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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?

My goal is to get all of our receivables current. As of February 28, 2023 we have $1,378,852
in receivables (Notes, Vehicles & Parts/Service). All of the notes receivable are inter-company
that have been sitting on our books since 2016 (before my time) and | would really like to get
this $1.3 Million to around $500,000.00 by April 31st, 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
If I can achieve my goal- we will be more in Some of our older AR will become

line with NADA guide of 15 days on Parts & uncollectable if we wait too long. This
Service recievables. This would also becomes harder to track when the number
reduce the liabilities on the Chrysler store is so large. The other side of this is the
who owes the majority of the liability on our Chrysler side is putting us in
inter-company to our Ford store. This will an out of trust position on the financial
also ensure we have proper cash flow. statement which could mean a call or visit
Once we get these items cleaned up, this from the manufactuer.

will allow AR to also take on more
responsilibities in the office and not have to
spend so much time chasing aged items.

April 1st
When will you start?

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

| will keep a close eye on our AR schedule- starting with 120 days plus and working down
until I can see a major improvement. | will keep a weekly log of what we are working on and
what we have reduced. | also want to make sure nothing current gets to the point of aging.
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What specific actions will you take to achieve your goal? Who can help you?

First, | am going to pull any workorders that are 30-120 days past due. | want to get together
with our Accounts Receivable clerk and figure out what is the hang up on these. | will involve
my Parts & Service manager as well. Some of the communication | believe they are doing is
simply emailing customers and sending statements. | think if we can all take a few past due
accounts and make phone calls and get credit cards over the phone this can get resolved in a

better way.

The inter company receivables- | will pull files from our previous controller and see why these
transactions were made and get some more information on this. Our CPA's have had these
items on their year end lists for the past few years and we have had no movement. My goal is
to get all the information | can and have a confrence call with them and make the correct
transfers between stores and get this resolved. The liabilities on our Chrysler store are quite

large and resolving this will make a huge impact.

| am going to set up a weekly receivables meeting going forward where we review anything
that wasn't paid current. Coming up with an action plan before it hits 30+ days old. Monitoring
and checking in on a daily basis as to what is outsanding and how we are going to collect.

Potential Challenges?

The biggest challenge | see is that the
communication happening between our AR
clerk and past due bills are not getting to
the correct people. People may have
switched jobs- maybe we are not getting
statements to the correct place. The more
time we take the less likley we are to get
paid on some of these items.

Potential Solutions?

Parts & Service manager getting involved
on the phone calls to these companies is
probably going to be the most effective way
for us to get paid on these. | am seeing that
some of these are repeat customers- if we
have a note in the system and they come

in for another service- getting management
involved to keep a good realtionship as
well as collect our money.

Weekly meetings to address any issues-
also making sure all of our extended
warranty payments get emailed for prompt
payment.
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