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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: Tyson Sledge
	Class: 
	Dealership: Jackson Ford
	Date: 
	Current Situation or Challenge to be Addressed: We are over fueling test drives
	Current Performance Level include specific measure: We are filling every test drive with 5 gallons of fuel currently. There is no clear process or reason for this.
	Goal what do you want to achieve: We want to fuel every test drive with 2 gallons of fuel.
	Goal Performance Level include specific measure: We will use the fuel log to track useage
	Goal Start Date: 3/1/22
	Goal End Date: 3/31/22
	First Checkin Date: 3/7/22
	Performance Objective: 2 gallons 
	Second Checkin Date: 3/14/22
	Performance Objective_2: 2 gallons
	Third Checkin Date: 3/21/22
	Performance Objective_3: 2 gallons
	Fourth Checkin Date: 4/1/22
	Performance Objective_4: 2 gallons and no exceptions
	How does your goal align with the dealers vision: The goal aligns with my vision by managing expenses.
	What are the potential benefits of achieving your goal: $$$$ savings on fuel.
	What are the potential consequences if you dont achieve your goal: We will continue to spend more than necessary on fuel for test drives. 
	Why is the goal important to you: It is important always. However, it is increasingly important due to increased fuel costs.
	Potential Obstacles: Managers and sales people
	Potential Solutions: Fuel log and frequesnt reconiliation of the fuel bill.
	BOTTOM LINE Financial Impact of Achieving Your Goal expressed in dollars: $30,000.00+++ savings on fuel expense.
	SPECIFIC ACTION STEPRow1: Create new fuel slips
	NECESSARY RESOURCESRow1: slips
	ACCOUNTABLE PERSONSRow1: Sales people and sales managers
	EXPECTED RESULTRow1: signed sips for 2 gallons of fuel
	START END  CHECKPOINT DATESRow1: 3/1/22-4/1/22
	SPECIFIC ACTION STEPRow2: Reconcile fuel log weekly
	NECESSARY RESOURCESRow2: log
	ACCOUNTABLE PERSONSRow2: office staff
	EXPECTED RESULTRow2: $0 over/under
	START END  CHECKPOINT DATESRow2: 3/1/22-4/1/22
	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 with the fuel slips and fuel log. This should help us reconcile the fuel bill and check for accuracy.
	Describe any planning or implementation meetings conducted as part of development of your plan: Meeting with sales manager to ensure slips are filled out accurately and completely, Meeting with sales personnel and porters to discuss procedures going forward. Meet with the office staff to ensure collection of slips and recording. Final meeting with all hands on deck to ensure everone is rowing in one direction.


