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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?

| will decrease my Warranty Receivables Frozen Capital from $9601 to $4999 or les by
June 30, 2024

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

Cash is Oxygen. If we don't monitor we could possibly be
dedicating cash to frozen capital that could
be better spent elsewhere.

January 15, 2024
When will you start?

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

Using the Financial Statement and my workbook (page 26), | can calculate my Warranty
Receivable Frozen Capital each month to verify if it is trending in the right direction.
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What specific actions will you take to achieve your goal? Who can help you?

By meeting with the Service Manager, Comptorller, and Warranty Administrator weekly we
will be able to identify possible weakness in our process. With buy in from all parties we can
implemnt an action plan to stay on course to meet our goal.

Potential Challenges? Potential Solutions?

Getting everyone to agree and adhere to

Ask each of the parties to give ME an
changes to better our process.

action plan to meet the goal. If we take a
little imput from each person they may be
more willing to stick to the plan.
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