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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

| will increase our used truck inventory turn ratio to a 2 month supply from our current 3.8 month supply by the
end of the 3rd quarter, September 30th, 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

Achieving this goal will give us the ability to maintain our capital and utilize it in the most efficient and productive
way possible. Having the proper wherewithal allows us to stay flexible with our planning and decision making
(power of purchasing, re-investment, hiring suddenly available top end talent, etc.) and can help propel our
services and capabilities into the marketplace. It will also give a heeded boost to all departments. If we can
increase our used truck turns and supply our inventory with good used trucks, we can naturally: motivate the
salesman, put more trucks in the market to increase parts and service.
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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?
Create inventory Procede (DMS) Used Truck MGR Have outlets for 9/30/2020
contrale anod inventans that
Improve our recon Meeting room Used Truck Create win/win 9/30/2020
nracecs MGPRI/Sorvice MGPR sconarin hohweon
Sign up for new Arcadium CRM Dealer Principal To ensure that our 9/30/2020

CPM cvctom

invantarioe aro
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How will you track your progress? Where will you find the information? How often will you check in?

0000

We will track our progress with a used truck meeting on the first Friday of every month. We will use frozen
capital guidelines provided by ATD to use as a measuring device and ensure that our 2 month supply goal is
being accomplished. This will ensure that our inventory is staying fresh and moving with the needs of the
marketplace. With available capital we will also continue to invest into makes and models that have a quick
turnaround and bring in greater gross profit. Relying less on the International brand will help with our frozen
capital problems and should consistently increase sales in the short and long term periods. Also in our monthly
meeting we will analyze the sublet charges created by the used truck department. The sublet charges that
involve truck repairs should be RO's within our own service department, as we believe a quick recon time will

Potential Obstacles? Potential Solutions?
-Speed at which we can get new CRM system -Set up follow up meeting with Arcadium CRM
-Push back from service department to help in -Create guarantee work from used trucks if
recon process service can prioritize the reconditioning work.

Potentially dedicate 1-2 techs to this role.

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

0000

Our goal of being a best in class dealer, improving our used truck processes and ultimately focusing on a 2
month inventory supply, will improve our gross profit. With a current average monthly sales of $777,371 and a
gross profit avg of ($47,421) we will look to increase our used truck gross profit to %10 or $77,737, a monthly

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.

We will continue to have a meeting on the first Friday of every month to ensure that our process our being
maintained!
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