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

| want to decrease the NT inventory >120+ days to zero by the end of 1st quarter.

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?

Floorplan expense has increased drastically, so to manage this expense we need to stay on top of our NT aged
inventory. The faster we turn our NT inventory the more money we can save on floor plan expense. With high
truck prices, this expense can have a big impact on the overall profitability. This goal is important to me
because MHC Financial can help provide solutions to the dealership to assist in getting the truck funded faster.
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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?
Gather details on Customer NT sales team Obtain details on 3/1 3/10 ]
the aged units. information why units have not
See if MHCFS has Credit application MHCEFS sales rep Finance truck 3/30 3/30 N
finance opportunity
Partake in weekly myself & regional up to date info on ongoing ongoing
sales meetings NT sales manaager delivery schedule
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How will you track your progress? Where will you find the information? How often will you check in?

0000

I will utilize the branch financial statement to monitor total $ amount of aged inventory. | will follow up with truck
sales people to gather information on customer situation.

Potential Obstacles? Potential Solutions?
- Trucks waiting for parts to deliver - Floorplan finance opportunity with body
- Trucks are at body builder builders

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

0000

By getting NT's delivered faster, we can save approximately $11k in floor plan expense.

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.

"Out of sight, out of mind" It will be important to make it a habit to talk about aged inventory, develop a plan, and
stay consistent.
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