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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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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 improve the parts department's phone skills to help up-sale parts and ultimately bring more dollars to the bottom line by Nov 30th.
	1: Our Parts Vision statement is " Exceed Customer's Expectation." 

By improving our phone skills we are able to sale parts that are necessary to complete a job and/ or provide better phone quotes. If a customer doesn't know they need more parts, we are not up-selling. 

Don't let a phone call ring more than three times.
Answer the phone with a smile and warm greeting.
Listen to the customer wants and needs.
Take down all necessary information.
Ask for the sale (are they ready to buy now.)
Follow up with an emailed quote of the part(s)

The Benefits are happy customer's that will spill into service and the sales department, which will result in more revenue to the store. 

However the consequences could be detrimental. A lost sell can be a lost customer for life. Proper phone etiquette can help not just with a better quote for parts but a smooth transition to service or sales department .






	SPECIFIC ACTION STEPRow1: DAILY TRAINING
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	EXPECTED COMPLETION DATERow11: 
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	A: THE RESULT CAN BE FOUND IN ELEAD IN THE REPORTS SECTION. THIS CAN BE LOOKED AT EVERY DAY AND REPORTS WILL BE SENT TO THE TEAM ON FRIDAYS TO REVIEW IN THE WEEKLY STORE MEETING. 
THE PHONE CALLS WILL BE MONITORED DAILY .
	A_2: TEACHING AN OLD DOG NEW TRICKS. THE TEAM BUY IN WILL BE HARD INITIALLY . DAILY MEETINGS WILL ALSO BE HARD AND OUT OF THE NORM. PLAYING PHONE CALLS FOR MISSED OPPORTUNITIES IN FRONT OF THE TEAM WILL BE A MAJOR OBSTACLE AS WELL 
	A_3: HAVING THE TEAM SIT IN WITH THE DAILY SALES MEETING MIGHT HELP EASE THE UNCERTAINTY AND THE NERVOUSNESS. 
A PRINTED TRAINING SCHEDULE WITH TOPIC AND ATTENDEES WILL HELP WITH THE VALIDITY AND IMPORTANCE OF THIS ACTION PLAN. DAILY FOLLOW UP WILL ADD TO THE COMMITMENT.
	R: AFTER TALKING TO MY PARTS MANAGER, AN 8% INCREASE SEEMS TO BE THE NUMBER FOR GROSS RETURN. THAT COMES OUT TO ABOUT $8500/ MONTHLY TO THE PARTS BOTTOM LINE
	S: IT'S ALL ABOUT HOLDING YOURSELF AND STAFF ACCOUNTABLE. THE DAILY PHONE TRAINING NEEDS TO BE WRITTEN DOWN AND SIGNED OFF ON WHO ATTENDED. CHECKING DAILY FOR EMAILED QUOTES AFTER A NO SALE NEEDS TO BE DONE AND LOGGED FOR TRAINING AND ACCOUNTABILITY.
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