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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: -We want to increase Wholesale. The current Average Sales per month is $12,578 and we would like to get it up to $25,000 per month. 

-Second Goal is to get our DMS and the General Ledger parts numbers to match or at least closer. Currently the Discrepency is $340,000 which is a 173% off from the DMS number. 



I would like to achieve both of these goals by the end of the year. 
	1: The dealerships vision is to create a thriving environment where both the customers and employees are satisfied while mainting a profitable status. 



Benefits of achieving the goal will be more accurately tracking parts and being able to satisfy customers and techs by completing jobs faster. Also we will have an accounting reconrd that matches and allows us to accurately measure inventory levels and make decisions based on those nubmers. By increasing Wholesale we will be able to meet OEM requirements and hit incentive programs and also increase the overall profit of the dealership. 





The consequences if we don't is that we will continue to pay the penalty on emergency purchases and not be able to supply our techs with parts the first time they ask and then the customers will not be as satisfied. We will also not be able to achieve new levels of sales in parts and not hit our OEM incentives if we do not hit this goal. 



This is all important to me becuase I want the dealership to do well and I also get paid from overall dealership GP. 
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	A: I will watch the sales each month for wholesale to see if we are increasing as well as check on individual customers to see how much they are buying and how we can help them 



This information can be found in the AR customer section and also in the F&I report



For the accurate number of inventory I will look at Financial Statement and the DMS report each month 
	A_2: figuring out where in our DMS and General ledger are we causing the discrepency to arrive. Is if from a process or how we do the reconiciliation



not giving up too much gross in order to get more sales
	A_3: Call our DMS company and have them help me walk through it and find the discrepancy



calling just for an intro to talk to the people first
	R: The would be an extra $2,500 in gross profit per month and a total of $30,000 more a year.


	S: I will monitor the numbers closely to see if things start to get out of hand again for the inventory and maintian good relationships with the wholesale customers to ensure that we keep them and increase sales with them. 
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