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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 is to have our Parts Department properly record Lost Sales. Currently we have 0 to $500 in Losts Sales each month. Within 90 days we will be recording Lost Sales properly.
	1: This Goal Aligns With our Dealer's Vision to take care of the customers by having the proper parts and phasing in what are in demand. The benefits will be that the Fill Time First Rate will increase providing a higher level of service and less down time for our Technicians. This goal is important to me to increase our efficiency in our shop and create confidence with our Technicians that the Parts Department has the high volume parts available.
	SPECIFIC ACTION STEPRow1: Teach Each Counter Sales Person What a Lost Sale Is.
	NECESSARY RESOURCESRow1: Provide the Lost Sale Chart To Each Person
	WHO IS ACCOUNTABLERow1: The Counter Sales is accountable to properly input.
	EXPECTED RESULTRow1: I forsee and increase of lost sales recorded greater that $1500
	EXPECTED COMPLETION DATERow1: May 10, 2022
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Properly Instruct The Counter Sales to input a lost sale into CDK
	NECESSARY RESOURCESRow2: Provide lessons on how to record lost sales.
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: To have each parts salesperson be able to input a lost sale.
	EXPECTED COMPLETION DATERow2: May 10,2022
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Review The Lost Sales logged at end of each month
	NECESSARY RESOURCESRow3: Pull The CDK Reports
	WHO IS ACCOUNTABLERow3: General Manager
	EXPECTED RESULTRow3: See an uptick in reporting properly.
	EXPECTED COMPLETION DATERow3: June 1st, 2022

Beginning of Every Month
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Spot Check Each Counter Sales
	NECESSARY RESOURCESRow4: Have the Counter Sales Review The Daily ROs and See if any Lost Sales were missed
	WHO IS ACCOUNTABLERow4: Parts Manager
	EXPECTED RESULTRow4: To Be able to coach the Counter Sales to follow the new Lost Sale Process.
	EXPECTED COMPLETION DATERow4: Weekly On Fridays
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Provide Clear Process breaking down the process
	NECESSARY RESOURCESRow5: Laminated Process Sheets Secured in front of their keyboards
	WHO IS ACCOUNTABLERow5: Parts Manager
	EXPECTED RESULTRow5: Process to be present as a reminder.
	EXPECTED COMPLETION DATERow5: May 10, 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: By reviewing our MSR Report along with our weekly reports we will be able to get a good idea of who is following the process and who we need to work with to better understand the value of inputting Lost Sales.
	A_2: - Buy in from our parts counter sales will be one of the biggest challenges.



- Getting My Parts Manager to move away from being my best salesperson to managing the counter sales.
	A_3: - Show the parts counter sales if we log the opportunities we miss we can prevent the missed opportunities in the future assist our customer better and making them more money


	R: Based on my lost sales calculation we are losing over $40,000 per month in lost sales.
	S: Monthly meeting to review the lost sales report in the MSR Report and check the pulse of the entire department to reafirm our Vision and Processes.
	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


