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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 L Smith
	Class: N380
	Dealership: Community Toyota
	Date: 10/2/21
	Current Situation or Challenge to be Addressed: no process in place to sell extended warranties after the fact if the customer did not purchase at time of sale. 
	Current Performance Level include specific measure: Our finance department sits at 64.8 percent warranty penetration thru August 2021. 
	Goal what do you want to achieve: currently average is 131 service contracts per month. Goal is 160 warranties per month
	Goal Performance Level include specific measure: this goal would have finance producing 160 extended warranties sales per month on the same amount of units sold and would put penetration at 79% 
	Goal Start Date: November 1st 2021
	Goal End Date: March 1st 2022
	First Checkin Date: December 1st 2021
	Performance Objective: 7 extended warranty purchases sold thru prospecting prior sold base
	Second Checkin Date: January 1st 2022
	Performance Objective_2: 14 extended warranty purchases sold thru prospecting prior sold base
	Third Checkin Date: February 1st 2022
	Performance Objective_3: 21 extended warranty purchases sold thru prospecting prior sold customer base
	Fourth Checkin Date: March 1st 2022
	Performance Objective_4: 28 extended warranty purchases sold thru prospecting prior sold customer base
	How does your goal align with the dealers vision: We are always looking for additional revenue for the company. 
	What are the potential benefits of achieving your goal: 79% overall extended warranty penetration monthly. As well Community Toyota GP net charge backs is  $1036.71 after charge backs for every extended service policy sold. An additional 29 service contracts per month would add an additional $30,064 GP net chargebacks. 
	What are the potential consequences if you dont achieve your goal: We have an  excellent finance team that do a great job at 64.8% warranty pen without any additional effort.. However, not reaching out or making effort to improve we believe is not moving forward. 
	Why is the goal important to you: It's important to me that every department maximizes profitability. Finance is one of those areas where  just minor tweeks in the way you conduct business can often generate much more income. 
	Potential Obstacles: Finance Manager to comfortable and not wanting to do additional work..



setting this up in VIN solutions. 
	Potential Solutions: Our new Finance director who has been with the company 10 years and was promoted will assist with getting finance managers to do additional.. We may start with a cash contest and see how it goes. 2ndly Repair orders for customers show up in vin as service leads so I feel confident there will be a way to create alerts for finance managers to have call list of customer's they have sold to sell extended warranties. 
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: Thru financial statment for August we have sold 1046 warranties. Had we sold additional 29 warranties per month it woud have generated an additional $30,064 GP net charge backs. 
	SPECIFIC ACTION STEPRow1: Inform Finance director of intentions to sell more warranty contracts
	NECESSARY RESOURCESRow1: Vin solutions alerts and getting fnance team in VIN
	ACCOUNTABLE PERSONSRow1: David Smith & Gil Guzman
	EXPECTED RESULTRow1: 7 additional service contracts the first month progressing monthly
	START END  CHECKPOINT DATESRow1: Nov 1st 2021 and checked every month with financial statement. 
	SPECIFIC ACTION STEPRow2: Set up a contest monthly for finance managers to compete in based on performance sales
	NECESSARY RESOURCESRow2: research what incentive might motivate the finance staff
	ACCOUNTABLE PERSONSRow2: Carlos Garcia and David Smith
	EXPECTED RESULTRow2: same
	START END  CHECKPOINT DATESRow2: same
	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: I will need to get full buy in from Finance Director and staff. I believe a monthly contest for a price is key.. Just as a sales board showing sales in the tower works to motivate I believe a warranty sales board will do the same. Finance director and myself will meet weekly with finance managers to see if they are on track. As well, daily call task will be generated in VIN solutions which is what I monitor daily already for sales staff. 



Fiance Managers overall payout is dependant on what percent of warranty pen they have so I also believe if I give them a system that is easy to follow and work with in VIN solutions and they don't have to do massive research they will dial for dollars. 
	Describe any planning or implementation meetings conducted as part of development of your plan: Have already discussed with Finance Manager and he is aware of what I want to implement. Gil Guzman our BDC director is in contact now with VIN solutions to see if a program can be made for this purpose. Again, we will meet weekly with finance team to update them and see where they are. 


