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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



3©2020 National Automobile Dealers Association. All Rights Reserved.

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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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: I will reduce parts obsolescence by 50% by February 15th.
	1: Currently 65% of our inventory falls under the obsolescence category. This mease that it has a part has not been sold in over 12 months.

Getting rid of our obsolescence will allow us to better use that frozen capital in other areas in the business.

Benefits:
-Reduced frozen capital
-Better space usage in the parts department
- increased gross inventory turns

Consequences of not improving:
- If we continue in this track, we will continue increasing our obsolescence and choking our parts operation due to inefficiencies.
	SPECIFIC ACTION STEPRow1: Define a clear phase in/out strategy
	NECESSARY RESOURCESRow1: Improvements in DMS and personnel training
	WHO IS ACCOUNTABLERow1: General manager   and IT department
	EXPECTED RESULTRow1: Eliminate unnecesary orders and set alerts for parts phase out to implement sale strategies
	EXPECTED COMPLETION DATERow1: December
	ACTUAL COMPLETION DATERow1: January
	SPECIFIC ACTION STEPRow2: Start tracking lost sales
	NECESSARY RESOURCESRow2: Improvements in DMS and personnel training
	WHO IS ACCOUNTABLERow2: General manager   and IT department
	EXPECTED RESULTRow2: Know our sales potential, as well as to improve which parts we need to start phasing in
	EXPECTED COMPLETION DATERow2: December
	ACTUAL COMPLETION DATERow2: January
	SPECIFIC ACTION STEPRow3: Improve emergency purchases tracking
	NECESSARY RESOURCESRow3: Improvements in DMS and personnel training
	WHO IS ACCOUNTABLERow3: General manager   and IT department
	EXPECTED RESULTRow3: Know our sales potential, as well as to improve which parts we need to start phasing in
	EXPECTED COMPLETION DATERow3: December
	ACTUAL COMPLETION DATERow3: January
	SPECIFIC ACTION STEPRow4: Place obsolete inventory on sale through e-commerceplatform
	NECESSARY RESOURCESRow4: E-Commerce account, camera, lighting, 
	WHO IS ACCOUNTABLERow4: Parts manager and a dedicated parts employee
	EXPECTED RESULTRow4: Increase obsolete parts sale
	EXPECTED COMPLETION DATERow4: November
	ACTUAL COMPLETION DATERow4: December
	SPECIFIC ACTION STEPRow5: Increase inventory checks to a bimonthly scheme
	NECESSARY RESOURCESRow5: None
	WHO IS ACCOUNTABLERow5: Parts manager
	EXPECTED RESULTRow5: quickly identify obsolete inventory to place on sale strategy
	EXPECTED COMPLETION DATERow5: November
	ACTUAL COMPLETION DATERow5: November
	SPECIFIC ACTION STEPRow6: Improve SOP process
	NECESSARY RESOURCESRow6: Training
	WHO IS ACCOUNTABLERow6: Parts manager, Parts personnel
	EXPECTED RESULTRow6: Reduce the probability of SOPs becoming obsolete inventory
	EXPECTED COMPLETION DATERow6: November
	ACTUAL COMPLETION DATERow6: November
	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: Weekly meetings to check on parts inventory by using the a new DMS report that show the inventory clasificationand breaks it down to different categories, such as Total value, Total parts, Total sales, Total sales in 3, 6 and 12 months.
	A_2: DMS changes might take a while and could potentially be costly

Traing not being properly absorbed by personnel

Not be able to sell current obsolete inventory
	A_3: Include obsolete inventory KPIs as part of bonuses for parts department

Garage sales


	R: 10MUDS in frozen capital being able to be better used in other parts of the business
	S: We need to insure that by February our obsolescence has dropped by 50%.
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