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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

FINANCIAL MANAGEMENT HOMEWORK – ACTION PLAN
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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
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FINANCIAL MANAGEMENT HOMEWORK – ACTION PLAN

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: My Sales Department will increase our number of Retail Sales from 15 New units per month and 29 Used units (2019 Average) per month to 18 new and 36 Used per month by the end of this year, 2020. Target evaluation and achievement date will be December 31st, 2020, with a target start date beginning this current month or the Month of June 2020.  
	1: Retail Sale numbers of 15 new and 29 used was an 8% year-over-year increase in New, and a 19% year-over-year increase in Used. Our new goal is a further increase in Retail Sales Volume of 17% New and 19% Used retail. 

This will support "our" dealer vision (Dealer principle and myself) in a few ways:
-This aligns with our dealer's budgetary goals for the sales department of $141,000 combined gross, at $2200 per unit, plus F&I. 
-This would be calling for the year-over-year continuous improvement that we strive for as a team.
-This would increase the moral of the entire sales department leading to happier people and better overall performance, with better compensation for all. 

BENEFITS include:
-Bringing excitement back to the Front end of the dealership, and back to a dealer principle that has blatantly expressed being burnt out. 
-Achievement of budgetary goal for a profitable bottom line and full expense absorption. 
-Relieves pressure on fixed operations in an uncertain economic environment.
-Would be instrumental in refining sales processes that includes consistent adaption to an ever-changing dealership retail environment.

CONSEQUENCES include:
-Negative bottom line
-Decreased Moral by Sales Department and lack of drive
-Potential for valuable employees to leave or retire.

This goal is extremely important to me because it means that we are continuously improving. First, and foremost, my ultimate goal is to run a profitable Sales Department overall, so that our dealer principle has a relief of pressure that he has born on his shoulders alone for 25 years. I wish to step in and bear the weight with him for his relaxation out of the environment in any way that I can. Profitability, especially in the past, has been the greatest challenge of Laramie Peak Motors, and so I am hoping to bring my drive, passion, and improvement ideas into play for a better bottom line year in and out. 
	SPECIFIC ACTION STEPRow1: Daily:
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: 
	EXPECTED RESULTRow1: 
	EXPECTED COMPLETION DATERow1: 
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Manage Recon List daily
	NECESSARY RESOURCESRow2: V-auto, DMS for decisions, spreadsheet tracking in google sheets shared with the sales people for their awareness
	WHO IS ACCOUNTABLERow2: ME
	EXPECTED RESULTRow2: The first 20 minutes of each morning is to be dedicated to meeting with service and seeing where every vehicle is
	EXPECTED COMPLETION DATERow2: 8:30 am each day
	ACTUAL COMPLETION DATERow2: Evaluation December 31st, or End of day
	SPECIFIC ACTION STEPRow3: 1-on-1's with each sales person
	NECESSARY RESOURCESRow3: Time and Vinsolutions
	WHO IS ACCOUNTABLERow3: Entire Sales Department 
	EXPECTED RESULTRow3: Meet with each sales person immediately following recon to determine daily deliveries and what desking opportunities we have
	EXPECTED COMPLETION DATERow3: 10 am each day
	ACTUAL COMPLETION DATERow3: Evaluation December 31st, or End of day
	SPECIFIC ACTION STEPRow4: Coach each Sales person on 1 item
	NECESSARY RESOURCESRow4: Vinsolutions for response audits, spreadsheet for tracking
	WHO IS ACCOUNTABLERow4: ME
	EXPECTED RESULTRow4: Tweak processes each day for the better or make a recommendation for continuous improvement
	EXPECTED COMPLETION DATERow4: EOD
	ACTUAL COMPLETION DATERow4: EOD
	SPECIFIC ACTION STEPRow5: Weekly:
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Price Audits/ changes by 2% every 7 days
	NECESSARY RESOURCESRow6: V-auto provision and conquest
	WHO IS ACCOUNTABLERow6: ME
	EXPECTED RESULTRow6: Pricing is aggressive and current by end of week, with 2% changes to bump our vehicles to the top of 3rd party SRP's
	EXPECTED COMPLETION DATERow6: Friday of each week
	ACTUAL COMPLETION DATERow6: By Friday of every week
	SPECIFIC ACTION STEPRow7: Check and update specials running on the website
	NECESSARY RESOURCESRow7: dealer.com specials tool
	WHO IS ACCOUNTABLERow7: ME & Marketing
	EXPECTED RESULTRow7: keep current specials on our website that are relevant and helpful for volume
	EXPECTED COMPLETION DATERow7: Monday of each week
	ACTUAL COMPLETION DATERow7: Monday EOD
	SPECIFIC ACTION STEPRow8: Updates to salespeople's volume in relation to goal by meeting
	NECESSARY RESOURCESRow8: vinsolutions and DMS
	WHO IS ACCOUNTABLERow8: ME and sales
	EXPECTED RESULTRow8: relay the trend the sales person is at individually, and where they need to be as well as the number of touch points they will need to meet or exceed goal
	EXPECTED COMPLETION DATERow8: Wednesday of each week
	ACTUAL COMPLETION DATERow8: Wednesday EOD
	SPECIFIC ACTION STEPRow9: Run lead source performance reports
	NECESSARY RESOURCESRow9: Vinsolutions
	WHO IS ACCOUNTABLERow9: ME
	EXPECTED RESULTRow9: audit 3rd party and new lead sites as well as digital retailing for awareness of lead performance so that changes can be made if necessary
	EXPECTED COMPLETION DATERow9: Monday EOD
	ACTUAL COMPLETION DATERow9: Monday EOD
	SPECIFIC ACTION STEPRow10: Gross Report
	NECESSARY RESOURCESRow10: DMS, Tuesday Sales Meetings
	WHO IS ACCOUNTABLERow10: ME
	EXPECTED RESULTRow10: knowledge of gross trend and what steps need to be taken to meet or exceed
	EXPECTED COMPLETION DATERow10: Tuesday 8am
	ACTUAL COMPLETION DATERow10: Tuesday 8am
	SPECIFIC ACTION STEPRow11: Adaptation Training
	NECESSARY RESOURCESRow11: Thursday Sales Meetings 
	WHO IS ACCOUNTABLERow11: Sales Department
	EXPECTED RESULTRow11: Relay and train on new trends or processes
	EXPECTED COMPLETION DATERow11:  Thursday 8 am
	ACTUAL COMPLETION DATERow11:  Thursday 8 am
	SPECIFIC ACTION STEPRow12: Monthly:
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: Sales Goals Review with Sales department
	NECESSARY RESOURCESRow13: vinsolutions and DMS
	WHO IS ACCOUNTABLERow13: Sales Department
	EXPECTED RESULTRow13: clearly define goals/ expectations for the upcoming month
	EXPECTED COMPLETION DATERow13: 1st day of the month
	ACTUAL COMPLETION DATERow13: first business day, EOD
	SPECIFIC ACTION STEPRow14: Communicated Budgetary Goals 
	NECESSARY RESOURCESRow14: Tuesday Meeting
	WHO IS ACCOUNTABLERow14: Sales Department 
	EXPECTED RESULTRow14: Clearly communicate budget and goals for the month as well as assign gross spiff
	EXPECTED COMPLETION DATERow14: First Tuesday 8am
	ACTUAL COMPLETION DATERow14: First Tuesday 8am
	SPECIFIC ACTION STEPRow15: Measure Monthly lead/ BDC performance
	NECESSARY RESOURCESRow15: Vinsolutions and DMS
	WHO IS ACCOUNTABLERow15: ME and BDC DPT
	EXPECTED RESULTRow15: measure conversion and performance of the BDC department and assign goals 
	EXPECTED COMPLETION DATERow15: First business day of month
	ACTUAL COMPLETION DATERow15: First business day of month EOD
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: -I will be able to track progress to budget on the financial statement with my better understanding, as well as in the DMS for the tracking of units and gross per copy and check in each week.
- Progress on leads will need to be tracked through reports in Vinsolutions our CRM, as well as through spreadsheet for overall calls/touches/appointments/conversions/sales.
-I will need to track the intangibles like coaching ops through spreadsheet.
-Recon will be tracked through a shared and updated google sheet.
-Leads will be tracked through BDC department reports and Vinsolutions reports for performance. 
-Sales will be tracked through DMS.
-Marketing performance will be tracked through dealer.com analytics.

	A_2: -Covid-19 Pandemic.
-Oil Crisis on Economy.
-Wyoming Energy Crisis.
-Team Buy-in to changing processes
-Time for scheduling and appointments stated for action steps.
	A_3: -Scheduling and sharing meeting invites through team.
-Controlling what we can control like our drive and will.
-Controlling and minimizing expenses that aren't proving ROI. 
-Proving value to process changes.
	R: $250,000+, with proper alignment if fixed operations meet their goals. Sadly, a bottom line profit that the dealership has seen less than a handful of times in it's 26 years of existence. 
	S: This will be the most important piece of the entire process. Holding accountable to all appointments and upholding the resolve for consistency day in and out. And this resolve will need to be upheld, 24/7, 365, and beyond into the next year. If we see the constant improvement it will be measurable through the analytics and reports needing run each month. Process will need to be in writing, and extremely clear to all personnel so that the habits are built and are easy to continue. 
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