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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: My goal is to decrease the obsolescence from 23% to 5% by September 30, 2024.
	1: My parts department is small, and I need to remove obsolete parts to replace them with fast-moving and retention parts. This aligns with the vision of having all the parts the customer needs available at the first moment. If we don't do it, we will be losing sales opportunities and customers. This goal is important because it will increase customer retention and satisfaction.
	SPECIFIC ACTION STEPRow1: Review parts return process.
	NECESSARY RESOURCESRow1: All staff
	WHO IS ACCOUNTABLERow1: Parts manager
	EXPECTED RESULTRow1: Understand the entire return process.
	EXPECTED COMPLETION DATERow1: May 10/2024
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Create parts return policy.
	NECESSARY RESOURCESRow2: GM, parts manager
	WHO IS ACCOUNTABLERow2: Parts manager
	EXPECTED RESULTRow2: Implement the return policy.
	EXPECTED COMPLETION DATERow2: May 20/2024
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Process returns every two weeks.
	NECESSARY RESOURCESRow3: Parts supervisor, all staff
	WHO IS ACCOUNTABLERow3: Parts manager
	EXPECTED RESULTRow3: Reduce obsolescence by 4% monthly.
	EXPECTED COMPLETION DATERow3: Starting on May 15th.
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Monthly follow-up meeting.
	NECESSARY RESOURCESRow4: GM,all staff and managers
	WHO IS ACCOUNTABLERow4: GM
	EXPECTED RESULTRow4: Reduce obsolescence by 4% monthly.



Reduce obsolescence by 4% monthly.








	EXPECTED COMPLETION DATERow4: Starting on May 15th.
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	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: We will start by training all department employees in the parts return process, this will begin on May 1 and we will follow up with R&R reports and the monthly Financial Statement. We will use the R&R report 2213 "Inventory activity" to observe obsolescence from 13 months onwards. Every two weeks we will monitor compliance with the 4% monthly return.
	A_2: Potential obstacles could be discipline and follow-up. It's also important to establish and adhere to effective lost sale policies to ensure that the correct parts are purchased according to the R&R suggested order and to prevent obsolescence from increasing again.












	A_3: The solutions involve everyone in the department committing to the goal, with the parts manager and the GM providing disciplined follow-up.
	R: By having the right parts and lower obsolescence, we expect to increase the FTFR and parts sales both at the front counter and the back counter. Anticipating the department's revenue to increase by approximately $10,000 per month.
	S: 1. Continuous monitoring to avoid falling back into the practices that led to high obsolescence.

2. Accountability - Clearly define everyone's roles and measure results monetarily.

3. Ongoing training to keep everyone up to date with processes and systems.

4. Recognitions and rewards for employees who demonstrate adherence to and improvement with established policies, including incentives and bonuses.

5. Annual reviews and adjustment of processes and policies.
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