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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

To increase the pre-owned gross PVS from $1200 to $2500 by July 2024.

BOTTOM LINE: Benefits of Achieving Your Goal

There are many benefits when achieving a
$1,300 gross PVS increase on pre-owned
units. One is that it helps increase overall
pre-owned absorption. Also, since we own
all of our pre owned vehicles outright, it will
increase our cash on hand. We average
105 pre-owned vehicle sales per month. A
$1,300 gross PVS increase would generate
an additional $130,000 in gross per month.

August 1st, 2023
When will you start?

Consequences of Not Achieving Your Goal

The consequences of us not acheving our
goal would be dissappointing but not hurtful
for the dealership. While our overall
monthly gross in pre owned vehicle sales is
satisfactory, we would like to improve upon
it. Not improving that number would be a
case of still wholesaling a high amouint of
pre-owned units versus selling them

retail. Having a monthly gross increase of
$130,000 would be very beneficial to help
cover more monthly fixed expenses.

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

The process will be gauged by first keeping track of the monthly financial statement to see the
monthly gross in retail sales vs wholesale. From there | will be able to see the average gross

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

To achieve this goal | will be to directly have a hand in the process of either wholesaling a

pre-owned vehicle to directly have an impact on that number. A large effort will be made to
keep unnecessary reconditioning costs down, such as not always ordering second keys if

they are not available. Also being conscious of monthly fuel costs for the pre-owned

inventory.

| will be working directly with our used car manager to accomplish this. We will take this unit
by unit. We will also work with wholesalers to increase the average wholesale gross per unit
so it will not bring down the average retail gross by a large amount.

Another key action to achieve this is to make sure that all trade ins are accurately appraised,
and to limit overallowance as much as possible. A correct ACV on a trade in is one of the
most important things when it comes to making gross on a pre-owned retail sale.

Potential Challenges?

Potential challenges are:

1) Volatile changes in the pre-owned
market similar to 2020. This left many

dealers underwater in pre-owned inventory.

2) Unforseen costs after a vehicle is traded
in. Occasionally a trade in appears
mechanically sound during the appraisal,
only to show many problems once it gets
its pre-owned inspection.

3) Having certain units in our inventory too
long and having to write them down.

Potential Solutions?

Potential Solutions Are:

1) To combat unexpected/fast market
changes, keeping daily tabs on the
accuracy of used retail pricing and
adjusting accordingly.

2) To help combat unforseen costs, driving
every signle trade in during the appraisal
helps diagnose issues unknown to the
customer.

3)To combat aged inventory, having a hard
policy of selling or wholesaling after 45
days is very important.
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