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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 want to reduce my Obsolete (Never Sold) parts from 15.5% ($25,019)  of my inventory to 7% ($11,312) by July 1st 2022.
	1: This goal aligns with our vision of putting the "Customer/Company First" because by reducing the dollar value of obsolete parts it will allow us to use that capital to stock faster turning parts which will increase customer satisfaction and company profit.

The benefits of achieving this goal are as follows:

- Higher customer satisfaction as we can use currently frozen dollars to stock parts the customers want and need.
-Higher profits as we will be turning our inventory faster and reducing lost sales or jobs in the service department.
- Unfrozen capital can also be utilized in other areas of the dealership if needed

If we choose to do nothing this problem will get bigger and bigger. Each month a new segment of parts go unsold and become Potential Obso or Obso. The longer this goes on the more frozen capital we will have and the potential for lost cash becomes greater each day.

This goal is important to me because I want the company to be in a healthy financial situation. When the company does well the employees do well. 
	SPECIFIC ACTION STEPRow1: Review current Obso situation, identify where majority is coming from
	NECESSARY RESOURCESRow1: DMS and Time
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: I expect to find that the majority of obso is coming from body shop returns and accesories that we were strong armed into taking by OE rep.
	EXPECTED COMPLETION DATERow1: 2/1/22
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Identify Obso to liquidate
	NECESSARY RESOURCESRow2: DMS
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Locate and pull the $13.7K in obso parts that we want to liquidate
	EXPECTED COMPLETION DATERow2: 2/1/22
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: List all obso on our online platform for cost.
	NECESSARY RESOURCESRow3: Labor by PM and online sales rep. Revolution Parts platform
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: Take pictures and list all obso for cost on online sales platform
	EXPECTED COMPLETION DATERow3: 3/1/22
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Ask used car manager if we can put any obsolete accessories on used cars.
	NECESSARY RESOURCESRow4: Used inventory
	WHO IS ACCOUNTABLERow4: Parts Manager
	EXPECTED RESULTRow4: Our used car manager is very accommodating. We should be able to put any obso accessories on used vehicles and charge these parts out at cost to the the cost of the used vehicle.
	EXPECTED COMPLETION DATERow4: 2/15/22
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Review of what we have left for obsolete parts after initial steps.
	NECESSARY RESOURCESRow5: DMS
	WHO IS ACCOUNTABLERow5: Fixed Operations Director
	EXPECTED RESULTRow5: Decrease in obsolete inventor.
	EXPECTED COMPLETION DATERow5: 4/1/22
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Contact Parts Broker
	NECESSARY RESOURCESRow6: Finding outside vendor who will purchase parts.
	WHO IS ACCOUNTABLERow6: Fixed Operations Director
	EXPECTED RESULTRow6: Identify a vendor who will gives us the best return for our obsolete parts that are remaining.
	EXPECTED COMPLETION DATERow6: 5/1/22
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Sell off remaining inventory for whatever we can get.
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: Parts Manager
	EXPECTED RESULTRow7: Recoup some frozen capital
	EXPECTED COMPLETION DATERow7: 6/1/22
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Identify body shops that don't make sense to do business with.
	NECESSARY RESOURCESRow8: DMS reporting
	WHO IS ACCOUNTABLERow8: Parts Manager
	EXPECTED RESULTRow8: Cut ties with some wholesale accounts .
	EXPECTED COMPLETION DATERow8: 7/1/22
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: Training for parts manager and parts counter people.
	NECESSARY RESOURCESRow9: Money and time
	WHO IS ACCOUNTABLERow9: Fixed Operations Director
	EXPECTED RESULTRow9: Better process and process follow through
	EXPECTED COMPLETION DATERow9: 7/1/22
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: Ensure factory rep retrains PM on returns process
	NECESSARY RESOURCESRow10: OE FOM
	WHO IS ACCOUNTABLERow10: Fixed Operations Director
	EXPECTED RESULTRow10: Better monthly returns process
	EXPECTED COMPLETION DATERow10: 7/1/22
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: Reevaluate SOP Process 
	NECESSARY RESOURCESRow11: Time
	WHO IS ACCOUNTABLERow11: PM/FOD
	EXPECTED RESULTRow11: Higher sense of urgency to get parts picked up or installed.
	EXPECTED COMPLETION DATERow11: 5/1/22
	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: I will be tracking progress through inspecting what I expect on a weekly basis with my parts manager. I will use DMS reporting and physical inspection of the action steps I have laid out. We will utilize all action steps and target dates and monitor weekly where we stand to make sure we are on track to attain our goal. 
	A_2: - We will have difficulty liquidating parts on line or through used vehicles.
- PM will not like FOD being so involved in department
- PM will not want to sell parts for below cost.


	A_3: - Monitor on line activity, abandoned carts. Reduce prices below cost. 
- Explain benefits of attaning this gaol and how it aligns with company vision 
- Again, advise PM that this is in the best interest of the company and customer and that we will provide support and training so that we don't find ourselves in this situation again.
	R: We are looking to eliminate $13,707 in obsolete parts in 6 months. If we can recoup 75% of that number we can put $10,280 back into the cash account.
	S: Have parts manager provide a monthly tracking sheet. Which provides specific information that will have an impact on our obsolete parts number. For example, tracking sheet will include: current obso number, how much return credit we earned vs what we utilized for the month, body shop returns, return dollars and who returned them, value of SOPs and a list of 20 oldest SOPS. I will be inspecting what I expect.
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