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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: David Doll
	Class: Asbury 04
	Dealership: Mercedes-Benz of Fort Pierce
	Date: 4/16/21
	Current Situation or Challenge to be Addressed: Begin seperate Meetings weekly focused primarily on phone and internet. incorporate a mandatory video response on all leads.
	Current Performance Level include specific measure: Currently closing at 6.88% for internet and 22.5% on logged phone calls.
	Goal what do you want to achieve: Increase internet to 10% plus and phone trffic to 30%
	Goal Performance Level include specific measure: Equates to a 3.25 increase in web and 8% increase in phones with a true logging system in place.
	Goal Start Date: 5/1/2021
	Goal End Date: None - continue weekly.
	First Checkin Date: 5/8/2021
	Performance Objective: Increase web sale activity.
	Second Checkin Date: 5/15/21
	Performance Objective_2: monitor increase 
	Third Checkin Date: 5/22/21
	Performance Objective_3: get feedback on video approach
	Fourth Checkin Date: 5/29/21
	Performance Objective_4: overall comparison month over month
	How does your goal align with the dealers vision: With the addition of clicklane and the overall movement of business to internet and phone it aligns 100%
	What are the potential benefits of achieving your goal: Increased sales / market share / finance profit / Parts and service. nothing good happens when we sell less cars only when we do more.
	What are the potential consequences if you dont achieve your goal: Complacency and failure to grow overall business.
	Why is the goal important to you: We are somewhat remote and have limited walk in traffic so these outlets are vital to our business plan.
	Potential Obstacles: As always the tenured staff will reject and fight the change.
	Potential Solutions: Make sure the people doing things correctly succeed ! success breeds more success.
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: On overall average of $3600 PVR adding 5-7 units per month alone is $21600.00 additional income per month times 12 is an additional $259200.00 per year.
	SPECIFIC ACTION STEPRow1: Incorporate meeting
	NECESSARY RESOURCESRow1: Jenn Suzuki format
	ACCOUNTABLE PERSONSRow1: All sales 
	EXPECTED RESULTRow1: Increase of business
	START END  CHECKPOINT DATESRow1: 5/1-5/29


	SPECIFIC ACTION STEPRow2: 
	NECESSARY RESOURCESRow2: 
	ACCOUNTABLE PERSONSRow2: 
	EXPECTED RESULTRow2: 
	START END  CHECKPOINT DATESRow2: 
	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: Having been in NADA nothing is stressed more than being consistent and constantly improving. by continuing an ongoing training meeting devoted solely to this project and making sure we as Managers follow up and follow through we will get the buy in we need from the staff. the best way to not fall into bad habits is to continue the good ones.
	Describe any planning or implementation meetings conducted as part of development of your plan: 20 minute huddle with leadership team to get thoughts and opinions.


