ATD ACADEMY

=
FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant 0 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

Improve the net profit of the new truck sales department.
- Focusing primarily on the GP of New Truck sales; 2022 was 4.5% - Goal is 6.0%+ by July 31, 2023.
- Reduce floor plan costs on trucks - May 30, 2023.
- Body builders - Currently there is no policy on body builders and flooring agreements.
- Fleet customers - Poor communication to the fleets on the arrival of trucks and time needed to fund deals.

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

Increasing the net profit will ensure the health and stability of the dealership.

Increased profit is more cash. Not achieving our goal will be lost opportunities to reinvest in the dealership and
grow the business in all aspects.

This goal is important to me as | am now responsible for the new truck sales department and | want to make
sure we are contributing positively and not a burden on the dealership.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? em
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

Evnoncoc in

oavnonco tn coo if it

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Review old deals & Accounting & Salesmanager Find out which deals 03.31.2023
nraofit loviole roanarting aro holow aniide of
Inform sales dep. of Sales Meeting Salesmanager Get buy in from 03.07.2023 03.07.2023 ]
CGD anal & nlan caloc toam
Review GP% on Sales coordinator Sales coordinator/ | Find upcoming deals 03.31.2023
nnecominag deale manaanor that ara tono low aon
Meet with individual New deals info Salesmanager Increase margin to 04.06.2023
calocmen tno roview achiove ATD Alide
Deliver revised Salesmen Increase profit on 04.14.2023
auntec tn clictomers doale
Review aged floor Accounting Salesmanager Find out deals that 04.06.2023
nlan aro incroacing
Develop floorplan Salesmanager Clear expectations 04.28.2023
nalicyv for hadv on Eloarnlan
Develop procedure Salesmanager Reduced floorplan 04.28.2023
for commiinicating cnct
Communicate & Floorplan policy Salesmen / Reduced floorplan 05.05.2023
imnlemaent flaar nlan Calacemananor
Communicate Build dates and Sales coordinator Faster payment & 05.05.2023
deolivars datec with dalivarvy echodiila L<alocmaon doliverv of floot
Review GP% on DMS reporting Salesmanager Measure results of 07.31.2023
Qalac actinne tn coo if nnal
Review Floorplan Floor plan reports Salesmanager Measure floorplan 07.31.2023
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How will you track your progress? Where will you find the information? How often will you check in?

0000

Create individual task in Outlook with reminders and due dates and assign as necessary.

Historic information will be from our Procede DMS using reports and historic financial statements.

Initial check in will be weekly and then after changes have been implemented reporting will be done monthly to
ensure targets are being met and maintained and identify any problem areas. Reports will be setup to auto run
and email to responsible individuals.

Potential Obstacles? Potential Solutions?

Resistance from sales people to increase Train sales staff to increase the perceived value

margins on customers for fears of losing deals. of our products in theirs and the customers eyes

And resistance on customers with increase in to justify the increase. Also calculate the lost

price of trucks. commission to the sales people due to the low
GP%. Ensure that our sales process from quote

Body builders may want more flexibility with to delivery is smooth and transparent and high

floor plan depending on the body and materials quality.

availability. May experience resistance to

sharing costs of floor plan on the chassis. May need to negotiate with specific body

builders on floor plan depending on their needs.
Ensure that chassis specs are correct and no
modifications are required by the body builder to

mal/n thnair nrnnnce emnnthar and nninlzar

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

0000

The potential increase in new truck vehicle profit is $800,000.00 base on prior year sales and GP%.

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.

Each deal will be signed off by the sales manager and sales person prior to the customer being given a price,
this way there is no discrepancy at the end of the deal and no unauthorized discounts will be given.

Reporting will be communicated directly with all the sales staff in sales meeting and one on one with each sales
person. Automated reports will be setup to track floor plan expense and GP%.
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      - Body builders - Currently there is no policy on body builders and flooring agreements.
      - Fleet customers - Poor communication to the fleets on the arrival of trucks and time needed to fund deals.
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	A: Create individual task in Outlook with reminders and due dates and assign as necessary.
Historic information will be from our Procede DMS using reports and historic financial statements. 
Initial check in will be weekly and then after changes have been implemented reporting will be done monthly to ensure targets are being met and maintained and identify any problem areas. Reports will be setup to auto run and email to responsible individuals. 
	A_2: Resistance from sales people to increase margins on customers for fears of losing deals. And resistance on customers with increase in price of trucks.

Body builders may want more flexibility with floor plan depending on the body and materials availability. May experience resistance to sharing costs of floor plan on the chassis.
	A_3: Train sales staff to increase the perceived value of our products in theirs and the customers eyes to justify the increase. Also calculate the lost commission to the sales people due to the low GP%. Ensure that our sales process from quote to delivery is smooth and transparent and high quality.

May need to negotiate with specific body builders on floor plan depending on their needs. Ensure that chassis specs are correct and no modifications are required by the body builder to make their process smoother and quicker.
	R: The potential increase in new truck vehicle profit is $800,000.00 base on prior year sales and GP%.
	S: Each deal will be signed off by the sales manager and sales person prior to the customer being given a price, this way there is no discrepancy at the end of the deal and no unauthorized discounts will be given.
Reporting will be communicated directly with all the sales staff in sales meeting and one on one with each sales person. Automated reports will be setup to track floor plan expense and GP%. 
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