
1©2020 National Automobile Dealers Association. All Rights Reserved.

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 reduce our non stock inventory from $232k and 12.12% to $200k and 10% by January 1st, 2025.
	1: The goal aligns with our dealer's vision by being able to fix customer's cars in a more timely manner and increase our FTFR.  The benefits would be more efficiency with the shop, better moral with techs and parts when we have the parts in stock, increased profit, and better customer satisfaction.  Consequences if we don't are decreased profits, low moral, more work to call and find the part and send a driver to pick it up and this affects customer satisfaction.  This goal is important to me because when you can provide a service to a customer in a timely manner that affects all aspects of your business.  Happier customers increases profitability, CSI, retention, and affects the moral of the employees. 
	SPECIFIC ACTION STEPRow1: physical inventry
	NECESSARY RESOURCESRow1: outside company
	WHO IS ACCOUNTABLERow1: parts director
	EXPECTED RESULTRow1: accurate inventry
	EXPECTED COMPLETION DATERow1: 8-15-24
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: track demand
	NECESSARY RESOURCESRow2: time/personel
	WHO IS ACCOUNTABLERow2: parts manager
	EXPECTED RESULTRow2: actual lost sales
	EXPECTED COMPLETION DATERow2: 8-15-24
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: review lost sales
	NECESSARY RESOURCESRow3: time
	WHO IS ACCOUNTABLERow3: parts manager
	EXPECTED RESULTRow3: see if oem or non
	EXPECTED COMPLETION DATERow3: 8-15-24
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: decrease obso
	NECESSARY RESOURCESRow4: personel
	WHO IS ACCOUNTABLERow4: all parts
	EXPECTED RESULTRow4: clean inventory
	EXPECTED COMPLETION DATERow4: 10-31-24
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: adjust phase in
	NECESSARY RESOURCESRow5: computer
	WHO IS ACCOUNTABLERow5: parts director
	EXPECTED RESULTRow5: better inventory
	EXPECTED COMPLETION DATERow5: 08-31-24
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: start manual orders
	NECESSARY RESOURCESRow6: personel
	WHO IS ACCOUNTABLERow6: all parts
	EXPECTED RESULTRow6: better inventory
	EXPECTED COMPLETION DATERow6: 8-31-24

	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 by reviewing the DMS every month and sitting with the Director and Manager to see if we are making improvements in the inventory and increasing our FTFR.
	A_2: Personnel not doing what they are supposed to.

Used cars non OEM.


everyone not tracking lost sales properly. 
	A_3: inspect what I expect.


Track these numbers better to get accurate information. 

educate the team on what  a lost sale is. 
	R: The financial impact could save the company hundreds of thousands of dollars a year by being able to work on more cars, increased profit, and efficiency. 
	S: The only way to do this is every month look at the DMS and every 90 days evaluate all the processes that were put in place and make sure they are still being followed.  Basically accountability. 
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