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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: We will decrease our OBSO from 10% to 7% by end of year 2024.   
	1: Our OBSO has gradually increased through out the year.  With our inventory increasing from$385,000 to $511,000 the OBSO percentage didn't seem to increase by much, but if we don't pay attention it will run away away from us and at a bigger scale.  By reducing our OBSO and doing a better job ordering correct parts using all the tools and training at our disposal, we can increase our gross sales monthly and have a better and true fill rate which in turn means a healthier bottom line and higher net profits.  If we do not get a handle on it we will have less to no room to store the correct parts and move our inventory more efficiently and we will have increase costs of to order or overnight parts we should have on shelves not to mention the loss of daily sales for orders we do not complete.  

It's important to me and our store because although we added a mezzanine to our department at added cost, the investment will be just an added expense since there will be too much old parts on shelves taking up space where correct parts should be on shelves readily daily to our customers and techs.  We must carry the correct inventory that will help First Time Fill Rate for our Service Department and walk in customers on a daily basis and lower our lost sales.  
	SPECIFIC ACTION STEPRow1: Complete RIM Order ASAP
	NECESSARY RESOURCESRow1: RIM Software
	WHO IS ACCOUNTABLERow1: Joe Martinez
	EXPECTED RESULTRow1: $3-5,500 in OBSO returns minimum
	EXPECTED COMPLETION DATERow1: October 28th
	ACTUAL COMPLETION DATERow1: October 30th
	SPECIFIC ACTION STEPRow2: Get list of all Accessories in OBSO
	NECESSARY RESOURCESRow2: DMS
	WHO IS ACCOUNTABLERow2: Jose Villa
	EXPECTED RESULTRow2: Remove $4-6000 in OBSO accessories
	EXPECTED COMPLETION DATERow2: November 1st
	ACTUAL COMPLETION DATERow2: November 4th
	SPECIFIC ACTION STEPRow3: Install accessories on current inventory
	NECESSARY RESOURCESRow3: Aftermarmarket Manager and Internal advisor
	WHO IS ACCOUNTABLERow3: Jose Villa and Eduardo Davila
	EXPECTED RESULTRow3: Have accessories preloaded on units in stock to add value and eye appeal
	EXPECTED COMPLETION DATERow3: November 18th
	ACTUAL COMPLETION DATERow3: November 20th
	SPECIFIC ACTION STEPRow4: Sign our dealer with Dealermine
	NECESSARY RESOURCESRow4: General Manager
	WHO IS ACCOUNTABLERow4: Raul Gomez
	EXPECTED RESULTRow4: Adding another source to help sell and move out an additional $7-11,000 projected OBSO value in first month.
	EXPECTED COMPLETION DATERow4: November 26th
	ACTUAL COMPLETION DATERow4: November 26th
	SPECIFIC ACTION STEPRow5: Build bundles of $250 - $350 of OBSO parts to put in Whole sale units going to auction
	NECESSARY RESOURCESRow5: Parts Manager and warehouse manager
	WHO IS ACCOUNTABLERow5: Joe Martinez and Jonathan Salazar
	EXPECTED RESULTRow5: Adding $250 of parts in wholesale unit may increase the value in the unit and we remove OBSO
	EXPECTED COMPLETION DATERow5: December 3rd
	ACTUAL COMPLETION DATERow5: N/A
	SPECIFIC ACTION STEPRow6: Make sure all Wholesale units have OBSO bundle in them and visible
	NECESSARY RESOURCESRow6: Used Car Porter Used Car Manager
	WHO IS ACCOUNTABLERow6: Bryan Miller and Tomas Closner
	EXPECTED RESULTRow6: Accountability for bundles to be added and we can reduce OBSO by $12,500 in one month
	EXPECTED COMPLETION DATERow6: December 3rd
	ACTUAL COMPLETION DATERow6: N/A
	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: Parts Manager Joe Martinez and Raul Gomez GM.  We will be going over the progress during our weekly Managers meeting and make sure there is no deviation.
	A_2: OBSO bundles not getting in used car wholesale units.

Don't have the right inventory at the time to install OBSO accessories.

Push back from Used Car Manager
	A_3: Have Parts warehouse manager and Used Car porter go over list of units going to auction daily.

Look for Used Units in stock within or auto group and install as soon as possible.

Shoe increase in wholesale profit per unit with OBSO bundles in them.
	R: We would be reducing our Obsolescence inventory dead value from $49,000 currently to a possible $35,000 by end of year and continue to decrease moving forward.  This will allow us to have more room on shelves for correct parts that may increase our bottom line by an additional $15000 - $25000 monthly. 
	S: Once we hit our said goal, share the successful outcome with all involved and have accurate numbers as to how much it has increased the dealership bottom line which in turn increased their own personal gains.  We will continue to meet weekly and make this a team effort.  Success will feed success. 
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