FINANCIAL MANAGEMENT

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

We will increase our Pre Owned Car/Truck Gross (line 34 on F/S) to $700 Per. We are currently at 429 MTD
through May and will get to $700 MTD by July 31st.

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

This goal aligns with dealers vision to increase gross profit which in turn will align with an increase in Selling
gross with expense control happening along the way., The benefits of achieving this goal will be addressing one

area the Gross profit funnels down to Selling gross. If we do not hit this objective it will translate into lower
earning after total semi fixed expenses.
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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?

Desking Used managers GSM Under allow on all Task will be made clear
trade deals by JUne 16th

Save a deal New and used GSM- Desk Managers | Find deals that walked | Task will be made clear
managers over low trade values, june 16th

Evaluation tool Used managers GSM- Desk managers Thouroughlky Task will be made clear
appraising trades to June 16th
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FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

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

Progress will be from a daily report submitted from the managers to me. The information will be sent to my email
directly. I will check it daily and have a follow up meeting weekly on Friday mornings to go over results good or
bad.

Potential Obstacles? Potential Solutions?
Not receiving the information. Have a physical copy put on my desk
Managers short cutting Approve the format of reporting prior to roll out-

Ask them what the fait consequences dhould be
if the information being requested is not
received.

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

0000

Right of the bat on a 150 Deliveries at 700 per that is an additional $271 increase resulting in an additional
$40,650 in top line gross, not including what gains are made in quick turns, holding costs, trades acquired,
additional car deals being made etc etc.

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.

©2020 National Automobile Dealers Association. All Rights Reserved. 3



	How does this goal align with or support your dealers vision: We will increase our Pre Owned Car/Truck Gross (line 34 on F/S) to $700 Per. We are currently at 429 MTD through May and will get to $700 MTD by July 31st.
	1: This goal aligns with dealers vision to increase gross profit which in turn will align with an increase in Selling gross with expense control happening along the way., The benefits of achieving this goal will be addressing one area the Gross profit funnels down to Selling gross. If we do not hit this objective it will translate into lower earning after total semi fixed expenses. 
	SPECIFIC ACTION STEPRow1: Desking
	NECESSARY RESOURCESRow1: Used managers
	WHO IS ACCOUNTABLERow1: GSM
	EXPECTED RESULTRow1: Under allow on all trade deals by minimum $500
	EXPECTED COMPLETION DATERow1: Task will be made clear JUne 16th
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Save a deal
	NECESSARY RESOURCESRow2: New and used managers
	WHO IS ACCOUNTABLERow2: GSM- Desk Managers
	EXPECTED RESULTRow2: Find deals that walked over low trade values, credit, etcetc
	EXPECTED COMPLETION DATERow2: Task will be made clear june 16th 
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Evaluation tool
	NECESSARY RESOURCESRow3: Used managers 
	WHO IS ACCOUNTABLERow3: GSM- Desk managers
	EXPECTED RESULTRow3: Thouroughlky appraising trades to determine actual cash value, Sell customers on value based of information
	EXPECTED COMPLETION DATERow3: Task will be made clear June 16th 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: Progress will be from a daily report submitted from the managers to me. The information will be sent to my email directly. I will check it daily and have a follow up meeting weekly on Friday mornings to go over results good or bad. 
	A_2: Not receiving the information. 
Managers short cutting

	A_3: Have a physical copy put on my desk
Approve the format of reporting prior to roll out-
Ask them what the fait consequences dhould be if the information being requested is not received. 
	R: Right of the bat on a 150 Deliveries at 700 per that is an additional $271 increase resulting in an additional $40,650 in top line gross, not including what gains are made in quick turns, holding costs, trades acquired, additional car deals being made etc etc. 
	S: 
	Check Box1: Off
	Check Box2: Off
	Check Box3: Off
	Check Box4: Off
	Check Box5: Off
	Check Box6: Off
	Check Box7: Off
	Check Box8: Off
	Check Box9: Off
	Check Box10: Off
	Check Box11: Off
	Check Box12: Off
	Check Box13: Off
	Check Box14: Off
	Check Box15: Off
	Check Box16: Off


