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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15, 2020.”

R

How does this goal align with or support your dealer’s vision? 
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you? 

RM TS ASpecific Measurable Achievable Relevant Time bound

SERVICE OPERATIONS ASSIGNMENT – ACTION PLAN
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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.  

A TS M

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCE(S)

ACCOUNTABLE 
PERSON(S) EXPECTED RESULT

START, END, & 
CHECK POINT 

DATES
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Potential Obstacles? Potential Solutions?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

R

How will you track your progress? Where will you find the information? How often will you check in? 

A TS M

A A
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CONGRATULATIONS! You’ve accomplished your goal! You 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.

S A

SERVICE OPERATIONS HOMEWORK – ACTION PLAN


	How does this goal align with or support your dealers vision: Need to be sales effective, We have been about 91% with Ford for the 2 years I've been here. would like to get to 100% before 03/01/2022
	2020 National Automobile Dealers Association All Rights Reserved: Our dealers vision is to be sales effective with great CSI scores with Ford. Selling more units will help in so many ways with CSI, Gross in every department. Ford puts you on a 2 year review if you are not sales effective, Could loose your franchise. Its very important to me to do the job i was hired for, sell more new and be sales effective 
	SPECIFIC ACTION STEPRow1: hire the right people for the job 
	NECESSARY RESOURCESRow1: Training
	ACCOUNTABLE PERSONSRow1: Salesmanagers
	EXPECTED RESULTRow1: Making sure our sales people know how to do the job the right way and give them that opportunity with the right training  
	START END  CHECK POINT DATESRow1: 06/01/2021
Weekly meetings with management staff with specific topics and training

	SPECIFIC ACTION STEPRow2: Be more aggressive with pricing. 
	NECESSARY RESOURCESRow2: Use V-auto to compare to other new car dealers and make sure you're competitive  
	ACCOUNTABLE PERSONSRow2: G.S.M
	EXPECTED RESULTRow2: Be the lowest price in our market
	START END  CHECK POINT DATESRow2: 06/01/2021
Every Monday check prices 
	SPECIFIC ACTION STEPRow3: Early management involvement
	NECESSARY RESOURCESRow3: Management to take charge early, Not letting any deal walk.
	ACCOUNTABLE PERSONSRow3: Sales management 
	EXPECTED RESULTRow3: taking the small deals with the big. Say Yes if they have a reasonable offer 
	START END  CHECK POINT DATESRow3: 06/01/2021
Daily review of previous day missed sales
	SPECIFIC ACTION STEPRow4: Internet manager to review with sales persons under performing with closing percentages 
	NECESSARY RESOURCESRow4: Review leads with e-lead
	ACCOUNTABLE PERSONSRow4: Internet sales manger 
	EXPECTED RESULTRow4: Get the closing percentages up from where they are now
	START END  CHECK POINT DATESRow4: 06/01/2021
Every Friday review with G.S.M
	SPECIFIC ACTION STEPRow5: Management to T.O every customer before the leave  
	NECESSARY RESOURCESRow5: be aware of whats going on, watch the lot. Know where and what your sales force is doing 
	ACCOUNTABLE PERSONSRow5: All management 
	EXPECTED RESULTRow5: Higher closing from management involvement  
	START END  CHECK POINT DATESRow5: 06/01/2021
Daily reviews on previous sales log
	SPECIFIC ACTION STEPRow6: Stocking the right inventory
	NECESSARY RESOURCESRow6: Using the order guides 
	ACCOUNTABLE PERSONSRow6: G.S.M
	EXPECTED RESULTRow6: Stocking faster turning inventory to keep your stock fresh and hot
	START END  CHECK POINT DATESRow6: 06/01/2021
Every Monday with Allocation 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	ACCOUNTABLE PERSONSRow7: 
	EXPECTED RESULTRow7: 
	START END  CHECK POINT DATESRow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	ACCOUNTABLE PERSONSRow8: 
	EXPECTED RESULTRow8: 
	START END  CHECK POINT DATESRow8: 
	A: Knowing the number of units we need to sell each month, breaking it down by model. Reviewing with management once a week and monthly to stay on track. Making the pricing adjustments on the ones that are falling behind 
	A_2: Falling behind with day to day operations. Not making the time to do the right things needed to sell More. not ordering the right inventory. Management being lazy and not getting involved early and before the customer leaves.  
	A_3: Right inventory mix
Hiring the right salespeople 
Training daily, weekly, monthly
Keeping on top of Internet leads, making sure they are being worked properly 
Keep the inventory priced aggressively
 



	R: 70 more units $520,800
	S: Putting a plan together. Holding the salespeople, Management accountable. keeping a schedule with training each month. G.S.M Holding weekly meetings and being held accountable if not. The threat of not being sales effective.                                         


