FINANCIAL MANAGEMENT

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° 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

I will increase the wholesale total sales from an average of $52,556/mo to $75,000/mo by December 31, 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

This goal aligns with the vision of having a stong local market presence and overall growth in the parts
department. This would be the first step on the road to eventually reaching an ultimate goal of 100K in
wholesale per month.

The benefits would be a larger client base and increased gross profit opportunities.

The consequences could be losing more market share or even risk losing current buyers. We must stay
competitive and relevant in the market to continue growth. Putting attention towards new business could mean
less attention for our current buyers.

This goal is important for us to grow our parts department. Wholesale is the one place where we know there is

additional opportunity for growth. Our department does a fantastic job with GP% and we need to give them
additional sales to increase that gross.
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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?
Evalutate current Meeting/Reports for GM Ensure the right
Wholesale Rep/Need past performance employee is handling
Evaluate current buyers Past and current Parts Find additional sales
reports Manager/Wholesale with current buyers
Research new buyer | Reports/Phone/Online Parts Find new buyers
opporunities in market search Manager/Wholesale
Creative ways to Meeting for GM/Parts Increase Sales/Loyalty
~ attractnew ideas/Outside Manager/Wholesale
Follow up/Check in Meeting/Process Parts Staying current with
System Manager/Wholesale buyer communication
Monthly Wholesale Meeting CFO/GM/Parts New ideas and Strategy
Review Manager/Wholesale
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How will you track your progress? Where will you find the information? How often will you check in?

We will track progress with the DMS reports and weekly manager meetings. Taking time to discuss new and
potential business. We will have one monthly wholesale meeting with the GM, Parts and Service Manager, and
wholesale Rep to continue progress.

Potential Obstacles? Potential Solutions?
Lack of new business is market. Creative Marketing/Online opps
Low gross profits/High delivery fee for a new Different Shipping methods/schdules
client
Unqualified wholesale Rep Hire new wholesale rep or redefine current job
One Rep and/or Driver not being enough to description
increase business Hire additional rep and/or driver
Attention on current clients Process for following up/checking in/maintaining

current clients

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

0000

The financial impact would increase the avg mothly wholesale gross profit from $10,605 to $15,135. An
increase of $4,530/mo.

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.

Conitinue to maintain current clients while agressively looking for new ones. Pay plan adjustments to really
encourage and reward continuing growth of the wholesale business. Using our manager meeting to really
disicuss and stay creative with ways to grow current wholesale.
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	How does this goal align with or support your dealers vision: I will increase the wholesale total sales from an average of $52,556/mo to $75,000/mo by December 31, 2020.
	1: This goal aligns with the vision of having a stong local market presence and overall growth in the parts department. This would be the first step on the road to eventually reaching an ultimate goal of 100K in wholesale per month.



The benefits would be a larger client base and increased gross profit opportunities.    



The consequences could be losing more market share or even risk losing current buyers.  We must stay competitive and relevant in the market to continue growth. Putting attention towards new business could mean less attention for our current buyers.



This goal is important for us to grow our parts department.  Wholesale is the one place where we know there is additional opportunity for growth. Our department does a fantastic job with GP% and we need to give them additional sales to increase that gross. 


	SPECIFIC ACTION STEPRow1: Evalutate current Wholesale Rep/Need new/additional help
	NECESSARY RESOURCESRow1: Meeting/Reports for past performance
	WHO IS ACCOUNTABLERow1: GM
	EXPECTED RESULTRow1: Ensure the right employee is handling wholesale
	EXPECTED COMPLETION DATERow1: 
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Evaluate current buyers
	NECESSARY RESOURCESRow2: Past and current reports
	WHO IS ACCOUNTABLERow2: Parts Manager/Wholesale Rep
	EXPECTED RESULTRow2: Find additional sales with current buyers
	EXPECTED COMPLETION DATERow2: 
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Research new buyer opporunities in market
	NECESSARY RESOURCESRow3: Reports/Phone/Online search
	WHO IS ACCOUNTABLERow3: Parts Manager/Wholesale Rep
	EXPECTED RESULTRow3: Find new buyers
	EXPECTED COMPLETION DATERow3: 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Creative ways to attract new business/Incentivize current
	NECESSARY RESOURCESRow4: Meeting for ideas/Outside consultation
	WHO IS ACCOUNTABLERow4: GM/Parts Manager/Wholesale Rep
	EXPECTED RESULTRow4: Increase Sales/Loyalty
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Follow up/Check in System
	NECESSARY RESOURCESRow5: Meeting/Process
	WHO IS ACCOUNTABLERow5: Parts Manager/Wholesale Rep
	EXPECTED RESULTRow5: Staying current with buyer communication
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Monthly Wholesale Review
	NECESSARY RESOURCESRow6: Meeting
	WHO IS ACCOUNTABLERow6: CFO/GM/Parts Manager/Wholesale Rep
	EXPECTED RESULTRow6: New ideas and Strategy
	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: We will track progress with the DMS reports and weekly manager meetings. Taking time to discuss new and potential business.  We will have one monthly wholesale meeting with the GM, Parts and Service Manager, and wholesale Rep to continue progress.
	A_2: Lack of new business is market.

Low gross profits/High delivery fee for a new client

Unqualified wholesale Rep

One Rep and/or Driver not being enough to increase business

Attention on current clients
	A_3: Creative Marketing/Online opps

Different Shipping methods/schdules



Hire new wholesale rep or redefine current job description 

Hire additional rep and/or driver

Process for following up/checking in/maintaining current clients
	R: The financial impact would increase the avg mothly wholesale gross profit from $10,605 to $15,135. An increase of $4,530/mo. 
	S: Conitinue to maintain current clients while agressively looking for new ones.  Pay plan adjustments to really encourage and reward continuing growth of the wholesale business.  Using our manager meeting to really disicuss and stay creative with ways to grow current wholesale.
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