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FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific @ Measurahle 0 Relevant ° 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

On average, we have a freight expense account with $85,000-100,000 for a full year in each December. We are
looking to start at $0 in January 2022 and maintain a $0 balance throughout the year by charging the freight and
policy as stated below. So, our goal is to Decrease our parts freight account from an expense account to $0 or a
positive revenue account by December 31, 2022

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?

R

This goal aligns with our dealership visions to provide the best customer service in a timely manner. In order to
do this from supporting distibution centers, we must be able to freight in parts to supply to the shop, other
vendors, and consumers. This freight account however, is a service we should be valuing as it places us ahead
of our competition thus the customer service should drive our profits forward without the expense of the freight
account diminishing our returns.

Benefits: Improved Customer Service Experience, improved efficiency through the shop, improved parts sales

velocity
Consequences: over paying in freight and not charging for the service, diminishing our GP returns, stop
charging freight and lose a service provided to the customer and lose sales because of timing.

This goal is important as it is among many small improvements we can make along the way to becoming a
more profitable and efficient dealership.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ o
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?
Input a Freight Training aids, selling | Parts Department, TO get freight 12/31/2022
Charge Policy services, reliable Branch Manager | account to a positive
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How will you track your progress? Where will you find the information? How often will you check in?

0000

By monthly review via our business system on freight expense and credits. Force feed a freight charge to an
invoice based on $ amount and monitor a report that shows adjustments made to the specific frieght charge
with user credentials to recognize who needs training or understanding of the issue with reason codes as to
why frieght was not charged or reduced.

Potential Obstacles? Potential Solutions?
Pushback from customers expecting free Sell the service and benefits of having parts
shipping or not wanting to pay shipping to have faster in lieu of more downtime. Providing a
parts faster. Lack of care from the employees to better service driving more business velocity.

help drive a sale over competitors

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

0000

Current freight acoount expense is $84,650. Reduce this to zero by year-end and start to create a positve flow
into the account.

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.

By the parts and branch manager performing monthly audits of the DMS report and driving continuous training
through action as well as constantly monitoring the appropiate freight charges to be implemented.
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This goal is important as it is among many small improvements we can make along the way to becoming a more profitable and efficient dealership.
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