ATD ACADEMY

o

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant 0 Time bound

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.”

o000

My Goal is to increase GP percentage from 26.5 to 27.5 by the end of our fiscal year(March 2022), this will
need to be accomplished by growing top dollar sales at the same time.

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?

My owners will be exstatic when this goal is completed.

The benefits of this goal will be increased profits for our locations, that will afford WE to continue to aquire top
talent, train, develop, and treat our empoyees and customers the way they are supposed to be treated.

Decreased profits will be the consequences, which slows hiring, bonuses, and new programs that enhance
employee performance.

This goal is important to me because higher profits trickle down to every employee in our company. When this
happens it impacts all parts of our business and helps strengthen our "whatever it takes" culture.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 0
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Work stock class by time mike apple growth in gp 10-31-21 11-5-21 ]
stock class to
PM's use EOD time Each PM growth in gp every day going ?
report to manage forward
use low GP report to time PM and MA growth in gp every week going ?
find new ways to forward

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



ATD ACADEMY

=
FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

How will you track your progress? Where will you find the information? How often will you check in?

0000

Our progress will be tracked through our P & L statment on our WEreporting menu. This will be check multiple
times a week.

Potential Obstacles? Potential Solutions?
Store locations not following policy. Have a weekly follow up with each parts
manager.
Making time to manage this process. Move all AP to central support and make report

to help based on low gross and customers not
set up with any margin structure.

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

0000

1.6 Million dollars to profit based on average sales rate for this year.

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.

Once goal is fully implemented and results are accomplished WE will continue to have a monthly call with each
manager on low GP opportunities and ways to purchase and train.

©2020 National Automobile Dealers Association. All Rights Reserved. 3



	How does this goal align with or support your dealers vision: My Goal is to increase GP percentage from 26.5 to 27.5 by the end of our fiscal year(March 2022), this will need to be accomplished by growing top dollar sales at the same time.
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The benefits of this goal will be increased profits for our locations, that will afford WE to continue to aquire top talent, train, develop, and treat our empoyees and customers the way they are supposed to be treated.



Decreased profits will be the consequences, which slows hiring, bonuses, and new programs that enhance employee performance. 



This goal is important to me because higher profits trickle down to every employee in our company. When this happens it impacts all parts of our business and helps strengthen our "whatever it takes" culture. 
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Making time to manage this process.
	A_3: Have a weekly follow up with each parts manager. 



Move all AP to central support and make report to help based on low gross and customers not set up with any margin structure.
	R: 1.6 Million dollars to profit based on average sales rate for this year. 
	S: Once goal is fully implemented and results are accomplished WE will continue to have a monthly call with each manager on low GP opportunities and ways to purchase and train.  
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