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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 will decrease our Pontential Obsolescence (21%) & Technical Obsolescence (16%) from 37% to 20%  by July 31, 2022
	1: Our vision and our goal is to make make money and always have the part available for any jot and every customer. 



By decreasing our Pontential & Technical Obsolescence to 20% by July 31, 2022 - we will be able to free an avarage of $150K of frozen capital and be able to purchase fast moving parts and new phase in parts. 



The consequenses of not achieving will be a financial loss and will prevent the department to acquiring future needed parts, it will also cause store problems space taking by parts that are moving and are losing value everyday they sit on our parts department.  It will discourage employees and techs knowing our parts department is full with parts but not the right parts. 



This goal is very important to me because is very manageable and it can be achieve just paying attention daily on parts inventory.  Is a lot money that can go be missed and lost if not managed.
	SPECIFIC ACTION STEPRow1: Parts Inventory
	NECESSARY RESOURCESRow1: Outside Companey
	WHO IS ACCOUNTABLERow1: Parts Director
	EXPECTED RESULTRow1: 100% of parts accounted for
	EXPECTED COMPLETION DATERow1: 04/15/2022
	ACTUAL COMPLETION DATERow1: 04/15/2022
	SPECIFIC ACTION STEPRow2: Return Parts if possible
	NECESSARY RESOURCESRow2: OEM
	WHO IS ACCOUNTABLERow2: Parts Director
	EXPECTED RESULTRow2: lower amount age inventory
	EXPECTED COMPLETION DATERow2: DAILY
	ACTUAL COMPLETION DATERow2: DAILY
	SPECIFIC ACTION STEPRow3: AOR Parts
	NECESSARY RESOURCESRow3: OEM
	WHO IS ACCOUNTABLERow3: Parts Director
	EXPECTED RESULTRow3: Have guarantee returns
	EXPECTED COMPLETION DATERow3: 04/15/2022
	ACTUAL COMPLETION DATERow3: 04/29/2022
	SPECIFIC ACTION STEPRow4: Install Parts on used vehicles
	NECESSARY RESOURCESRow4: GM / me
	WHO IS ACCOUNTABLERow4: Parts Director / GM
	EXPECTED RESULTRow4: Used as many parts as possible
	EXPECTED COMPLETION DATERow4: 05/30/2022
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Offer parts to wholesaler for additional discount
	NECESSARY RESOURCESRow5: Phone call / shop visit
	WHO IS ACCOUNTABLERow5: Parts Director / Counter Pernonnel
	EXPECTED RESULTRow5: Sell down obsolescence inventory 
	EXPECTED COMPLETION DATERow5: 07/31/2022
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Offer parts to bodyshop and other shops at discounted price
	NECESSARY RESOURCESRow6: Phone call / shop visit
	WHO IS ACCOUNTABLERow6: Parts Director / Counter personnel
	EXPECTED RESULTRow6: Sell down obsolescence
	EXPECTED COMPLETION DATERow6: 07/31/2022
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Do not deviate from our return policies
	NECESSARY RESOURCESRow7: None - Already printed on the RO
	WHO IS ACCOUNTABLERow7: Parts Department
	EXPECTED RESULTRow7: Have not returns and if we do be able to return them back to the manufacturer with no penalty
	EXPECTED COMPLETION DATERow7: Now
	ACTUAL COMPLETION DATERow7: Daily
	SPECIFIC ACTION STEPRow8: Enforce 20% re-stock policy
	NECESSARY RESOURCESRow8: None - Already printed on the RO
	WHO IS ACCOUNTABLERow8: Parts Department
	EXPECTED RESULTRow8: Will make sure customer are ordering the right part to minimize the returns within the allowable time
	EXPECTED COMPLETION DATERow8: Now
	ACTUAL COMPLETION DATERow8: Daily
	SPECIFIC ACTION STEPRow9: No Return on Non-Returnable Items - Electronics
	NECESSARY RESOURCESRow9: None - Already Printed on the RO
	WHO IS ACCOUNTABLERow9: Parts Deparment
	EXPECTED RESULTRow9: If the part is not returnable is because is unique and will be hard to get it off our shelves - If the part is not returnable we should not and will not accepted a return
	EXPECTED COMPLETION DATERow9: Now
	ACTUAL COMPLETION DATERow9: Daily
	SPECIFIC ACTION STEPRow10: Offer Obsolescence parts on Facebook market place and other online sites
	NECESSARY RESOURCESRow10: Web account
	WHO IS ACCOUNTABLERow10: Parts Director
	EXPECTED RESULTRow10: Sell down obsolescence and minimize the loss
	EXPECTED COMPLETION DATERow10: 07/31/2022
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: Do not Stock SOP orders and make them part of our inventory
	NECESSARY RESOURCESRow11: Inventory List
	WHO IS ACCOUNTABLERow11: Parts Department/ Director
	EXPECTED RESULTRow11: Special orders should be returned with allowable time if customer do not pick up and non returnable SOPs should be paid in full and should not be part of our inventory in the event the customer does not pick the part
	EXPECTED COMPLETION DATERow11: 07/3122
	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: Will track our progress on our weekly departamental meetings.  Will go over our Daily gross tracker and use the DMS report to track the percentage and amount from week to week.  Parts Director will be tracking this on a daily basis using the DMS report and inventory report.
	A_2: The only obstacle I see is that I placing a lot on my new Parts Director who is trying to clean up years of misnagement and a disorganized parts department from our previous Parts Manager - Shortage of Staff
	A_3: We just completed a part inventory, now every part is accounted for and he can now take ownership of his parts department.  Provide him with the help he/the department needs to be successful.  Hire staff is the solution and enforce the policies we have in place to reduce potential and technical obsolescence
	R: Achieving my goal will decrease our losses, right now we have $150K tied up on obsolescence.  We can use this frozen capital to order the right parts to help increase our current FTFR of 50% to a higher percentage to increase our sales and profits. 
	S: By holding everyone accountable.  Going over our potential and technical obsolencence on weekly basis and making sure to keep it down to NADA guide of 15% or lower. Performe yearly inventory and manage returns daily and to ensure order and return policies are been followed.
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