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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
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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 would like to decrease my annual pertcent of expenses by 5%.  Currently my expenses are 41% of my Gross Profit i want to reduce them to 36%.  I will try to achieve this by looking at the pertcentages of expenses, start with the top three and look for ways to improve.  My top 3 expenses are Saleries,Wages 64%,Frieght 18% and Supplies 9%
	1: The goal aligns with the dealer vision of being profitable.  Higher Profits allow for more growth. The benifits of achieving my goal will allow for higher net profit and knowing where the majority of my expenses are really coming from.  If I don't look at it constantly, I will not know what to change.  Not watching trends will let expenses get too out of hand.  Poor behavior may go unnoticed. Getting a good grasp on expenses will premote more accountability.  Watching behaviors and knowing who and what is contributing to our expenses will show areas for improvement. Being aware of all that is happening in the department is very important to me.
	SPECIFIC ACTION STEPRow1: analyze wages
	NECESSARY RESOURCESRow1: list of employees
	WHO IS ACCOUNTABLERow1: HR.Parts Mgr
	EXPECTED RESULTRow1: Rank highest to lowest wages
	EXPECTED COMPLETION DATERow1: 6/1
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Classify employees
	NECESSARY RESOURCESRow2: Mgr/Sales/Shipping/Porter
	WHO IS ACCOUNTABLERow2: GM/Parts Mgr
	EXPECTED RESULTRow2: Idenify in groups any big discrepencys
	EXPECTED COMPLETION DATERow2: 6/5
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Break down shipping and Reciving emp
	NECESSARY RESOURCESRow3: Current info
	WHO IS ACCOUNTABLERow3: Parts Mgr
	EXPECTED RESULTRow3: whic employee has greatest expenses
	EXPECTED COMPLETION DATERow3: 6/10
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Break down sales
	NECESSARY RESOURCESRow4: Current info
	WHO IS ACCOUNTABLERow4: Parts Mgr/GM
	EXPECTED RESULTRow4: who has highest/lowest gross
	EXPECTED COMPLETION DATERow4: 6/10
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: who is under achieving
	NECESSARY RESOURCESRow5: payroll
	WHO IS ACCOUNTABLERow5: controller/parts
	EXPECTED RESULTRow5: who needs improvement
	EXPECTED COMPLETION DATERow5: 6/10
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: create dry erase chart
	NECESSARY RESOURCESRow6: dry erase board
	WHO IS ACCOUNTABLERow6: parts mgr/sales/shiipin
	EXPECTED RESULTRow6: track their results,slase,freight
	EXPECTED COMPLETION DATERow6: 6/15
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: analyze freight
	NECESSARY RESOURCESRow7: expense report
	WHO IS ACCOUNTABLERow7: controller/gm/parts
	EXPECTED RESULTRow7: see patterns
	EXPECTED COMPLETION DATERow7: 6/15
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: shop shipping companys
	NECESSARY RESOURCESRow8: computer/network
	WHO IS ACCOUNTABLERow8: parts mgr/shipping
	EXPECTED RESULTRow8: tweek costs
	EXPECTED COMPLETION DATERow8: 6/20
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: create web site for extra inventory
	NECESSARY RESOURCESRow9: web designer
	WHO IS ACCOUNTABLERow9: gm/parts mgr 
	EXPECTED RESULTRow9: special web site for wholesale
	EXPECTED COMPLETION DATERow9: 7/15
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: organize all products
	NECESSARY RESOURCESRow10: entire department
	WHO IS ACCOUNTABLERow10: entire depatment
	EXPECTED RESULTRow10: easily identifiable inventory
	EXPECTED COMPLETION DATERow10: 7/15
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: gather all obsolescene
	NECESSARY RESOURCESRow11: dms report
	WHO IS ACCOUNTABLERow11: Parts Sales
	EXPECTED RESULTRow11: Idenify problem invetory
	EXPECTED COMPLETION DATERow11: 7/15
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: reprice all obsolescence
	NECESSARY RESOURCESRow12: original invoicing
	WHO IS ACCOUNTABLERow12: parts sales/gm/parts mgr
	EXPECTED RESULTRow12: start to move invnetory
	EXPECTED COMPLETION DATERow12: 7/15
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: weekly meetings on status
	NECESSARY RESOURCESRow13: entire department
	WHO IS ACCOUNTABLERow13: entire department
	EXPECTED RESULTRow13: what is working, have we cut costs
	EXPECTED COMPLETION DATERow13: 6/1
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: place all supplies in one area
	NECESSARY RESOURCESRow14: shelving
	WHO IS ACCOUNTABLERow14: entire department
	EXPECTED RESULTRow14: clear idea of what is on hand
	EXPECTED COMPLETION DATERow14: 6/15
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: daily inventory on supplies
	NECESSARY RESOURCESRow15: entire dept
	WHO IS ACCOUNTABLERow15: rotate daily
	EXPECTED RESULTRow15: less shrikage
	EXPECTED COMPLETION DATERow15: 6/15
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: consider locking cabinets
	NECESSARY RESOURCESRow16: shrinkage totals
	WHO IS ACCOUNTABLERow16: parts mgr
	EXPECTED RESULTRow16: some things may need to be locked
	EXPECTED COMPLETION DATERow16: 7/1
	ACTUAL COMPLETION DATERow16: 
	A: Weekly meetings will gain personell accountability.  Dry erase board will measure sales and freight, show monthy goals.  Low sales or high freight will identify problems.  Monthly reports will see if we have cut a percentage of our expenses.  
	A_2: Creating a sense of responsibilty, teaching employee how to identify waste. Creating good habits
	A_3: Dry erase board showing goals and targets creates responibilty.

Training employees on why we have to watch expenses.

Bonuses for job well done, not nessisarly money. Could be leaves an hour early, earns 1 extra day vacation.
	R: Currently my expenses are 41% of my Gross Profit. My trend for the year in gross profit = $707316 x 12 /3, which is$2,829,264.00. My annual trend on expenses =$294,768 x12/3, which is 1,179,072. Making my expenses 41%, if I reduce them by 5% to 36%.  My annual net profit will increase by $141,463, or $11,788 monthly
	S: By holding accountability meetings, coach and counsel.  Make consequences for not meeting deisred progress.  Some employees may have to be replaced if goals can not be obtained.  Everyone pulls thier weight.
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