

- Monitor aging inventory weekly to strategize pricing and offer used vehicle specials on our websites, email blasts, and social media (stairstep price reductions from 50-60-70 days)

- As vehicle begins to age to 60 days, have used car manager present a plan/options to sell of vehicle by day 75 (wholesale, auction, price more aggressively, etc.)

- Weekly "Hot Sheets" - sheets to give our to managers and sales team with spiffs on aged inventory

- Used vehicle monthly bonus opportunity - add bonus opportunity for payplan to incentivize sales team to increase used vehicle sales volume.




	1_9: - Getting the team on board, specifically used car manager with strict 75 day turn

- Personnel/supply issues to speed up front-line ready process

- Finding & buying inventory to replenish as we turn inventory faster

- Sales people could become less incentivized to sell new inventory 
	1_11: - Interest/rental charges for vehicles in stock over 75 days

- Dedicating one technician specifically to recon 

- Send one salesperson and/or the used vehicle sales manager to the service drive during busy times to prospect for pre-owned inventory to purchase

- Spiffs for hot sheets will apply for new and pre-owned inventory that is aging. 

- Monthly bonus can only apply if 50% of the monthly sales are used vehicles.


