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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 want to increase GP  in my Parts Department for each month from the previous year by 10%
starting June 2024.
	1: The goal aligns with making the dealership more money. 

Benefits are more GP
more income for parts personal 
selling more VW OEM parts


Consequences:
running in place. Not getting better
stagnant parts department
not earning our full potential

The goal is important to me because it will make the store better as a whole.

	SPECIFIC ACTION STEPRow1: set up the boutique store
	NECESSARY RESOURCESRow1: Driver Gear store
	WHO IS ACCOUNTABLERow1: Dean, 
	EXPECTED RESULTRow1: buy products 
	EXPECTED COMPLETION DATERow1: after Inventory 
6/5
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Increase price of partts
	NECESSARY RESOURCESRow2: Reynolds
	WHO IS ACCOUNTABLERow2: Dean
	EXPECTED RESULTRow2: adjust the matrix pricing
	EXPECTED COMPLETION DATERow2: 5/1/24
	ACTUAL COMPLETION DATERow2: 5/6
	SPECIFIC ACTION STEPRow3: add accessories to new cars
	NECESSARY RESOURCESRow3: NA
	WHO IS ACCOUNTABLERow3: Dean and Tyler
	EXPECTED RESULTRow3: add accessories (lift, wheel tires, cross bars, etc)
	EXPECTED COMPLETION DATERow3: 5/6
	ACTUAL COMPLETION DATERow3: 5/6
	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: I will track our Boutique store to see how we are doing with accessory sales, I put vehicles that have added accessories to status 14 (modified) to see how they are selling. I will monitor GP vs the prior year for the month. Dean and I already increased GP % for matrix pricing and rolled the prices to end in $.99 on many of the parts. We also Increased our bulbs pricing closer to $10. 
	A_2: 1) No one buys accessories
2) our increase in Parts matrix pricing will make parts too expensive
	A_3: 1) marketing, give $20 per new car deal to the "store", move the store to the front of the waiting area for better visibility.  Showcase accessorized vehicles on the front pad. 
2) monitor the pricing. (we already had an issue with the price of oil, so we put it back to what it was before, this way not everything will be marked up)
	R: this goal is all about $$. Increasing GP by focusing on boutique sales, accessory sales, and increasing the matrix pricing on some of our parts. If we increase parts GP by 10% that is an added $50,000. 
	S: The pricing is set so we wont go back (unless it is a specific part), We will get all departments bought in on the boutique sales (plus it is VW and they have a big following), training on how to accessories vehicles, sell boutique, processes, and monitor our behaviors. 
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