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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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that sƉeciĮc actions or steƉs will you take to accomƉlish your goal͍  that will you do diīerently or imƉrove͍ 
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
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FINANCIAL MANAGEMENT

Potential Obstacles͍ Potential ^olutions͍

�OTTOM LIN�͊ that is the Įnancial imƉact ;eǆƉressed in dollarsͿ oĨ achieving your goal͍

R

,ow will you track your Ɖrogress͍ there will you Įnd the inĨormation͍ ,ow oŌen will you check in͍ 

A TS M

A A

S M T

CON'RAThLATION^͊ zou͛ve accomƉlished your goal͊ zou added or adũusted Ɖolicies͕ Ɖrocedures͕ and 
behaviors. Now what͍ ,ow will you ensure you and your staī do not Ĩall back into the Ɖrevious habits 
that Ɖroduced Ɖoor results͍ �e sƉeciĮc.
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	How does this goal align with or support your dealers vision: Our Goal is to increase our Gross Profit% for our top 4 wholesale accounts.  We want to increase our Gross Profit from average of 15.75% to 20%.  It is time to re-evaluate our relationship because it seems to be tipping in their favor.  The top 4 accounts are all one company with 4 locations in the local area.  The account is Brandywine Coach works, Exton, West Chester, Chadds Ford and Trooper.  We also have a big concern about the returns.  Their returns are equivient to the gross profit we ha ve made on them YTD.  We must readjust our gross to exceed the level of returns.  We currently refer all our customers exclusively to them for all Insurance claimed autobody repairs.
	1: This goal is important because we are missing a big opportunity to add to our parts bottomline.  We have not been proactive in addressing this concern.  Our Dealer Vision is supported by responsibly managing our profitablity for the financial wellness of our company.
	SPECIFIC ACTION STEPRow1: Set meeting with Branywine
	NECESSARY RESOURCESRow1: Bring relavent reports to prove our case
	WHO IS ACCOUNTABLERow1: Parts Manager and Me
	EXPECTED RESULTRow1: They agree to adjust margin of our parts
	EXPECTED COMPLETION DATERow1: Sept 30th
	ACTUAL COMPLETION DATERow1: Sept 30th
	SPECIFIC ACTION STEPRow2: Monitor accounts to make sure GP% 20
	NECESSARY RESOURCESRow2: Wholesale Manager adjusts pricing matrix
	WHO IS ACCOUNTABLERow2: Al Alba
	EXPECTED RESULTRow2: Adjust magins of orders for these account
	EXPECTED COMPLETION DATERow2: Sept 30th
	ACTUAL COMPLETION DATERow2: Sept 30th
	SPECIFIC ACTION STEPRow3: Have back up plan if they dont agree
	NECESSARY RESOURCESRow3: Prospect 2 other options
	WHO IS ACCOUNTABLERow3: Al Alba
	EXPECTED RESULTRow3: Determine 2 alternative companies
	EXPECTED COMPLETION DATERow3: Sept 15th
	ACTUAL COMPLETION DATERow3: Sept 15th
	SPECIFIC ACTION STEPRow4: review potenial for wholesale busness
	NECESSARY RESOURCESRow4: they provide order history data
	WHO IS ACCOUNTABLERow4: Al Alba
	EXPECTED RESULTRow4: make certain they can provice business
	EXPECTED COMPLETION DATERow4: Sept 15th
	ACTUAL COMPLETION DATERow4: Sept 15th
	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: We track our parts orders with Brandwine Coach Works with DMS export (Dealertrack Wholesale Analysis)

We check this data monthly

We update pricing mwatrix for their accounts.
	A_2: Brandywine indicates they won't cooperate.  They may indicate they have restrictions with insurance estimates.  They think we won’t make a change….
	A_3: Show good faith by monitoring all referral busness.  Provide them hard evidence of our influence on their business.  Give them a timeline for increased pricing.

Phase 1: six months of 18%

Phase 2: six months at 20%

Than re-evaluate together.
	R: $211,519 Total Gross Sales YTD as of May 2020 at 15.5%.  Increasing our Gross profit % to 20 would increase or bottomline by over 10,000 in the next 6 months.
	S: We will monitor these accounts on monthly bases to be certain to stay on our target margins.  We will make sure we communicate with servcie to continue our exclusivity arrangement.  We want our agreement to be a win win situation.
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