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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: Our goal is to increase our monthly average wholesale gross from $30,100 to $40,000 by September 30th, 2022. 
	1: The benefits to the achieving this goal are:

- Increasing our total parts gross by $120,000

- Restructure current processes to better equip us for the future

- Transition our Parts Manager from handling all wholesale orders and have him deligate it to one of the parts counter professionals.



The Consequences if we fail to achieve this are:

- We will lose a great amount of future profit because of our inability to go create growth in the parts department.



This goal is important to me because it is a very small change with a large impact for both department and management.
	SPECIFIC ACTION STEPRow1: Assign Dominick to Wholesale Accounts
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: Chris McIntyre
	EXPECTED RESULTRow1: Connect With Current Wholesale Accounts
	EXPECTED COMPLETION DATERow1: 4/1/2022
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Contact Current Accounts
	NECESSARY RESOURCESRow2: Current List of Wholesale Accounts 
	WHO IS ACCOUNTABLERow2: Dominick/Chris
	EXPECTED RESULTRow2: Warm Pass Over to Dominick
	EXPECTED COMPLETION DATERow2: 4/15/2022
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Contact New Accounts
	NECESSARY RESOURCESRow3: List of Potential Shops Who Work on JLR Vehicles
	WHO IS ACCOUNTABLERow3: Dominick
	EXPECTED RESULTRow3: New Relationships
	EXPECTED COMPLETION DATERow3: Ongoing
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Analyze Current Whoelsale Accounts
	NECESSARY RESOURCESRow4: Reports For The Last Year
	WHO IS ACCOUNTABLERow4: Zac/Chris
	EXPECTED RESULTRow4: Evalute Current Pricing Matrix
	EXPECTED COMPLETION DATERow4: 04/30/2022
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Work on Relationship Building
	NECESSARY RESOURCESRow5: Go Through Sales Training
	WHO IS ACCOUNTABLERow5: Dominick/Chris
	EXPECTED RESULTRow5: Help Dominick Understand People
	EXPECTED COMPLETION DATERow5: 5/30/2022
	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 from weekly meeting with Parts Manager and Wholesale Counter Salesperson to review the CDK Reports showing the total sales and gross per week. 
	A_2: Management Delegating to the Counter Salesperson.

The Counter Salesperson's adjustment to building quality relationships.
	A_3: Accountability with weekly meeting to make sure management is delegating wholesale sales task to counter salesperson.
	R: When achieving our goal we will have established the foundation to grow the business greater than where we are currently. Short Term impact $10,000 per month or $120,000 per year. Long term impact could be up to $50,000 per month or more.
	S: Once our goal is achieved we will create a payplan to reward continual growth along with biweekly meetings. 
	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


