FINANCIAL MANAGEMENT

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant 0 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 reduce monthly floor plan expense on aged inventory.
We will decrease our aged floor plan expense from $2,760/Mo to $1,380/Mo by 9/30/20.

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

By reaching our goal the dealership will reduce the number of aged New Car vehicles in stock, while simultaneously
increasing our new vehicle inventory turn. This will lead to a reduction in floor plan expense.

If we do not get our aged inventory in line it will lead to a host of additional problems including;

An increase in New Vehicle Inventory Dollars.

Loss of business due to undesirable inventory.

Loss of possible incentive opportunities.

Increase in comp relatable to spiffs paid out to move aged inventory.

Increase in policy expense.

This is important to me because it will effect several areas of our business. It gives us an opportunity to improve our allocation
with the OEM and reduce annual expense at the store level.
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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?
Highlight aged inventory Videographer D'Lacy Stith Drive shoppers to aged 7/15/2020
on dealership website Photographer Buddy Travis inventory
Spotlight aged inventory Videographer Buddy Travis Increased 6/30/2020
on 3rd Party sites Photographer Kyle Rogge SRP
Use inventory age Inventory Manager D'Lacy Stith Drive shoppers to aged 6/30/2020
based pricing online Website Buddy Travis inventory
Create a process to CRM D'Lacy Stith Drive shoppers to aged 6/30/2020
drive sales associates to Buddy Travis inventory resulting in
Create process to Lot Manager D'Lacy Stith Increased visibility and 6/30/2020
merchandise aged Chris Berry allure of aged inventory.
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How will you track your progress? Where will you find the information? How often will you check in?

0000

I will track the process by documenting the number of aged inventory count as well as dollars in Floor Plan Expense.
| will utilize Toyota Dealer Daily and Monthly Financial Statement.
Weekly/Monthly.

Potential Obstacles? Potential Solutions?

Long term sustainability. Weekly/Monthly tracking.

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

0000

From our current standing it will be a $16,551 decrease in annual expenses. With a long term goal of $20,000 annual
reduction in expense.

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.
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