FINANCIAL MANAGEMENT

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific @ Measurahle 0 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

MY GOAL IS TO TURN OUR USED VEHICLE FASTER FROM 61 DAYS TO A GUIDE OF 30. IF WE DO THIS IT WILL
INCREASE OUR INVENTORY TURNS TO 12 TIMES A YEAR INSTEAD OF THE 6 WE ARE CURRENTLY DOING. | WANT

TO DO THIS BY THE END OF THE 2ND QUARTER. IF WE DO THIS WILL MAX OUT OUR GP ACROSS ALL DEPTS. WE
WILL TRACK THIS MONTHLY.

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

MY GOAL WILL NOT ONLY FREE UP CASH WITHIN THE DEALERSHIP BUT HELP THE BOTTOM LINE. OUR
DEALERSHIP VISION IS TO GROW YOY, WE HAVE ONLY BEEN OPEN 4 YEARS AND WANT TO CONTIUE TAKE THE
NEXT STEP AND NET OVER 1 MILLION DOLLARS NET FOR THE FIRST TIME. THE BENEFITS OF LOWERING OUR
TURNED INVENTORY WILL ALLOW US TO USE THAT MONEY IN OTHER DEPARTSMENTS TO MAZIIMIZE OUR GP.
THIS WILL ALSO HELP OUR CASH FLOW AND PROFITABILITY. IF WE DO NOT LOWER OUR TURN WITHIN THE PRE-
OWNED DEPARTMENT WE WILL COLLECT AGED UNITS, TAKE LOSSES AND ULTIMATELY NOT GROW. THIS IS A
MAJOR ISSUE THAT WE NEED TO ADDRESS, IF WE DO NOT TURN FAST ENOUGH WE WILL HAVE THIS ISSUE
CONTINUE. | WANT THE DEALERSHIP TO GROW AND TO DO THIS WE NEED TO INCREASE OUR TURN AND DAY
SUPPLY OF VEHICLES IN RETURN WILL HELP SERVICE AND PARTS.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
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?
TRACK USED INVENT. SOURCE MYSELF/SALES 45 DAYS 90 DAYS
VEHICLE TURN MANAGER
CHECK INVENTORY DEALERSOCKET MYSELF DAILY DAILY
DAILY
ACTION PLAN FOR WHOLESALE SALES MANAGER 30 DAYS 30 DAYS
75+ AGED UNITS AUCTION
TURN INVENT. FROM DEALERSOCKET SALES TEAM 12 MONTHS 12 MONTHS
6 TIMES A YEAR TO 12
HARD TURN POLICY N/A MYSELF 30 DAYS 30 DAYS
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FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

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

0000

KEEP A LOG OF TRADES/PURCHASED VEHICLES

TRACK INVENTORY DAILY

CHECK MARKET DAY SUPPLY

CHECK STATEMENT AND CALCULATE FROZEN CAPITAL WITHIN THE USED VEHICLE DEPARTMENT MONTHLY.
TRACK VEHICLES WITHIN OUR MARKET

Potential Obstacles? Potential Solutions?
THE USED VEHICLE MARKET TRAINING
COST OF RECON SET UP POLICIES
UNEXPECTED COST WORK WITH SERVICE DEPT TO GELP RECON
TURN TIME WORK WITH SERVICE AND PARTS MANAGER
STAFFING IN SERVICE
DETAIL DEPT.

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

0000

BY SETTING OUR GOAL TO TURN OUR INVENTORY FASTER THE USED VEHICLE DEPARTMENT WILL INCREASE
IT'S GP. | WANT THE DEPARTMENT TO NET OVER $750,000. WE WILL HAVE MORE CHANCES IN THE F&I DEPT IF
WE TURN OUR INVENTORY FASTER AND INCREASE THAT DEPT. AS WELL. THIS WILL HELP THE WHOLE

NEAI EFPQUID

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.

| WILL ASSURE WE STAY ON TRACK BY CREATING A POLICY FOR RECON TIME AND WORK HAND AND HAND WITH
OUR SERVICE DEPT TO ASSURE WE MAX OUR GP. IF WE TRACK THIS DAILY WE CAN SEE HOW WE ARE
TRACKING AND MAKE CHANGES. YOU DON'T KNOW WHAT YOU DONT TRACK SO IT IS VITAL WE TRACK OUR
PROGRESS. WE WILL HAVE TO BE STRICT ON OUR HARD TURN POLICY AND AFTER 75 DAYS THE VEHICLE HAS
TO BE GONE.
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