ATD ACADEMY

o

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

o Specific m Measurahle o Relevant o 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 free up Frozen Capital from the Dealership. Over the next 12 months, | want to free up Capital by 50%, by
better managing the different departments of the dealership.

1) Warranty - Currently 68%. Goal to be 100% by 9-1-2020

2) Pre owned Equipment - Currently 610k, my goal is to be at 400k by 9-1-2020

3) Parts & Assc's - Currently 439k in frozen parts capital. My goal is to have that at 200k by 9-1-2020

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

It is the goal of the Dealer Principle to have all departments firing on all cylinders. By freeing up Frozen Capital, we can look
at future expansion. If we don't free up, our growth plan cannot happen. Growing Market Share and profitability need to
happen together. Being in acquisition mode is every goal of a dealership group. Meeting these goals will give this ability to
grow as opportunities come up.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 0
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?
more thorough warranty Mack Svc Rep, Scv Mgr, Warranty be at least 100% 8-1-2020
Warranty Admin. Admin
Improve productivity | Mack Academy, OEM |Scv Mgr, Shop Foremen Maintain 85% 9-1-2020
and effeciency Training productivity and 90%
Whittle down inventory | Advertising, Rigdig, Dir of Used trucks, shrink inventory 9-1-2020
on used equipment Specials Used Truck Sales
Hire 2 Parts Sales Recruit experience Parts Manager, Parts | Grow Parts sales and 9-1-2020
People Salesmen increase Margins
F & | specials lending nstitutions F & | Manager sell more trucks through 9-1-2020
Financing specials
Advertise Truck Paper Soarr and | Dir of Marketing, Dir of sell more trucks 9-1-2020
other networks used Trucks
Train Sales People | Salesman, data bases, New Truck Sales Increase Market Share 9-1-2020
effective sales training Manager
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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 my progress by using the tools | have learned in learning where my base line is and comparing to that. The
information will come from my monthly Financial Statement. | will check in weekly.

Potential Obstacles? Potential Solutions?

Nobody likes change structure to get buy in from all employees

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

0000

It will be the freeing up of $1,153,000 to help with future expansion.

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.

CHANGE IS! when people quit asking questions, this lets people become complacent. By putting in follow up to changes will
keep people from going back to old habits.
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1)  Warranty - Currently 68%.  Goal to be 100% by 9-1-2020
2) Pre owned Equipment - Currently 610k, my goal is to be at 400k by 9-1-2020
3) Parts & Assc's - Currently 439k in frozen parts capital.  My goal is to have that at 200k by 9-1-2020
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