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ACTION PLAN 1

e Specific @ Measurable

o Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

My goal is to keep everything within our CIT schedule less than 30 days by 1/1/2021.
Currently we have items aged up to 836 days in our schedule.

BOTTOM LINE: Benefits of Achieving Your Goal

-Receive cash owed to us faster to reinvest
in the dealership.

-Much easier to collect funds early on than
6 months after the deal

-Clear items efficiently off schedule and will
not have to keep going back to finance
managers to collect funds

When will you start? 11/01/2020

Consequences of Not Achieving Your Goal

-Potentially lose out on collecting the cash
all together

-Complacency of finance managers if there
are no consequences of not collecting
funds early

-Waste lots of time looking through CIT
schedule and revisiting same deals
repetitively.

How will you gauge your progress? When? Using which metrics?

I will gauge the progress by monitoring the CIT schedule on a daily basis and count the

number of contracts aged over 30 days.
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What specific actions will you take to achieve your goal? Who can help you?

-Tie a finance managers bonus to keeping all deals under 30 days aging.

-Go through all of our really aged items >90 days and attempt to collect as best we can. The
ones we cannot collect over 150 days we will write off as loss and take off the list so we don't
take up anymore resources continually trying to collect.

-Continually monitor the CIT schedule and make sure to stay on top of getting updates from

finance of any deals that are over 10 days

-Hold weekly CIT meeting with our finance managers to go through all deals over 10 days old.

Potential Challenges?
-Some people are difficult to collect from.
-Finance Managers and Office staff can be

complacent because we currently have
plenty of working capital at our store

Potential Solutions?
-Force finance managers to be diligent
about calling customers and/or banks to
collect all of the owed cash on the deal

-Impose repercussions for aged deals over
30 days by taking away a bonus
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