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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
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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 implement an Online Parts Store for not only tires but full parts and accessories for my dealership by April 30, 2021.
	1: This goal aligns with my dealership's vision of "Focused on People, Passionate about Audi" because to be focused on people you must provide them with multiple options for acquiring parts.  The benefits of achieving my goal is increased parts sales, increased customer satisfaction, increased market share of wholesale parts, and increased service business through awareness.  The consequences for not achieving my goal would be decreased customer options, decreased market share, & loss in parts and accessory sales.  This goal is important to me because I want our dealership to truly be focused on the customer by offering them many options to shop in all of our departments.
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	A: We will track our progress through the E-Store Vendors Reporting as well as our own DMS and Parts Portal.  We will start with a weekly check in of progress and gradually move to monthly as process is perfected.  
	A_2: Parts/Accessory availability

Shipping costs Vs Offering Free Shipping

Competing with already established competitors in Market

Logistics 
	A_3: Continuously evaluate E-Store parts/accessory purchases to better stock common sold items

Establish a price threshold where free shipping is offered or incentive program

Good Marketing program to get word out.
	R: Roughly $6 increase in parts sells for every $1 spent in online marketing.  Average of $30 Gross Profit per online order.
	S: The E-Store will be continuously monitored for the first 6 months, and then on a monthly basis beyond that.  We will adjust our processes and training as needed throughout the first year and establish a positive market presence.  E-Store will be managed just like Wholesale.
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