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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: Thomas Restino
	Class: N366
	Dealership: DePaula Auto Group
	Date: 
	Current Situation or Challenge to be Addressed: Due to Covid-19 how do we change our online process to buying to engage customers and lessen negotiable time in the dealership
	Current Performance Level include specific measure: 15% of used volume was based on online sales






	Goal what do you want to achieve: To provide an online buying experience including F&I and accessory sales 
	Goal Performance Level include specific measure: We want to increase our online sales to 30%
	Goal Start Date: June 1 2020
	Goal End Date: Continous
	First Checkin Date: Sept 1 2020
	Performance Objective: Find online tool 
GOAL 18.75%
	Second Checkin Date: Dec 1 2020
	Performance Objective_2: Measurable online process 
GOAL 22.5%


	Third Checkin Date: March 1 2021
	Performance Objective_3: Sucessfully rated online tool
GOAL 26.25%
	Fourth Checkin Date: June 1 2021
	Performance Objective_4: To have accomplished over 30%of online sales
	How does your goal align with the dealers vision: The dealer was specific to have a contactless sale and delivery process
	What are the potential benefits of achieving your goal: To give the customer the option of purchasing a vehicle through an online digital process. Including all aspects,trade,F&I,accessories
	What are the potential consequences if you dont achieve your goal: LOST SALES
	Why is the goal important to you: Respecting the customers time and safety in purchasing a vehicle
	Potential Obstacles: Resistance of managers on using the tool, customers ability to not use online tool
	Potential Solutions: Showing the benefits of how it increase your sales
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: Increased in sales which would increase gross,additional impact of $600,000 a year in gross
	SPECIFIC ACTION STEPRow1: To introduce to BDC mgr
	NECESSARY RESOURCESRow1: ONLINE TOOL
	ACCOUNTABLE PERSONSRow1: BDC mgr
GSM
	EXPECTED RESULTRow1: To achieve more online sales 
	START END  CHECKPOINT DATESRow1: DAILY
	SPECIFIC ACTION STEPRow2: To all Sales mgrs
	NECESSARY RESOURCESRow2: ONLINE TOOL
	ACCOUNTABLE PERSONSRow2: GSM
	EXPECTED RESULTRow2: If the customer started process we would know exactly what step they would know
	START END  CHECKPOINT DATESRow2: DAILY
	SPECIFIC ACTION STEPRow3: 
	NECESSARY RESOURCESRow3: 
	ACCOUNTABLE PERSONSRow3: 
	EXPECTED RESULTRow3: 
	START END  CHECKPOINT DATESRow3: 
	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: The online tool is created due to pandemic but is a useful tool to help the customer shorten the time in the dealership and buying experience. The process needs to measured in the BDC and relayed to the GSM with results of the total use of the program.
	Describe any planning or implementation meetings conducted as part of development of your plan: The original implementation was the setup of the tool and the measuring of the use of the tool. We want to judge how far the customer,online,goes through the steps and how the BDC and Sales managers will know the length of process to save the customer time with the buying process


