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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 reduce the # of "We owe" entries from a 12 month period to a 2 month period by March 29th 2024  
	1: Currently we have many parts and accessories that are on back at the time of a customers new or used vehicle delivery date. As a result, we sell these on the Bill of Sale and account for them in a We Owe account. Over the last year we have had a significant amount of money accrued in this account. The controller is not impressed that we are unable to get the customers back in to have these items installed. There is an opportunity for our parts dept to earn additional gross by getting these parts sold. After all they are sitting in our inventory on the SOP shelf. We've had the BDC team AND the parts team contact the customers 3 times and many of the customers simply don't care 6 months later to come back in for their wheel locks or protection package despite having paid for them in the deal! 

One idea that actually came up during our week in class was the idea of delivering and/or mailing out the "we Owe" parts to customers who do not show up to get them. 

Believe it or not this has been a significant bone of contention for the sales dept / accounting team and the parts dept. When I came to this store we were billing out these parts and going into the negative when they were on back order but this resulted in two issues. One, our negative on hand list grew significantly and two, when the part was invoiced we would lose the reservation in our DMS as it showed up as sold and we would not know who the parts were for when they would arrive off back order months later. I introduced "We Owe" at this store and ever since I have taken a lot of heat as the account has grown at times to $10,000+ which did not sit well with accounting. 

To be able to come back from parts week with this takeaway and introduce the idea to the management team has been amazing. I have the DP's buy-in to introduce this process and so far all other parties involved are on board.
	SPECIFIC ACTION STEPRow1: Gather We Owe list
	NECESSARY RESOURCESRow1: We Owe Speadsheet
	WHO IS ACCOUNTABLERow1: Internal Advisor
	EXPECTED RESULTRow1: List is accurate and up to date
	EXPECTED COMPLETION DATERow1: March 4th 2024
	ACTUAL COMPLETION DATERow1: March 6th 2024
	SPECIFIC ACTION STEPRow2: Attempt final contact

	NECESSARY RESOURCESRow2: N/A
	WHO IS ACCOUNTABLERow2: BDC team
	EXPECTED RESULTRow2: Inform Customers we will be mailing/dropping off
	EXPECTED COMPLETION DATERow2: March 7th
	ACTUAL COMPLETION DATERow2: March 8th
	SPECIFIC ACTION STEPRow3: Draft We Owe customer letter
	NECESSARY RESOURCESRow3: N/A
	WHO IS ACCOUNTABLERow3: Internal Advisor
	EXPECTED RESULTRow3: Content letter that can be distributed to customers explaining why they are receiving their parts. 
	EXPECTED COMPLETION DATERow3: March 11th
	ACTUAL COMPLETION DATERow3: March 12th
	SPECIFIC ACTION STEPRow4: Create Work Orders to invoice
	NECESSARY RESOURCESRow4: N/A
	WHO IS ACCOUNTABLERow4: Internal Advisor
	EXPECTED RESULTRow4: Parts & Labour to be billed out
	EXPECTED COMPLETION DATERow4: March 13th
	ACTUAL COMPLETION DATERow4: March 13th
	SPECIFIC ACTION STEPRow5: Load Parts Van
	NECESSARY RESOURCESRow5: N/A
	WHO IS ACCOUNTABLERow5: Parts Driver
	EXPECTED RESULTRow5: Van is loaded with Local deliveries
	EXPECTED COMPLETION DATERow5: March 14th
	ACTUAL COMPLETION DATERow5: March 14th
	SPECIFIC ACTION STEPRow6: Create Purolator Labels for shipping
	NECESSARY RESOURCESRow6: $200 approx
	WHO IS ACCOUNTABLERow6: Internal Advisor
	EXPECTED RESULTRow6: All shipping labels created
	EXPECTED COMPLETION DATERow6: March 14th 
	ACTUAL COMPLETION DATERow6: March 14th 
	SPECIFIC ACTION STEPRow7: Parts are delivered/Shipped
	NECESSARY RESOURCESRow7: N/A
	WHO IS ACCOUNTABLERow7: Internal Advisor/Part Driver
	EXPECTED RESULTRow7: All parts leave the dept
	EXPECTED COMPLETION DATERow7: March 14th 
	ACTUAL COMPLETION DATERow7: March 15th 
	SPECIFIC ACTION STEPRow8: Invoices are closed
	NECESSARY RESOURCESRow8: N/A
	WHO IS ACCOUNTABLERow8: Internal Advisor
	EXPECTED RESULTRow8: Parts are billed and relieved from inventory/Accounting GL
	EXPECTED COMPLETION DATERow8: March 15th
	ACTUAL COMPLETION DATERow8: March 15th
	SPECIFIC ACTION STEPRow9: Review with accounting
	NECESSARY RESOURCESRow9: N/A
	WHO IS ACCOUNTABLERow9: Controller/Internal Advisor
	EXPECTED RESULTRow9: Ensure all invoices match $ amounts setup in We Owe account
	EXPECTED COMPLETION DATERow9: March 18th
	ACTUAL COMPLETION DATERow9: March 18th
	SPECIFIC ACTION STEPRow10: On-going List reconciliation 
	NECESSARY RESOURCESRow10: N/A
	WHO IS ACCOUNTABLERow10: Internal Advisor
	EXPECTED RESULTRow10: Do not let the list grow past 2 months again
	EXPECTED COMPLETION DATERow10: On-going
	ACTUAL COMPLETION DATERow10: On-going
	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 use our shared spreadsheet to track our We Owe Entries. I have scheduled the GL report to print weekly so I can review it with the internal Advisor
	A_2: obstacles are created when sales sends vehicle get readies with missing or wrong info - these result in parts needing to be added to We Owe

When we are billing out parts and labour a few months later often times the price book has adjusted the price of the part and it does not match our amounts setup in we owe. 
	A_3: Review of Get ready process with Finance Managers to ensure accuracy when sending the get readies over. 

Adjust parts pricing needed when price book has been updated months after original We Owe Entry. Parts and Service have agreed to match all We Owe pricing entries to ensure it clears the GL correctly despite any possible part price increases or labour rate increases. 
	R: $5,583.25 in increased parts sales as a result of delivering/mailing out the We Owe parts 
	S: The fact all managers agreed that this can be our new norm is a game changer at our store. Thanks again parts week for another great takeaway. We had been sitting on We Owe parts for over a year in some scenarios and just kept calling customers over and over with no change in result. 
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