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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 our wholesale Gross Profit of sales from 9.54 % year to date to 15 % by December 31 2022.
	1: This Goal aligns with our dealership in that we are all about relationships. The more wholesale we do the more our name gets in front of potential customers for Variable and Fixed. Our name will be attached to every part putting our name in front of alot of potential customers . This Goal is important to me because increasing the gross profit of sales percentage would increase total net of Fixed increasing total health of dealership. If we choose to not increase are percentage our overhead in wholesale could cause a loss to net and freeze up capital .
	SPECIFIC ACTION STEPRow1: Meet with team 
	NECESSARY RESOURCESRow1: Parts Emploees
	WHO IS ACCOUNTABLERow1: Everyone
	EXPECTED RESULTRow1: Implement a Process
	EXPECTED COMPLETION DATERow1: 03/25/2022
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Designate Employee to wholesale relationships
	NECESSARY RESOURCESRow2: Wally Burkett
	WHO IS ACCOUNTABLERow2: wally

	EXPECTED RESULTRow2: Increase clients
	EXPECTED COMPLETION DATERow2: weekly
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Implement return Policy 
	NECESSARY RESOURCESRow3: Dms Reports 
	WHO IS ACCOUNTABLERow3: Everyone
	EXPECTED RESULTRow3: Decrease wholesale loss
	EXPECTED COMPLETION DATERow3: 03/25/2022
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Monthly new client goal
	NECESSARY RESOURCESRow4: Statement /DMS Reports
	WHO IS ACCOUNTABLERow4: Parts Manager/Wally
	EXPECTED RESULTRow4: Measurable numbers easy to track 
	EXPECTED COMPLETION DATERow4: 03/25/2022
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Wholesale Hours 
	NECESSARY RESOURCESRow5: Trucks /drivers
	WHO IS ACCOUNTABLERow5: Truck Drivers 
	EXPECTED RESULTRow5: Increase clientle
	EXPECTED COMPLETION DATERow5: 03/25/2022
	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:  I will track our progress through the financial statement and also our composite as well as conference calls and face to face with our wholesale customers to ensure a positive relationship Weekly Monthly and quarterly 
	A_2: Local Competition could create a cutthroat atmosphere.

Drivers Change of hours 

Changing potential customers loyalty over to us .




	A_3: Face to face and relationship bulding 

Incentives for earlier times off and completed task .

Incentives and build a stronger relationship. Give them 30 days !
 
	R: Right now we are tracking 383,940 gross profit YTD at 9.54 percent, By increasing to 15% we will have Gross profit  of 603,508.50 for a overall increase of 219,568.50 to the bottom line !
	S: I will hold all Parts employees accountable to 2 weekly meeting where we will discuss new clients past clients as well as review pricing. If we inspect what we expect and work as a team we will be successful
	Check Box33: Off
	Check Box34: Off
	Check Box35: Off
	Check Box36: Off
	Check Box37: Off
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


