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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.  

A TS M

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? 

A TS M

A A

S M T

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: Increasing technician proficiency by 3% per quarter until the end of the year while ending at 75%+. 
Tech proficiency will be measured on a weekly basis. Daily research into technician efficiency, available time and indirect labor will be required to discover exactly where the overall proficiency in being impacted.  
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: Increasing technician proficiency will add to gross profit and ultimately increase our over all fixed absorption. The benefits of increasing our tech proficiency and fixed absorption are a healthier dealership, less expenses and a happy upper management group.  Currently our fixed absorption is calculated at 83%. This is far below the standard. The consequences of not increasing tech efficiency include, less profit, OEM pressure to be financially fit, additional pressure on sales department to sell more trucks in order for entire dealer to be profitable, potential inter department animosity that may lead to low employee moral, etc.
	SPECIFIC ACTION STEPRow1: Tech available time
	NECESSARY RESOURCESRow1: CDK
	WHO IS ACCOUNTABLERow1: Service Manager
	EXPECTED RESULTRow1: .01%
	EXPECTED COMPLETION DATERow1: Daily
	ACTUAL COMPLETION DATERow1: 
	CHECK OFF: 
	SPECIFIC ACTION STEPRow2: Tech Indirect labor
	NECESSARY RESOURCESRow2: CDK
	WHO IS ACCOUNTABLERow2: SM and Foreman
	EXPECTED RESULTRow2: Only as required
	EXPECTED COMPLETION DATERow2: Daily
	ACTUAL COMPLETION DATERow2: 
	undefined_2: 
	SPECIFIC ACTION STEPRow3: Tech Efficiency
	NECESSARY RESOURCESRow3: CDK
	WHO IS ACCOUNTABLERow3: SM
	EXPECTED RESULTRow3: 95% +
	EXPECTED COMPLETION DATERow3: End of Q3
	ACTUAL COMPLETION DATERow3: 
	undefined_4: 
	SPECIFIC ACTION STEPRow4: Tech Proficiency
	NECESSARY RESOURCESRow4: CDK
	WHO IS ACCOUNTABLERow4: SM and Foreman
	EXPECTED RESULTRow4: 72%
	EXPECTED COMPLETION DATERow4: End of Q3
	ACTUAL COMPLETION DATERow4: 
	undefined_6: 
	SPECIFIC ACTION STEPRow5: Tech Proficiency
	NECESSARY RESOURCESRow5: CDK
	WHO IS ACCOUNTABLERow5: SM and Foreman
	EXPECTED RESULTRow5: 75%
	EXPECTED COMPLETION DATERow5: End of Q4
	ACTUAL COMPLETION DATERow5: 
	undefined_8: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	undefined_10: 
	SPECIFIC ACTION STEPRow7: Reduce Tech OT
	NECESSARY RESOURCESRow7: CDK
	WHO IS ACCOUNTABLERow7: SM and Foreman
	EXPECTED RESULTRow7: .01%
	EXPECTED COMPLETION DATERow7: Immediately 
	ACTUAL COMPLETION DATERow7: 
	undefined_12: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	undefined_14: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	undefined_16: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	undefined_18: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	undefined_20: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	undefined_22: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	undefined_24: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	undefined_26: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	undefined_28: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
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	A: TPR, ETTR and UHR in CDK will allow me to check on progress daily and weekly. i will check in with the SM on a weeklt basis and check their function usage daily. 
	A_2: Senior Techs
SM unwilling to change daily habits
Upsell
	A_3: Track performance and discipline as needed
New SM
Tech incentive for sold hours and up-sell. 
	R: With a door rate of $142.00 per/hr, a 10% increase in tech proficiency can equal and additional $29,000.00 annually per tech. Current tech total of 17 = $500,000 additional revenue. $500,000 revenue @ 65% GP will add an additional $325,000 dollars of margin.
	S: Daily research into technician efficiency, available time and indirect labor will be required to continue to maintain the increased proficiency.  Accountability/Discipline at all levels will be a requirement.  Add process to our Service Department SOP. 
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