
1©2020 National Automobile Dealers Association. All Rights Reserved.

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 goal is to analyze my parts department pay plans and make sure to verify we are within NADA guide and to maximize profits in our parts department. I will also inspect support staff to make sure we are staffed correctly and expense is accurate on statement. I will do this by Thursday June 18th. We are currently at 32.4% total comp YTD
	1: This goal aligns with our leaderships vision to obtain maximum profitability our parts department. The Benefits of our goal are increasing net profit and making more money for both the store and employee. The consequences if do not maximize our profits is lack of profit and continued turnover. This goal is important to me as I strive to have all our departments profitable and with in NADA guide to not only feel good about my position and leadership but to be knowledgeable on how to recognize future potential problems and know how to react. 
	SPECIFIC ACTION STEPRow1: review parts manager pay plan
	NECESSARY RESOURCESRow1: pay plan from HR
	WHO IS ACCOUNTABLERow1: Tim
	EXPECTED RESULTRow1:  make sure with in guide
	EXPECTED COMPLETION DATERow1: 06/18/20
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: review parts counterman pay plans 
	NECESSARY RESOURCESRow2: pay plans from HR
	WHO IS ACCOUNTABLERow2: Tim
	EXPECTED RESULTRow2: make sure with in desired goal 
	EXPECTED COMPLETION DATERow2: 06/18/20
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Review six months of parts sales and gross
	NECESSARY RESOURCESRow3: monthly statement
	WHO IS ACCOUNTABLERow3: Tim
	EXPECTED RESULTRow3: get average sales/gross #'s
	EXPECTED COMPLETION DATERow3: 06/18/20

	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Create pay plan if needed
	NECESSARY RESOURCESRow4:  review guide and create around desired %
	WHO IS ACCOUNTABLERow4: Tim
	EXPECTED RESULTRow4: get comp with in guide 
	EXPECTED COMPLETION DATERow4: 06/18/20

	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Check support staff mapping and wages
	NECESSARY RESOURCESRow5: HR rep / business office manager
	WHO IS ACCOUNTABLERow5: Tim
	EXPECTED RESULTRow5: verifiy all #'s and head count
	EXPECTED COMPLETION DATERow5: 06/18/20


	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: I will monitor the daily doc and the monthly statement looking at comp percentage.

	A_2: potential pay plan changes can affect employee moral 


Ownership may not want to effect parts dept in a negative way over a few % points
	A_3: educate manager first then employees. Show research and why/how/where we need to be.

Need to educate on potential net increase and then sell to parts in the correct way (control expense, increase sales)
	R: Total comp for parts is currently 32.4%. My goal is to get that to 28%. The reduction on payroll would net to an average of $3500.00 per month, annually $42,000
	S: I will meet with parts manager monthly specifically for statement review and go line by line on expenses to educate and to teach. I will encourage future growth and help teach manager and staff the business concepts to help further their careers and compensation #winning
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