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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
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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: Reduce the Pre-Owned Vehicle Frozen Capital to <20% of the inventory value by end of Q3.  I will streamline and prioritize the prepping of the used vehicle inventory. No used vehicle will be in the service process longer than 4 days from the sales department request for prep.  
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: Reducing the total Pre-Owned Vehicle Frozen Capital will increase the amount of cash on hand. Used vehicles will be available for sale quicker and the possibility of more vehicles going through the process which in turn will generate more GP. 
 
Consequences are: frozen capitol and not recognizing GP.    

Cash is Oxygen.  
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	A: Internal Sales RO's will be reviewed on a weekly basis to ensure the service goal of 4 days or less is being met. TTWR in CDK can ce filtered to show only the sales department RO's, their days open and their status.  Ro's will be reviewed for open date to "Ready to Process" status.  
	A_2: Service Capacity
Push back due to lower internal rate


	A_3: Dedicate tech/bay to used vehicle
Create small multiplier or penalty to service incentive if the 4 day goal is met.
	R: Based on current financial statement, this reduction in Pre-Owned Vehicle frozen capitol will result in approximately $1,000,000 in available cash.
	S: Weekly reminders of the RO days for each location. Also, monthly reminders of what the service incentive could have looked like if the goals were met (or not met). SM will be held responsible for the goal. if it is not met, the reasons for the process will be strongly reinforced. 
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