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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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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: My goal is to work on getting our parts team the phone training they need. By doing so they will turn any call into a positive experience for our customers. As far as an end date I feel that this will be an ongoing process and constant improvement. 
	1: How does this goal align with or support your dealer’s vision? 
It aligns perfectly because our vision is to provide exceptional customer service. Having our parts team train on phone skills will only enhance the overall customer experience.  

What are the BENEFITS of achieving your goal?
Every phone call with our parts team will be positive and productive and at the end of the day boosting sales and gross profit. 

What are the CONSEQUENCES if you don’t?
The biggest consequence if we don't, will be missed opportunities. Then frustrated customers and loss of sales. Which then our parts can turn into obsolescence.

Why is this goal important to you? 
It's important because coming from variable I know the importance of a good flow of a phone call and asking the right questions and also listening. Ultimately the call will end in a sale. By investing in our parts team, we will not only enhance moral but also make the team more comfortable on the phones. This will strengthen our dealerships long term success.  
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	A: To track the progress, we will listen to the recorded phone calls. We will check in every week while doing the training.
	A_2: 1. Resistance

2. Change

3. Retention


	A_3: 1. Open Communication

2. Promote a positive and collaborative training environment

3. Follow up and reinforce learned skills
	R: We will turn our parts inventory faster and have ultimately lower obsolescence. Obsolescence this month is 19k. Over the counter is only 22.78%
	S: We will have to implement the following strategies. Periodic refresher sessions, Continuous monitoring, Recognitions and rewards, performance reviews, most importantly is to lead by example. With these strategies we can ensure improvements made in our phone skills are sustained.
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