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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.”

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

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.  

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

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: We will increase our counter retail gross profit from $20,000 to $30,000 by the end of January 2024. 
	1: This goal aligns with the delaership's strategy to redifine the sales process after it became redefined during Covid-19. Our current focus involves creating a worthwhile experience for the customer and identifying their true needs before displaying them numbers. The benefit of creating more gross profit from our parts counter would be, happier employees, newfound selling skills, increased inspection from our parts manager on pricing strategies and of course, increased gross profit. The consequences of not achieving this goal lead to lesser trained employees and a parts department that isn't living up to their true potential. This goal is important to me because I would like to see our employees succeed and step out of their comfort zone when it comes to selling. Parts employees aren't use to selling, so having them trained to do so would increase their skills along with their confidence. 
	SPECIFIC ACTION STEPRow1: Inspection from parts manager 
	NECESSARY RESOURCESRow1: DMS
	WHO IS ACCOUNTABLERow1: Parts Manager 
	EXPECTED RESULTRow1: More gross
	EXPECTED COMPLETION DATERow1: Jan 31 2024
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Parts selling trainign sessions 
	NECESSARY RESOURCESRow2: NADA/Toyota North America
	WHO IS ACCOUNTABLERow2: GM/Parts Manager 
	EXPECTED RESULTRow2: Increased selling skills 
	EXPECTED COMPLETION DATERow2: Nov 1, 2023
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Monthly meeting based on this goal
	NECESSARY RESOURCESRow3: DMS
	WHO IS ACCOUNTABLERow3: GM
	EXPECTED RESULTRow3: Having employees know they are being tracked 
	EXPECTED COMPLETION DATERow3: Each month until Jan 2024 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Track counter sales in view of parts employees 
	NECESSARY RESOURCESRow4: White board 
	WHO IS ACCOUNTABLERow4: Parts Manager
	EXPECTED RESULTRow4: Increased motivation
	EXPECTED COMPLETION DATERow4: Every week until Jan 2024 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Track lost sales more clearly 
	NECESSARY RESOURCESRow5: DMS
	WHO IS ACCOUNTABLERow5: Parts Manager 
	EXPECTED RESULTRow5: Better inspection= Better results 
	EXPECTED COMPLETION DATERow5: Every week until Jan 2024
	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 track progress by having a white board updated weekly with front counter sales and the employees' names attached. It will be in public view of the staff to increae motivation and implement a competitive atmosphere in the department. Our parts manager will run the information on our DMS and he will check in weekly. 
	A_2: Buy in from Parts Staff to become more sociable. 



Buy in from Parts Manager to emphasize selling. 



Inspecting correctly. 
	A_3: Send to a selling class or have salesmen shadow and critique. 



Make it part of Parts manager payplan to increase gross profit in counter retail.



Make sure Parts Manager has necessary tools/access to inspect the right way. 
	R: $10,000 more gross profit coming directly from Parts Retail Counter Sales. 
	S: I will inspect myself in order to make sure our employees know the plan is being followed up by higher management. I will also check in individually with the players involved to judge their motivation toward the higher goal. 
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