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

| will decrease my Contracts in Transit Days Supply from 9.65 days to 6 days by September 30, 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

By reducing the CIT from over 9 days to 6 it will improve our Cash Day Supply, increase our working capital, and strengthen
our financial health as a dealership by having more cash in the bank.

If we do not lower our Contracts in Transit Day Supply it can lead to a host of additional problems including;

Weakened cash position.

Titling issues.

Additional loss of revenue due to absorbent time and efforts spent on 1 deal.

"Kicked deals".

Loss of deal due to approval expiration.

legal liabilities and exposure.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA coon

———

e
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?
Daily CIT Schedule CIT Schedule D'Lacy Stith Daily Awareness 6/22/2020
review Lucas Eastwood
Twice weekly CIT CIT Schedule D'Lacy Stith "Heat Sheet" for 7/6/2020
meeting. All deals currently in an Lucas Eastwood prioritization of at risk
implementation of a Office support staff D'Lacy Stith Mistakes or missing 716/2020
Deal Compliance Officer| Lucas Eastwood items being caught
Strict guidelines for | Guide to be adhered to |All Sales and F&I Mngrs| Less potential problem 6/22/2020
secondary deals. 100% of the time deals put on the road.
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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 by utilizing our CIT Schedule. We will do so twice weekly.
The amount of CIT should consistently decrease on our

Potential Obstacles? Potential Solutions?
Long term sustainability. Consistent tracking.
Increased comp due to compliance officer. Use an existing employee.

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

0000

By decreasing our CIT by 1/3, we should increase our available cash by $770,354.00

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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Weakened cash position.
Titling issues.
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"Kicked deals".
Loss of deal due to approval expiration.
legal liabilities and exposure.
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