
FINANCIAL MANAGEMENT

1©2020 National Automobile Dealers Association. All Rights Reserved. v2 FM ACTION PLAN FILL-IN  via v9 Takeaways

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.  
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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
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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
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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.  


	How does this goal align with or support your dealers vision: Improve/streamline my service process for both my Ford and Honda stores. Decrease the declined service rate and impower my advisors with the tools they need to make more money for themselves and the store. Utilize tools that measure performance and coach based on real metrics. 
	1: Previously have operated completely autonomous and now moving to the same campus. The benifits will be every one is aligned on the same mission of increasing the profitability of the store and increasing our fixed absorption rate. This goal is important because the dated processes and missed opportunities are glaring. 
	SPECIFIC ACTION STEPRow1: Evaluate current process
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: P&S Director/Trey

	EXPECTED RESULTRow1: Identify pitfalls
	EXPECTED COMPLETION DATERow1: 6/25

	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Evaluate tools available in the marketplace
	NECESSARY RESOURCESRow2: 
	WHO IS ACCOUNTABLERow2: P&S Director/Trey/GM

	EXPECTED RESULTRow2: Select tool that adds the most value to our store
	EXPECTED COMPLETION DATERow2: 6/25
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Evaluate cost of each tool

	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: Trey

	EXPECTED RESULTRow3: Most bang for buck
	EXPECTED COMPLETION DATERow3: 6/26
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: How can our current process be improved? 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: P&S Director/Trey
	EXPECTED RESULTRow4: Begin to identify next steps 
	EXPECTED COMPLETION DATERow4: 6/30
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: What tool can help us most and be the most cost effective? 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: Trey
	EXPECTED RESULTRow5: Evaluate ways to implement new process

	EXPECTED COMPLETION DATERow5: 6/30
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Meet with each advisor and see what they need from us to improve? 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: P&S Director/Trey/Service Manager

	EXPECTED RESULTRow6: See how the tools in marketplace align with their wants & needs
	EXPECTED COMPLETION DATERow6: 6/18
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: How do these new tools align with the needs of the advisors? 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: P&S Director/Trey
	EXPECTED RESULTRow7: Formalize new process
	EXPECTED COMPLETION DATERow7: 6/22
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Select new tool

	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: Trey
	EXPECTED RESULTRow8: ""
	EXPECTED COMPLETION DATERow8: 7/6
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: Meet with advisors and implement new
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: P&S Director/Trey/Service Manager
	EXPECTED RESULTRow9: Aligned mission
	EXPECTED COMPLETION DATERow9: 7/9
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: Continue to coach and develop and identify
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
Service Manager
	EXPECTED RESULTRow10: continual development
	EXPECTED COMPLETION DATERow10: 1/1/21
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: Measure results
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: P&S Director/Trey/Service Manager

	EXPECTED RESULTRow11: How to we need to adapt and tweak new process
	EXPECTED COMPLETION DATERow11: ongoing
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: Quanified reporting. Reports from DMS and new tool selected. Weekly.
	A_2: Buy in from managers. Change is never easy.
	A_3: Show the immediate value.
	R: additional 100,000 in profitabilty 
	S: Continual coaching and developments. Have set meetings that identify advisors strengths and weaken
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