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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: Kenny Quinn
	Class: 367
	Dealership: Germain Cadillac
	Date: Dec 8th 2020
	Current Situation or Challenge to be Addressed: lack of sales meetings and trainings 
	Current Performance Level include specific measure: currently we have 4 sales reps ( covid crew ) 5 laid off. Sales meetings use to take place every Saturday morning and training was almost daily. We have slipped away from this with a smaller crew and some of the basics are beginning to fade away. 
	Goal what do you want to achieve: once a week sales meeting , weekly product training from sales manager. Quarterly manufacturer training with 100 participation. 
	Goal Performance Level include specific measure: we can track attendance in all scheduled meetings and have consequences for those late or don't attend. 
	Goal Start Date: Jan 3rd 2020
	Goal End Date: on-going 
	First Checkin Date: Jan 9th 2020
	Performance Objective: Have Saturday sales meeting with the crew @ 8:45am 
	Second Checkin Date: Jan 16th 
	Performance Objective_2: Saturday sales meeting @ 8:45am plus cover the info from the weekly sales training. maybe a Kahoot 
	Third Checkin Date: Jan 23rd 
	Performance Objective_3: Saturday sales meeting #3 two weeks worth of product / sales training. Kahoot 
	Fourth Checkin Date: Feb 1st 2020
	Performance Objective_4: 4 Saturday sales meetings, 4 weekly product / sales trainings, 1 factory training. Get feedback for Feb on topics and discussions. 
	How does your goal align with the dealers vision: Mission statement " to attract , develop and retain exceptional people"

Training is a key part in the dealers vision. 
	What are the potential benefits of achieving your goal: Product knowledge benefits not only the sales rep but improves the customer experience as well. Training on skill development or the basics is always beneficial especially with these changing times.  
	What are the potential consequences if you dont achieve your goal: Training Consequences - lack of knowledge on new product. skipping simple steps in the sales process. Factory money not earned because of training. 

Sales meetings
no acknowledgment for performance, Can't share ideas and best practices, no goal setting etc etc. 
	Why is the goal important to you: Training has always been a big part of this business, staying sharp and sharing ideas is crucial for everyone's success. 

Sales meetings allow us to all take 15 minutes and share ideas and acknowledge great performers. Go over objectives and individual goals for current and future months. 
	Potential Obstacles: We don't have time , lets skip this week, I have a customer, I already know that. Attendance


	Potential Solutions: start the sales meeting at 8:45am 15 minutes before we open. Attendance is mandatory to receive leads that day. Have sales reps do the training if there so confident they already know that. 
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: hard to put a dollar value on training. I think the new car product knowledge alone could be a 3-500 swing in PVR. 

$6000 a month just on the new cars 
	SPECIFIC ACTION STEPRow1: start saturday sales meeting 8:45am 
	NECESSARY RESOURCESRow1: n/a
	ACCOUNTABLE PERSONSRow1: Dan Poli
Kenny Quinn
sales staff
	EXPECTED RESULTRow1: occur for 15 minutes every Saturday 
	START END  CHECKPOINT DATESRow1: Jan 10th 2020
checkpoint dates every Friday beofre
	SPECIFIC ACTION STEPRow2: perform sales training once a week for 15-20 minutes
	NECESSARY RESOURCESRow2: n/a
	ACCOUNTABLE PERSONSRow2: Kenny Quinn 
Dan Poli 
Zach Nyugen 
sales staff
	EXPECTED RESULTRow2: occur once a week for 52 weeks in 20201
	START END  CHECKPOINT DATESRow2: Jan 5th 
check point weekly 
	SPECIFIC ACTION STEPRow3: Factory Training every three months 
	NECESSARY RESOURCESRow3: Cadillac trainer 
	ACCOUNTABLE PERSONSRow3: Sales staff and management 
	EXPECTED RESULTRow3: occur once a quarter in 2021
	START END  CHECKPOINT DATESRow3: Q1 2021
checkpoint every quarter 
	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: 
	poor results Be specific: Accountability is key , making sure everyone attends the meetings and trainings. Failure to do so will have consequences ranging from no leads to instructing the next class.
	Describe any planning or implementation meetings conducted as part of development of your plan: I'll personally meet with Dan and Zach to give them the expectations and details of the meetings and trainings. 15 minutes , to the point and productive is what I'm looking for. 


