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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.”

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.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF



3©2022 National Automobile Dealers Association. All Rights Reserved.

Potential Obstacles?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

How will you track your progress? Where will you find the information? How often will you check in? 

Potential Solutions?

A

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.

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: I will reduce lost sales by 25% by March 1, through improved inventory management while monitoring progress on the DMS statement monthly.
	1: This goal aligns with our dealers vision becasue we will be generating additional sales and more revenue for department. 



The benefits of achieving this goal are higher total sales in the parts department and better efficiency when fulfilling needs/orders. This will lead to total sales for the department. This goal could lead to a snowball effect when we have better control of our inventory we will know what people are needing and be able to have to data to stock correct inventory.



The consequences of not achieving this goal are lack of accurate data. I must educate our staff on how to properly track a true lost sale so we can make improvements to better our inventory management process. 



This goal is important to me becasue I know our staff has the capability to do this. I know we can reach a lower amount of lost sales and use accurate data to our advantage. We need to focus on our inventory, this will lead to better gross and more sales for the parts department. I believe our people will perform better when they know they are working towards a goal.
	SPECIFIC ACTION STEPRow1: Meeting
	NECESSARY RESOURCESRow1: People
	WHO IS ACCOUNTABLERow1: Parts staff/myself
	EXPECTED RESULTRow1: buy in from staff
	EXPECTED COMPLETION DATERow1: Nov 1
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Gather data from prior DMS
	NECESSARY RESOURCESRow2: data
	WHO IS ACCOUNTABLERow2: Parts Staff
	EXPECTED RESULTRow2: to have clear exact data
	EXPECTED COMPLETION DATERow2: Dec 1
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Meeting
	NECESSARY RESOURCESRow3: Ideas
	WHO IS ACCOUNTABLERow3: Parts staff/Myself
	EXPECTED RESULTRow3: Everyone has clear understanding of lost sale
	EXPECTED COMPLETION DATERow3: Dec 15
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Stock
	NECESSARY RESOURCESRow4: Manager/DMS
	WHO IS ACCOUNTABLERow4: Parts Staff
	EXPECTED RESULTRow4: Improve stock from lost sales
	EXPECTED COMPLETION DATERow4: Dec 31
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Track progress 
	NECESSARY RESOURCESRow5: Data
	WHO IS ACCOUNTABLERow5: Myself/Parts Manager
	EXPECTED RESULTRow5: See data from December
	EXPECTED COMPLETION DATERow5: Jan 15
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Meeting
	NECESSARY RESOURCESRow6: Staff
	WHO IS ACCOUNTABLERow6: Parts Staff
	EXPECTED RESULTRow6: Full buy in and gain back a percent from previous month
	EXPECTED COMPLETION DATERow6: Jan 31
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Track Progress
	NECESSARY RESOURCESRow7: Data
	WHO IS ACCOUNTABLERow7: Myself/Parts Manager
	EXPECTED RESULTRow7: See 25% improvement in lost sales
	EXPECTED COMPLETION DATERow7: Feb 28
	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 our progress looking at total lost sales on the DMS report. This will come from the 2213 report. I will check in twice per month the first couple months then once per month once we achieve our goal of a 25% reduction in lost sales. From then we will set a new goal to achieve. Having accurate date is impairative to success.
	A_2: Not having the parts on hand that the buyer wants.



Not being able to get the part the buyer back to pick up the SOP.



Not being able to get a part that a customer wants
	A_3: Offer the buyer a discount if it takes longer than desired to get the part in.



Require full payment up front for any SOP.



Get creative with locating the part and trying to resell to the customer to maintain their demand to make the sale
	R: Bottom line is we need to minimize our lost sales to generate more revenue for our department. We need more opportunities for our parts department to complete the demand/sale for specific parts. 
	S: We will ensure we continue this success by setting a new higher goal to achieve. We will make sure our manager is tracking data at least once per month and training all new staff on how to properly record a lost sale.
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