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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 increase our sales (new and used car) accessory sales from an average of 14,627.00 a month in gross profit to 29,254 a month in gross profit within 6 months.



12/1/21 - 5/1/22
	1: This goal meets our vision because we want a harmonious relationship between all departments. In order to meet this goal, we will need collaboration bewtween accounting, sales, parts and service. 



Additionally, we want to grow all departments consistently, this goal will lead to the growth of fixed ops, which will in turn lead to more service to sales opertunities in the future.



The benefits are more gross profit in fixed ops, which holds to most net in the store, increased compensation for employees in fixed ops and sales (spiff for selling) and uniform pricing across the store (the parts department and sales department will sell accessories at the same pricing by no longer having accessory sold as a finance product)



The consequences of not achieving this goal are stagnent gross and net profits, lack of employee engagement and motivation, lack of client retention and dissatisfaction of clients by having differing accessory pricing across the dealership.
	SPECIFIC ACTION STEPRow1: Uniform Pricing
	NECESSARY RESOURCESRow1: Internal adjustment 
	WHO IS ACCOUNTABLERow1: parts manager, dealer manager, finance manager, sales manager 
	EXPECTED RESULTRow1: client satisfaction
	EXPECTED COMPLETION DATERow1: 12/1/21
	ACTUAL COMPLETION DATERow1: 12/1/21
	SPECIFIC ACTION STEPRow2: adjustment of pricing to full list 
	NECESSARY RESOURCESRow2: internal adjustment 
	WHO IS ACCOUNTABLERow2: parts manager 
	EXPECTED RESULTRow2: increased gross and net retention
	EXPECTED COMPLETION DATERow2: 12/1/21
	ACTUAL COMPLETION DATERow2: 12/1/21
	SPECIFIC ACTION STEPRow3: salesperson spiff fpr selling accessories 
	NECESSARY RESOURCESRow3: collaboration of management to create spiff
	WHO IS ACCOUNTABLERow3: dealer manager, fixed ops management 
	EXPECTED RESULTRow3: increased compensation, motivation and accessory sales 
	EXPECTED COMPLETION DATERow3: 12/1/21
	ACTUAL COMPLETION DATERow3: 12/1/21
	SPECIFIC ACTION STEPRow4: accessory sales training for salespeople
	NECESSARY RESOURCESRow4: dedication to training from management 
	WHO IS ACCOUNTABLERow4: GSM, parts manager 
	EXPECTED RESULTRow4: increased product knowledge by salespeople, as well as, increased sales ability in regards to accessory
	EXPECTED COMPLETION DATERow4: 12/1/21
	ACTUAL COMPLETION DATERow4: 1/1/22
	SPECIFIC ACTION STEPRow5: adjustment to inventory to accomadate new accessory demand
	NECESSARY RESOURCESRow5: FTFR tracking on accessory 
	WHO IS ACCOUNTABLERow5: Parts manager 
	EXPECTED RESULTRow5: having the desired accessories on hand for immediate installation 
	EXPECTED COMPLETION DATERow5: 1/1/22
	ACTUAL COMPLETION DATERow5: n/a
	SPECIFIC ACTION STEPRow6: Training for a tech to step in for PDI/Accessory to supplement PDI tech on an as needed basis 
	NECESSARY RESOURCESRow6: Pay increase for tech - training for tech 
	WHO IS ACCOUNTABLERow6: Service manager 
	EXPECTED RESULTRow6: To have Yovanni Herrera trained to do PDI/Accessory
	EXPECTED COMPLETION DATERow6: 1/1/22
	ACTUAL COMPLETION DATERow6: 12/1/21
	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: Excell spreadsheet tracking accessory sales from the sales department as they happen and who sells them.



Weekly accessory review with sales and fixed ops management during their weekly pace meeting. This information will be found on our digital sales log under the accessory line, as well as, page 4 of the financial statement. 



The spreadsheet will show what salesperople are excelling or underpreforming. This will be reviewed on a monthly basis to determine who may need to be addressed and see that hurdles or roadblocks they are facing.
	A_2: 1 - buy in from the sales department



2 - lack of inventory leading to the client having to come back in for installation



3 - demotivation from F&I as they were previously selling this and getting paid on the gross



4 - lack of cooperation from sales management, as they were also previously getting paid on the gross profit 



5 - lack of techincian availability for accessory installation.
	A_3: 1 - create a spiff program that is generous for the sales staff and also benefitial for the dealership. 



Provide education to explain the importance and benefit of selling accessories 



2 - have semi monthly review with parts manager to idenfity popular accessories. Begin to stock all popular accessories that cannot be here with next day shipping. Use lost sales for accessories



3 - Allowing F&I to receive the same spiff as the salespeople if they are the ones who sell the accessory



4 - Create a team bonus for management if the accessory sale goal is met to keep them motivated and engaged in their role in this new process



5 - Create a groupme chat group for better scheduling and communication between sales and fixed ops. 
	R: Current Parts figures 

175,524 in sales 

26% gross retention %

45,636 in gross $

15% net retention

6,845 in net $



New parts figures



351,048 in sales $

35% gross retention

119,356 in gross $

15% net retention

%17,903 in net $
	S: In no specific order,



The accessory metrics will be reviewed in both the Monday variable ops weekly meeting and the Tuesday fixed ops weekly meeting. The accessory sales pace will be added as a forecasted figure on the pace sheet



The accessory sale leader will be given 1 point on our monthly sales MVP competition.



Lost sales for accessory will be reviewed monthly with the parts manager to ensure that we have the parts on hand that we need.



A manual calcuation of additional gross % will be run at the end of each month to ensure that the goal gross increase is being met and that the new accounting procedures are correct.



Stay on top of the sales managers to ensure that continouos training on salesmenship is being met and have the parts manager also provide training on product knowledge for accessory, especially new accessories for new model years. 
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