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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

v1 FM ATD ACTION PLAN fill-in via v9 Takeaway



3©2020 National Automobile Dealers Association. All Rights Reserved. v1 FM ATD ACTION PLAN fill-in via v9 Takeaway

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: We would like to evaluate our pricing matrix. The reason for this evaluation is to make sure we are using the proper pricing strategy so we don't lose business when quoting initial pricing. We will compare our current pricing matrix to other industry standard pricing and see if our margins are in line. I would like to evaluate the pricing and have any adjustments made entering the 4th quarter, 2020.
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: This aligns with our vision of having the parts at a competitive price for our customers. If we are able to get our pricing right we will have a higher close rate on call in customers who are price sensitive. If we do not do something about this pricing issue we will continue to miss out on business from that segment of our customer base. This is extremely important to us in order to gain market share as we continue to grow.
	SPECIFIC ACTION STEPRow1: review current pricing
	NECESSARY RESOURCESRow1: CDK access
	WHO IS ACCOUNTABLERow1: Parts manager, GM , owner
	EXPECTED RESULTRow1: Find out what we are currently doing
	EXPECTED COMPLETION DATERow1: 08/01/2020
	ACTUAL COMPLETION DATERow1: 
	CHECK OFF: 
	SPECIFIC ACTION STEPRow2: Find other suggested pricing models
	NECESSARY RESOURCESRow2: OEM, ATD, 20 group
	WHO IS ACCOUNTABLERow2: Parts manager, GM
	EXPECTED RESULTRow2: Find out what pricing models are out there
	EXPECTED COMPLETION DATERow2: 09/01/2020
	ACTUAL COMPLETION DATERow2: 
	undefined_2: 
	SPECIFIC ACTION STEPRow3: Compare pricing models
	NECESSARY RESOURCESRow3: Excel
	WHO IS ACCOUNTABLERow3: Parts manager, GM
	EXPECTED RESULTRow3: Discover what we think will work best for us
	EXPECTED COMPLETION DATERow3: 09/15/2020
	ACTUAL COMPLETION DATERow3: 
	undefined_4: 
	SPECIFIC ACTION STEPRow4: Present findings to owner for approval
	NECESSARY RESOURCESRow4: All from above
	WHO IS ACCOUNTABLERow4: Parts manager, GM, owner
	EXPECTED RESULTRow4: Make a final decision and implement
	EXPECTED COMPLETION DATERow4: 10/01/2020
	ACTUAL COMPLETION DATERow4: 
	undefined_6: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	undefined_8: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	undefined_10: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	undefined_12: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	undefined_14: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	undefined_16: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	undefined_18: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	undefined_20: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	undefined_22: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	undefined_24: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	undefined_26: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	undefined_28: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
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	A: We will track our progress through weekly meetings to share information, we will call other industry resources through our 20 groups and ATD academy, contact our OEM's and review ATD best practices. The deadlines are outlined in the objective.
	A_2: Understanding how to make changes in CDK

Lack of understanding of pricing structures
	A_3: Contact CDK and request assistance 

Utilize relationships with other parts people and seek advice.
	R: If we are able to capture 1% more  gross on orders from each of our parts reps we would make an additional $280.00 per business day or $6500 monthly.
	S: Since this is a system setting the pricing will be automatic, we will need to review annually for best practices or to make adjustments where needed.
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