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HOMEWORK – ACTION PLAN

Name________________________________________________ 	 Class # _________________________

Dealership____________________________________________ 	 Date _ _________________________

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

Goal Start Date: Goal End Date:

First Check-in Date: Performance Objective:

Second Check-in Date: Performance Objective:

Third Check-in Date: Performance Objective:

Fourth Check-in Date: Performance Objective:

Current Situation 
or Challenge to be 
Addressed:

Current Performance 
Level (include specific 
measure):

Goal (what do you 
want to achieve?)

Goal Performance 
Level (include specific 
measure)
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HOMEWORK – ACTION PLAN

How does your goal 
align with the dealers’ 
vision?

What are the potential 
benefits of achieving 
your goal?

What are the potential 
consequences if you 
don’t achieve your 
goal?

Why is the goal 
important to you?

Potential Obstacles

Potential Solutions

BOTTOM LINE! 
Financial Impact of 
Achieving Your Goal 
(expressed in dollars)
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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

As you work toward your goal, it’s important to have interim check points with specific, measurable 
objectives so your team can hold themselves accountable. If everyone knows the goal and objectives, 
you don’t have to spend your valuable time micromanaging.
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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: devan harding
	Class: n366
	Dealership: depaula chevrolet inc 
	Date: 10/15/2020
	Current Situation or Challenge to be Addressed: retaining sales personnel
	Current Performance Level include specific measure: we currently have 15 salesmen and are selling on average 332 units per month
	Goal what do you want to achieve: we want to retain sales personnel to build a team of trained enthusiastic salesmen
	Goal Performance Level include specific measure: increasing to 25 trained sales staff
increasing our average units to 500
	Goal Start Date: jan 1 2020

	Goal End Date: june 1 2020 
	First Checkin Date: feb 1 2020
	Performance Objective: useful knowledge of sales process
	Second Checkin Date: march 1 2020
	Performance Objective_2: extensive product knowledge
	Third Checkin Date: april 1 2020
	Performance Objective_3: mentee
	Fourth Checkin Date: may 1 2020
	Performance Objective_4: independent trained salesman
	How does your goal align with the dealers vision: providing outstanding service to our customers to increase customer retention.
	What are the potential benefits of achieving your goal: Selling more units
improving csi
employee morale
increased profit
customer retention
	What are the potential consequences if you dont achieve your goal: employee retention
unexperience sales staff
no growth within company
	Why is the goal important to you: In my position i see so many salesmen who are unaware of the sales process that we have in place, what it can do for the employee and the store.
	Potential Obstacles: management
communication
follow thru
training
poor attitudes
	Potential Solutions: team building strategies
training
meeting-everyone on board
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: increased sales expense which would be perceived as negative, but with increased knowledge comes more GROSS.
	SPECIFIC ACTION STEPRow1: hiring
	NECESSARY RESOURCESRow1: employement ads
internet
webstie
job fairs
	ACCOUNTABLE PERSONSRow1: hr/ gsm
	EXPECTED RESULTRow1: hired salesmen
	START END  CHECKPOINT DATESRow1: nov 1- continuous

	SPECIFIC ACTION STEPRow2: training of sales process
	NECESSARY RESOURCESRow2: process manual designed by gsm- includes all steps of process
	ACCOUNTABLE PERSONSRow2: trainer/sales manager
	EXPECTED RESULTRow2: salesman with knowledge on our process
	START END  CHECKPOINT DATESRow2: jan 1 2020- jan 31 2020
	SPECIFIC ACTION STEPRow3: product knowledge
	NECESSARY RESOURCESRow3: rep from factory/ experienced salesman
	ACCOUNTABLE PERSONSRow3: sales manager
	EXPECTED RESULTRow3: full product knowledge on units
	START END  CHECKPOINT DATESRow3: feb 1 2020-feb 28 2020
	SPECIFIC ACTION STEPRow4: mentoring
	NECESSARY RESOURCESRow4: process manual to follow the sales process
	ACCOUNTABLE PERSONSRow4: experienced sales man/ sales manager
	EXPECTED RESULTRow4: real life use of the sales process to follow
	START END  CHECKPOINT DATESRow4: march 1 2020- march 31 2020

	SPECIFIC ACTION STEPRow5: 1st phase of selling
	NECESSARY RESOURCESRow5: mentor watching and critiquing process
	ACCOUNTABLE PERSONSRow5: salesman/ sales manager
	EXPECTED RESULTRow5: able to show complete understanding of sales process
	START END  CHECKPOINT DATESRow5: april 1 2020- april 30 2020
	SPECIFIC ACTION STEPRow6: 2nd phase of selling
	NECESSARY RESOURCESRow6: independent sales process
	ACCOUNTABLE PERSONSRow6: sales manager
	EXPECTED RESULTRow6: ability to show, sell and maintain a customer
	START END  CHECKPOINT DATESRow6: may 1 2020- may 31 2020
	SPECIFIC ACTION STEPRow7: graduation
	NECESSARY RESOURCESRow7: **offically a selling machine**
	ACCOUNTABLE PERSONSRow7: sales manager- team
	EXPECTED RESULTRow7: ability to maintain a customer base while bringing in new business
	START END  CHECKPOINT DATESRow7: june 1 2020- current
	poor results Be specific: my plan includes changing the culture of the sales department.  By changing the behaviors that are allowed now (although may be difficult) we will be able to maintain and grow salesmen into an unstoppable team.  This process is going to start with the hiring process, work through the training process at the beginning and straight through the end of a customer transaction. Having multiple training sessions that focus on different aspects of the "sale" we will be investing into the longevity of our sales staff. 

i hope by having a written process on the hiring/training of a salesman we will be able to set the expectation to the new hire.  The transparency of the process that they will follow for the six months of training will show that we are willing to invest on their success.
	Describe any planning or implementation meetings conducted as part of development of your plan: HR- we would need to set up job fairs and attractive ads to bring in potential new hires.

GSM/ Sales Managers- intitial meeting to go over the new hires and present the expectations for the next six months. introduction to the faciltiy and staff.

Salesman- introduction to their mentee and expectations they have being the mentor

weekly- sales meeting to go over new knowledge and employee reviews during the training.


