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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 will change our Parts Sales Customer Experience. Currently there isn't a process in place for how to take a call, how to handle it or follow up. We will create, write and teach our process to our parts staff. This will be in place by month end (November 2021).
	1: This goal will support our vison by operating more professionally and more profitable. 



The benefits are:



More parts sales

More Gross

More Net

Professional and Courteous Staff

Staff buys in b/c they see that we actually do care about the parts dept and the people in it.

Moral

Everyone makes more money.



Consequences if we don't:



We keep gettting what we've always got

Parts continues to struggle to break even

Staff continues to feel like an after thought b/c they have been.

Staff doesn't care to put anymore effort than they have to into anything. Which continues to kill moral...


	SPECIFIC ACTION STEPRow1: Create Phone Scripts
	NECESSARY RESOURCESRow1: Time
	WHO IS ACCOUNTABLERow1: Keith/Scott
	EXPECTED RESULTRow1: Printed for staff
	EXPECTED COMPLETION DATERow1: Dec 13th 





EOM Nov 2021
	ACTUAL COMPLETION DATERow1: 




	SPECIFIC ACTION STEPRow2: Teach to answer phones
	NECESSARY RESOURCESRow2: Time
	WHO IS ACCOUNTABLERow2: Keith/Scott
	EXPECTED RESULTRow2: Staff following process 100%
	EXPECTED COMPLETION DATERow2: Dec 13th





EOM Nov 2021
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: What info to get
	NECESSARY RESOURCESRow3: Time
	WHO IS ACCOUNTABLERow3: Keith/Scott
	EXPECTED RESULTRow3: Following 100%
	EXPECTED COMPLETION DATERow3: Dec 13th
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: How/where to get info
	NECESSARY RESOURCESRow4: DMS/CRM
	WHO IS ACCOUNTABLERow4: Keith/Scott
	EXPECTED RESULTRow4: Following 100%
	EXPECTED COMPLETION DATERow4: Dec 13th
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Teach the process all the way through
	NECESSARY RESOURCESRow5: Time
	WHO IS ACCOUNTABLERow5: Keith/Scott
	EXPECTED RESULTRow5: Following 100%
	EXPECTED COMPLETION DATERow5: Dec 13th
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Write the Process
	NECESSARY RESOURCESRow6: Time
	WHO IS ACCOUNTABLERow6: Keith/Scott
	EXPECTED RESULTRow6: Printed for Dept.
	EXPECTED COMPLETION DATERow6: EOM Nov 2021
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Mystery Calls
	NECESSARY RESOURCESRow7: Phone
	WHO IS ACCOUNTABLERow7: Keith/Scott
	EXPECTED RESULTRow7: Process followed w/follow up
	EXPECTED COMPLETION DATERow7: Weekly
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Continued Coaching/Training/Support
	NECESSARY RESOURCESRow8: Time
	WHO IS ACCOUNTABLERow8: Keith/Scott
	EXPECTED RESULTRow8: Happy, Thriving Employees
	EXPECTED COMPLETION DATERow8: Weekly
	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 track our progress with our call log. This information will be built into an Excel Sreadsheet with customer info, vehicle, part, price, sold/not sold and reason...We will check this log daily for the first 6 months and tweak accordingly.



*We hope to be able to use our current CRM for this in the near future
	A_2: Time

Understanding

Follow Thru

Buy in
	A_3: Start days earlier

Teach

Coah

Show them the money
	R: $20k per month additional gross
	S: Accountability and follow up. We will need to continue to monitor our log daily, continue to coach, mystery shop and teach by taking calls periodically in front of the staff to show that you will also, always follow the process. Especially when someone is off, go help out for a couple of hours if not more. Teams follow great leaders!
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