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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: My parts wholesale goal is to actually create some wholesale. We currently only service a few local repair shops. 
I would like to acquire two new customers by June 26th equaling a additional $5K in sales

	1: This goal fits our vision of growing our business and remaining a pillar in our community. The benefits of this goal will help us sell more parts, create higher revenues and build relationships with other business owners in our community. Very little consequences to not grow wholesale besides low gross. We will not take on collision as we do not have the room or the personnel to manage collision parts.
	SPECIFIC ACTION STEPRow1: Locate all repair in PMA
	NECESSARY RESOURCESRow1: ON line, phone book
	WHO IS ACCOUNTABLERow1: Eric
	EXPECTED RESULTRow1: find potential customers
	EXPECTED COMPLETION DATERow1: 06/15/20
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Order wholesale gifts from Toyota
	NECESSARY RESOURCESRow2: Computer
	WHO IS ACCOUNTABLERow2: Eric
	EXPECTED RESULTRow2: happy people
	EXPECTED COMPLETION DATERow2: 06/15/20
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Create line card
	NECESSARY RESOURCESRow3: word doc and printer
	WHO IS ACCOUNTABLERow3: Justin
	EXPECTED RESULTRow3: info for customers
	EXPECTED COMPLETION DATERow3: 06/15/20
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Schedule time to cold call
	NECESSARY RESOURCESRow4: above items and parts truck
	WHO IS ACCOUNTABLERow4: Justin/Eric
	EXPECTED RESULTRow4: get new account
	EXPECTED COMPLETION DATERow4: 06/26/20
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Create visit checklist
	NECESSARY RESOURCESRow5: Word/printer
	WHO IS ACCOUNTABLERow5: Eric
	EXPECTED RESULTRow5: track notes from previous visit
	EXPECTED COMPLETION DATERow5: 06/15/20

	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: create rewards program
	NECESSARY RESOURCESRow6: local gifts / restaurant, movies etc 
	WHO IS ACCOUNTABLERow6: Eric
	EXPECTED RESULTRow6: new customers can choose rewards as earned
	EXPECTED COMPLETION DATERow6: 06/26/20

	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: I will track process by weekly meeting with Justin & Eric. I will be copied on data found from our PMA potential customer expedition. I will create and mandate copies of visit recap form. 
We will visit bi-weekly and complete the form every time and recap noted during our weekly meetings. 

	A_2: People saying no thanks


Price - bigger companies could be deeper then we want to be in price

Staff - will we hinder current staff
	A_3: Overcome the objection, repetitive visits to build relationship 

sell faster service, community, rewards program

hire as business grows keeping NADA % guides for total comp
	R: Modest goal of two accounts adding addditional $5K per month in sales, annually would be $60K to the parts dept. If we can maintain 18% GP that would be $10,800 in gross annually 
	S: manage the process and make sure that all parts employees understand the vision. Hold the weekly meeting and post the results. 
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