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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: I will increase internal parts gross profit percentage from 27.7% to over 30% by April 30th, 2022. We will go from discounting and charging internal rates for parts on used vehicles to full, retail internal rates. 
	1: This goal aligns with our store's vision that all different units of the dealership need to work together to drive gross profit as a whole. In 2021, if our store charged regular retail rate for internal parts, it would have resulted in over $123,100 in additional gross profit for the store. On 486 used retail vehicles, the additional cost would only be $253.29 on each unit as well. This would be a huge boost to our parts department profit numbers, but really not changing much at all besides what we are charging internally for reconditioning. We will have to get our used-car manager on board with this idea and have him know that he is always selling from cost once the vehicles are front-line ready. We will also push to keep more vehicles as retail units so we can put even more internal parts out at the full cost for the department. If we do not achieve this goal, we could run into a problem on both the parts and used-car sales side. Our parts department could take a hit on the internal side, and sales on the used side could dip if the department has issues selling at slightly higher costs. We will have to implement this new strategy with the right processes in place to make sure it is a smooth transition. 
	SPECIFIC ACTION STEPRow1: 
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: 
	EXPECTED RESULTRow1: 
	EXPECTED COMPLETION DATERow1: 
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: 
	NECESSARY RESOURCESRow2: 
	WHO IS ACCOUNTABLERow2: 
	EXPECTED RESULTRow2: 
	EXPECTED COMPLETION DATERow2: 
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: 
	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: 
	EXPECTED RESULTRow3: 
	EXPECTED COMPLETION DATERow3: 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	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: We will use the month of January to let both the parts and used-car sales department know about the upcoming change coming in February of 2022. We will track our progress by checking the PO's and RO's coming from the first couple of reconditionings we do to start the month. This will show if we are charging full retail for the parts we are using to get cars front-line ready. At the end of the month I will check the gross profit percentage for internal parts and see if we are closer to the Nada Guide of over 30!
	A_2: - Used-car manager not willing to pay retail pricing for internal parts and will look for after market opportunities

- Not stocking the correct parts and having to buy elsewhere more expensive to reduce profit margins
	A_3: - Have GM of the store discuss that this is best for the store as a whole and that the department must sell from cost when reconditioning is finished (must trade-in vehicles with right numbers to make sure we own them right)

- Have meeting with parts and used-car manager to see what parts we should always have in stock to have great first time fill rate numbers
	R: In a 10 month span for 2021, we could have generated over $120,000 in additional gross profit. If we take this number and divide by the first 3 months (February, March and April) of the internal part price increase, we can increase gross profit by over $40,000. If inventories improve and we begin to trade in more vehicles, this number will increase as well sell more used vehicles!
	S: We need to have checks and balances to make sure we are not discounting for internal parts. Some discounts will be necessary and make sense, but an example would be only offering discounts for parts on vehicles that are not front-line ready within 4 days. Another example would be making the fixed ops manager sign off on any discounting above a certain percentage on every internal part purchased. We will also have our parts department provide different options for all internal reconditioning (good, better and best). We will need all departments to work together to achieve this goal of increasing gross profit for our parts department and dealership as a whole!
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