NADA

—
ACTION PLAN 1

e Specific @ Measurable 0 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 reduce my Service, Parts, & Body Shop Accounts Receivable's Frozen Capital
from September 2021's amount of $560,558 to $0 by December 31st, 2021.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
1) Will free up capital to invest in other 1) Lost opportunities to grow my store with
areas of my store. capital | already have.

2) Will reduce my risk of loss from 2) Wasted payroll expense by spending
non-paying customers. excessive employee time chasing our
money.

3) Ability to focus on todays business
oppose to past business. 3) Higher than average loss from
non-paying customers.

When will you start? October 1, 2021

How will you gauge your progress? When? Using which metrics?
| will gauge my progress by using the Service, Parts, & Body Shop Accounts Receivable

calculation we learned in class at the beginning of every month using the previous months
finalized financial statement.
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What specific actions will you take to achieve your goal? Who can help you?

| will be putting an account receivable process in place to encourage payment from our
existing external accounts. | will be using our Cashier to call each of our past due accounts
twice weekly in attempt to collect payment. If the Cashier does not have success after 2
weeks she will inform my Parts Manager whom has a relationship with the account to collect
payment. Also, once and account is past due we will be putting a pause on the account to
prevent any further purchases on the account until payment is made.

Above and beyond the above process, we will begin doing a thorough screening process for
all new accounts to prevent potential non-payment. We will also do additional screening for
existing account who ask for account limit increases.

My dealer has many locations and while digging into our account receivable schedule | found
that many of our other locations owe my location a large amount of aged money which is
ballooning our receivable schedule. | plan on meeting with my owner to see if we can put a
process in place to have account payable to clear up all inner company receivables monthly
prior to the monthly financial statement being finalized.

Potential Challenges? Potential Solutions?
C1: Parts Department resistance in S1: Explain to the Parts Department why
following the new process. we are implementing the new process and

why it will help their department in the
future if we can reduce our frozen capital.

C2: Cashier not having enough time to S2: Close evaluate the time spent making

perform phone calls to collect payment. collection phone calls and determine
whether additional staff is needed.
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