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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: Nick Lovegrove
	Class: OH CANADA - Myers Grp
	Dealership: Myers Kanata GM
	Date: 03/01/2021
	Current Situation or Challenge to be Addressed: Digital retailing changes / improvements required. 
	Current Performance Level include specific measure: Certain metrics not as good as group. 
Ex. Facebook / Instagram followers off by 20-80% to comparable stores in our group and competition. 
Google: ad words spend / strategy not working. 
Video: need a consistent process to incorporate video into our digital strategy. 
	Goal what do you want to achieve: -Goal is to have a more consistent approach to digital retailing and deliver a better customer experience. I want this to be the dealership that the online customer chooses to buy from.  
	Goal Performance Level include specific measure: -This can be measured by item: 
Video stats from Bomb Bomb App. 
Facebook / Instagram engagement stats 
Internet lead generation 
Website statistics 
Google search stats 
WebChat provider
	Goal Start Date: 03/01/2021

	Goal End Date: 05/01/2021 and beyond. 

	First Checkin Date: 03/15/2021
	Performance Objective: Meetings completed and teams aware of plan.
	Second Checkin Date: 03/30/2021
	Performance Objective_2: Review stats on all areas and address issues
	Third Checkin Date: 04/15/2021
	Performance Objective_3: Review stats to ensure we are moving in right direction
	Fourth Checkin Date: 04/25/2021
	Performance Objective_4: Consistency in the plan is achieved and results are being attained.
	How does your goal align with the dealers vision: The dealer and executive team support the digital retailing vision. 
	What are the potential benefits of achieving your goal: -More digital, phone and foot traffic
-Becoming a more relevant / searched dealer in this area. 
-Having a more engaged sales staff by gaining input on content and having them participate in developing content for video and social channels. 
-Using video with e-lead follow up will potentially bring us more opportunity in sales - resulting in more gross. 

	What are the potential consequences if you dont achieve your goal: -We maintain below average metrics in certain areas
-Nothing changes in terms of being more relevant in the digital landscape. 
-Dissatisfaction among shoppers online and staff. 
	Why is the goal important to you: -I believe this is an area that we need to improve and evolve in to be relevant moving forward in today's market. 
	Potential Obstacles: -Costs involved to change certain aspects. 
-Staff not wanting to be involved in changes / embrace new technology. 
-Marketing dept objections
	Potential Solutions: -Shift spend from low result areas to areas with more potential to attain the desired results. 
-Discuss the plan with all involved and add WIIFM. 
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: -Short term & Long term ($250,000 to over $1,000,000 in gross revenue)
	SPECIFIC ACTION STEPRow1: Sales Meeting to discuss items to change with sales staff.
	NECESSARY RESOURCESRow1: Stats on topics and reasons for changes - written and verbal
	ACCOUNTABLE PERSONSRow1: Nick 
	EXPECTED RESULTRow1: Staff buy in and plan to move forward with Video usage and e-lead response guidelines
	START END  CHECKPOINT DATESRow1: 3/5/2021 - ongoing 

	SPECIFIC ACTION STEPRow2: Meet with Marketing team re: items to work on
	NECESSARY RESOURCESRow2: stats & examples of items. 
	ACCOUNTABLE PERSONSRow2: Nick 
	EXPECTED RESULTRow2: understand the vision and plan moving forward 
	START END  CHECKPOINT DATESRow2: 3/6/21 - ongoing 

	SPECIFIC ACTION STEPRow3: Change chat provider
	NECESSARY RESOURCESRow3: New chat provider 
	ACCOUNTABLE PERSONSRow3: Nick 
	EXPECTED RESULTRow3: Better results with our old chat provider 
	START END  CHECKPOINT DATESRow3: 4/1/2021

	SPECIFIC ACTION STEPRow4: Facebook / Instagram follower contest 
	NECESSARY RESOURCESRow4: Sales Staff 
	ACCOUNTABLE PERSONSRow4: Sales Managers 
	EXPECTED RESULTRow4: Increase in followers / engagement stats
	START END  CHECKPOINT DATESRow4: 3/15/2021 - every 2 weeks check in

	SPECIFIC ACTION STEPRow5: More frequent training topic discussion on phone, e-lead and foot traffic.
	NECESSARY RESOURCESRow5: Weekly sales meeting - devote 5 minutes to training topic

	ACCOUNTABLE PERSONSRow5: Nick / Sales Managers
	EXPECTED RESULTRow5: Better results on topics discussed 
	START END  CHECKPOINT DATESRow5: 03/03/2021 and ongoing 

	SPECIFIC ACTION STEPRow6: E-contracting process 
	NECESSARY RESOURCESRow6: Documents from GMF / ROute one 
	ACCOUNTABLE PERSONSRow6: F&I Managers 
	EXPECTED RESULTRow6: Knowing how to use and applying for practice. 
	START END  CHECKPOINT DATESRow6: 3/10/2021

	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	ACCOUNTABLE PERSONSRow7: 
	EXPECTED RESULTRow7: 
	START END  CHECKPOINT DATESRow7: 
	poor results Be specific: Once the processes and changes are developed and the WIIFM has been discussed, there will be 100% buy in from all involved in maintaining the goal. Regular check ins and monitoring will not allow us to revert to old habits. Accountability is needed on a regular basis. "We will evolve as the digital retail world evolves" will be the motto moving forward. 


	Describe any planning or implementation meetings conducted as part of development of your plan: -Sales Meetings and high level meeting with the marketing dept will be completed as per the plan above. 

NL. 


