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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? 

RM TS ASpecific Measurable Achievable Relevant Time bound

PARTS HOMEWORK – ACTION PLAN
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that sƉeciĮc actions or steƉs ǁill Ǉou taŬe to accomƉlish Ǉour goal͍  that ǁill Ǉou do diīerentlǇ or imƉrove͍ 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  
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WHO IS 
ACCOUNTABLE?

EXPECTED 
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DATE?

ACTUAL 
COMPLETION 

DATE?
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Wotential Kbstacles͍ Wotential ^olutions͍

�KddKD >/N�͊ that is the Įnancial imƉact ;eǆƉressed in dollarsͿ oĨ achieving Ǉour goal͍
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,oǁ ǁill Ǉou tracŬ Ǉour Ɖrogress͍ there ǁill Ǉou Įnd the inĨormation͍ ,oǁ oŌen ǁill Ǉou checŬ in͍ 
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�KN'RAdh>Ad/KN^͊ zou͛ve accomƉlished Ǉour goal͊ zou added or adũusted Ɖolicies͕ Ɖrocedures͕ and 
behaviors. Noǁ ǁhat͍ ,oǁ ǁill Ǉou ensure Ǉou and Ǉour staī do not Ĩall bacŬ into the Ɖrevious habits 
that Ɖroduced Ɖoor results͍ �e sƉeciĮc.
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that sƉeciĮc actions or steƉs ǁill Ǉou taŬe to accomƉlish Ǉour goal͍  that ǁill Ǉou do diīerentlǇ or imƉrove͍ 
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 start delivering parts to techs in their bay and taking parts requests via chat from technicians.  We will decrease wait time at the tech parts counter to essentially no wait.  We also will increase technician proficiency by 3%.  We will accomplish this by May 1st.
	1: Our dealership has an already strong “back of the house”.  Our dealership has a large focus on the success of our parts and service departments.  The benefits of decreasing technician wait time is two fold.  First it will increase technician satisfaction and retail client satisfaction, techs and retail clients do not like to wait it creates an atmosphere where they don’t feel “served”.  Secondly, the more time a technician spends in their service bay the more proficient they are both by more time spent turning proverbial wrenches and less time in water cooler chat.
	SPECIFIC ACTION STEPRow1: Hire parts runner
	NECESSARY RESOURCESRow1: job description
	WHO IS ACCOUNTABLERow1: Jake
	EXPECTED RESULTRow1: Hire one runner
	EXPECTED COMPLETION DATERow1: 3.29.24
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Develop writtenprocess
	NECESSARY RESOURCESRow2: tech feedback
	WHO IS ACCOUNTABLERow2: Jake/John
	EXPECTED RESULTRow2: Simple process
	EXPECTED COMPLETION DATERow2: 3.29.24
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Train parts runner 
	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: Jake
	EXPECTED RESULTRow3: 
	EXPECTED COMPLETION DATERow3: 4.12.24
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Train parts counterpeople in process
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: Jake
	EXPECTED RESULTRow4: clear understanding of what is expected
	EXPECTED COMPLETION DATERow4: 4.19.24
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Train techs in process
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: John
	EXPECTED RESULTRow5: clear understanding of expectation
	EXPECTED COMPLETION DATERow5: 4.19.24
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Train parts counter people in MyKaarma
	NECESSARY RESOURCESRow6: help from corporate
	WHO IS ACCOUNTABLERow6: Jake/Joe Goodman
	EXPECTED RESULTRow6: counterpeople know the technology
	EXPECTED COMPLETION DATERow6: 4.19.24
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Have process in place fully
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: Fixed management
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 4.30.24
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Monitor process
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: Fixed management
	EXPECTED RESULTRow8: 70% of parts delivered
	EXPECTED COMPLETION DATERow8: 5.31.24
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: Measure progress
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: Fixed management
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 5.31.24
	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: We will measure process success in a few manners they will include, spot checking tech wait times at counter and spot checking parts communication via MyKaarma.  These measurements will be checked weekly.  Tech proficiency will be monitored weekly and judged monthly.
	A_2: -People generally resist change.  -Technicians enjoy the break from their stall and will resist not having the parts counter “break”.  
-Technicians are impatient and will not want to “wait”.
-Demonstrating added payroll value
	A_3: -Demonstrating how well it works
-Coaching the continued use of electronic parts request by encouragement.
-Demonstrating that parts is dedicated to this process and its success
-Getting buy in from Executive Leadership at the dealership.  It already exists at corporate level.
	R: Increased service department gross profit of roughly $14000 per month.  Increased parts department gross profit by roughly $2500 per month
	S: This will be a process much like any other that requires constant monitoring.  Spot checking communication, techs at the counter and finances.
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