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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.”

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.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF

Nissan clothing and acc catalog 

fresh new items and displays 

showroom new car display 

sales dept, service dept

acc displayed on units in showroom

Build acc display in boutique

Nissan acc catalog 

Display acc not on cars

Train staff to be knowledgeable on models and acc offered 
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Potential Obstacles?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

How will you track your progress? Where will you find the information? How often will you check in? 

Potential Solutions?

A

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.
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	How does this goal align with or support your dealers vision: I will Increase my average month boutique sales from $2390 to my composite benchmark of $7764
	1: 

This goal aligns with my dealership vision of increasing gross in all departments. By increasing our retail counter sales we will increase our gross and drive more foot traffic into our dealer ship



If I do not achive this goal the consequences would be that I still have a under performing retail counter and I am letting down the dealership as a whole by not taking the nessacary steps to improve this and gain sales and gross



This goal is important to me beacuse I stirve to be the best parts department in our group of 8 dealerships. It is very important to me to show our ability to find and improve anywere we can to help the overall success of our dealership 
	SPECIFIC ACTION STEPRow1: order for boutique
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: parts manager 
	EXPECTED RESULTRow1: 
	EXPECTED COMPLETION DATERow1: 07/31/24
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: 
	NECESSARY RESOURCESRow2: 
	WHO IS ACCOUNTABLERow2: parts manager 
	EXPECTED RESULTRow2: 
	EXPECTED COMPLETION DATERow2: 07/31/24
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: 
	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: parts manager 
	EXPECTED RESULTRow3: 
	EXPECTED COMPLETION DATERow3: 08/31/24
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Staff traning 
	NECESSARY RESOURCESRow4: parts manager
	WHO IS ACCOUNTABLERow4: parts manager 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 09/30/24
	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 progress using my live doc in pbs to watch retail counter sales weekly to see improvement 
	A_2: Sales department not wanting accessories on units in show room and not engaged to sell acce
	A_3: Show them the value to the cutomer of having accessories on units for th customer to see



work with sales managers on spiff program for sales staff selling accessoires on new car sales 
	R: gain of $5374
	S: Once this goal is accomplished we will review our boutique on a quartly basis, switch displays around to keep them current and change accessoires and units on display in showroom 
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