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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 increase Counter Retail sales. We are currently at 34.68% YTD, and will increase to 41%. This goal will be accomplished by September 1, 2022.
	1: By increasing our Counter retail sales by 6.32% we will continue to support our dealers vision of bringing world class service in all facets of dealer operations. 



Benefits of this increase means an additional $10179 to our bottom line for the store. It also benefits customer satisfaction and backs dealers vision of providing ALL of our clients automotive needs are met in our store and not outside competetion. Dealer principal gains profitabilty and confidence in management staff to recognize deficiencies and address them immediately. 



Consequences of not achieving our goal is stagnation in the Parts department. Loss of unrealized profit and loss in confidence of ownership to improve dealership operating practices.



This goal is important as it will demonstrate a clear understanding to employer and employee that we are always looking for ways to improve no matter how small the goal maybe monetarily.    
	SPECIFIC ACTION STEPRow1: Display setup
	NECESSARY RESOURCESRow1: additional 3rd party vendors
	WHO IS ACCOUNTABLERow1: Steve Fontana
	EXPECTED RESULTRow1: 2 additional vendors plus OEM
	EXPECTED COMPLETION DATERow1: 6/15/2022
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Training sessions
	NECESSARY RESOURCESRow2: Sales/Finance mgr
	WHO IS ACCOUNTABLERow2: Mgmt staff
	EXPECTED RESULTRow2: better training on art of selling
	EXPECTED COMPLETION DATERow2: 5/31/2022
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: additional additional website presence on maintenance its
	NECESSARY RESOURCESRow3: Marketing dept
	WHO IS ACCOUNTABLERow3: Andy wile
	EXPECTED RESULTRow3: easier links to parts dept on website
	EXPECTED COMPLETION DATERow3: 5/31/2022
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	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: Progress will be tracked by using our DMS software and Reverserisk, our data management tool. We will be able to track our counter sales parts team members progress each day.

Our parts manager will monitor and meet with team members individually each week and share results.  
	A_2: Employee not achieving goal leading to an underachieving mindset.

Supply chain issues on retail stock items.


	A_3: Training of staff in upselling of products.

Goal setting

Contest or Bonus for achieving departmental goals.
	R: When target of 41% is reached we will see an increase of $10179 in one year 
	S: Give the staff a better understanding of our "why" we do what we do. We are here to "provide the right parts at the right price first time everytime." By holding true to our company vision and seeing the positive results of that mission we can help ensure that old habits do not come back. 
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