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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.”

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? 
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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.  
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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? 
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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.
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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: I will increase parts boutique sales by 15% by April 1 2024.
	1: We have an overall strong and efficient parts department. However, our boutique is not stocked properly relative to what our customers want. Stocking correctly will increase sales and support our vision of giving the customer what they want when they want it. Our parts boutique runs about 30% GP/Sales, so increasing sales will generate a greater profit and also lead to greater customer satisfaction. Failing to meet this goal will result in money left on the table.
	SPECIFIC ACTION STEPRow1: evaluate current stock
	NECESSARY RESOURCESRow1: inventory report
	WHO IS ACCOUNTABLERow1: parts manager
	EXPECTED RESULTRow1: obsolete inventory that does not sell well
	EXPECTED COMPLETION DATERow1: 1/1/2024
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: track customer product demands
	NECESSARY RESOURCESRow2: detailed sales reports from past year
	WHO IS ACCOUNTABLERow2: parts manager
	EXPECTED RESULTRow2: certain items are generating disproportionate amount of sales
	EXPECTED COMPLETION DATERow2: 1/10/2024
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: discard of obsolete inventory
	NECESSARY RESOURCESRow3: ebay, amazon, in boutique sale on merchandise
	WHO IS ACCOUNTABLERow3: parts manager
	EXPECTED RESULTRow3: take losses on items that should never have been stocked
	EXPECTED COMPLETION DATERow3: 2/28/2024
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: restock desirable merchandise
	NECESSARY RESOURCESRow4: data collected from previous steps
	WHO IS ACCOUNTABLERow4: parts manager
	EXPECTED RESULTRow4: sales increase
	EXPECTED COMPLETION DATERow4: 3/10/2024
	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: Using parts boutique sales as a metric for improvement. Visit competitors parts boutiques to determine best practices. Use historic data to determine best sellers. Check weekly for progress.
	A_2: Staff unfamiliarity with ordering

Cost of discarding obsolete merchandise at a loss

	A_3: Train staff on how to order from Mercedes Benz online boutique

Write off portion of losses on obsolete merchandise to offset actual cash losses
	R: $73521.60 increase in sales. $20802 increase in GP.
	S: Institute bi-weekly checks on inventory levels. Ensure we have enough of what drives sales and are not ordering the wrong merchandise.
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