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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 track lost sales so we can increase our first time fill rate from 70% to 80% by January 31,2024 nd then 80% to 90% by Febuary 29,2024.
	1: Owners are on board with plan and I have full support.

Benefits are happier customers,better survey's, and more work coming in to the store.

Consequences are losing some cusotmers because they are unhappy about having to return a second time to get work done. If this happens then we will be losing out on profit for parts, service, and sales.

It is important because I think it would build our customer base more, also keeping tech our tech's busy, and help retain our customers for parts and service.
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	A: We will start having weekly meetings on lost sales,etc. We will rely on DMS and manuel tracking of lost sales. We will watch our Ro count and jobs that are completed the fastest vs slowest. Check in with parts & service manager will be twice a week.
	A_2: Getting the whole team to buy in and pull the rope in the same direction.



Keeping the proceses in place that we set up for more than a few weeks.
	A_3: Having bonuses for achieving our goals by the deadlines set.

Overtime, showing the team the extra money we are producing.
	R: I believe we could pick up and extra 10-15 thousand a month, maybe more.
	S: Keeping the train moving in the right direction.We will continue with weekly meetings no matter how good it is going.Hold everyon accountable for their part. We will continue with bonuses for maintaining pur goals and keeping first time fill rate at NADA guide lines.
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