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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: David Brubaker
	Date: 10/05/2020
	Dealership: Team Chevrolet
	What is your current situation and challenge you will address: Currently through June 2020 I am at 59.67% market effective and off 121 new vehicles year to date. I have delivered 182 new vehicles through June which means I am off 20 units per month 120 total through the first 6 months of the year. I will have several challenges I will have when trying to move this number. I will need to change our mindset and pricing of our new car inventory. I will need to work on line internet deals differently than I have in the past. My advertising strategy will need to be changed and redirected. I am committed to making this happen. 
	Example I will decrease my 5K run time from 30 minutes to 21 minutes by June 15: My goal is to get my store to market effective numbers. I need to get this department on the right track to continue to be in my position at this store. There are a lot of positives that come from new car sales that impact the dealership so there is no reason not to be where we should. By next year end of June I want to move my store 2 levels from Unsatifactory to Needs Improvement. This will put me at an average new car month of 45 units and will put me 88 cars ahead of this years second quarter. By the end of Q4 in 2021 I want to be 100% Retail Sales Efective selling 600 plus new units at an average of 50.5 units per month. 
	Why is this goal important to you: My goal is in line with the dealers vision and focus. The benefits of achieving this goal is Finance and Insurance gross $1415 avg./car
UC reconditioning on trade in $900/car
UC retail sale from trade in $1600/car
Advertising and floor plan credits $474/car
OEM retro programs $358/car
Doc fees $199/car
$4946 total opportunity

Also putting another UIO into the market
keeping OEM happy
Warranty & CP Services business
CSI score easier to hit with volume
Future customer to start cycle over again
	SPECIFIC ACTION STEPRow1: reconfigure ad plans and ad dollars
	NECESSARY RESOURCESRow1: ad agency on same page
	ACCOUNTABLE PERSONSRow1: David Brubaker
	EXPECTED RESULTRow1: drive more traffic to our online showroom and in store visits
	START END  CHECKPOINT DATESRow1: Now and will review end of Month through the end of next year
	SPECIFIC ACTION STEPRow2: Manufacturer support with inventory
	NECESSARY RESOURCESRow2: relationships with the factory and ability to sell them on your plan
	ACCOUNTABLE PERSONSRow2: David Brubaker
	EXPECTED RESULTRow2: more inventory on ground to sell
	START END  CHECKPOINT DATESRow2: weekly focus on stocking and ordering what is selling. 
	SPECIFIC ACTION STEPRow3: Advertising Competitive Pricing to drive sales 
	NECESSARY RESOURCESRow3: comparison shopping monthly to make sure we are priced better than competition
	ACCOUNTABLE PERSONSRow3: David Brubaker
	EXPECTED RESULTRow3: More Internet leads and more opportunity to sell new leads. 
	START END  CHECKPOINT DATESRow3: Now through whole campaign and verifying pricing weekly
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	ACCOUNTABLE PERSONSRow4: 
	EXPECTED RESULTRow4: 
	START END  CHECKPOINT DATESRow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	ACCOUNTABLE PERSONSRow5: 
	EXPECTED RESULTRow5: 
	START END  CHECKPOINT DATESRow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	ACCOUNTABLE PERSONSRow6: 
	EXPECTED RESULTRow6: 
	START END  CHECKPOINT DATESRow6: 
	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 work closely with the manufacturer and track sales to exceed prior years monthly new car volume by the additional 20 we need to sell to get on track. I will continue to watch and monitor our progress on the quarterly RSE Dealer Reports to make sure we are moving in the  right direction. We will simply be tracking the volume and individual units that we are missing on for that quarter. We will be checking the progress of this every month and will make adjustments accordingly if we fall backwards. The plan is to grow our business and to go to the 100% RSE # and that will be our focus and driving factor now through the end of next  year. 
	Potential Obstacles: A pandemic
No inventory
Manufacturer Constraints
Desk Manager's old school mindset
Bigger dealers in our aggsa. 
Turnover in staff
	Potential Solutions: No Excuses
Dealer Trades
Ask for More Cars with a Plan
New Mindset New Goals
Focus on what we can control
Cutlure so strong no one leaves

	BOTTOM LINE What is the financial impact expressed in dollars of achieving your goal: The bottom line is so big as you won't even see the growth in your service department for three years. We are building a business and the more units we put into opperation the better the business will be. Just on our averages now of $1900 per car on selling an addition 240 units is $456,000 just in front and back gross. Not including all of the other benefits that I listed above. This is my goal and will be my focus and you have my commitment to get it done. 
	poor results Be specific: 
	Describe any planning or implementation meetings conducted as part of development of your plan: 


