FINANCIAL MANAGEMENT

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

My goal is to increase gross profit in our service department for customer pay repair orders from 67.79%
(November 30th 2019) to 71.00%. | plan to achieve this goal by May 31st 2020.

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

This goal supports the vision of increasing the departments gross profit and increasing our current fixed
absorption rate of 34.09% (November 31st 2019). It will benefit the cash flow and profit generating aspects of
the dealership. Working towards this goal will give me the opportunity to improve on current processes in our
service department. If | do not reach my goal of 71.00% | am leaving out about $1,000 of profit per month out
of my service depertment. If | succeed increasing my gross profit in the service department, my net profit will
also increase. This goal is important to me due to our service department is in the negative, increasing our
gross profit would greatly benefit the overall dealership.
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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?
Share with Plan manager Me All department
management team meeting managers contribute
Ask for feedback/ Plan manager All managers Come up additional
other solutions feedback meeting ideas.
Share new direction Daily 15 minute Me & service Allow time for
with service advisors huddle manager personal reflection
Look at discounting Daily CP RO’s service manager Identify who, what,
for CP RQO’s daily when with discounts
Hold 1-1 meetings for daily CP RO's service manager Counsel through
underpreforming daily issue
Weekly DMS tracking DMS me have 1-1 with service
manger
Monthly RO tracking composite me increasing
in CP GP % percentage
service manager increase in ELR

increase diagnositics
fee from 70 - 90

DMS controller

increase in ELR

Dispatching per skill
level

Dispatcher

dispatcher / service
manager
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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

I will track my progress by obtaining the FS montlhy and calculating the GP % return on sales and ensure it is
matching my composite number, | will check this mothly and review with department managers.

Potential Obstacles?

1. Excessive Discounts

2. Adjusting Labor Rates

3. Level of work/ Disbatching

4. Mechanic pushback/ complaints about type
of work

5. Employee contribution

Potential Solutions?

1. counseling sessions, put dollar limit on
discount, service manager only has ability to
discount, customer must have a cupon to get a
discount.

2. counseling sessions, only service manager
has abiliy to discount, customer must have a
cupon to get a discount.

3. Master technicians get 115 work, middle
level get 93 and 83, entry level get 83 work.

4. Keep all mechanics turning a minimium of 8
hours per day

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

0000

Bottom line is an increase of $1,000 of gross profit per month.

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.

I should view discount and labor rate adjustments weekly and talk about with service managers. Hold monthy

meetings with managers tracking GP %.
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