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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: SARA YEMM
	Class: N375
	Dealership: YEMM GM CDJR
	Date: 6/21/21
	Current Situation or Challenge to be Addressed: Aged New Car Inventory
	Current Performance Level include specific measure: 15 units (most in loaner service) are over 120 days old - $608,381.  

0 units are 90-120 days old

5 units are 61-90 days old - $189,923



Old & Dead Inventory totaling $798,304
	Goal what do you want to achieve: We want to move our Old & Dead New Car Inventory, lowering our floor plan expense and holding costs.
	Goal Performance Level include specific measure: We will lower our Old & Dead Inventory to $100,000 by September 15, 2021
	Goal Start Date: 7/1/2021
	Goal End Date: 9/15/2021 
	First Checkin Date: 7/15/2021
	Performance Objective: $500,000 in Old & Dead New Car Inventory
	Second Checkin Date: 7/31/2021
	Performance Objective_2: $400,000 in Old & Dead New Car Inventory
	Third Checkin Date: 8/15/2021
	Performance Objective_3: $300,000 in Old & Dead New Car Inventory
	Fourth Checkin Date: 8/31/2021
	Performance Objective_4: $200,000 in Old & Dead New Car Inventory
	How does your goal align with the dealers vision: Our goal aligns with the dealership vision of lowering expenses and improving the profitability of all departments.
	What are the potential benefits of achieving your goal: Annual Floor Plan Expense savings of $19,956 on Aged Inventory



Increased market share, new & used gross, F&I gross, Service & Parts Gross Profits, Doc Fees, Advertising and Floor Plan Credits
	What are the potential consequences if you dont achieve your goal: We will continue to pay out more floor plan expense than we need to, trade for less used cars, have less used cars to recondition, sell less used cars, have less F&I opportunities, less chemical sales opportunities, less service and parts opportunities.
	Why is the goal important to you: This goal is important to our dealership because it plays into our vision of increasing market share and providing positive customer experiences for our community in all of our dealership departments.
	Potential Obstacles: Management does not see the opportunities that come with turning new car inventory faster.  
	Potential Solutions: Sara can show the Sales Managers the holding costs and days to break even and the costs associated with these factors.
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: Annual Floor Plan Expense savings of $19,956 on Aged Inventory




	SPECIFIC ACTION STEPRow1: Distribute List of Old & Dead Inventory to Sales Mgrs
	NECESSARY RESOURCESRow1: Sara pull list 
	ACCOUNTABLE PERSONSRow1: Sara
	EXPECTED RESULTRow1: Awareness, initiate discussion
	START END  CHECKPOINT DATESRow1: 6/24/2021
	SPECIFIC ACTION STEPRow2: Share New Vehicle Holding Cost & Break Even Days
	NECESSARY RESOURCESRow2: Sara share calculations 
	ACCOUNTABLE PERSONSRow2: Sara
	EXPECTED RESULTRow2: Awareness, initiate discussion
	START END  CHECKPOINT DATESRow2: 6/24/2021
	SPECIFIC ACTION STEPRow3: Put Action Plan in Place 
	NECESSARY RESOURCESRow3: Open minds, creative ideas
	ACCOUNTABLE PERSONSRow3: Sara / Sales Managers
	EXPECTED RESULTRow3: Action Plan to eliminate dead inventory
	START END  CHECKPOINT DATESRow3: 7/2/2021
	SPECIFIC ACTION STEPRow4: Create Sales Manager Spiff
	NECESSARY RESOURCESRow4: $$ to move dead inventory
	ACCOUNTABLE PERSONSRow4: Sara and Dealer Principal
	EXPECTED RESULTRow4: Heightened awareness for managers
	START END  CHECKPOINT DATESRow4: 7/2/2021
	SPECIFIC ACTION STEPRow5: Send to auction / buy & make used car
	NECESSARY RESOURCESRow5: A decision maker pulling the trigger
	ACCOUNTABLE PERSONSRow5: Dealer Principal
	EXPECTED RESULTRow5: Flush new cars into profitable avenues
	START END  CHECKPOINT DATESRow5: 7/31/2021
	SPECIFIC ACTION STEPRow6: Re-evaluate with Sales Mgrs & Dealer every week
	NECESSARY RESOURCESRow6: Inventory lists
	ACCOUNTABLE PERSONSRow6: Sara
	EXPECTED RESULTRow6: Continued awareness --> eliminate costly dead inventory
	START END  CHECKPOINT DATESRow6: weekly evaluations in Sales Mgmt Meetings
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	ACCOUNTABLE PERSONSRow7: 
	EXPECTED RESULTRow7: 
	START END  CHECKPOINT DATESRow7: 
	poor results Be specific: On top of weekly reviews of new car inventory sales and stocking strategies, we will have monthly and quarterly (big picture) discussions to confirm that all Sales & Inventory Managers are on the same page in regards to aged inventory prevention.  



We will continue with monthly bonuses for New Car Managers if the average age of inventory stays below a certain level.  (This will be a moving target as we continue to improve our situtation)



Sara will have monthly discussions with Rick, the Dealer Principal, regarding the New Vehicle Holding Costs, Break Even Days and how these metrics affect New Car Dept profitability and the bottom line.
	Describe any planning or implementation meetings conducted as part of development of your plan: See above.


