, e lisse
Whelesalt  wwie

NADA I ACADEMY
— |
PARTS HOMEWORK — ACTION PLAN

Specific Measurable '&“*; Achievabie Relevant Time bound
A

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “1 will decrease my 5K run time from 30 minutes to 21 minutes by june 15.”
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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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How will you track your progress? Where will you find the information? How often will you check in?

T wtlf Feeeclk (o9 s> bY connvhg dhae AE-
Reporc i SVeey Toes o,

Potential Obstacles? Potential Soluticns?
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BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?
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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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