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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: I want decrease my cost of sale for wholesale sales to increase gross profit. My sales in March were $47660 and my gross was only $3983, for a gp% of 8.4%.  I would like to increase the GP% by 3% by 8/1/22. 
	1: Our goal is to give exceptional customer service.  In achieving our goal we will drill down statistics on our best and worst customers.  Once we have identifed the best customers we can work on continuing to build a stronger bond with them.  Identifying customer who are not helping our bussiness will give us the opprtunity to create a profitable working relationship or allow us to release them so that we can spend more time servicing the customers that we want. Work smarter not harder. If we achieve this goal we may bring even more bussiness in with the profitable customer, it will align our shipping/freight if more parts are going to the same place.  If we don't achieve our goal we continue to spend man hours, freight , shipping and time not producing a profit.  I want my team to work hard on things that benifit the prosperity of our department.  In being financially sucessful we will all benifit.  This goal is obtainable and easily monitored, this is untapped potential.
	SPECIFIC ACTION STEPRow1: run dms report on wholesale
	NECESSARY RESOURCESRow1: cdk/controller
	WHO IS ACCOUNTABLERow1: parts manager/parts wholesale
	EXPECTED RESULTRow1: identify best and worst customers
	EXPECTED COMPLETION DATERow1: 5/20
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: dedicated wholesale sales
	NECESSARY RESOURCESRow2: parts mgr/employees
	WHO IS ACCOUNTABLERow2: parts manager
	EXPECTED RESULTRow2: a group that thourouglly understands our wc
	EXPECTED COMPLETION DATERow2: 5/23


	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: wholesale meeting
	NECESSARY RESOURCESRow3: gm/parts dept
	WHO IS ACCOUNTABLERow3: gm
	EXPECTED RESULTRow3: form a plan, check discount terms
	EXPECTED COMPLETION DATERow3: 5/24


	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: contact wholesale customers
	NECESSARY RESOURCESRow4: telephone/in person meet
	WHO IS ACCOUNTABLERow4: parts mgr/gm/wholesale parts/driver
	EXPECTED RESULTRow4: gain a persoanl relationship/name/face
	EXPECTED COMPLETION DATERow4: 6/1
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: work on discount and return plans
	NECESSARY RESOURCESRow5: old aggreement/new agrement
	WHO IS ACCOUNTABLERow5: gm/parts mgr/wholesale sales
	EXPECTED RESULTRow5: more profitable formatting
	EXPECTED COMPLETION DATERow5: 6/5
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: research expenses
	NECESSARY RESOURCESRow6: past expense report for wholesale
	WHO IS ACCOUNTABLERow6: controller/gm/parts mgr/ sales
	EXPECTED RESULTRow6: pin point exessive expenses
	EXPECTED COMPLETION DATERow6: 5/23


	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: identify highest expenses
	NECESSARY RESOURCESRow7: pevious reports
	WHO IS ACCOUNTABLERow7: gm/contoller/parts mgr/sales/driver
	EXPECTED RESULTRow7: find where we can cut expenses
	EXPECTED COMPLETION DATERow7: 5/23




	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: cut expenses
	NECESSARY RESOURCESRow8: wholesale cust/parts mgr/sales
	WHO IS ACCOUNTABLERow8: parts mgr/sales/driver
	EXPECTED RESULTRow8: higher gross percentage
	EXPECTED COMPLETION DATERow8: 6/1


	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: delivery route cost effective
	NECESSARY RESOURCESRow9: map/time/parts needed
	WHO IS ACCOUNTABLERow9: parts mgr/sales/driver
	EXPECTED RESULTRow9: more cost effective delivery
	EXPECTED COMPLETION DATERow9: 6/2


	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: cross train sales
	NECESSARY RESOURCESRow10: parts mgr/wholesale/sales
	WHO IS ACCOUNTABLERow10: parts mgr/wholesale sales
	EXPECTED RESULTRow10: no lost sale, impoper parts
	EXPECTED COMPLETION DATERow10: 9/1
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: weekly team meetings sales
	NECESSARY RESOURCESRow11: cdk expense and gross report
	WHO IS ACCOUNTABLERow11: mgr/sales/driver
	EXPECTED RESULTRow11: identify trends 
	EXPECTED COMPLETION DATERow11: 6/1
	ACTUAL COMPLETION DATERow11: on going
	SPECIFIC ACTION STEPRow12: weekly manager meetings
	NECESSARY RESOURCESRow12: team members
	WHO IS ACCOUNTABLERow12: team memebers
	EXPECTED RESULTRow12: what is working what is not
	EXPECTED COMPLETION DATERow12: 6/1
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: weekly wholesale follow up
	NECESSARY RESOURCESRow13: phone/visit
	WHO IS ACCOUNTABLERow13: sales
	EXPECTED RESULTRow13: check in, how is everything
	EXPECTED COMPLETION DATERow13: 6/8
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: monthly wholesale follow up
	NECESSARY RESOURCESRow14: phone/visit
	WHO IS ACCOUNTABLERow14: mgr
	EXPECTED RESULTRow14: check in, personel
	EXPECTED COMPLETION DATERow14: 6/8
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: create a trend report in google docs
	NECESSARY RESOURCESRow15: excel
	WHO IS ACCOUNTABLERow15: controller/gm/parts mgr
	EXPECTED RESULTRow15: easily monitor trends
	EXPECTED COMPLETION DATERow15: 6/8
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: We will track our progress weekly based off CDK DMS reports.  We will then review Financials on a monthly basis to watch month over month trends.  We can watch our trends in our google docs report.
	A_2: Finding out what works and what doesn't.

Establishing change.

Creating and implaneting a plan.

Follow up


	A_3: Continued Meetings

Standing firm on process changes

Accountability

Team effort
	R: If all numbers stayed the same as March I will need to cust expenses by $2000 a month.
	S: Meetings, reports for all involved. Continue to set goals, raise the bar.  Create a new expected behavior.  Verify call cross training.  Ask for imput.  Congtatulate. Coach.
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