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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.”

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

PARTS 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.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

How will you track your progress? Where will you find the information? How often will you check in? 

Potential Solutions?

A

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.

PARTS 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: My goal is to have my parts department accuartely track lost sales on a daily, weekly and monthly basis and have proper reporting tools in place by OCT 31st
	1: This goal supports my dealerships vision as lost sales impact the entire dealerships operations

There are multpile benefits of reaching this goal. 

-additional GP for parts department to help hit targets by stocking parts that we can sell 

-more sales which will lead to parts purchase bonus from Audi Canada and GP to dealership

-increase customers pay dollars per RO by having parts for same day repairs

-proper parts in stock

-clean inventory with items we can sell 

-increase in net operating pprofit 

-Happy techs and happy service advisors 

-Higher customer CSI scores



If we don't hit the goal it impacts the overall parts sales as well as GP to the parts department as well as service department with not having parts to work on cars plus lost customers and customer retention.



This goal is important to me as I'd like to see the parts department with an inventory that we can sell and fill RO's with parts the same day. Thsi will also lead to happy techs and service advisors and customers
	SPECIFIC ACTION STEPRow1: Lost sales report review
	NECESSARY RESOURCESRow1: cdk
	WHO IS ACCOUNTABLERow1: Parts Manager and GM
	EXPECTED RESULTRow1: oct 31st
	EXPECTED COMPLETION DATERow1: 
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: introduce lost sale Decision tree
	NECESSARY RESOURCESRow2: Nada Handout 
	WHO IS ACCOUNTABLERow2: Parts manager and GM
	EXPECTED RESULTRow2: Oct 31st
	EXPECTED COMPLETION DATERow2: 
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Lost sale calculator
	NECESSARY RESOURCESRow3: NADA excel doc
	WHO IS ACCOUNTABLERow3: Parts Manager and GM
	EXPECTED RESULTRow3: Oct 31st
	EXPECTED COMPLETION DATERow3: 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Review monthly parts summary report
	NECESSARY RESOURCESRow4: CDK
	WHO IS ACCOUNTABLERow4: parts department and GM
	EXPECTED RESULTRow4: oct 31st
	EXPECTED COMPLETION DATERow4: 
	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: 

Progress will be tracked on a daiy and weekly as well as monthly basis through CDK's Monthly Summary Report. Weekly check in's will be held during our parts and service meetings as well. 


	A_2:  



-Training with staff

-Staff buy in lost sales process 

- 


	A_3: 

Train parts department staff on what a true lost sale is

- go over answers to lost sales quiz with staff

-train on lost sale decision tree

- go over impacts of lost sales with the use of the lost sales calculator
	R: Currently without a proper process in place we show $4749.05 of lost sales but thsi isn't taking lost service revenue into account. With a lost sales process in place we should be able to reduce teh parts lost sales while increasing parts sales as well as labor $$ and hours. This will also give us a hugher CSI rating as customers shoudl be happy for same day repairs and a number can't be put on CSI. With more parts sales the parts department should also have a higer dealer rewards bonus each QTR which could be an additional 10-20k per year  
	S: weekly follow up in our parts and service meeting to go over numbers as well as i feel this shoudl become a payable metric on the parts departments qtr bonus as it involves parts sales
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