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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
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Potential Challenges? Potential Solutions?

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


	1: I WANT TO DECREASE MY PARTS, SERVICE AND BODY SHOP RECEIVABLES TO 0 - 5% 90 DAYS OR LESS FROM OUR CURRENT OF 35% OVER 90 DAYS. 



WITHIN 6 MONTHS, I WANT TO SEE 15% OF THE TOTAL OVER 90 DAYS AND WITHIN 1 YEAR I WOULD LIKE TO SEE 0 - 5% OR LESS OF THE TOTAL OVER 90 DAYS. 
	1_2: * A REDUCTION OF FROZEN CAPITAL IN FIXED OPS, CURRENTLY, THIS RECIEVABLE NUMNER ACCOUNTS FOR $90,270.25.



*A GREATER DAYS SUPPLY OF CASH.



*ADDITIONAL LIQUIDITY IN THE BUSINESS, WHICH WILL HAVE MULTIPLE APPLICATION (ACCELERATED PAY DOWN OF WORKING CAPITAL LOANS AND MORTAGAGE - THE POSSIBILITY TO PAY FOR USED CAR INVENTORY OUTRIGHT VS FLOORPLANNING)



*A PROPER ASSESSMENT OF BOTH FIXED OPERATIONS DEPARTMENT AND OVERALL PROFITABILITY, AS THESE RECIEVABLES ARE IN THE GROSS PROFIT, BUT CASH IS NOT IN HOUSE. THE EXPENSE IS CURRENTLY BEING HIDDEN ON THE BALANCE SHEET.



*THE ABILITY TO IDENTIFY TROUBLESOME ACCOUNTS AND POTENTIALLY REPLACE THESE ACCOUNTS WITH OTHERS WHO WILL PAY WITHIN 30 DAYS. 



*BETTER OVERALL AWARENESS OF DEPARTMENTAL OPERATIONS FOR MANAGEMENT.
	1_3: *NOT COLLECTING CASH, AS RECIEVABLES OF THIS AGE ARE MOST LIKELY UNCOLLECTABLE.



*FROZEN CAPITAL IN THE FIXED OPS DEPARTMENTS.



*OVERPAYING COMMISSIONS TO SERVICE AND PARTS STAFF, SINCE GROSS IS RECORDED, BUT PAYMENT ISN'T COLLECTED. THIS IS A DOUBLE NEGATIVE, AS PAYMENT FOR PARTS IS MISSING AND THE COMMISSION PAID IS COMING OUT OF THE BUSINESS, AS WELL. 



*"DIRTY" SCHEDULES LEADING THE ADDITIONAL MAN HOURS SPENT CLEANING AND RECONCILING, WHEREAS, THESE MAN HOURS COULD BE BETTER UTILIZED IN AREAS THAT GROW OUR BUSINESS AND INCREASE GROSS IF THIS PROBLEM DIDNT EXIST. 



*AN OVERALL ATTITUDE OF TOLERANCE OF THESE ISSUES WILL LEAD TO A LAXIDAZICAL MINDSET AND LESS OF AN EMPHASIS ON COLLECTION OF DEBT WILL OCCUR.



*UNNECESSAEY BAD DEBT WRITE OFF, WHERE YOU ARE COLLECTING 40 CENTS ON THE DOLLAR IN THE FORM OF A WRITE OFF.
	When will you start: 12/1/2021
	1_6: THESE RECEIVABLES WILL BE BROKEN INTO 3 SUB SCHEDULES THAT STILL PCL TO THE SAME LINE ON THE BALANCE SHEET. THEY WILL BE CUSTOMER SERVICE A/R, CUSTOMER PARTS A/R AND BODY SHOP A/R. THIS WILL ALLOW US TO SEE SPECIFICALLY WHERE THE PROBLEM LIES.



NEXT, ALL OF THESE SCHEDULES WILL BE BROKEN OUT WITH A 12/1/21 START DAYS AND FOR EACH SCHEDULE, WE WILL OUTLINE THE TOTAL AMOUNT, THE AMOUNT AND PERCENTAGE OVER 90 DAYS, THE DAYS SUPPLY OF RECEIVABLES OVER 90 DAYS AND DAYS SUPPLY OF RECEIVABLES OVERALL.


	1_8: *IDENTIFY THE PROBLEM ACCOUNTS AND NOT ALLOW PURCHASES TO BE MADE UNTIL THE ACCOUNTS ARE MADE CURRENT. ADDITIONALLY, DISCUSS NO LONGER EXTENDING CREDIT TO THESE ACCOUNTS.



*ANALYZE CUSTOMER A/R AND DETERMINE WHY PAYMENT WAS NOT COLLECTED, AS NON BUSINESS ACCOUNTS SHOULD BE PAYING AT THE TIME OF SEREVICES BEING COMPLETED AND PARTS BEING PURCHASED. ARE CERTAIN EMPLOYEES CAUSING THE ISSUE? ARE PROCESSES BROKEN?



*INSTITUTE A 2/10, NET/30 INCENTIVE TO COLLECT DEBTS FASTER AND SOONER, TO PREVENT RECEIVABLES FROM AGING GOING FORWARD.



*HAVE RECEIVABLE MEETINGS WEEKLY WITH OUR A/R CLERK, CONTROLLER, GENERAL MANAGER AND FIXED OPS MANAGEMENT ON FRIDAYS, TO REVIEW WHAT HAS BEEN COLLECTED, WHAT IS AGAIN AND WHAT SHOULD BE THE HIGH PRIORITY RECEIVABLES TO FOCUS ON.



*MATCH PAY PLANS TO THIS GOAL BY DEDUCTING ANY UNCOLLECTED RECEIVABLES FROM THE RESPECTIVE DEPARTMENT MANAGERS COMMISSIONABLE GROSS PROFIT FIGURES AND CHARGEBACK THE EMPLOYEES WHO HAVE BEEN PAID ON THIS DEBT THEIR PERCENTAGE. 



*NEW AND EXISTING ACCOUNT APPLICATION FOR CREDIT WITH REFRENCES. ADDITIONALLY, HAVING A CREDIT CARD ON FILE WITH A CONTRACT SIGNED THAT UNLESS AN AGREEMENT WAS REACHED, THE CREDIT CARD ON FILE WILL BE CHARGED AFTER 90 DAYS.
	1_9: 1) UNDERSTANDING FROM 20+ YEAR CLIENTS IN THE PROCESS CHANGES.



2) LOW MORALE FROM MANAGEMENT AND EMPLOYEES REGARDING DEDUCTION FROM COMMISSION AND CHARGEBACKS FOR UNCOLLECTED DEBT. 



3) ADDITIONAL RESPONSIBILITIES/TIME MANAGEMENT FOR ACCOUNTING AND FIXED OPS MANAGEMENT. 
	1_11: 1) BEING SELECTIVE WITH WHO THE NEW RULES ARE APPLIED TO. POTENTIALLY GRANDFATHER IN ACCOUNTS WITH STELLAR TRACK RECORDS AND GIVE INCENTIVES TO OTHERS FOR THEIR COMPLIANCE.



2) COUNTERACT THE CHARGEBACKS WITH A DEPARTMENT WIDE BONUS FOR US REACHING OUR A/R GOAL, AS WELL AS, A SPIFF FOR EMPLOYEES WITH ARE ABLE TO COLLECT AN AGED RECEIVABLE.



3) SUPPORT THESE EMPLOYEES BY APPROVING OVERTIME OR REPURPOSING ADDITIONAL SUPPORT PERSONNEL TO ASSIST IN MAKING PHONE CALLS AND SENDING LETTERS AND OR EMAILS TO AIDE IN COLLECTING. ALSO, ASSIST IN ALLOWING SUPPORT PERSONNEL TO AIDE IN NON-RELATED TASKS TO FACILITATE KEY MANAGEMENT TO BE ABLE TO HOLD OUR FRIDAY A/R MEETINGS. 


