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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: I will assist my parts manager in decreasing our obsolescent parts percentage from 14.29% to NADA guide below 5% by June 30, 2024.
	1: Obsolete parts not only take up physical space, they are also a nuisance to count every year. Having unsellable parts on the shelves for years serves no valuable purpose to the dealership. By working with the parts manager to find ways to get rid of these dust collectors, we not only free up space but also have the potential to earn back at least a small percentage of the money spent on those items.
This is important to me because it is a singular project upon which I can focus in a a department where I typically only view numbers. I can have an impact on revenue generation as opposed to just monitoring and reporting. 
	SPECIFIC ACTION STEPRow1: Perform an inventory of aged parts
	NECESSARY RESOURCESRow1: Parts personnel and bin sheets
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Know exactly what we have
	EXPECTED COMPLETION DATERow1: 02/28/2024
	ACTUAL COMPLETION DATERow1: N/A
	SPECIFIC ACTION STEPRow2: Research parts brokerage companies
	NECESSARY RESOURCESRow2: Internet
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Determine potential for sales
	EXPECTED COMPLETION DATERow2: 02/28/2024
	ACTUAL COMPLETION DATERow2: N/A
	SPECIFIC ACTION STEPRow3: Photograph parts for sale
	NECESSARY RESOURCESRow3: Phone/camera
	WHO IS ACCOUNTABLERow3: Parts Personnel
	EXPECTED RESULTRow3: Catalog obsolescence
	EXPECTED COMPLETION DATERow3: 03/31/2024
	ACTUAL COMPLETION DATERow3: N/A
	SPECIFIC ACTION STEPRow4: List parts for sale with brokerage
	NECESSARY RESOURCESRow4: Computer
	WHO IS ACCOUNTABLERow4: Parts Personnel
	EXPECTED RESULTRow4: $$$
	EXPECTED COMPLETION DATERow4: 03/31/2024
	ACTUAL COMPLETION DATERow4: N/A
	SPECIFIC ACTION STEPRow5: List parts for sale on eBay
	NECESSARY RESOURCESRow5: Computer
	WHO IS ACCOUNTABLERow5: Parts Personnel
	EXPECTED RESULTRow5: $$$
	EXPECTED COMPLETION DATERow5: 03/31/2024
	ACTUAL COMPLETION DATERow5: N/A
	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 through the decrease of obsolete parts on the books, as well as sales numbers. Progress will be checked as we go and reported at the end of each month.
	A_2: (1) Parts that no longer have any value;
(2) Knowing which vehicles the parts fit so we can market/sell them;
(3) Running the risk of parts no longer functioning.
	A_3: (1) There are a lot of old vehicles on the road for which parts are no longer being manufactured. Hopefully. some of our obsolescence will fit something somewhere;
(2) Dispose of non-working parts.
	R: It is difficult to determine the true financial impact, but if we can sell at least 20% of our current obsolescence at .50 on the dollar we will net approximately $5k.
	S: Now I that have a better understanding of the economic impact obsolescence has on the health of the dealership, I have added it to my month-end checklist of items to monitor. I will use the monthly manager's reports as a guide for working with the parts manager to keep aged items flowing out instead of remaining stagnant.
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