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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, 2020.”

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

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
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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.

S A

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 would like to improve the parts mix by increasing the first-time fill rate from 55% to 80% by December 31, 2024.
	1: Part of my dealer's vision is to ask, "How can we do it better?" My goal aligns with this because we can better serve our customers if we usually have what they're looking for. We want customers to say, "Oh, go to The Pete Store, they've got everything". It will allow for a better flow of work in our shop by allowing technicians to get work done on the spot, which will also increase morale. The one major consequence is not continuing to improve over time. If you don't improve, you lose relevance. Customers will no longer come to you first; they could go to a competitor. This goal is important to me because maintaining relationships with customers who trust us and come to us first is key to building a strong business.
	SPECIFIC ACTION STEPRow1: Increase lost salse training
	NECESSARY RESOURCESRow1: Managers time
	WHO IS ACCOUNTABLERow1: Parts manager
	EXPECTED RESULTRow1: track lost sales properly
	EXPECTED COMPLETION DATERow1: 3/15/24
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Track lost sales per employee monthly
	NECESSARY RESOURCESRow2: DMS
	WHO IS ACCOUNTABLERow2: Parts manager & invantory control
	EXPECTED RESULTRow2: know who needs more training
	EXPECTED COMPLETION DATERow2: 12/31/24
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Evaluate phase in/phase out
	NECESSARY RESOURCESRow3: Invantory$ and time
	WHO IS ACCOUNTABLERow3: GM & parts manager
	EXPECTED RESULTRow3: stock better mix
	EXPECTED COMPLETION DATERow3: 12/31/24
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Monitor FTFR
	NECESSARY RESOURCESRow4: DMS 
	WHO IS ACCOUNTABLERow4: Parts manager & invantory control
	EXPECTED RESULTRow4: know how far along goal is
	EXPECTED COMPLETION DATERow4: 3/1/24
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Improve FTFR tracking
	NECESSARY RESOURCESRow5: Training and Time
	WHO IS ACCOUNTABLERow5: Back Counter & Parts Manager
	EXPECTED RESULTRow5: know more about parts mix
	EXPECTED COMPLETION DATERow5: 3/1/24
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Monitor outside purchases
	NECESSARY RESOURCESRow6: Time
	WHO IS ACCOUNTABLERow6: Back Counter & Invantory control
	EXPECTED RESULTRow6: stock most common items
	EXPECTED COMPLETION DATERow6: 12/31/24
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: increase cycle counts
	NECESSARY RESOURCESRow7: Time possibly personnel$
	WHO IS ACCOUNTABLERow7: Invantory control
	EXPECTED RESULTRow7: know your invantory
	EXPECTED COMPLETION DATERow7: 3/1/24
	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: The main way to track your parts mix is by monitoring the first-time fill rate (FTFR). I want to have two methods of measuring FTFR. One way would be to have the back counter monitor it manually, and another would be to generate a DMS report. I think this should be tracked monthly or biweekly.
	A_2: People are resistant to change. A lot of time will need to be invested in monitoring and improving the process. Balancing a lean inventory and the right mix of parts is easier said than done.
	A_3: Split up the workload. Monitor how lost sales are being tracked. If you know what parts are needed but not stocked, you can improve your mix. The problem is tracking it. Incentivize reaching the goal.
	R: The primary financial impact will be the money spent on inventory. There is a possible increase in personnel needed for large locations.
	S: Continue all monitoring efforts indefinitely. Incentivize maintaining the goal. Do regular training, especially for new employees.
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