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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: Bill Josaphouitch
	Class: N369
	Dealership: Jaguar Land Rover West Chester
	Date: 3/20/2021
	Current Situation or Challenge to be Addressed: Sales meetings
	Current Performance Level include specific measure: Personal performance, I believe I always struggled a bit with weekly sales meetings coming from the service and parts department. 
	Goal what do you want to achieve: I would like to have more effective and quicker sales meetings
	Goal Performance Level include specific measure: I would like god feedback from my salespeople. 
	Goal Start Date: March 8, 2021
	Goal End Date: Never


	First Checkin Date: March 13, 2021
	Performance Objective: 
	Second Checkin Date: March 20, 2021
	Performance Objective_2: 
	Third Checkin Date: March 27, 2021
	Performance Objective_3: 
	Fourth Checkin Date: Ongoing weekly feedback
	Performance Objective_4: 
	How does your goal align with the dealers vision: My goal aligns because the owners want a high performing sales department. 
	What are the potential benefits of achieving your goal: Having an informative and productive saturday sales meeting benefits the whole dealership. More cars sold,more gross profit helps everyone.
	What are the potential consequences if you dont achieve your goal: We can just continue to do what we do without ever really growing. It could also lead to low employee morale in the sales department.
	Why is the goal important to you: This goal is more important to me than any metric because without an effective and productive staff, the numbers will just reflect that. It has to start with the staff and employee morale.
	Potential Obstacles: Sales department employees missing meetings or coming in late. 
	Potential Solutions: Starting meetings at an earlier time as well as basing part of their bonus on salespeople attending the meetings. 
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: The financial impact is yet to be determined as you cannot measure the success that an engaged and productive staff will have on the bottom line. The financial impact will work itself out 
	SPECIFIC ACTION STEPRow1: Keep the meeting within a 15 minute time frame
	NECESSARY RESOURCESRow1: 
	ACCOUNTABLE PERSONSRow1: General manager and sales manager
	EXPECTED RESULTRow1: meeting < 15 mins
	START END  CHECKPOINT DATESRow1: Started March 13, 2021


	SPECIFIC ACTION STEPRow2: Weekly feedback from salespeople
	NECESSARY RESOURCESRow2: surverymonkey.com
	ACCOUNTABLE PERSONSRow2: General Manager
	EXPECTED RESULTRow2: 90% positive feedback
	START END  CHECKPOINT DATESRow2: March 13, 2021 / ongoing weekly feedback
	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 continue to monitor our sales meetings and continue to do monthly sales meeting feedback surveys to make sure we are keeping the content fresh and meetings quick. Also require more participation from the sales team. 
	Describe any planning or implementation meetings conducted as part of development of your plan: I now spend my friday's preparing for the saturday meeting. I gather all the data and put t in a plan of how I intend to present the entire meeting from start to finish. 


