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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.  
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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: Increase the overall sales of the parts department 7.5% by June 30th, 2024.
	1: The parts department has long been an order taking venture. By training the counter staff to act as if they are always a resource; internally and external, we believe we can increase the number of sales dollars overall, imapcting the revenue stream of the store. 



We stay the same, and cannot grow. 



Total store throughput is what matters most. Taking care of each and every customer every time will boost moral and client sentiment. 
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	A_2: Revert back to old ways

"Too busy" mentality

Opt out


	A_3: Train - Well enought they stay hungry

Monitor - Ongoing progress reports, share the vision and siccess

Motivate - Change comp plans to reflect optimization
	R: We would aim for a minmial financial impact to start. $3,000 - $5,000 of increased sales would be the broad perspective to start.
	S: Log every customer, obtain their info and follow up as if it were a sales call. Turn this in nightly until it becomes a habit. Did we fulfill their request? Can we? Will we?
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