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

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

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

ACTION PLAN 1



©2020 National Automobile Dealers Association. All Rights Reserved.2

Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: My goal is to develop specific procedures and policies to help control past-due receivables.

I want to increase cash flow and decrease the possibility of bad debt.

The metrics will be the aging of the receivables.  I do not want any receivables older than 90 days old.
	1_2: Better cash flow

Better relationship with our vendors

No bad debt

Better communication between our A/R clerk and the parts manager and service director.
	1_3: Aged receivables

Inability to collect receivables and having to write off the bad debt

Decrease in net gross for the specific department and the dealership.

No procedures to help collect receivables.
	When will you start: As soon as the procedures are given to the appropriate employees involved
	1_6: Progress will be gauged by the receivable schedule.  There should be a decrease in any receivables over 90 days old if procedures are followed.
	1_8: These will be the guidelines to acheive the goal.



1st month-Send out statements as usual

At this point the receivables are 1-30 days old.



20th day following 1st statement-21-50 days old

Accounting to call any A/R's not collected.  This will be a pleasant call just inquiring if the vendor has all the invoices needed to be able to pay the balance on the statement.



2nd month-Send out statements again

Invoices now 30-60 days old.

Accounting to call again on any invoices not paid.  Tougher tone this time.  Need invoices paid.

If not paid by the 15th of the 2nd month, give the list of invoices not paid to the parts manager and service director, as appropriate, to have them call the vendors and let them know that the account must be paid or they will be cut off.  Send parts or service employee to vendor to collect payment



3rd month-Send out statements again.

Receivables now 60-90 days old

Cut vendor off until acount paid in full.  They will be COD.
	1_9: Getting all parties on board to follow through with procedures put in place.



Getting a hold of the vendors
	1_11: Followup with A/R clerk. A/R schedule due to  controller on progress of collections.  Accountability.  Similar reporting from parts manager and service director.



Repeated e-mails and calls.  Going to the vendor's place of business.


