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FINANCIAL MANAGEMENT HOMEWORK – ACTION PLAN

S M T

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15, 2020.”

R

How does this goal align with or support your dealer’s vision? 
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you? 

RM TS ASpecific Measurable Achievable Relevant Time bound
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

A TS M

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles? Potential Solutions?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

R

How will you track your progress? Where will you find the information? How often will you check in? 

A TS M

A A

S M T

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and 
behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits 
that produced poor results? Be specific.

S A

What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

FINANCIAL MANAGEMENT HOMEWORK – ACTION PLAN


	How does this goal align with or support your dealers vision: During my time at ATD, Class 01 Financial Management, many things were brought to light that I was unaware of. Some issues were due to a new DMS integration, some due to improper reporting, causing what I see to be issues with our financial statement. By the end of January (2024). I would like all of these issues to be resolved and be reporting data in the proper categories. With that being said, a more measurable goal I would like to achieve would be the reduction of frozen capital and a better utilization of cash-on-hand. I noticed that we have a rather large parts inventory that is not turning as much as it should, which leads me to believe we have a large amount of obsolescence. Same with whole-good/truck inventory. I would like to reduce our parts inventory from $2.5mil to $1mil by March 31st, 2024. This will free up frozen capital and allow us to better use the cash in areas that supply a better ROI. 
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: This goal aligns with our dealership's new vision of being more efficient with current resources and utilizing a dollar in the most prosperous way. Benefits of achieving this goal would be: releasing frozen capital, reducing the ownership dollars invested in the dealership, getting the right parts on the shelf and selling/disposing of the old, more space in the warehouse to stock more adventurous/profitable SKUs, freeing up frozen capital that would otherwise continue to waste. Consequences of not achieving this goal would be: the continued/ineffective way of stocking obso (frozen capital), continued reliance on ownership capital funding, parts on shelf continuing to depreciate, not having the correct parts on the shelf, and the inability to stock the correct parts due to space/capital constraints. This goal is important to me for a couple different reasons. First reason would be the apparent revenue/profitability potential in solving this issue, tying to many of the benefits listed above. Another reason this goal is important to me is the fact that this will be the first implementation of something learned from the ATD academy to the dealership. This will help me show that the academy is worth the investment, and there is more knowledge/benefits to come. 
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	NECESSARY RESOURCESRow1: DMS/Fin Reporting
	WHO IS ACCOUNTABLERow1: D.Taylor (Controller)
	EXPECTED RESULTRow1: $2,500,000
	EXPECTED COMPLETION DATERow1: 11/30/23
	ACTUAL COMPLETION DATERow1: 11/30/23
	CHECK OFF: 
	SPECIFIC ACTION STEPRow2: ID Obso (>12mth)
	NECESSARY RESOURCESRow2: DMS Reporting
	WHO IS ACCOUNTABLERow2: C.Moore (PC)
	EXPECTED RESULTRow2: $1.0mil-1.5mil
	EXPECTED COMPLETION DATERow2: 12/15/23
	ACTUAL COMPLETION DATERow2: 12/20/23
	undefined_2: 
	SPECIFIC ACTION STEPRow3: Remove Obso
	NECESSARY RESOURCESRow3: Labor/Pick Sheets
	WHO IS ACCOUNTABLERow3: B.Abel (BCP
	EXPECTED RESULTRow3: ($1.0mil-1.5mil)
	EXPECTED COMPLETION DATERow3: 1/15/24
	ACTUAL COMPLETION DATERow3: 
	undefined_4: 
	SPECIFIC ACTION STEPRow4: Sell/Scrap
	NECESSARY RESOURCESRow4: Source to Sell To
	WHO IS ACCOUNTABLERow4: C.Moore (PC)
	EXPECTED RESULTRow4: ($0.5mil-$0.7mil)
	EXPECTED COMPLETION DATERow4: 3/31/24
	ACTUAL COMPLETION DATERow4: 
	undefined_6: 
	SPECIFIC ACTION STEPRow5: An Stock Status
	NECESSARY RESOURCESRow5: DMS Reporting
	WHO IS ACCOUNTABLERow5: C.Moore (PC)
	EXPECTED RESULTRow5: $700,000
	EXPECTED COMPLETION DATERow5: 3/31/24
	ACTUAL COMPLETION DATERow5: 
	undefined_8: 
	SPECIFIC ACTION STEPRow6: New Stocking Sys
	NECESSARY RESOURCESRow6: DMS Reporting
	WHO IS ACCOUNTABLERow6: C.Moore (PC)
	EXPECTED RESULTRow6: $1,000,000
	EXPECTED COMPLETION DATERow6: 3/31/24
	ACTUAL COMPLETION DATERow6: 
	undefined_10: 
	SPECIFIC ACTION STEPRow7: Reporting
	NECESSARY RESOURCESRow7: DMS
	WHO IS ACCOUNTABLERow7: C.Moore (PC)
	EXPECTED RESULTRow7: 1,000,000
	EXPECTED COMPLETION DATERow7: 3/31/24
	ACTUAL COMPLETION DATERow7: 
	undefined_12: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	undefined_14: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	undefined_16: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	undefined_18: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	undefined_20: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	undefined_22: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	undefined_24: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	undefined_26: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	undefined_28: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	2020 National Automobile Dealers Association All Rights Reserved: 
	A: Progress will inevitably by checked by pulling the "Inventory Summary Report" (DMS Report) on a weekly bases. This report shows current inventory, replacement cost, average cost, and gives a breakdown of months vs sales. This will be our benchmarking tool. We will have weekly check ins to chart our progress, while analyzing the Inventory Summary Report.
	A_2: - Hesitant to release obos parts for cost or below

- Labor to help remove, box, & ship obso parts (who wants to do that?)

- Get over the notion of, "I've sold a couple, lets stock some". 
	A_3: - Show frozen capital and explain how it can be used to better serve/stock parts that are becoming lost sales.

- Hire part-time labor, pizza & beer on the weekend.

- Let the DMS do its job, you focus on reporting sales and lost sales
	R: While we look to remove $1.0mil-$1.5mil in obso/old inventory from our shelves. In reality, we'll be probably receive 40-50% of this value, between wholesaling and scrap. This will get us to a much more sustainable number of ~$1,000,000 of on-hand inventory, releasing frozen capital, and placing benchmarks to sustain these levels, until it is shown that we need to increase that number.
	S: With the integration into our new DMS and learning of all it has to offer, I plan on taking much of this out of the people's hands who let it get to this point. Setting matrix and allowing the DMS to assign, stock/non-stocking statuses, with given criteria will be a great asset in making sure this does not end up in such a situation, again. Reporting will still be analyzed in weekly parts meetings. Thoughts and opinions will be heard.
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