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FINANCIAL MANAGEMENT HOMEWORK – ACTION PLAN

S M T

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.”

R

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? 

RM TS ASpecific Measurable Achievable Relevant Time bound
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

A TS M

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles? Potential Solutions?

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

R

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

A TS M
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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.

S A

What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  
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	How does this goal align with or support your dealers vision: To increase YTD parts GP by 3% from 26% to 29% by May 2022. 
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: Our dealership's vision is to be the most diverse and engaged company in transportation solutions;delivering more than just trucks.  By focusing on our customer service, bringing new talent on board and continuing to train that new and exisiting talent we can provide a top notch customer experience that will allow us to have the parts the customer needs when they need it.  



If we achieve this goal we can continue to invest in our employees growth and continuous education which enables the ability to provice the best in class service.



If we do not make this goal we will have to work to decrease expenses which negatively impacts every area of the customer experience.  



This goal is important to me because I want to see our parts department get back to the place they were 2 to 3 years ago in being the best department int he company.
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	A: The P&L and daily doc will be how we track our progress.  We will pull the information from our DMS.  Check ins will happen daily, weekly and monthly depending on which task it is.
	A_2: Resistance from Customers



Resistance from Employees





Reviews of goals does not yield the increase in GP that was expected
	A_3: Explain increase due from inflation 



Explaing the importance of protecing GP to protect our culture



Adjust the goal to find different items to review for a gp increase
	R: For every 1% increase in GP we get that will put an additional $26,500 to the bottom line per month.  If we accomplish the 3% increase that will be an additional $79,500 per month to the bottom line or $954,000 to the bottom line per year.
	S: Continue to review the daily reports that were correct to correct issues in real time.



Review the process for the matrix and parts pricing by upper management as frequently as needed to ensure not falling into old habits.
	Check Box1: Off
	Check Box2: Off
	Check Box3: Off
	Check Box4: Off
	Check Box5: Off
	Check Box6: Off
	Check Box7: Off
	Check Box8: Off
	Check Box9: Off
	Check Box10: Off
	Check Box11: Off
	Check Box12: Off
	Check Box13: Off
	Check Box14: Off
	Check Box15: Off
	Check Box16: Off


