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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.



VARIABLE OPERATIONS 2

4	 ©2020 National Automobile Dealers Association. All Rights Reserved.

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: Joel Harvey
	Class: n368
	Dealership: Priority Honda
	Date: 2/21/21
	Current Situation or Challenge to be Addressed: Need to set up BDC that can take internet leads and make appointments for sales
	Current Performance Level include specific measure: 5.5% closing ratio for internet leads sold /  10% leads to show for appointment
	Goal what do you want to achieve: More sales from the internet department  
	Goal Performance Level include specific measure: 15% closing ratio and 50% leads to show for appointments

           


	Goal Start Date: 3/1/21
	Goal End Date: 4/1/21
	First Checkin Date: 3/7/21
	Performance Objective: 15% closing fro sales 
	Second Checkin Date: 3/14/21
	Performance Objective_2: 15% closing for sales
	Third Checkin Date: 3/21/21
	Performance Objective_3: 15 % closing for sales 
	Fourth Checkin Date: 4/1/21
	Performance Objective_4: same as above
	How does your goal align with the dealers vision: it aligns, because its going to add sales to the dealership
	What are the potential benefits of achieving your goal: more sales and more total gross
	What are the potential consequences if you dont achieve your goal: lower per copies for front end 
	Why is the goal important to you: more sales and market share is importsnt 
	Potential Obstacles: having bdc actually make the calls and emails and texts.  
	Potential Solutions: Set a dedicated manager to manage the team
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: Currently only getting 12 deals from internet .  With 15% closing we will get 37 deals.  by average gross per deal.  Thats an additional 107k of gross added without processing fee added.
	SPECIFIC ACTION STEPRow1: set up team
	NECESSARY RESOURCESRow1: hire people
	ACCOUNTABLE PERSONSRow1: hiring mgr
	EXPECTED RESULTRow1: 3 people 

2callers and 

1 manager
	START END  CHECKPOINT DATESRow1: 2/21-2/28
	SPECIFIC ACTION STEPRow2: set up room with phones
	NECESSARY RESOURCESRow2: IT
	ACCOUNTABLE PERSONSRow2: GM
	EXPECTED RESULTRow2: have 3 stations with phones
	START END  CHECKPOINT DATESRow2: same as above
	SPECIFIC ACTION STEPRow3: train BDC
	NECESSARY RESOURCESRow3: trainer
	ACCOUNTABLE PERSONSRow3: trainer / gm
	EXPECTED RESULTRow3: trained up bdc team
	START END  CHECKPOINT DATESRow3: same as above
	SPECIFIC ACTION STEPRow4: set expectations


	NECESSARY RESOURCESRow4: pay plan
	ACCOUNTABLE PERSONSRow4: gm
	EXPECTED RESULTRow4: expectations
	START END  CHECKPOINT DATESRow4: sames as above
	SPECIFIC ACTION STEPRow5: execute
	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: We will set weekley meetings to make sure we are on task.  Also training sessions weekly 
	Describe any planning or implementation meetings conducted as part of development of your plan: meetings to go over actions and expectations.  


