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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.  
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SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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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? 
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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: My goal is to begin effectively tracking lost sales.  By doing this, our parts department will become better equipped with parts where we increase our overall FTFR.  I will begin to track this beginning 8/1 and revisit our progress on 8/31.
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: Our dealer body is one of the top parts purchase/sales groups within the OEM network.  By better tracking lost sales, we will be better equipped to support our customers needs.

Achieving this goal will result in better fill rates, better customer satisfaction, and reduce further lost sales.  By not incorporating this goal into our daily activities, we stand to lose customer's confidence in our ability to be their primary source of parts.  

This goal is important to me because it will help our parts department be more efficient in what parts we order.
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	A: Progress will be tracked via DMS system.  Will pull dealer wide report to determine standing of tracking with sister stores.  

This will be tracked weekly and reviewed in depth monthly.
	A_2: Buy in from counter sales

Remaining diligent in entering and tracking
	A_3: Discuss benefits of buy in and how it effects negatively across departments if not.

Proactive approach on work calendar for monitoring and health checks with counter sales.
	R: Difficult to determine without data.  Overall goal is to increase sales by stocking parts that are in demand. 
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