NADA

—
ACTION PLAN 1

e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

| want to get all Contracts in Transit and Vehicle Recievables collected at a maximum of 4
days.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Get our cash that is owed to us. Improves The longer it takes to get our cash the
our liquid cash flow. This is what runs the more likely something will go wrong. May
entire dealership. not get the amount we had expected or we

have the opportunity of not getting the
money at all or having to recontract with
another bank or Worst case senario would
be to have to go get vehicle. Also needing
liquid cash to buy more inventory or
operate daily.

We can start immediately.
When will you start?

How will you gauge your progress? When? Using which metrics?

This should be relatively easy to manage. | can look at our accounts 1110 and 1020 daily
and see where we currently stand on all deals. The thing is to also watch deals that aren't
getting to the office or are not getting capped. If the deal is not capped it doesn't show in
these accounts as waiting on money.
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What specific actions will you take to achieve your goal? Who can help you?

As we stand now, we do e-contracting with most all of our lenders. But there are a couple of
banks we use that still do not offer this and we have to mail in the physical paperwork.
Currently we only use these banks if the customer requests or they are the only ones that will
buy the loan. We will keep on them to let us know as soon as they offer e-contracting. In our
contracts in transit currently we have one deal that has not been funded that is 11 days old.
This is way too old; it is a paper contract and the credit union is slow. | need to train our
finance manager to call the bank/rep and check on status on a daily basis to help speed the
process up. | will also get with our Title Clerk and explain that paper contracts need to be
done immediately when they get to the office to get them mailed quickly (done before all cash
or e-contracting deals). The FM will need to inform the title clerk of all paper contract deals.
Since our Finance Manager is relatively new, we also need to make sure she is reading and
understanding all stipulations on approvals so we don't do something to get the loan held up
or rejected. This has also been an issue lately. In our current Vehicle Receivables, we have 2
deals sold to a business that have not been paid in 20 days, over $105,000 (they are a
reputable business and we will be paid but still unacceptable on the time someone dropped
the ball). I will need to get with our sales managers about making sure we are working with
the businesses to get the money before they get the vehicle. At least then we have the
leverage over them. | put this specific one on the SM because he is the one that worked this
deal and delivered vehicle and had paperwork signed remotely. The Finance Manager is not
allowed to let them leave without getting paid. We have got to start holding the Sales
Manager responsible for their actions and not just doing their part and forgetting about it.
Also implement a companywide no vehicle without payment regardless of who the customer
is.

Potential Challenges? Potential Solutions?
Sales Managers not wanting to change. Tell the SM they have to comply with the
Banks continue to say they are new policy.
understaffed and don't care how long it Get the Finance Manager to ensure
takes them to fund the deal. everything on their end is done correctly.

The office people have to be quick to issue
payoffs and get the deals worked and
mailed off.
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The office people have to be quick to issue payoffs and get the deals worked and mailed off. 


