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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 my obsolescence by 50% by December 31st 2024.
	1: This will make our parts department more efficient in being able to stock the correct parts and increase our First time fill rate.  If we don't achieve this goal we will lose money, and risk having way too much inventory that is worthless on the shelves.  Techs will not stay busy and our customers will find other places to go that actually have the parts in stock that they need to fix their vehicles.  It's important to me because I want our employees to make as much money as possible to be able to take care of their families.  If we don't have our parts department set up right this will be very difficult to do.  
	SPECIFIC ACTION STEPRow1: Identify parts the are old and not moving

	NECESSARY RESOURCESRow1: Use DMS to get a list of all old inventory
	WHO IS ACCOUNTABLERow1: Parts manager
	EXPECTED RESULTRow1: Fully identify all parts we need to move/get rid of to reduce obsolescence
	EXPECTED COMPLETION DATERow1: 5-31-24
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Find places that may be willing to purchase our old inventory
	NECESSARY RESOURCESRow2: phone calls, internet
	WHO IS ACCOUNTABLERow2: Parts manager
	EXPECTED RESULTRow2: Get a list of places willing to look at/purchase our old inventory
	EXPECTED COMPLETION DATERow2: 6-30-24
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Facilitate the purchase of our old inventory
	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: Parts manager
	EXPECTED RESULTRow3: Actually sell the old inventory even if that means we take a loss on it
	EXPECTED COMPLETION DATERow3: 12-31-24
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	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: Monthly meetings with Parts manager to make sure each task stays on track.  Use DMS to track what is still here and how much we have moved out.  
	A_2: Nobody wants to buy the inventory.
We will take too big of a loss in selling the old inventory.  
	A_3: Work multipe sources to help find more people able and willing to purchase our inventory.  Use outside sources from other dealers to find people they may be using.  Understand there will be a loss on removing this inventory but whatever it is it will be a one time loss and not a continued loss.  Better to take the hit now than keeping it in our inventory. 
	R: With reduced older inventory and more room for fresh moving inventory this will result in a minimum of 50k dollars in additional revenue made by the parts department monthly
	S: Set up policies and procedures going forward to make sure we keep track on a monthly basis of where we are and be proactive in addressing problems that could arise quicker instead of letting them just age out.  Make sure we follow a phase in/phase out report to stock the correct inventory and not bring in stuff we do not need. 
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