FINANCIAL MANAGEMENT

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific @ Measurahle 0 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

My goal is to access my wholesale accounts and determine which accounts may need to be terminated, some
may need improvement, and others could become even stronger than they already are. | will evalute 15 of the
accounts by 7/31 and score them. The score will be based on sales, gross %, return %, and acct. standings. |
will have a red, yellow, green light grading system. This system will let me know which accts to let go and

which ones to work on. The end result will be a more profitable wholesale department based on overall gross
increase.

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

Our vision is continious improvement. Continious improvement involves constontaly looking and evaluting
processes to find better ways of doing business.

The biggest benefit is bringing more money to the bottom line.

A potential consequesnce is continuing bad processes or in this case continuing with a poor performing acct it
costs the company money. We spend time on an account that isn't profitable which wastes valuable time that
could be spent on more productive/profitable processes.

It is important to me because my goal other than providing a great place to work and shop is to provide a fair
income. Good practices and continous improvement impacts our bottom line in a positive monentary way which
in turn improves my employees income.
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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?
Pull wholesale report Dealertrack reports Josh Black easy to read reports 7/20/20
review data and grade Dealertrack reports Josh Black easy classification of 7124120
on red/yellow/green Matt Marr accounts
eliminate poor accounts our internal Josh Black eliminate poor 7/31/20
classification document performing accts
brainstorm ways to reports Matt Marr move yellow accts to 8/21/20
improve yellow accts Josh Black green
Put improvement plans | process step by step Josh Black move yellow accts to 9/1/20
in action guide green
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How will you track your progress? Where will you find the information? How often will you check in?

0000

Based on our monthly wholesale reoports. Sent by our business office. We will evaluate the progress monthly.

Potential Obstacles? Potential Solutions?

lack of staff, time, and summer vacations schedule specific times in small managable
blocks to work only on this action plan

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

0000

| don't know the exact net impact at this point. | have to complete the analysis to determine this number but |
assume it will be significant, many thousands!

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 have a monthly month end wrap up meeting. This will be added to the agenda with a clear trending chart.

The results are measured by gross and percentages so trend report will be clear to see if progress is being
made.
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It is important to me because my goal other than providing a great place to work and shop is to provide a fair income.  Good practices and continous improvement impacts our bottom line in a positive monentary way which in turn improves my employees income.
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