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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: Our goal is to implement a new Parts Ordering process. This new process will increase our FTFR and reduce Frozen Capital in Parts Inventory. Our manual FTFR audit was at 66.6% and we want to move that percentage to 90% by December 31, 2024. We want to reduce our Frozen Capital from $247556 to under $100000.00 in the same time period.
	1: Our vision of creating the Parts department to be the trusted efficient heart of the dealership, delivering the right part and the right time, every time, while enhancing customer satisfaction and driving excellence, is part of the overall vision for West Edmonton Volkswagen in being the leading dealership in Canada. The benefits boil down to Customer Satisfaction and building our reputation as the premier dealer in the country. Freeing up Frozen capital is key in re-purposing the funds back into the business an strategies of building more customers and in turn creating more sales and gross profit. The consequences being that we will not achieve our goal of being the store that can fix your vehicle the first time, every time. Increasing our Customer Satisfaction and reputation of being the very best dealership. If we can not train our people to run successful businesses, than we have failed our people and there future development. This goal is important to me because I want to build a business on my ability to train my people to be successful. For them to understand the right way to run a business rather than going through the motions that they have inherited. I want to take advantage of the opportunity of going through this NADA training and give something back to my people.  
	SPECIFIC ACTION STEPRow1: Lost sale definition
	NECESSARY RESOURCESRow1: Loss sale test
	WHO IS ACCOUNTABLERow1: Frank Paonessa
	EXPECTED RESULTRow1: Everyone on the same page
	EXPECTED COMPLETION DATERow1: Sept 7,2024
	ACTUAL COMPLETION DATERow1: Sept 7, 2024
	SPECIFIC ACTION STEPRow2: Change Phase in/out


	NECESSARY RESOURCESRow2: PBS Parts Trainer
	WHO IS ACCOUNTABLERow2: Bryson Gould
	EXPECTED RESULTRow2: Phase in/out implemented
	EXPECTED COMPLETION DATERow2: Sept 11, 2024
	ACTUAL COMPLETION DATERow2: Sept 16, 2024
	SPECIFIC ACTION STEPRow3: Review and change Dys Supply
	NECESSARY RESOURCESRow3: PBS Parts Trainer
	WHO IS ACCOUNTABLERow3: Bryson Gould
	EXPECTED RESULTRow3: Days Supply implemented
	EXPECTED COMPLETION DATERow3: Sept 11, 2024
	ACTUAL COMPLETION DATERow3: Sept 16, 2024
	SPECIFIC ACTION STEPRow4: Lost Sale measured Daily
	NECESSARY RESOURCESRow4: Parts Management Report
	WHO IS ACCOUNTABLERow4: Bryson Gould
	EXPECTED RESULTRow4: Increase of Lost Sales
	EXPECTED COMPLETION DATERow4: Sept 17, 2024
	ACTUAL COMPLETION DATERow4: Sept 17, 2024
	SPECIFIC ACTION STEPRow5: Weekly Audit of FTFR
	NECESSARY RESOURCESRow5: FTFR manual worksheet
	WHO IS ACCOUNTABLERow5: Josh Burden
	EXPECTED RESULTRow5: Increase %
	EXPECTED COMPLETION DATERow5: Sept 23, 2024
	ACTUAL COMPLETION DATERow5: Dec 31, 2024
	SPECIFIC ACTION STEPRow6: Monthly Audit of Frozen Capital
	NECESSARY RESOURCESRow6: Financial Statement review Doc
	WHO IS ACCOUNTABLERow6: Frank Paonessa
	EXPECTED RESULTRow6: Decrease Frozen $
	EXPECTED COMPLETION DATERow6: Every Month End
	ACTUAL COMPLETION DATERow6: Every Month End
	SPECIFIC ACTION STEPRow7: NADA Parts Training
	NECESSARY RESOURCESRow7: NADA
	WHO IS ACCOUNTABLERow7: Bryson Gould
	EXPECTED RESULTRow7: Better trained Parts Manager
	EXPECTED COMPLETION DATERow7: 2025
	ACTUAL COMPLETION DATERow7: 2025
	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: We will track our FTFR one day out of each week manually along with using the information from PBS. Lost Sales will be reviewed daily from the Parts Management Report to ensure we continue to be on the same page. Although our inventory has increased since introducing the Phase In/Out it just proved we had to much of our High Demand parts and not carrying a wider reach of parts. We will review monthly at our Financial Statement review to track a decrease in Frozen Capital.
	A_2: 1. People not trusting the process
2. Not using the Loss Sale correctly
3. Training
4. Not seeing the results immediately
	A_3: 1. Review the results with the service and parts team regularly to ensure buy-in
2. Continue to review daily and train by case by case basis
3. Send Parts Manager to NADA in 2025 to better understand entire process
4. Rome wasn't built in a day. Constant one on ones and reviews to build faith
	R: The financial impact is hard to quantify. We will see a reduction of $150000.00 in Frozen Capital but the increase in Sales and Gross Profit has unlimited potential to increase with our FTFR increasing along with our Customer Satisfaction and reputation. 
	S: In reflecting back on how I have been managing the store up to this point it has become obvious that I have not supported them to the best of my ability. A lot of that came from my in-experience in that department. I have committed to spending set time periods through out the week to ensure we are measuring the results. "What gets measured, gets done. What doesn't get measured, gets forgotten"
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