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FINANCIAL MANAGEMENT HOMEWORK – ACTION PLAN

S M T

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.”

R

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? 

RM TS ASpecific Measurable Achievable Relevant Time bound
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

A TS M

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles? Potential Solutions?

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

R

How will you track your progress? Where will you find the information? How often will you check in? 

A TS M

A A

S M T

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.

S A

What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

FINANCIAL MANAGEMENT HOMEWORK – ACTION PLAN


	How does this goal align with or support your dealers vision: I will decrease my dealership's over 90 Parts and Service A/R by $ 25,000.00 by June 30th, 2023. Current Over 90 A/R is $ 125,382, the new goal will be $ 100,000.00
	v1 FM ATD ACTION PLAN fillin via v9 Takeaway: How does the goal align with Dealers' vision?: We want to have "clean receivables", and want to chase "good" business with customers that pay timely. 

Benefits?:  Increased cash flow/reduced frozen capital. Less credit holds to release for Managers, and Accounting Team. 

Consequences?: Increased Frozen Capital/less cash on hand for dealer. Looks poor on report, compared to peers and other stores in dealer group, as well as the 20 group composite. 
	SPECIFIC ACTION STEPRow1: Weekly Review of A/R Summary

	NECESSARY RESOURCESRow1: DMS/A/R Reports

	WHO IS ACCOUNTABLERow1: GM
	EXPECTED RESULTRow1: More Attention to over 90
	EXPECTED COMPLETION DATERow1: Ongoing/Each Wednesday

	ACTUAL COMPLETION DATERow1: 3/1/23
	CHECK OFF: 
	SPECIFIC ACTION STEPRow2: Bi-Weekly Calls/Follow-ups with Collections

	NECESSARY RESOURCESRow2: DMS/A/R Reports

	WHO IS ACCOUNTABLERow2: A/R Clerk
	EXPECTED RESULTRow2: Increased Customer Communication/Awareness
	EXPECTED COMPLETION DATERow2: 3/15/23
	ACTUAL COMPLETION DATERow2: 
	undefined_2: 
	SPECIFIC ACTION STEPRow3: Deposits/Check Payment Method

	NECESSARY RESOURCESRow3: Phone Calls upon estimate

	WHO IS ACCOUNTABLERow3: Service Advisors/ Service Manager
	EXPECTED RESULTRow3: Reduced Exposure
	EXPECTED COMPLETION DATERow3: 3/15/23
	ACTUAL COMPLETION DATERow3: 
	undefined_4: 
	SPECIFIC ACTION STEPRow4: Phone Calls to GM/on over 60 holds"


	NECESSARY RESOURCESRow4: Credit Limit / Review Hold Screen
	WHO IS ACCOUNTABLERow4: Parts Salesman/Parts Manager

	EXPECTED RESULTRow4: Release Less Holds
	EXPECTED COMPLETION DATERow4: 3/15/23
	ACTUAL COMPLETION DATERow4: 
	undefined_6: 
	SPECIFIC ACTION STEPRow5: Earlier Phone Calls from GM on "ugly accounts"

	NECESSARY RESOURCESRow5: DMS A/R Reports

	WHO IS ACCOUNTABLERow5: GM
	EXPECTED RESULTRow5: Accounts being Manged before 60/90
	EXPECTED COMPLETION DATERow5: 4/1/23
	ACTUAL COMPLETION DATERow5: 
	undefined_8: 
	SPECIFIC ACTION STEPRow6: Increased Communication w/AP and GM

	NECESSARY RESOURCESRow6: Phone and A/R Reports

	WHO IS ACCOUNTABLERow6: A/R & GM
	EXPECTED RESULTRow6: Earlier Involvement on possible "issues"
	EXPECTED COMPLETION DATERow6: 4/15/23
	ACTUAL COMPLETION DATERow6: 
	undefined_10: 
	SPECIFIC ACTION STEPRow7: Increased Communication w/GM/PM/SM

	NECESSARY RESOURCESRow7: Phone A/R Reports
	WHO IS ACCOUNTABLERow7: GM/PM/SM
	EXPECTED RESULTRow7: Increased awareness/customers
	EXPECTED COMPLETION DATERow7: 4/15/23
	ACTUAL COMPLETION DATERow7: 
	undefined_12: 
	SPECIFIC ACTION STEPRow8: Less Exceptions
	NECESSARY RESOURCESRow8: Hold Screen 
	WHO IS ACCOUNTABLERow8: PM/APM
	EXPECTED RESULTRow8: Less Holds Released
	EXPECTED COMPLETION DATERow8: 5/15/23
	ACTUAL COMPLETION DATERow8: 
	undefined_14: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	undefined_16: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	undefined_18: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	undefined_20: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	undefined_22: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	undefined_24: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	undefined_26: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	undefined_28: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	2020 National Automobile Dealers Association All Rights Reserved: 
	A: Every 30 Days, I will run a report to measure our over 90 A/R (Customer Service/Parts) to ensrue taht we are trending towards our goal. 
	A_2: Customer Cash Flow Issues
Uncertain future of economy/freight, possible recession, and or downturn
Customer Relationships Damaged 
	A_3: Personal Conversations with customers/accounts.
Increased amount of "good" business.
Clean Accounting Reports/metrics that meet industry guide and are in line with others in the 20 group composite. 
	R: We will have $ 25,000 less frozen capital/increased cash flow for our dealer/dealership. 
	S: Daily review of credit holds, limited access of "who can" release Holds, and more conversations with outside salesman, as well as Parts/Service Manager/APM and Service Advisors. 
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