ATD ACADEMY

o

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

o Specific @ 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

Increase servic sales by 50% each month by May 2023

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?

Service sales align with our goals because good service and short lead times are valuable to our new truck
sales/used truck sales/ and parts department. In the month of December 2023 our service sales was much
lower in our Shreveport location than Longview. And | beleive are lack of being able to turn work effectivly has
effected are new and used sales customers. Our market can supply more than enough service work, its just up
to us to turn it effectively.
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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?

Verify right shop People Service Manger/GM | Effective triage, and January 2023 January 2023 ]
foreman in position assignment of jobs

Right back parts People Parts Correct and timely January 2023 April 2023 N
counter person in Manager/Service ordering of parts,

Right Service People Service Manager Effective January 2023 2023 ]

Advisors in positon communiciation with
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How will you track your progress? Where will you find the information? How often will you check in?

0000

We will look at service sales monthly, as well as dwell times, and track jobs that are held up for "waiting on
parts"

Potential Obstacles? Potential Solutions?

Available people Training people from within

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

0000

161,100 in service sales per month

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.

Continue to monitor dwell time, customer surveys, and above all else, the numbers.
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