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HOMEWORK — ACTION PLAN

397
Class #

BUTTE TOYOTA

Dealership

09/20/2021

Date
0 Relevant 0 Time-bound

Current Situation
or Challenge to be
Addressed:

IMPROVING PRODUCES SOLD PER DEAL

Current Performance
Level (include specific
measure):

1.45 PRODUCES PER DEAL

Goal (what do you
want to achieve?)

2 + PRODUCES PER DEAL

Goal Performance
Level (include specific
measure)

09/20/2021 09/20/2022
Goal Start Date: Goal End Date:

01/01/2022 TO BE AT OVER 1.55/
First Check-in Date: Performance Objective: |DEAL

04/01/2022 TO BE OVER 1.7/
Second Check-in Date: Performance Objective: |DEAL

07/01/2022 TO BE OVER
Third Check-in Date: Performance Objective: |1.85/DEAL

09/20/2022 TO BE OVER 2/ DEAL
Fourth Check-in Date: Performance Objective:
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How does your goal
align with the dealers’
vision?

PERFECTLY- HE WANT TO INCREASE THE PRODUCTS TO
BOLSTER THE OFF-SHORE ACCOUNT.

What are the potential
benefits of achieving
your goal?

BETTER SPREAD OF PRODUCTS- REDUCED CHARGE BACKS
AND IMPROVED PROFITABILITY.

What are the potential
consequences if you
don’t achieve your
goal?

HIGH CHARGE BACKS AND LESS NET PROFIT.

Why is the goal
important to you?

| PARTICIPATE IN THE OFF-SHORE PROGRAM SO IT EFFECTS
ME FINACIALLY

Potential Obstacles

SALES PEOPLE
MANAGERS

Potential Solutions

SPIFFS ON PVR

BOTTOM LINE!
Financial Impact of
Achieving Your Goal
(expressed in dollars)

$ 200,000
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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,

VARIABLE OPERATIONS 2

and dates.
START, END, &
SPECIFIC ACTION/ NECESSARY ACCOUNTABLE ! !
STEP RESOURCE(S) PERSON(S) EXPECTED RESULT CHECKPOINT
DATES
TRAIN SALES ADS- SERVICE |MANAGER INCREASE 01/01/2022
PEOPLE CONTRACT ALLEN KOBE PRODUCTS/ 09/20/2022
PROVIDER SALES PEOPLE |DEAL
TRAIN ADS- SERVICE |ALLEN KOBE IMPROVE 01/01/2022
DESKING CONTRACT TONY MICHLIG |DESKING 09/20/2022
MANAGERS PROVIDER PROCESS AND
PRODUCTS /

NI Al

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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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.

WE WILL MEET AND MAINTAIN OUR GOAL THROUGH CONSTISTANT TRACKING AND

ATTENTION BY OUR FINANCE DIRECTOR. ANY LAPSES IN THE PROCESS WILL BE
ADDRESSED QUICKLY AND WILL NOT BE TOLORATED

Describe any planning or implementation meetings conducted as part of development of your plan.

WE WILL HAVE A KICKOFF MEETING WHERE WE WILL REVIEW ALL AVAILABE

PRODUCTS AS WELL AS THEIR BENIFITS. WE WILL INTRODUCE AND TRAIN SALES
PEOPLE ON HOW PRESENT THE OFFER TO PURCHASE.

Sponsor Signature:

4
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	Name: TONY MICHLIG
	Class: 397
	Dealership: BUTTE TOYOTA
	Date: 09/20/2021
	Current Situation or Challenge to be Addressed: IMPROVING PRODUCES SOLD PER DEAL
	Current Performance Level include specific measure: 1.45 PRODUCES PER DEAL
	Goal what do you want to achieve: 2 + PRODUCES PER DEAL
	Goal Performance Level include specific measure: 
	Goal Start Date: 09/20/2021
	Goal End Date: 09/20/2022
	First Checkin Date: 01/01/2022
	Performance Objective: TO BE AT OVER 1.55/ DEAL
	Second Checkin Date: 04/01/2022
	Performance Objective_2: TO BE OVER 1.7/ DEAL


	Third Checkin Date: 07/01/2022
	Performance Objective_3: TO BE OVER 1.85/DEAL
	Fourth Checkin Date: 09/20/2022
	Performance Objective_4: TO BE OVER 2/ DEAL
	How does your goal align with the dealers vision: PERFECTLY- HE WANT TO INCREASE THE PRODUCTS TO BOLSTER THE OFF-SHORE ACCOUNT.
	What are the potential benefits of achieving your goal: BETTER SPREAD OF PRODUCTS- REDUCED CHARGE BACKS AND IMPROVED PROFITABILITY.


	What are the potential consequences if you dont achieve your goal: HIGH CHARGE BACKS AND LESS NET PROFIT.


	Why is the goal important to you: I PARTICIPATE IN THE OFF-SHORE PROGRAM SO IT EFFECTS ME FINACIALLY
	Potential Obstacles: SALES PEOPLE 

MANAGERS
	Potential Solutions: SPIFFS ON PVR
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: $ 200,000 
	SPECIFIC ACTION STEPRow1: TRAIN SALES PEOPLE
	NECESSARY RESOURCESRow1: ADS- SERVICE CONTRACT PROVIDER
	ACCOUNTABLE PERSONSRow1: MANAGER

ALLEN KOBE

SALES PEOPLE
	EXPECTED RESULTRow1: INCREASE PRODUCTS/ DEAL
	START END  CHECKPOINT DATESRow1: 01/01/2022

09/20/2022


	SPECIFIC ACTION STEPRow2: TRAIN DESKING MANAGERS
	NECESSARY RESOURCESRow2: ADS- SERVICE CONTRACT PROVIDER
	ACCOUNTABLE PERSONSRow2: ALLEN KOBE 

TONY MICHLIG
	EXPECTED RESULTRow2: IMPROVE DESKING PROCESS AND PRODUCTS / DEAL
	START END  CHECKPOINT DATESRow2: 01/01/2022

09/20/2022


	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: WE WILL MEET AND MAINTAIN OUR GOAL THROUGH CONSTISTANT TRACKING AND ATTENTION BY OUR FINANCE DIRECTOR.  ANY LAPSES IN THE PROCESS WILL BE ADDRESSED QUICKLY AND WILL NOT BE TOLORATED
	Describe any planning or implementation meetings conducted as part of development of your plan: WE WILL HAVE A KICKOFF MEETING WHERE WE WILL REVIEW ALL AVAILABE PRODUCTS AS WELL AS THEIR BENIFITS.  WE WILL INTRODUCE AND TRAIN SALES PEOPLE ON HOW PRESENT THE OFFER TO PURCHASE.


