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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: Expand wholesale accounts and increase volume by 20%. We plan to do this by expanding delivery service and contacting orphan customers left by recently closed dealerships. We plan to do this by the end of the year roughly about 6 months.
	1: They are supporting us by also looking to expand and grow the parts department. The benefits are that we will be able to get a bigger parts vehical, another parts counter person, the company will grow, parts gross profit will grow. The consequences are we could lose a parts counter person, we could have slower sales, we could create more obsolescence.
	SPECIFIC ACTION STEPRow1: incease wholesale sales by 20%
	NECESSARY RESOURCESRow1: Expand delevery radius
	WHO IS ACCOUNTABLERow1: Parts manager
	EXPECTED RESULTRow1: Overlook every month
	EXPECTED COMPLETION DATERow1: End of the year
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Get bigger vehical
	NECESSARY RESOURCESRow2: Get a van
	WHO IS ACCOUNTABLERow2: Parts manager
	EXPECTED RESULTRow2: Transport more inventory
	EXPECTED COMPLETION DATERow2: End of the year
	ACTUAL COMPLETION DATERow2: May 22nd, 2024
	SPECIFIC ACTION STEPRow3: Get promotional items
	NECESSARY RESOURCESRow3: Pens, note pads, wrap van
	WHO IS ACCOUNTABLERow3: Parts manager
	EXPECTED RESULTRow3: More exposure for parts department
	EXPECTED COMPLETION DATERow3: End of the year
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Contact orphan customers
	NECESSARY RESOURCESRow4: Look up body shops in new areas
	WHO IS ACCOUNTABLERow4: Parts manager
	EXPECTED RESULTRow4: Add more wholesale to parts
	EXPECTED COMPLETION DATERow4: End of the year
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Add 1 person to parts staff
	NECESSARY RESOURCESRow5: Start taking applications
	WHO IS ACCOUNTABLERow5: Parts manager
	EXPECTED RESULTRow5: Be able to handle additional volume and customer satisfaction
	EXPECTED COMPLETION DATERow5: End of the year
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Increase parts inventory
	NECESSARY RESOURCESRow6: Order using the phase in/out grid
	WHO IS ACCOUNTABLERow6: Parts manager
	EXPECTED RESULTRow6: Increase wholesale gross
	EXPECTED COMPLETION DATERow6: End of the year
	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: Weekly transaction reports will be pulled from our dms weekly.
	A_2: Not being able to get new accounts.



Not being able to keep up with new demand.



Backordered parts.



Not getting budget to expand.
	A_3: Get in touch with as many accounts as possible.



Hire new staff.



try to aquire parts from other dealers.



work with budget we have til we grow and expand.
	R: $18,000-$20,000 more in gross profit
	S: Now that the process is made we will hold people accountable for thier work habits, as well as take the time to coach people as needed and as oppritunities arise.
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