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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: My goal is to turn our accessories department into a true profit center, in which we can offer our customers a wide variety of aftermarket or OEM parts to add to the purchase of the new vehicle. I have a timeline of 90 days to see growth and build from there.  September 1st I would expect to see monetary growth in this department.  
	1: Our goal is to run a profitable dealership in all departments.

The benefits of adding income from this part of the dealership would be to not only grow the department and the people that work within it but to add gross to the bottom line. 

Not reaching our goal in this department would be problematic in a few areas. John who primarily is in charge of this department would feel as thou there is no growth in his area, our sales staff would loose confidence in our ability to up-sell and maintain additional revenue thru the accessorizing of parts once the vehicle is sold. 

This goal is important to me mainly because we have a new store and this particular part of the store is very nice and center stage for our customers. I believe it is a waste to not make this department front and center and take some low hanging fruit off the tree. 
	SPECIFIC ACTION STEPRow1: stock better products
	NECESSARY RESOURCESRow1: new inventory
	WHO IS ACCOUNTABLERow1: PARTS MANAGER, MAYSEL,EMPLOYEES 
	EXPECTED RESULTRow1: increased viability of products
	EXPECTED COMPLETION DATERow1: July 1st
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Training
	NECESSARY RESOURCESRow2: TIME
	WHO IS ACCOUNTABLERow2: PARTS MANAGER, MYSELF
	EXPECTED RESULTRow2: INCREASED SALES 
	EXPECTED COMPLETION DATERow2: ONGOING
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: MERCHANDISING
	NECESSARY RESOURCESRow3: TIME/INVENTORY
	WHO IS ACCOUNTABLERow3: PARTS MANAGER, MYSELF, EMPLOYEE
	EXPECTED RESULTRow3: INCREASED SALES
	EXPECTED COMPLETION DATERow3: ASAP
	ACTUAL COMPLETION DATERow3: 
	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: In order to properly track the results I am expecting and wanting will will start with a baseline of current sales MTD, Beginning June 1st. Once we have everything in place we will on a weekly basis track sales and revenue and make adjustment to ensure the sales continue to grow. As with most every department in the dealership we can track the sales revenue thru the doc. 
	A_2: No buy in from our employees.
Not being consistent in stocking needed accessories or not always presenting all the options to our customers to make sure everyone has an opportunity to buy products. 
	A_3: Training and reinforcing what is expected from not only the people running the shop but also holding the sales staff accountable so they know every customer must be introduced to the accessories department. 
	R: I believe when hitting on all cylinders we can expect an increase in revenue of approximately $25,000 per month.
	S: Keep working the process, constantly stressing the importance of helping every customer. Not allowing staff to get complacent. Everyone understanding the importance of taking advantage of this profit center.  
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