ATD ACADEMY

o

FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

e Specific m Measurahle 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

We would like to increase gross profit on parts sales from 28% to 30% by reviewing customer accounts with
special pricing. Currently we have 446 accounts with special pricing tied to them and we are going to decrease
them by 75 every month until all have been completed with a target completed date of 10/27/2023. Our goal is
to be at 30% GP on parts sales by 10/27/2023.

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?

R

This goal will provide fair and consistent pricing to all customers. An added benefit to achieving this goal is to
gain loyalty and trust. Failure to follow through with this goal could lead to customer dissatisfaction. This is
important to me because we are looking to retain and develop long term relationships.
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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?
Identify Special Procede Parts Manager Accurate pricing on 4/7/2023
pricing accounts all accounts
Decide if pricing is Procede Parts Manager Rule out accurate 4/28/2023
relevant pricing
Review 75 accounts Procede Parts Manager Corrected account 5/26/2023
pricina
Review 75 accounts Procede Parts Manager Corrected account 6/30/2023
pricing
Review 75 accounts Procede Parts Manager Corrected account 7128/2023
pricina
Review 75 accounts Procede Parts Manager Corrected account 8/25/2023
pricing
Review 75 accounts Procede Parts Manager Corrected account 9/29/2023
pricina
Review 75 accounts Procede Parts Manager Corrected account 10/27/2023
pricing
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FINANCIAL MANAGEMENT HOMEWORK — ACTION PLAN

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

0000

We will filter customers by price code types in Procede and review on a monthly basis.

Potential Obstacles?

-Customers not meeting required sales to meet
discounts.

-As parts become more available, this will lead
to more competition, driving margins down.
-Potential upset customers when increasing
margins.

Potential Solutions?

-Meet with customers to discuss pricing levels.
-Increase customer spending to justify discounts.
-Offset increased pricing with excellent
customer service and support.

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

0000

The financial impact is increased gross profit.

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.

We will limit the number of personnel allowed to adjust customer pricing. We will train staff to offer superior

customer service and not settle for satisfaction.
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	A: We will filter customers by price code types in Procede and review on a monthly basis.
	A_2: -Customers not meeting required sales to meet discounts.

-As parts become more available, this will lead to more competition, driving margins down.

-Potential upset customers when increasing margins.
	A_3: -Meet with customers to discuss pricing levels.

-Increase customer spending to justify discounts.

-Offset increased pricing with excellent customer service and support.
	R: The financial impact is increased gross profit.
	S: We will limit the number of personnel allowed to adjust customer pricing. We will train staff to offer superior customer service and not settle for satisfaction.
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