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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
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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: The overall goal is to ALWAYS improve customer retention and grow our pipeline. From those simplistic actions it feeds the rest of the food chain in our business. I was overall very satisfied with how our parts team does. The main thing I think I could implement or influence  that would actually have a impact is customer communication skills. 

Our parts team has had more phone training then most but it has not been a main focus as it's for a sales consultant. After attending class It was extremely eyeopening that I should be holding my front counter sales to the same standards in some regard to our sales team. To be specific I NEED all my counter people asking for a name and contact information EVERY phone call. Following this depending on the type of inquiry It needs to be handled properly, let me elaborate. Any and all calls regarding quotes or information need to have a quote generated in CDK with first last name and preferred method of contact. From there If parts are in stock and the client turns down the order a reason needs to be listed as too why. My follow up questions that I would want my parts manager reviewing and asking would be did we build value , did we offer any discounts, did we ask for the SALE. If any of these are no pick up the phone and call again. If for any reason all of these were answered yes and the answer is still no, next day follow up. 

In my discussion with our parts manager this is something he will oversee and monitor. I would like to have this set in stone and built into a day to day process that becomes a habit. I'm going to monitor this on my end by making random monthly mystery shop calls and log the data. After August comes to a close the goal is to have dynatron continually make calls like they do for our service department.  
	1: These goals I have set out for us to follow and accomplish completely align with our goals of "And then some". What place that you call regarding parts is going to follow up with you the next day? That is unheard of, in our business being the outlier is what differentiates us from the crowd. 

The consequences of not hitting these marks is us staying complacent. Customer retention is the key to our business, especially in times like these with everyone seeing less traffic and gross compared to prior years. The importance of each and every opportunity being handled to the best of our ability is everything.
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	A: As stated above progress will be monitored a few ways, daily check ins with the counter team on how every quote was handled by the parts manager.

I will check in weekly/monthly which will included some mystery shop calls. To follow up we will have dynatron continue to call by 8/1/24 like they do with our sales team
	A_2: I don't see any, our people buy in to things that benefit them and put more money in their pockets 
	A_3: Hire the right people who genuinely care and buy into our vision statement.


I think we have this already but that would be the solution.  
	R: This is tough to gauge... I'd like to instead gauge this by how many additional sales per day per counter person, and that will be my tracking metric. By 8/1/24, 5 additional sales per day purely over phone calls
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