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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 will be selling additional parts and accessories to sales/services customers - target will  increasing 5% of the department total gross profit. Adding an additional $12k to the store net profits within the next 60 days.  
	1: How does this goal align with or support your dealer’s vision? Aligns well as we are in a Ford store in FL where accessories and parts are common desire for Jacksonville guest. Will positively impact the north star on being the most guest centric dealership in the market area providing additional options for the guest on a stop shop.

What are the BENEFITS of achieving your goal?
More gross for service, parts, and sales. Win/win situation. Word of mouth for customers to recommend the store for accessories and parts not just another dealership.

What are the CONSEQUENCES if you don’t?
Wondering if the team has not buying to the process and possible staff change.

Why is this goal important to you?
Store will make more net profit allowing it to stock more accessories. By growing the parts department it will allow the option of stocking more parts and accessories. 
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	NECESSARY RESOURCESRow4: PC
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	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: 
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	A: How will you track your progress?
Live, CDK, and QlikSense
Where will you find the information?
CDK and QlikSense
How often will you check in?
Will go over progress every morning in huddle and manager meeting.
	A_2: -Not having employees that want to follow or believe in the process
-Not getting expense approve by corporate
-Not getting the expense approved by corporate or manager

	A_3: -Training on the "what" - "the how" - and the "why"
-Writing out the process and having all employees fully understand it and sign it
	R: By achieving the goal we will make an additional $12k+ per month to the dealership net profit.
	S: We will discuss wins and opportunities every day in our daily huddle and make sure basis and fundamentals are being follow...bottom line is "be brilliant at the basis"
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