ATD ACADEMY

o

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° Time bound

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.”

o000

Raise my monthly UT GP 20% from $91,699 to $110,038 over last years average by year end 2024.

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?

R

Goal supports the dealers vision of customer service in the way that customers will not have to travel out of the
area to acquire quality used equipment that meet their needs. They will be able to purchase good quality used
equipment backed by the same service and warranty support as new equipment. We will be able to reach more
customers with the added volume of used trucks being placed in our AOR. The consequences of not reaching
this goal will show no year over year growth for the Used Truck Dept. We may start loosing some of our new
truck business because competitors are getting in the door with the used truck business. The goal will show that
we're able to grow as a company in an area that has been one of our weker areas in the past few years.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Improve our sales management | Sales management Uniformity in the March 30 24
inventory get ready sales reps service dept quality of inventory
Improve our UTA sales reps able to give faster October 25 24
wholsale network Sales reps wholesae manager and higher trade
acquiring medium local trades sales reps box trucks on the April 25 2024
duty box truck auction sites sales manaqger around and ready to
Having eqipment to local trades sales reps having daycabs that April 25 2024
sale to our AG auction site sales mangers fit the ag market in
having a dump truck local trades sales reps having dump trucks May 15 2024
inventory loca customers management on the around ready
V\_/eekly meetings sales reps sales sales reps more comuniction July 20 2024
with the sales staff mAananore sales managers driving more deals
More frequent excel sales managment | more transparency March 30 2024
emailing of the outlook hoping to drive more
Quarterly dealer managers and sales | sales manager and better relatioships December 15 2023 Feburary 2024 ]
vists of sales reps reps between sales reps
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How will you track your progress? Where will you find the information? How often will you check in?

0000

Track progress various ways, Daimler balance sheet monthly. Halo, and tool dialy and weekly.

Potential Obstacles? Potential Solutions?
Market decline adjusting sale prices sooner rather than later to
lack of used truck sales personnel keep them in the market.
new truck stock inventory becoming available hiring more personnel

streamlining inventory to keep a young fresh
selection for the sales reps to choose from

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

0000

$18,000

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.

Monitor GP on a daily/ weekly process to ensure we are on track to hit our monthy goals.
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	S: Monitor GP on a daily/ weekly process to ensure we are on track to hit our monthy goals.
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