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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
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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 improve our S.O.P. process. I want to make it more streamlined and ensure that parts that get ordered get installed. We currently have no real process in place, and that is leading to parts aging out and work not being done. I am going to implement this process immediately.
	1: By taking the inventory we currently have sitting on the shelf and getting it installed we will turn our money, give the shop work, and satisfy our clients. This will result in better CSI, better morale in the shop, and less obsolescence.

Consenquences if we don't improve the process, we will continue repeating the same ineffective cycle. Client SOPs will reamin uninstalled, which will result in letteing down in terms of service and our forzen capital will grow. Does not align with our goal of being the best we can be. 
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	SPECIFIC ACTION STEPRow15: 
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	A: I moved the S.O.P. shelfs from the back of the department to the very front behind the back counter for all to see.
I am walking through service and parts every morning to see the part is still there and also checking with the Open RO's.
	A_2: The challenges are that this will create a little more work for people and have push back 
	A_3: Hold every one accountable
	R: Just with RO's alone from recall service customers that has been open, almost 7500 alone
	S:  In order to ease installation we are offering pick up and delivery services for all special order parts so the client will not be inconvenienced. Also, having weekly meetings with my Service Manager and Parts Manager and daily doc sent with open RO's and why. Ultimately, if we fall back and fail - it would lead to termination. 
	Check Box33: Yes
	Check Box34: Yes
	Check Box35: Off
	Check Box36: Yes
	Check Box37: Yes
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


