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I know, | know, you think | am confused. Trust rh&now we have three months until 2010 starts. |
suspect 2009 was not a great year for you. If yantwo change your results in the coming year, now
is the time to start planning. Have you starteqqaur budgets for next year? Done your financial
forecasts? Outlined specific programs to improver y@y operating metrics in 2010? You need to
start now to be ready to go in January.

Let me share with you a few steps that you can maketo make more money in 2010:

1. Review your financial performance for 2009 Compare 2009 month-by-month to 2008. Be
sure to include total sales, sales per salespeasahnsales per day. Look for trends in expenses
and cost of goods. Taking a month-by-month lookoair metrics will help you identify which
areas to focus on in 2010. Review your operatinggiosealso: How many cars did you buy per
month? How many did you spend buying cars per ntohiitw much were your expenses for
each car you processed? These are just a few afelrecs you should consider as you look for
ways to improve your results in 2010.

2. Prepare a financial plan for 2010 Using what you've learned, make a financial glaat has
metrics consistent with your forecast. For examypbe, can’t forecast more sales if you buy
and process fewer cars at the same value. If yofoaecasting growth next year, prepare a
bridge. Use a bottom up budgeting process to makain that you have accounted for the
relationship between your metrics and are in atjppsio make the right decisions based on the
numbers. Learn more about bridge plans and botfivudgeting in forthcoming issues of this
publication or by visiting the recycling industrisdussion board at
www.MrMissionPossible.com

3. Involve your people As you do your planning, ask your staff to telywhat they think they
can accomplish in sales, dismantling, buyers,M#tke the 2010 platheir plan. Once they buy
in, you can get them energized to meet the goalslthve set forth for themselves. Have them
tell you what resources they need you to provideney hit their goal. For instance, sales will
tell you how much you need to spend on cars. Bugangell you what they need to make sure
they can buy the required amount, and still keegst cobgoods within projections. Dismantlers
need to tell you what they need to be able to digladhe cars you buy. Make sure that you
have considered the best way to prevent your pdopie sharing teeth. (Learn more about
sharing teeth in a future issue or on the recyctkssussion board.) Don’t forget to include the
people that will be delivering parts to your cusessmin 2010. What do they need to deliver on
time to your newly added accounts?

4. Build accountability and monitor progress Hold a group meeting to communicate the
objectives of your plan and who is accountableésults in each area. Cycle back and check
for the deliverables beginning in February for da@uary results.

If you would like to do even more to make 2010 ybest year in business, join one of our Peer
Benchmarking Review Groups. You will be in groughnd0-12 other non-competitor auto recyclers
to compare metrics, sharpen strategic initiatiaesl share what works and what doesn’t in meeting
2010’s challenges. To learn more about particigatina PBRG, visivww.MrMissionPossible.com




Visit Mr. Mission Possiblevyww.mrmissionpossible.comnto learn more about industry specifieer
benchmarking review groupsrom personal experience, | will tell you theyriwto generate the extra
business required to grow a small business in tougds. | lead these meetings year round for
recyclers and other industries, check my websit¢hi® calendar and Join us!

Visit www.greenweenies.coro learn all the backroom business terms in Rbotsk Green Weenies
and Due Diligence. There are 1,200+ terms in over 300 pages, widltibus illustrations by world
famous artist Gahan Wilson. Register for your freekly “green weenie” by e-mail. If you want to
know what a three fingered booger is, or what’a inain wreck envelopgreenweenies.conthe only
place to go!

Remember, only you can make BUSINESS GREAT!

Please e-mail if you would like me to send previatgles.

AutoSalvageconsultant.conwas formed in 2001 to help recyclers improve thesinesses. The
company has become THE definitive source for rergtimanagement and training needs. The
founder, Ron Sturgeon, is past owner of AAA Smalt @/orld and was part of the partnership that

purchased GreenLeaf from Ford Motor Company, execatturnaround, and sold the company one of

the largest public companies in the auto recydhuginess. You can review his resume, with skills
and experience, atww.AutoSalvageConsultant.comin March 2009, his third boolkJow to Salvage
More Millions from Your Small Business was publishedYou can order it at www.Salvaging
Millions.com. His first book, How to Salvage Mills from Your Small Business was reprinted in the
U.S. and published in China, Korea and the Czeg@uBl&. You can learn more about how to help
your business autosalvageconsultant.comYou can reach Ron Sturgeon by calling 817.834362
by e-mailingrons@MrMissionPossible.cgror by mailing to 5940 Eden, Haltom City, TX 76117




