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e Specific m 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 REDUCE ANY BODY SHOP RECEIVEABLES OVER 90 DAYS,
CURRENTY | HAVE OVER $12,000 IN BODYSHOP RECEIVEABLES OVER 90 AND
WOULD LIKE TO GET ALL RECEIVEABLES UNDER 60 WITHING THE NEXT 60 DAYS.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
LESS FROZEN CAPITAL MORE FROZEN CAPITAL
SMALLER RECEIVEABLE WILL GET ME HIGHER % OF PUTTING OLD

UNDER GUIDE OF 15 DAY SUPPLY OF RECEIVEABLES TO BODY SHOP
B/S RECEIVEABLE WHICH WE ARE POLICY AND ABSORBING
CURRENTLY AT 19 DAYS UNCOLLECTED MONEY AS OLDER

PAYMENTS ARE HARDER TO GET

FEBRUARY 1ST 2024
When will you start?

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

LOOKING AT RECEIVEABLE LIST MORE FREQUENTLY(DAILY AND WEEKLY), | WILL
MEASURE BY USING CALCULATION OF BODYSHOP LABOR AND SALES BEING
UNDER GUIDE OF 15 DAYS USING DAYS SUPPLY OF B/S ACCOUNT RECEIVEABLE
NOT TO EXCEED 50% OF AN AVERAGE MONTHS CUSTOMER SALES(50% OF A 30
DAY MONTH)
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What specific actions will you take to achieve your goal? Who can help you?

CALLING INSURANCE COMPANIES BEFORE DELIVERING VEHICLES TO CUSTOMERS

FOR PAYMENT STATUS

HAVING ADVISORS WHO CHECK IN CUSTOMERS ASK UPFRONT IF CUSTOMER

RECEIVED ANY INITIAL PAYMENTS

HAVING ADVISORS WHO CALL CUSTOMER TO PICK UP THEIR VEHICLE TO BRING IN
ANY INSURANCE CHECK AND DEDUCTIBLES AND GO OVER $ AMOUNTS

HAVING ESTIMATORS WHO DO SUPLEMENTS WITH INSURANCE COMPANIES VERIFY
WHERE THE SUPPLEMENT PAYMENT IS GOING/BEING ISSUED TO

Potential Challenges?

HOLDING CUSTOMERS VEHICLES
LONGER AND CUSTOMERS GETTING
UPSET

INCREASE IN RENTAL COSTS AND
LONGER CYCLE TIME

Potential Solutions?

BEING MORE PROACTIVE ON CALLING
FOR PAYMENT STATUS

HAVING CUSTOMERS SIGN A
DIRECTION OF PAY
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