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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.  
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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? 
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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.  
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	How does this goal align with or support your dealers vision: I want to increase my service dept gross by 10% and get tech pay to true flat rate and off of %of door by 01/2025. 
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: I would think that any opportunity to increase gross would align with any goal of any business. The consequences would be to continue to give techs massive bonuses everytime we want to increase the rate. It also prevents us from being competetive if we ever, for some reason want to decrease the rate.

I used to run a shop at the MOPAR store. I did this and took a failing service department from a net loss to 80% gross in less than a year.
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	A: I will use the financial statement as well as RO survey's to collect data. I will also probably have to wait until the end of the year when we do market adjustments and see how high our tech rate is compared to the market. 
	A_2: The "its always been done this way" mentality. 
	A_3: Education and proof of statistical data to intice the owner to understand the importance of increased gross. Especially in the event of a recession.
	R: Increasing Warranty rate for parts to 30% is an additional $30,000.00/year. Increasing shop gross by 10% would be an additional $258,021.60/year
	S: I havent accomplished it yet!
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