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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
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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: We will purify our SOP storage rack from having a no return/refund policy to a 30 day return/refund policy by April 15th
	1: Our vision is to enrich the lives of our customers and staff by providing excellent products, services and experiences…..
By implementing a consistent return/refund policy on SOP’s our customers will receive the part timely in order to repair their vehicle.  This will also improve our chances of the repair being done through our service dept. They’ll also receive a refund in a timely manner if part is not picked up.  This attention to detail can only improve the customer experience.  It will also be beneficial to our employees.  If our customer’s experience is good, they’ll have to deal with fewer frustrated customers, which will increase moral and production.  The infamous SOP shelf can be downsized and organized creating more space and efficiency.
The consequences, if we don’t improve this process, will be more mistery parts collecting dust in the far recesses of the department.  Frustrated customers and staff.  And a loss in business for the entire deaslership, not just service.
This goal is important for all the reasons listed above and it adheres to our vision for a quality experience here at our company for both clients and staff.
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	A: We’ll track the new process monthly by creating an SOP excel template to be updated and filled out monthy by a designated parts employee. They’ll get the information from the SOP shelf with assistance from the DMS and CRM systems. We plan on having this plan fully implemented by April 15 
	A_2: Changing a long time process.
Making our parts employees more customer service oriented.
Being consistent with the process.
Coordinating appointments in service.
Having to swipe the original credit card in person for refunds.

 
	A_3: Selling the vision we have for our company, making sure all are on board.
Customer service training.
Upgrading our Credit card processing tech to be more user friendly.
Having 2 individuals doing the monthly task.

	R: I expect an immeasurable increase in both service, sales and parts profit.  If we’re improving the way we treat people, our public trust can only improve resulting in more sales/profit.
	S: It’s all about communication, mentoring and training. First our depatment heads need to be sold on our vision.  We(as a mgt team) have to make sure their team is onboard.  Matching the right personnel character strengths to the right tasks is also crytical in the process.
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