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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: The goal is to get rid of all current OBSO. We will track this in the DMS to see current inventory levels. Our goal is to be at 0 within a months time. 
	1: OBSO does not have much to do with the visions to make our customers have and easy and effortless purchasing experience. The benefits of getting rid of OBSO is that we will have better organization in the parts department and more space for part with a better turn rate. The consquence is that the parts will continue to sit around taking up space and continuing to depriciate. This goal is important because we a ridding the department of waste and also building a plan to reduce the OBSO in the future.
	SPECIFIC ACTION STEPRow1: List online
	NECESSARY RESOURCESRow1: eBay, Craigslist, Facebook
	WHO IS ACCOUNTABLERow1: parts employee
	EXPECTED RESULTRow1: rid OBSO
	EXPECTED COMPLETION DATERow1: 30 days
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: 3rd party broker
	NECESSARY RESOURCESRow2: 3rd party
	WHO IS ACCOUNTABLERow2: 3rd party
	EXPECTED RESULTRow2: rid OBSO
	EXPECTED COMPLETION DATERow2: 30 days
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Dealer to Dealer
	NECESSARY RESOURCESRow3: other dealer to trade or sell to
	WHO IS ACCOUNTABLERow3: parts manager
	EXPECTED RESULTRow3: rid OBSO
	EXPECTED COMPLETION DATERow3: 30 days
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Return if possible
	NECESSARY RESOURCESRow4: manufacturer
	WHO IS ACCOUNTABLERow4: parts manager
	EXPECTED RESULTRow4: rid OBSO
	EXPECTED COMPLETION DATERow4: 30 days
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Garage Sale
	NECESSARY RESOURCESRow5: weekend event
	WHO IS ACCOUNTABLERow5: parts staff
	EXPECTED RESULTRow5: rid OBSO
	EXPECTED COMPLETION DATERow5: 30 days
	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: We will make a good old fasion checklist of what is available and we will reference the DMS for the inventory. We will check this everything a part is sold off, given away, or traded.
	A_2: Large parts that can not be shipped 

Parts that are not commonly used 

The time that it is going to take to organize this plan and execute
	A_3: Save large parts for local sale and the garage sale (take whatever you can get)

The less common parts you can toss in wholesale vehicles and advertise a "grab bag" type incentive to buy

Plan with management and give each employee a specific task and timeline 


	R: Recieve a portion of the lost profit back in sales. No dollar value expressed at this time
	S: Design a plan to try to reduce the OBSO in the future and handle it as it comes so that we are not left with a large amount at one time.
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