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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: We have a strong wholesale business that we heavily rely on.  In the midst of the pandemic its been difficult to keep track of inactive/declining customers.  We also stopped paying for Volkswagen's Wholesale CRM program, which provided us this information.  My goal is to activate CRM and contact the top 25 inactive/declining customers.  I want to have this done by the end of November.
	1: This goal aligns with the company vision because we strive to offer the best possbile customer service.  There are many reasons for losing a wholesale customer, some out of our control.  That said, if it's anything to do with our level of customer service I want the opportunity to fix it.  If we don't keep track of inactive/declinging customers there's a chance they may never return.  Once a customer gets comfortable dealing with a new vender it can be difficult to earn back their business.  
	SPECIFIC ACTION STEPRow1: Activate CRM
	NECESSARY RESOURCESRow1: Paying for the service
	WHO IS ACCOUNTABLERow1: Jeff & Billy 
	EXPECTED RESULTRow1: Utilize tool
	EXPECTED COMPLETION DATERow1: 11/8/21
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Identify Top 25 Inactive
	NECESSARY RESOURCESRow2: CRM
	WHO IS ACCOUNTABLERow2: Jeff & Billy
	EXPECTED RESULTRow2: A call list
	EXPECTED COMPLETION DATERow2: 11/8/21
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Identify Top 25 Declining
	NECESSARY RESOURCESRow3: CRM
	WHO IS ACCOUNTABLERow3: Jeff & Billy
	EXPECTED RESULTRow3: A call list
	EXPECTED COMPLETION DATERow3: 11/8/21
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Call/Visit Inactive/Declining
	NECESSARY RESOURCESRow4: Phone,VW swag, flyers
	WHO IS ACCOUNTABLERow4: Jeff & Billy
	EXPECTED RESULTRow4: Earn Future Business
	EXPECTED COMPLETION DATERow4: 11/29/21
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	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: Myself and the parts manager will be doing this together and will keep eachother informed.  We will document our findings after calling and/or visiting wholesale customers.
	A_2: The obvious obstacles may include:

1. Shop is no longer in business

2. Shop is working on different brands

3. New Parts Consultant at shop with theiroen venders

4. Being out priced by a competitor

5. Competitor offering higher level of service (Faster deliveries, more brands,etc)
	A_3: Possible sollutions may include:

1. Has the shop been bought out?  Try to earn the new owner's business.

2. If they haven't had many VW's contact the shop periodically to let them know you're still there for them when the time comes.

3. Explain to the new employee that an account is setup for them.  Sell yourself.

4. Sell Value, evaluate account

5. Can we improve and remain competitive?  If so, come up with a SMART goal!


	R: By achieving this goal we will be increasing/solidifying future earnings.
	S: Our department must continue to monitor inactive/declining customers moving forward.  This should be done quarterly.  The Parts Manager and myself will be responsible.
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