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HOMEWORK — ACTION PLAN

o Specific @ Measurable o Relevant o Time bound

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.”

o000

| will perform 30 mystery shopper calls to evaluate our sales & phone skills within our Parts departments (8 locations) by the
end of Q1 2021.

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?

This goal aligns with our dealership vision as it allows the opportunity to provide training and coaching for the professional
growth of our employees.

Benefits:

It will Identify Opportunity For Improvements (OFI) within our parts departments
Provides an avenue to introduce sales training and coaching where required
Increases sales

Consequences if we don't move foward:

possibly lose sales
provide 'average' customer service
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Utilizing protocol build n/a Michelle grading score card Nov 30
score matrix
Build team to assist with | an individual from FIC Michelle Additional team member Nov 30
calls. who is not recognized
Schedule calls n/a Michelle complete calls - spread March 15
beginning December out over time
Complete scoring matrix n/a Michelle results of current state March 15
Summarize findings & power point Michelle overview March 30
recommendations on pp
Present to GM's n/a Michelle understanding of our April 30
OFI's & buy in
Build Next Steps for n/a GM's Action Plan of next April 30
training & coaching with steps
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How will you track your progress? Where will you find the information? How often will you check in?

0000

I will track my progress with the score card and outlook calendar in respect to hard scheduling the 30 calls.

Potential Obstacles?

| don't foresee any problems with performing the
evaluation, the obstacle will come with the final
presentation of results and coming to consensus and

the 'next step' action plan with the General Managers.

Potential Solutions?

Once results are collected, research all possible
training and coaching solutions to present several
options to the GM's on how to move forward.

Improving selling skills is not a simple concept but
rather large in magnitude and comes with a positive
ripple effect.

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

0000

The financial impact of performing the evaluation is very little, however depending on the results and what OFI's are identified
it could have a large financial impact by increasing sales after coaching and training is implemented.

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.

Random mystery shopper check in's through the remaining of 2021 would keep us on track.
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