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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: My goal for 355 Toyota Parts Department is to increase gross profit in counter retail, wholesale, and accessories sales. It will be measured using the gross profit contribution calculations. I want to increase counter gross from 12% to 18%, wholesale from 7.20 to 10%, and accessories from ZERO to 5%. I would like to accomplish this by: October 1st for accessories, November 1st for counter retail and December 1st for wholesale. 
	1: My goal to increase gross in the three categories supports our dealers vision because it is our goal to provide necessary parts to our community. We need to be able to have the parts in stock and available, we need have the accessories that our community finds most suitable for their vehicle and lifestyle and we need foster the relationship of our local shops to be able to provide a better level of service and parts.

The benefits of achieving my goal is first and foremost proving that it is possible. Culturally our parts department is stuck in their ways and does not believe in any change. This will be a huge step in training and earning trust. Unfortunately this will take more than the help of the current parts manager of 40 years. Other benefits will be the increase in gross profit, the increase in customers and wholesale. On the accessories side the benefits will be greater than just gross. The new car department will contribute to accessory sales, the service department and shop will also benefit from any installs of accessories.  

The consequences would be lack of growth in the parts department as well as continuing to be on this plateau phase if not a decline with gross profit. Our competitors will eventually take our market share in all respects. 

The goal is important to me because these are three fixes I believe will have more of an immediate impact to the staff and sales. There are certainly other areas that can help improve gross and there are also many other items that can be fixed to help us succeed however we can't overhaul the entire department. We will continue to work on other imporvements during the time bound of this SMART gaol to help our parts department be great. 
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	A: Progress will be checked by using monthly dealership financial statements and also plugging the information into the parts gross profit contribution calculator in the FS template. 
	A_2: Push back from Parts Manager
Push back from counter sales
Lack of wanting to learn or trying to apply sales process. 
Delay from vendors in sample accessories.  
Broken wholesale past relationships.
	A_3: Going to have to take over the staff and let the parts manager handle backend.
Counter sales will need to see someone else who it good at selling show them it is possible to make a good sale with profit and add-ons. We will have to look at amazon and other places to place accessories on our cars to have something to show. I will have to personally speak with prior wholesale accounts and earn their business again. 
	R: I believe the financial impact should increase our gross profit in the time bound periods about $150,000 and potentially a full year impact of $300,000
	S: Now that the goal has been accomplished we will continue to review and share with staff financial data. We will also create steady month long team goals and trackers to be sure the team has something to work towards and knows every day what the task at hand is. 
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