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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: We will increase our accessories PVR from $167 to $227 by 9/30/2022.
	1: The benefits of successfully increasing our Subaru genuine accessories sales are increased sales gross profits, increased parts sales and gross profits, increased service RO's and labor hours for installing more accessories. All three departments benefit from more accessory sales. In selling more accessories on new vehicles it will also increase probability of warranty sales as being able to cover any genuine accessory sales installed at the time of purchase will be covered for the full factory warranty term, including extended warranties purchased at time of sale.

The consequences of not increasing our accessories PVR is that we will knowingly be leaving hundreds of thousands of dollars of gross profit on the table every year.

This goal is important to me because a function of my job, which I want to always do to the best of my ability, is to maximize profit opportunities in every area of the dealership. It always matters to me to be able to make as much money for my staff, my owner, and myself/family, and to provide our customers with the best options for them to protect and customize their vehicles which enhances their satisfaction in us and their overall purchase experience. 
	SPECIFIC ACTION STEPRow1: Create Spiff Program for Sales, Service, and Parts
	NECESSARY RESOURCESRow1: Input from Dept Managers
	WHO IS ACCOUNTABLERow1: Jennifer Kessler
	EXPECTED RESULTRow1: Create more engagement from salespeople, service advisors, and parts counter personnel to want to sell accessories
	EXPECTED COMPLETION DATERow1: 6/1/22
	ACTUAL COMPLETION DATERow1: 5/30/22
	SPECIFIC ACTION STEPRow2: Change current process to having a dedicated accessories person as liaison between sales and parts/service
	NECESSARY RESOURCESRow2: Adding accessories liaison as function of Internal Advisor's role
	WHO IS ACCOUNTABLERow2: William Garcia
	EXPECTED RESULTRow2: Salespeople will be less afraid of communication breakdown issues between sales, parts, and service which will make them more inclined to sell accessories
	EXPECTED COMPLETION DATERow2: 6/1/22
	ACTUAL COMPLETION DATERow2: 5/30/22
	SPECIFIC ACTION STEPRow3: Create Accessories display in the showroom
	NECESSARY RESOURCESRow3: Updated Accessories added to existing rack in the service lane, and move to showroom
	WHO IS ACCOUNTABLERow3: Brent Lamb
	EXPECTED RESULTRow3: Having a visual will increase customer awareness of accessories and having something tangible to visualize on their new vehicle
	EXPECTED COMPLETION DATERow3: 6/15/22
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Better utilize the Insignia Accessories website during the sales process, allowing customers to pick accessories prior to desking the deal
	NECESSARY RESOURCESRow4: iPads at all sales desks being updated 
	WHO IS ACCOUNTABLERow4: Lance Willhite
	EXPECTED RESULTRow4: Having an early, assumptive close approach to including accessories in the purchase will greatly increase likelihood of at least one, if not many, accessory sales
	EXPECTED COMPLETION DATERow4: 6/15/22
	ACTUAL COMPLETION DATERow4: 5/30/22 (a few iPads still need updates but 80% complete)
	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: Insignia's platform gives us the ability to run reports in real-time on who is leading the board in terms of volume and total accessory sales. We are going to include this metric on our daily sales scoreboard and make it a fun competition; we are also going to add accessory sales metrics to our end of month "Scorecards" that we create for all sales staff to show their performance in key areas (currently it shows things like NPS/CSI, front gross, back gross, closing ratios, opportunity totals in terms of leads, ups, phone calls, etc). We will check on progress daily, weekly, monthly. Spiffs will be paid out at the end of the month.
	A_2: Historically the installation of accessories has been more trouble than it's worth, in the minds of salespeople. They feel it opens them up to potentially bad surveys if something goes wrong (which has happened in the past), and the risk is greater than the reward (negative surveys cost them WAY more than additional accessory sales gain them).
	A_3: Better communication and understanding between parts, service, and sales is the only solution. It starts with management and the new process that has been put in place is manager-led and overseen. All employees involved in the transactions (salesperson, advisor, parts counter) will have "something in it" for them, as an incentive to buy in and really own the process.
	R: If we achieve our goal from 6/1/22 to 9/30/22 we will add an additional $68.63 in parts/labor gross profit per new vehicle sold; at an average of 123 new vehicles/month we will add an additional $33,766 in P/S gross profit. If we achieve our goal from 6/1/22 to 9/30/22 we will also add an additional $12 in sales gross profit per new vehicle sold; at an average of 123 new vehicles/month we will add an additional $5,904 in sales gross profit. Combined we will increase total store gross profit by $39,670 from 6/1/22 to 9/30/22 (the end of our fiscal year).
	S: We will add an accessories metric to our monthly "scorecards" which are reviewed with sales staff and management monthly to assess performance, remain accountable, identify training/improvement opportunities, and spotlight strengths. We will have weekly meetings with department managers to assess how the process improvements are working (or not working) and make adjustments where necessary. We will keep spiff programs in place and add in fun bonus opportunities over and above on a quarterly basis just to keep it exciting and engaging. Once the positive impact hits paychecks, we feel the changes will be permanent as automotive personnel tend to work their pay plans and are motivated to continue to do things that make them money!
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