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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
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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? 

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.  

FINANCIAL MANAGEMENT HOMEWORK – ACTION PLAN


	How does this goal align with or support your dealers vision: I will increase my parts inventory turns from 4.52 to 6.00 by June 1, 2021.
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: It aligns with our dealer's vision by operating a world class dealership. 

Benefits to achieving this goal are a better inventory in parts, less dollars tied up in obsolete parts, and added dollars to the bottom line. 

Consequences if we do not achieve this goal is dollars tied up in inventory that isn't selling, which means frozen capital that we cannot invest elsewhere in the business.

It is important to me because I want to help get this dealership to a world class operating dealership.
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	A: We will track progress by making an Excel graph for turns, obsolete inventory, and day supply of inventory.

We will get the information from our DMS and use the turn calculator to calculate the value for turns, the dollar amount in our DMS for obsolete inventory, and get dollar of inventory that has over a 45 day supply in stock.

We will check in weekly at our weekly parts meeting and measure our progress. 

	A_2: 1. May lose money from obsolete inventory. 

2. Not getting everybody to "buy in."

3. Stocking new parts that don't do as well as projected.
	A_3: 1. Getting some dollars is better than no dollars and these are actual losses that look like assets.

2. Set up pay plans so they will get a financial reward from the end goal or set up some incentives to help get the buy in.

3. Make deals with supplier that if we get no movement on parts we can return them and try something else. 
	R: Going from $134,695 in obsolete inventory to $0 will free up frozen capital. If we get 50% value, that would be $67,347.50 unfrozen. We could reinvest that into moving inventory/new inventory to create more sales. 
	S: We will still track obsolete inventory, turns, and parts over 45 day supply monthly in our parts meeting with a graph so we can see if there is an up or down movement. This will ensure we do not fall into previous habits. 
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