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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: Cyril Leeder
	Class: VO2
	Dealership: Myers Automotive Group
	Date: February 2021
	Current Situation or Challenge to be Addressed: Executive Leadership meetings held weekly with Dealer Principals (2)and 7 top executives.  Meetings held via Video currently.  Meetings are inefficient use of time and should be tighter, more valuable use of executive time.  I currently chair and organize these meetings.  
	Current Performance Level include specific measure: Meetings lasting 3-4 hours each week.  
	Goal what do you want to achieve: Make meetings more efficient and productive.
	Goal Performance Level include specific measure: Time.  Complete meeting in less than 2 hours.

Set Goals for each meeting.  Provide unique content for each meeting.  
	Goal Start Date: March 3rd 2021
	Goal End Date: June 1st 2021
	First Checkin Date: March 31st
	Performance Objective: Shorter Meetings
	Second Checkin Date: April 30th
	Performance Objective_2: Shorter Meetings w unique content
	Third Checkin Date: May 15th
	Performance Objective_3: Achieve desired results.  2 hours w unique content
	Fourth Checkin Date: August 31st
	Performance Objective_4: Maintaining new Standard
	How does your goal align with the dealers vision: Aligned.  DPs would like to have regular meetings with signifiant content.  
	What are the potential benefits of achieving your goal: Free up executive time.

More focus on key executive goals.

HIgher productivity from these meetings.

DPs have higher level of confidence in Executive Team.
	What are the potential consequences if you dont achieve your goal: Unproductive time for ELT.

Reduced overall performance.

Lack of confidence in ELT.
	Why is the goal important to you: Current pain point that I am aware of.

Meetings that I organize.
	Potential Obstacles: DPs hijacking agenda

VPs and Executives not coming prepared

Periodic peaks in business activity and ELT issues
	Potential Solutions: Meet with DPs to explain our goal and why it is important.

Meet individually with ELT members to explain that they have to come prepared for the meeting.  

Manage peaks and valleys.  Schedule second meeting if required.  
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: Not easy to determine but we have a plan for a $6M improvement in income in current year and this is how we are managing that plan.
	SPECIFIC ACTION STEPRow1: Meet w DPs
	NECESSARY RESOURCESRow1: n/a
	ACCOUNTABLE PERSONSRow1: CML
	EXPECTED RESULTRow1: agree with plan to limit meetings to 2 hours
	START END  CHECKPOINT DATESRow1: Meet before mid March
	SPECIFIC ACTION STEPRow2: Meet with each ELT member individually (by video)
	NECESSARY RESOURCESRow2: n/a
	ACCOUNTABLE PERSONSRow2: CML
	EXPECTED RESULTRow2: agree with plan and will come prepared with their report
	START END  CHECKPOINT DATESRow2: Meet before end of March
	SPECIFIC ACTION STEPRow3: Research Unique aspects that can be brought to each meeting
	NECESSARY RESOURCESRow3: Time to research
	ACCOUNTABLE PERSONSRow3: CML
	EXPECTED RESULTRow3: acquire items/ideas to bring to each meeting
	START END  CHECKPOINT DATESRow3: Complete before end of April
	SPECIFIC ACTION STEPRow4: Meet with GP to review his thoughts
	NECESSARY RESOURCESRow4: n/a
	ACCOUNTABLE PERSONSRow4: CML
	EXPECTED RESULTRow4: thoughts for improvement from GP
	START END  CHECKPOINT DATESRow4: should be first meeting next week
	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: Check back in monthly (we meet 4X per month)

Follow up with ELT members to ensure they feel we are still being productive at meetings

Continue to research unique items for each meeting

Compare best practices with 20 Groups
	Describe any planning or implementation meetings conducted as part of development of your plan: Meet with GP to review the plan and set some goals.

Call Peter O and find out what they are doing with DPs.

Call Lynn N and find out what they are doing.

Call Humberview Group to see what they are doing?


