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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 want to learn how to improve our first time parts fill rate.  Both my Parts Manager and Fixed Operations Director does not know how to track first time fill rate.  I have reached out to my CDK performacne manager and now waiting on their repsonse back.  Once we learn how this can be done we will start tracking emergency order immediately.
	1: This goal will align with the dealer's vision as he wants to provide excellent guest experience in our small community.



Benefits of achieving these goals are: Improve guest experience, higher CSI, better technician productivity, higher technician satisfaction, improve service advisor morale, service advisor willing to up sell and does not have to bring back guest when parts arrive, faster internal recon, less rental car expenses, higher gross due to fewer special orders and emergency purchases, less rescheduling by BDC as work will be done on the customer's first visit.



The consequences of not achieving these goals are: decrease guest experience, lower CSI, increased complaints on social media, customer deflecting to another brand, poor employee morale at the dealerships, wasted time for both service advisors and service manager dealing with guest complaints throughout the day.  



This goal is important to me because I would like to increase our customer database for repeat and referrals.  This is the key to increase our business in a small-town community.  I have a vision that Sales and Fixed Operation continue to exceed $1 million monthly gross profit even after Covid is over.  




	SPECIFIC ACTION STEPRow1: Start Tracking
	NECESSARY RESOURCESRow1: CDK Training
	WHO IS ACCOUNTABLERow1: Jay Blitzer


	EXPECTED RESULTRow1: 11/30/20
	EXPECTED COMPLETION DATERow1: Daily
	ACTUAL COMPLETION DATERow1: On Going
	SPECIFIC ACTION STEPRow2: Start Tracking
	NECESSARY RESOURCESRow2: CDK Training
	WHO IS ACCOUNTABLERow2: Mark Morveck
	EXPECTED RESULTRow2: 11/30/20
	EXPECTED COMPLETION DATERow2: Daily
	ACTUAL COMPLETION DATERow2: On Going
	SPECIFIC ACTION STEPRow3: Start Tracking
	NECESSARY RESOURCESRow3: CDK Training
	WHO IS ACCOUNTABLERow3: Rob Starkey
	EXPECTED RESULTRow3: 11/30/20
	EXPECTED COMPLETION DATERow3: Daily
	ACTUAL COMPLETION DATERow3: On Going
	SPECIFIC ACTION STEPRow4: Strat Tracking
	NECESSARY RESOURCESRow4: CDK Training
	WHO IS ACCOUNTABLERow4: Steve Chingren
	EXPECTED RESULTRow4: 11/30/20
	EXPECTED COMPLETION DATERow4: Daily
	ACTUAL COMPLETION DATERow4: On Going
	SPECIFIC ACTION STEPRow5: Start Tracking
	NECESSARY RESOURCESRow5: CDK Training
	WHO IS ACCOUNTABLERow5: Jermaine Reyes
	EXPECTED RESULTRow5: 11/30/20
	EXPECTED COMPLETION DATERow5: Daily
	ACTUAL COMPLETION DATERow5: On Going
	SPECIFIC ACTION STEPRow6: Start Tracking
	NECESSARY RESOURCESRow6: CDK Training
	WHO IS ACCOUNTABLERow6: Ruben Infanzon
	EXPECTED RESULTRow6: 11/30/20
	EXPECTED COMPLETION DATERow6: Daily
	ACTUAL COMPLETION DATERow6: On Going
	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 currently have an open request with CDK to see if first time fill rate can be tracked. My goal is to track commonly used maintenance parts that we routinely do not supply.  I would keep an ongoing conversation with the service advisor, shop foreman, mechanics, and parts counter staff to see if we are routinely ordering commonly used parts.  My goal is to have a smooth operating service department and not turn away a customer due to unavailability of parts.  In addition, I would like the mechanics to confidently recommend without the fear of not having the parts to complete the job the same day, so the advisors are able to up sell.
	A_2: - Too much work for the Parts Manager  to track parts needed.



- If we stock too many parts it may become obsolete. 



- Not enough capital to carry additional parts inventory.



 
	A_3: - Have the Parts counter person keep an eye on the parts inventory as they fill parts on the repair order.



- Take advantage of General Motors Rim order and add additional items to the order.  Keep a close eye and return parts before the cut off date. 




	R: The financial impact is huge,not only do we gross 74% on mechanical labor hour but we also gross 41% on parts. We will be more proficient in the service department and in turn have much higher employee morale. Our customers will have much better improve experience!
	S: The staff would enjoy a smooth operating service department.  They would be able to upsell recommended items confidently without having to deal with lack of parts to complete the job. Everyone will increase their pay while maintaining a more satisfied guest. All the staff would want this to continue as it will be self-rewarding to each employee.
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