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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?

To get our fixed absorption rate to guide of 60%. Through June we are 52%. Best opportunity
is improving parts GP%, specifically in wholesale that is currently 14.7 in GP%. | would like to
see us at 60% fixed absorption by year end.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Our used vehicle absorption is 43%, We will be too dependant on new vehicle
putting total absorption at 95%. Getting gross. Given the last few years with new
fixed to 60% would make us profitable vehicle inventory, that is very risky.

before one new car is sold.

713/2023
When will you start?

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

Keep an eye on GP% in fixed throughout the month and rest of the year. Calculate fixed &
total absorption at month end through the end of the year to determine what's improving and
what needs extra attention.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA ...
o ——

What specific actions will you take to achieve your goal? Who can help you?

Area for most growth in fixed is in parts GP%. Warranty mechanical is set at 28%. But we can
focus on getting customer R/O, P&A quick service, counter retail and internal closer to guide
of 41%. Start work on improving wholesale GP% without the losing the business we have

brought back to the store the last couple years. Work with parts manager to improve GP%,
including gradually increasing the wholesale GP%.

Potential Challenges? Potential Solutions?

Pricing too high too quickly with wholesale

Slowly raise the GP% for wholesale by
customers and losing those sales.

gradually reducing our wholesale discount.
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