ATD ACADEMY

o

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

o Specific m Measurable 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 grow parts sales to $1 mill and grow GP to 25% by 8-1-2020. | would like to achieve an extra $50K GP per
month put parts sales.

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?

The owners believe that this Nashville location has the ability to grow faster then other more mature dealerships. The benefit
is any improvement to GP will put us in the position of growing by acquisition. The consequence would be slowed growth.
This goal is important to me because all other Groups here in Nashville have multiple locations. We have 1 and need 2.
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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?
Increase Experienced Recruiting, Network Parts Mgr. Add | per month 8/1/2020
Sales Force
Grow All Brands Parts New Vendors " Diversify Parts 8/1/2020
Bus. Inventory to meet the
Own our AOR Rigdig/Cust list " Grow Customer Base 8/1/2020
other then Mack Cust.
Improve Buying Power Parts History " Grow Product lines to 8/1/2020
we can change from
Control Expenses P&L " Grow without adding 8/1/2020
count
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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 monitor this through reports within CDK. Weekly

Potential Obstacles? Potential Solutions?
Industry Slowdown Grow Customer base to cover industry slowdown
Not finding the right experienced people Utilize recruiting to attract exp salesman.
Back not supporting the front side Use auto routing software to increase efficiency in

back side operations.

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

0000

The financial impact would be an additional $50K GP 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.
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