ATD ACADEMY

o

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

o Specific m Measurable o Relevant o 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

Goal: To increase our Warranty recovery percentage by 2% month over month based on Janauary 2022
recovery of 94%. This needs to be completed by EOQ2 resulting in a 104% recovery percentage.

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?

By being more efficeant in warranty this will increase our ELR and our GP as a whole. Consequences if we
dont meet our goals are reduced ELR and GP. It is important to be able to utilize the additional hours to make
additional revenue for the Service department.
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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?

Track tech low pull reports from Brian Paul To find out OFI's for Weekly Weekly ]
recovery Data Insight Training

Track office staff Manual by each Brian Paul To find out OFI's for Daily Daily N
warranty walkbacks instance Training

Tech Round Table Have central Group by Cummins | To find out OFI's for Bi-Weekly Bi-Weekly ]
discussions warranty involved and Freightliner Training
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How will you track your progress? Where will you find the information? How often will you check in?

0000

We are able to track our recovery percentage in Data Insight. We are alos able to track low recovery by
technician. We will check this ever Monday.

Potential Obstacles? Potential Solutions?

Parts supplie issues ordering parts for recall before brinign the unit in
only having one tow in unit
our lot size being so large

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

0000

We are able to generate $20K plus in revenue additionaly per month we increase by 2%.

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.

We will continue weekly low recover meetings with our technicians and continue our walk back log for office staff
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