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S M T

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

HOMEWORK – 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 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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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

S M T

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

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.  


	How does this goal align with or support your dealers vision: I will assist in developing a training plan to help our parts team act more like salespeople and less like order takers. Our goal is to implement this by 9-30-2022.
	1: Five star has always believed that everyone who works for the dealership is in sales, making sure everyone acts accordingly is of the up most importance.

The main benefit is that we will sell more products and that our employees will seem like they are more passionate about what they do.

If we don't do this our competitors may gain more market share, and we will sell less products.

This goal is very important to me, because I firmly believe that everyone at our dealership needs to behave like they are in sales. 
	SPECIFIC ACTION STEPRow1: Meet with leadership 
	NECESSARY RESOURCESRow1: Availability 
	WHO IS ACCOUNTABLERow1: Parts managers 
	EXPECTED RESULTRow1: Buy-in on sales training 
	EXPECTED COMPLETION DATERow1: 6/30/2022
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Implement training plan 
	NECESSARY RESOURCESRow2: Training programs 
	WHO IS ACCOUNTABLERow2: Parts managers 
	EXPECTED RESULTRow2: Implementation of plan to all parts employees 
	EXPECTED COMPLETION DATERow2: 7/31/2022
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Testing the effectiveness of the plan 
	NECESSARY RESOURCESRow3: Secret shoppers 
	WHO IS ACCOUNTABLERow3: All parts employees 
	EXPECTED RESULTRow3: Most employees are starting to act like the are in sales 
	EXPECTED COMPLETION DATERow3: 8/31/2022
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Reoccurring training and testing of implementation  
	NECESSARY RESOURCESRow4: Training/ Secret shoppers 
	WHO IS ACCOUNTABLERow4: All parts employees 
	EXPECTED RESULTRow4: Improvement in sales tactics for parts employees  
	EXPECTED COMPLETION DATERow4: 9/30/2022
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: I will meet with parts managers monthly to track progress, and I will meet with secret shoppers bi-weekly. 
	A_2: Old-school parts employees who will be resistant to change. Successful locations that don't see a reason to change. 


	A_3: Showing old-school parts employees that guiding the customers to buy more products, based on the knowledge that have will help make everyone more profitable.

Showing successful locations what could happen if they do not continue to improve. 
	R: In April we had $6,395,016 in sales, if we simple guide customers to buy more products and ask for the sale, I think we can see a 5 percent increase, totaling at $319,751. 
	S: We are already working on training plans, and hopefully we are successful and continue to train everyone like salespeople for years to come. 
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