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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: I would like to make the parts department a focus of improvement. The main goal is to have everyone working to achieve the same vision. Our vision is to satisfy orders, all orders. The best way to accomplish our goal is to train everyone in their respective roles and make everyone fully aware of their responsibilities. This will be measured matrixes and personal progress will be rated and reviewed as well. This is month over month goal and year over year. The idea is to have everyone out produce themselves time over time until we are operating to our full potential. The first-time fill rate is way below average and the focus of training. I expect results by end of month. I want to see the fill rate work its way up to above 90 percent by end of fiscal quarter and maintained thereafter. 
	1: The goal is directly aligned with the dealership vision. We want to deliver the right part at the right time, every time. By working towards this goal, it will help us deliver outstanding customer service and great KSI. Proper training of our staff would help us avoid obsolesence and part orders for demand. The benefit of operating above 90 percent first-time fill rate is higher gross profits, upsells and orders. Training and setting proper expectations would help us avoid gross profit chompers. We are able to produce more effieciently If we focus on the goal and vision. Having trained staff members will help us avoid discounting, emergency purchases, and errors. We will also have qualified staff members handling customers' needs with a better customer experience. Not having a goal to accomplish will result in a stagnant team with lower gross profit margins, lower market share, and bad KSI. This also affects our time to make cars front line ready, proficiency, and morale. So its very important to focus on first-time fill rate. Ideally, this will help everyone earn a better living, by working on achieving this goal and working to a new expectation.
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	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: 
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	A: Progress will be tracked daily with DMS and manual reports. Parts and Service Managers will be held accountable and responsible to review and make necessary adjustments to inventory. Our managers will need to understand trends and demands and be able to adjust our product mix according. Our DMS should reflect our adjustments to meet demand. Having the DMS updated and parts and service department working together should improve our first time fill rate.  
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understand market & demand

organization
	R: We will have a great financial increase in achieving our goal. We will have faster customer turn rate, higher retentsion & lower W.I.P. We will also have higher gross profit, productivity & efficiency with lower costs over all. This will increase morale & proficiency.  
	S: Accountability, everyone will be held accountable. Parts and Service manager must work together to minimize obsolescence and increase first-time fill rate. We should be able to adjust our inventory to achieve and maintain our goal. Weekly staff meetings and monthly reports will be issued to asure everyone is on track and accomplishing the set goal. 
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