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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 get parts department gross up. We are currently around 30% YTD department total gross profit. I would like to get us to 38% +. I want to have this achieved by March 2025. 
	1: This goal aligns with the vision of the dealer because he also wants to get gross profit percentage up from where we are now. 



Benefits of achieving this goal would result in more gross profit for the parts department and also more net profit to the bottom line. 



No consequences in particular from the dealer. But more of a personal consequence on myself. Once I set a goal, I do everything in my power to achieve that goal and if I do not achieve that goal, I feel like I did not do good enough or did not try hard enough. 
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	A: I will track my progess through DMS reports and also from the FS each month. I will input all information into the FS Parts Template each month to see where I am at the end of each month. But I will also be checking daily reports from our DMS and comparing our numbers to the previous years month and see if we are increasing year over year. 
	A_2: Wholesale accounts not accepting the price increase. 



Used car dept not wanting their prices to go up. 



Service advisors may be an obstacle as well. 
	A_3: Explain to wholesale accounts why we are increasing. Let them know that we will stock better inventory to have a better FTFR. 



Get the GM to back the parts dept on price increases on internal parts. 



Explain to the service advisors that we have parts on shelf ready to be put out for the repair on the same day. 
	R: More gross for parts dept and more net for the bottom line of the store! Should be able to increase gross profit by $200k each year if we acheive this goal. 
	S: Make sure that the parts manager has a clear understanding of the expectations that are put into place. Also doing monthly meetings with the parts manager to ensure that they are holding to the processes that are put into place. Hold each other accountable!
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