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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?

The goal of reducing Contract in Transit in 20 days

-Avoid brech of contract with the Floor plan

-Set guideline in days the file to Accounting after delivery

-Assigning Managers to be accountable for each delivery

-Improve outstanding receivable from manufacturer reducing from 90 days+ to 45 days

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Cash flow for the dealership -paying penalty to bank on breach of
-allowing room for upcoming Floor plan contract
cost with anticipated additional vehicles for -
stock

-provide running cash to help complete
major renovation

Dec 15, 2023
When will you start?

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

Reviewing DOC and added a column in current delivery excel file on funded date, accouting
process date, accouting paid off bank date.
Accounting to provide every 2 days report on outstanding CIT.
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What specific actions will you take to achieve your goal? Who can help you?

Assigned each sales managers of both new and used and assigned a team lead of the FSMs
to provide daily report on deliveries processed,

-In an excel format, it shows reasons for funding delay, commissioning delay, R/O closing
delay and delay forwarding the file to accounting to complete

-Sales managers to be accoutable and perhaps cross dept communication to speed up the
process

-Controller has provide extra reporting showing outstanding CIT with frequency less than 5
days it was previously.

-Controller provided factory outstanding receiable report for sales managers to seek and
provide solution in clearing, Thus reducing from current 90days+ to 45 days. Sales managers
has the relationship with manufacturer's DSM in getting reports.

Potential Challenges? Potential Solutions?
-Repeat challenges from salesperson Have requested GM/dealer principal to
delaying deliveries due to their own provide memo and written notices to
scheduling, customer has delays after current FSMs/salesperson for uncessary
insurance concerns. delays that are not customer oriented
-Delayed payouts on trade ins, values
changes, -Added regular communication agenda on
-Unable to relieve cash flow for current weekly from Accouting dept to Sales dept
renovations items, also purchases of used and to present to GM/Dealer Principal

car inventory
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