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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



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

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: My goal is to increase parts overall gross percentage. I want to move the current percentage from 36.3% to 38.5% by 06/30/2020
	1: This goal aligns with our vision of aligning our dealerships performance with NADA guide lines, ultimately leading to profitability. The benefits will lead to profits which equal more pay for employees. The consequences of not increasing our gross profit percentage is the continuation of poor performance and ultimately losing your job. This goal is very important to me as I am passionate about fixed ops and want to achieve the 100% absorption mark to support our operations as a small town dealership. 
	SPECIFIC ACTION STEPRow1: NADA parts worksheet
	NECESSARY RESOURCESRow1: Excel sheet / statement
	WHO IS ACCOUNTABLERow1: Eric
	EXPECTED RESULTRow1: Find parts %
	EXPECTED COMPLETION DATERow1: Friday 06/12
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Set new % guides
	NECESSARY RESOURCESRow2: CDK
	WHO IS ACCOUNTABLERow2: Eric
	EXPECTED RESULTRow2: higher gross profit %
	EXPECTED COMPLETION DATERow2: 06/15/20/20
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Training
	NECESSARY RESOURCESRow3: parts team
	WHO IS ACCOUNTABLERow3: Eric/Tim
	EXPECTED RESULTRow3: hold better average
	EXPECTED COMPLETION DATERow3: 06/15/20
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	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: Perform case study using NADA proforma spread sheet. Determine which category opportunity lies (CP, warranty, internal). Once identified set procedure for new percentage goal and set pricing in CDK (example, used car op code percentage). Once new process in place we will inspect DOC daily to verify numbers and make sure they are going in desired direction. My checking daily and making the correct adjustments we should achieve our goal of 38% overall parts gross by June 30th.
	A_2: Service ro's - advisors discounting


Wholesale parts (low %)


Retail counter (discounts)


Toyota care, tires
	A_3: work with service manager to control discounts (manager must authorize)
Review wholesale accounts and make sure pricing is in line and customer is worth servicing vs gross % 
Make sure on line coupons are up to date and make sense to drive business

Only option is file for AB179 to see if we can increase pay back from Toyota. Review tire mark up and see if we can sell the best GP option.
	R: By reviewing the proforma our potential financial impact is will be $54,000 additional annual gross 
	S: Daily reports, weekly meetings, share the goal and the progress. Reward the accomplishment. 
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