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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

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 have two objectives: reduce obsolescence from 10.88% to 5% by September 30, 2024, and organize the department better.

	1: We are close to a remodeling where our parts store will be larger, and we have to start organizing ourselves because now we look at it and see everything that we have obsolete that we are going to move into specials and direct campaigns to then align ourselves with the distributor and have the products more accessible. faster parts with greater retention, this will improve our customer satisfaction and also the production line. If we were not able to liquidate the obsolescence in that period, the department would continue to be congested and would be a problem for the remodeling.
	SPECIFIC ACTION STEPRow1: Be semanl follow-up
	NECESSARY RESOURCESRow1: Parts manager, GM, Parts seller
	WHO IS ACCOUNTABLERow1: GM
	EXPECTED RESULTRow1: Reduce Obsolence
	EXPECTED COMPLETION DATERow1: Starting May 20
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Create strategy and return process policy
	NECESSARY RESOURCESRow2: Parts Manager and GM
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Good alignment with distributor 
	EXPECTED COMPLETION DATERow2: May 30
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Review entry and exit processes
	NECESSARY RESOURCESRow3: All staff of department
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: Involve everyone in the organization
	EXPECTED COMPLETION DATERow3: Startin May 20
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Review CDK and distributor reports
	NECESSARY RESOURCESRow4: Parts Manager and GM
	WHO IS ACCOUNTABLERow4: Parts Manager and GM
	EXPECTED RESULTRow4: See positive and negative changes
	EXPECTED COMPLETION DATERow4: May 20
	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 train the parts personnel in the returns processes so that everyone is on the same line, and we will review the obsolescence in the CDK monthly summary reports every two weeks and monthly in the financial statements until we can bring it to a 5%
	A_2: The obstacles could be the lack of discipline in the implemented return processes and the lost sales would cause obsolescence to grow again.
	A_3: Good discipline with adequate training along with the monitoring of the parts manager and the general manager working on the correct reports and correct data.
	R: Having less obsolescence and the correct parts in the department would improve our FTFR, which is why we expect an increase in sales of $12,000 - $13,000 per month, also improving the satisfaction of our customers.
	S: A) Consistent training in processes for the entire team based also on systems.
B) Established policies are made in writing through human resources and will be established as a culture.
C) It will be monitored month after month.
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