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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



3©2020 National Automobile Dealers Association. All Rights Reserved.

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 increase outside sales of the parts department from 21% to 26% by December 1, 2024.
	1: The vision of the dealer is for each department to be able to stand on it's own as an independant business.  The dealer has no desire to conquer the wholesale business beyond our locale, but does want to maintain that business with current accounts including independant shops and body shops.  In addition to maintaining current wholesale accounts, capturing the business of local shops that do not currently use us is also a goal.  The one area of oppurtunity that the parts department has is an increase in counter sales.  This can be done with a minimal investment.



The benefits of achieving this goal are the obvious increase in sales and gross profit.  



The consequence of not achieving this goal is a possible decrease in market share and lower sales volume and gross profit.



It is important to me because I would like the Parts Department to be less dependant on the Sales and Service.  Like many Parts Departments, the majority of sales are from RO's and internal work.  Without them, the Parts Department would be suffering.   
	SPECIFIC ACTION STEPRow1: Advertising/ Marketing
	NECESSARY RESOURCESRow1: Social Media
	WHO IS ACCOUNTABLERow1: Parts Manager 
	EXPECTED RESULTRow1: Increased Traffic
	EXPECTED COMPLETION DATERow1: 4/1/2024
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Phone Skills
	NECESSARY RESOURCESRow2: Training
	WHO IS ACCOUNTABLERow2: Parts Manager/ GM
	EXPECTED RESULTRow2: Capture Phone Cust
	EXPECTED COMPLETION DATERow2: 5/1/2024
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Counter Skills 
	NECESSARY RESOURCESRow3: Training/ Inventory
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: Capture More 
	EXPECTED COMPLETION DATERow3: 6/1/2024
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Outside Sales
	NECESSARY RESOURCESRow4: Vehicle/ Training
	WHO IS ACCOUNTABLERow4: Parts Manager/ Advisors
	EXPECTED RESULTRow4: Increased Wholesale Business
	EXPECTED COMPLETION DATERow4: 6/1/2024
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Online Sales
	NECESSARY RESOURCESRow5: Website
	WHO IS ACCOUNTABLERow5: Parts Mgr/ GM
	EXPECTED RESULTRow5: Increased Online Sales 
	EXPECTED COMPLETION DATERow5: 6/1/2024
	ACTUAL COMPLETION DATERow5: 
	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: I will track the progress on a monthly basis once the financial statement is completed.  The information will be available on the financial statement and allow us to make adjustments as necessary.  Digging deeper into the DMS will allow us to identify any trends that may manifest themselves, such as an increased demand for a particular type of part.   
	A_2: 1. Buy in from the Personel to the adhere to the process.



2. Inventory constraints



3. Manpower


	A_3: 1. Present in concrete figures the direct increase in income.



2. Increased inventory on hand and/or finding new sources for hard to find parts.



3. Hiring enough staff and training current staff to be able to fill multiple roles
	R: Based on the information on the financial statement, an increase of 5% in outside sales would have resulted in an increase of $65,321!
	S: This is where the saying, "Inspect what you expect" comes into play.  Continuing to check the financial statement and calculating the sales percentages on a monthly basis is where I'd start.  From there, any adjustements to the process can be made to address the deficiencies that may be present.  These adjustments can be a matter of marketing, sales process, inventory, or combination of all three.  
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