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HOMEWORK – ACTION PLAN

Name________________________________________________ 	 Date___________________________

Dealership:_ __________________________________________________________________________

S   Specific    M   Measurable    A   Achievable    R
  Relevant    T   Time-bound

What is your current situation and challenge you will address?

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.”

•	 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?
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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.

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCE(S)

ACCOUNTABLE 
PERSON(S) EXPECTED RESULT

START, END, & 
CHECKPOINT 

DATES
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HOMEWORK – ACTION PLAN

How will you track your progress? What specific metric(s) will you track? At what intervals will you 
check on the progress?

	 Potential Obstacles?	 Potential Solutions?

  

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

Once you’ve accomplished your goal, 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.

Describe any planning or implementation meetings conducted as part of development of your plan.

Sponsor Signature:_____________________________________________________________________


	Name: Alan Jones
	Date: 07/13/2020
	Dealership: Chapman BMW on Camelback
	What is your current situation and challenge you will address: Internet lead responses. Internet closing ration at a modified result at 10-11%
	Example I will decrease my 5K run time from 30 minutes to 21 minutes by June 15: To have a consistant response to internet leads. To implement New car manager to be involved in leads daily the are up to 72 hours old. To change the culture of the new car dept to realize that leads are the new ups.
To increase the new car closing rate to 14%
	Why is this goal important to you: Internet leads have always been treated as a secondary thought or dealt with by a small group of individuals. If don't change to the changing world we operate in we will be left behind and become obsolete. Leads are the new ups and should be treated exactly the same, probably more aggressively. We leave the fate of our success in a lot of under trained un-motivated hands. Salesmanagers are in the role because they are the best closers. Before we called logs now they need to call the new ups, Internet leads.
	SPECIFIC ACTION STEPRow1: Campaign the idea, the need, the why, the how
	NECESSARY RESOURCESRow1: sales meetings, general conversations, lunch 
	ACCOUNTABLE PERSONSRow1: Alan Jones
	EXPECTED RESULTRow1: To set the stage for change.
	START END  CHECKPOINT DATESRow1: 07/22/20- finish
	SPECIFIC ACTION STEPRow2: Meet with corporate CRM manager
	NECESSARY RESOURCESRow2: Corporate trainers 
	ACCOUNTABLE PERSONSRow2: Damon Booze
	EXPECTED RESULTRow2: Education
	START END  CHECKPOINT DATESRow2: 08/04/20 intense for the deployment week
	SPECIFIC ACTION STEPRow3: Train the  staff
	NECESSARY RESOURCESRow3: Corporate CRM manager 
	ACCOUNTABLE PERSONSRow3: Damon Booze
	EXPECTED RESULTRow3: Minor improvement in responses.
	START END  CHECKPOINT DATESRow3: 08/04-08-07
	SPECIFIC ACTION STEPRow4: On going training
	NECESSARY RESOURCESRow4: Corporate CRM trainer 
	ACCOUNTABLE PERSONSRow4: Karen Conrad
	EXPECTED RESULTRow4: Gradual progress and buy in. 
	START END  CHECKPOINT DATESRow4: Weekly
	SPECIFIC ACTION STEPRow5: Monthly reports
	NECESSARY RESOURCESRow5: CRM trainer
	ACCOUNTABLE PERSONSRow5: Karen Conrad
	EXPECTED RESULTRow5: Identify coaching opportunities.
	START END  CHECKPOINT DATESRow5: Monthly 
	SPECIFIC ACTION STEPRow6: Spot check
	NECESSARY RESOURCESRow6: Time 
	ACCOUNTABLE PERSONSRow6: Alan Jones
	EXPECTED RESULTRow6: Identify non commited individuals
	START END  CHECKPOINT DATESRow6: My down time.
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	ACCOUNTABLE PERSONSRow7: 
	EXPECTED RESULTRow7: 
	START END  CHECKPOINT DATESRow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	ACCOUNTABLE PERSONSRow8: 
	EXPECTED RESULTRow8: 
	START END  CHECKPOINT DATESRow8: 
	check on the progress: I will look after 90 days and see what effect it has on the true closing ratio. Target is 14%, I expect this to take 180 days.
	Potential Obstacles: Sales people buy in. 
Change is typically brutal in this business.
 Short cuts.

	Potential Solutions: Internet leads are a lifeline in todays business if they are repeatedly abused they will be taken away for 1 week, 1 month.
	BOTTOM LINE What is the financial impact expressed in dollars of achieving your goal: We have had 2374 new car leads 01/01-06-30/20. If I can improve the closing ratio by 2% it will add an extra 8 deals per month. This can be the difference between hitting objective or not. Average new car gross in a normal America is $2200, average AVP is $2700, average bonus is $1000, Doc is $499, service picks up a PDI, Kahu install and Detail $300, pack $400. 2% = $56792 per month.
	poor results Be specific: 
	Describe any planning or implementation meetings conducted as part of development of your plan: 


