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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: First and foremost is training for our parts people.  Anyone customer(retail and wholesale) facing parts person needs to have sales training.  Getting client information when they call, offering additional parts that are typically sold with the part the client is calling in for,  and suggesting additional maintenance parts that may be due with the current miles on the car.  I would like to have this training done by April 1st.  I will track each individual parts sales peoples metrix.  Comparing average sales dollars per month  for the April 1st through October 31st time period with the same time period prior year.  I will also conduct periodic secret shops to monitor improvement.
	1: The best investment a dealership can make is training its people.  Having parts employees with no sales training is just leaving money on the table.  Unfortunately, we don't know just how much but with comparring the pre and post training data, we will find out.  I would expect to see a noticeable uptick in sales, gross, and net profit on a per person basis with proper training. 
	SPECIFIC ACTION STEPRow1: Start sales training with parts department
	NECESSARY RESOURCESRow1: Sales management
	WHO IS ACCOUNTABLERow1: Mef, parts manager, parts sales people
	EXPECTED RESULTRow1: I would expect some push back as it is new and my parts people don't seem to like change but with selling the benefits to them(increased income) I think they get on board.
	EXPECTED COMPLETION DATERow1: April 1st
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Secret Shop pre training
	NECESSARY RESOURCESRow2: Me, parts department
	WHO IS ACCOUNTABLERow2: Me, parts manager, parts sales people
	EXPECTED RESULTRow2: Based on the secret shop we did in class, I would expect it not to be where we want it.  No client information taken, not upselling, little interest in pushing to make the sale.
	EXPECTED COMPLETION DATERow2: February 28
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Ongoing Secret shop
	NECESSARY RESOURCESRow3: Me
	WHO IS ACCOUNTABLERow3: Me, parts sales people, parts manager
	EXPECTED RESULTRow3: Incremental improvement.  Better phone skills, more value upselling
	EXPECTED COMPLETION DATERow3: TBD
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Compare pre and post traing metrix
	NECESSARY RESOURCESRow4: Financial report, daily doc
	WHO IS ACCOUNTABLERow4: Me, parts sales people, parts manager
	EXPECTED RESULTRow4: Increased sales, gross, and net profit
	EXPECTED COMPLETION DATERow4: 11/15/2022
	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: Having a monthly review with the parts counter people going through the 2211 report that breaks down sales, gross, and net per employee.  We will compare same month prior year to see out its imporved or declined and continue to coach on up selling, and suggestive selling.
	A_2: Push back from parts sales people.
	A_3: Show them the benefit to them.  Review prior year same month income with current year. 
	R: I don't think I have an exact number to that yet because we don't fully know what we are losing by not having our people trained.  I would expect to see at minimum a 5-10% increase in sales.  I think the whole point of this excercise is to see what we are missing out on by comparing year over year and then seeing how much we can actually improve.  We have a base line using prior year data that we can compare with a year in, two years in, three years in etc.  I think you really need 2-3 years of comparison post training to see what the true impact the training has on sales.
	S: I think training needs to be ongoing.  Be it internal, bringing in an outside source like an NADA instructor to train, or sending employees away to manufacturer or NADA training to stay current on best policies and procedures.  We also need to review quarterly with each parts sales person and compare with prior year data to see improvement/decline over prior year numbers.  Monthly secret shops also need to happen with the recorded call reviewed with the entire team for constructive criticism.
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