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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: Reduce obsolescence 30% by 6/30/24

	1: Dealers vision: “To provide the Premium Experience to all of our customers and employees.”
 
This aligns with our vision. Better parts department, organized and ready to serve our customers properly and have a staff working in a better more stable environment.

Benefits: 
Less Frozen capital 
more physical space in parts storage
less to inventory (over and over again)
more capital to stock faster moving parts

Consequences: 
Excess parts filling already limited spaces
Additional frozen capital
could effect our RIM program with GM negatively for future stocking. 

	SPECIFIC ACTION STEPRow1: Check potential obso monthly 
	NECESSARY RESOURCESRow1: DMS Report
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Be more on top of potential OBSO
	EXPECTED COMPLETION DATERow1: once at end of each month
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Check 12+ obso
	NECESSARY RESOURCESRow2: DMS Report
	WHO IS ACCOUNTABLERow2: GM and Part Manager
	EXPECTED RESULTRow2: Speak about OBSO in management meetings
	EXPECTED COMPLETION DATERow2: 15th and 30th of each month

	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Returns
	NECESSARY RESOURCESRow3: GM RIM
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: Return what we can when we can
	EXPECTED COMPLETION DATERow3: Monthly 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Ebay non returnables
	NECESSARY RESOURCESRow4: EBay account access
	WHO IS ACCOUNTABLERow4: Service director
	EXPECTED RESULTRow4: Possible sales of obso
	EXPECTED COMPLETION DATERow4: Weekly
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Make a sale list for OBSO parts accessable to techs and wholesale
	NECESSARY RESOURCESRow5: DMS?
	WHO IS ACCOUNTABLERow5: Service director
	EXPECTED RESULTRow5: Sales to employees and wholesale
	EXPECTED COMPLETION DATERow5: Monthly

	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: Check 7-12 month inventory monthly for opportunity to head off future OBSO. 
Check 12+ obos parts 2x per month (see what we have and what we cleared out during the month) 
Stay on top of SOP, Develop a better process for getting customers back in. 
	A_2: RIM Compliance with General Motors (want us to hold on to parts longer)

Push back from Employess "no time" "not enough people" 
	A_3: Return what we can for whatever we can get.
Improve SOP follow up process

Ebay/marketplace for potential sales

Sale price for employees/wholesale and make a list for them to see

Throw away unonreturnable and unsellable, write off. 
	R: $12-20K in money will no longer be tied up in 12+ month old parts and monitoring potential obso will reduce frozen capital in the future 
	S: Regular checking of OBSO by GM and upper management to keep the conversation going. 
Putting policies in place to reduce OBSO such as improved SOP process, hard return policy that lines up with GM RIM, keeping a running list of parts that need to be moved. 
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