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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: I would like our team to grow the wholesale sales by 15% average per month Y.O.Y. . We are currently averaging $107,000 a month in sales with a average gross profit of $17,700 per month. I think a realistic time frame is by year end if we get out and get in the game even with todays challenges. We will just have to think outside the box.
	1: Being more profitable should align with everyone's vison if it affects them. Everyone needs to be rewarded in order for all to fight for the same goal. As we increase the flow of opportunity, then the pockets of others will swell up.  

If we don't achieve the goal that means we aren't thinking outside the box. If we aren't progressing forward then we are going backwards and need to come at another angle. Not moving forward is failure in todays world of competition for a customer. 

Getting better is always important to me because I don't like complacency. The one thing about the car business is the sky is the limit and I have not found the ceiling yet. I never want to make my boss consider replacing me and want them to think I am irreplaceable. I everyone on our team feels irreplaceable then they are searching for the ceiling..... 
	SPECIFIC ACTION STEPRow1: Maintain relationships w/current customers.
	NECESSARY RESOURCESRow1: Cust serv skills, get it right, butt kissing
	WHO IS ACCOUNTABLERow1: Entire Parts Team
	EXPECTED RESULTRow1: Loyalty if we make a price improvement. 
	EXPECTED COMPLETION DATERow1: Everyday!
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Build relationships with new customers.
	NECESSARY RESOURCESRow2: Outside Sales Person
	WHO IS ACCOUNTABLERow2: Entire Parts Team
	EXPECTED RESULTRow2: Customer list to grow.
	EXPECTED COMPLETION DATERow2: when we have every shop in town buying.
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Repair broken relationships. 
	NECESSARY RESOURCESRow3: Parts Mgr, Outside sales, GM, Gifts of guilt
	WHO IS ACCOUNTABLERow3: Parts Mgr, Outside sales, GM
	EXPECTED RESULTRow3: Get back customers that left us. 
	EXPECTED COMPLETION DATERow3: When all old accts are back on board. 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Evaluate our best customers
	NECESSARY RESOURCESRow4: DMS, FCA reports
	WHO IS ACCOUNTABLERow4: Parts Mgr and Outside sales.
	EXPECTED RESULTRow4: Show more appreciation to increase loyalty
	EXPECTED COMPLETION DATERow4: 12/31/2020
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Evaluate our worst customers
	NECESSARY RESOURCESRow5: DMS, FCA reports
	WHO IS ACCOUNTABLERow5: Parts Mgr and Outside sales.
	EXPECTED RESULTRow5: See is we can get them to go or get off the pot
	EXPECTED COMPLETION DATERow5: 12/31/2020
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Come up with an incentived pay plan. 
	NECESSARY RESOURCESRow6: DMS reports, pay plans, Ambition
	WHO IS ACCOUNTABLERow6: Parts Mgr and GM 
	EXPECTED RESULTRow6: Increase overall sales and upselling
	EXPECTED COMPLETION DATERow6: 8/30/20
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Come up with a rewards/loyalty program
	NECESSARY RESOURCESRow7: Other ideas from companies 
	WHO IS ACCOUNTABLERow7: Parts Mgr, GM, and Outside Sales
	EXPECTED RESULTRow7: Increased sales and retention. 
	EXPECTED COMPLETION DATERow7: 9/30/20
	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: Dealer Track is a great tool to see overall month over month or YOY trends at anytime with our customers. The statement is a great tool to track our progress within the store. We can check sales trends with customers weekly and totals monthly. If someone seems off track we can stop in with a pizza and check in. 
	A_2: Not being able to mend a broken relationship. 

Not having the right outside sales person. 

Hearing lots of negative feedback. 
	A_3: Put a different face and voice with the customer. 

Look at a different person.

Agree, listen, learn and ask for a chance to make it right. 
	R: We are currently earning an average of 17% in gross profit to sales. If we increased sales by 15% to $123,050 our gross profit would go from $18,190 to $20,918 which would be $32,700 more per year. Then add the additional wholesale discounts we receive from FCA and the overall number is better then last months/years number. 
	S: Accountability and measuring is the only way to make change. Show people where they are and where we need to be. If you help them build a plan on how to get there and work together we can get there. You have to meet with them and show them how progress is growing so they know its being tracked and what they do is important. 
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