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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: I will increase my parts counter retail gross margin from 35% to 42% per month by August 31st. 
	1: Keeping with the broader dealership vision of ensuring that every customer is kept happy, being offered only the highest quality products that align with their needs. In order to increase our gross margin, we will have to sell higher margin products such as accessories, and eliminate discounting for counter sales. Seeing as most discounting has been eliminated, the next step is to ensure that other counter sales are going to outweigh discounts given to techs. By increasing the profitability of our counter retail sales in parts we can bring out department further beyond NADA guide, and have a department that is within NADA guide in every respect. Should we not achieve this goal, our department will continue to be dragged down by the lower grossing counter retail portion of the business. This is effectively money being left on the table. 
	SPECIFIC ACTION STEPRow1: Implement Accessory sales process for sales people
	NECESSARY RESOURCESRow1: Chrysler training
	WHO IS ACCOUNTABLERow1: Sales manager and Parts Manager
	EXPECTED RESULTRow1: All new and used vehicle customers are to be introduced to accessories and accessories salesperson during purchase prodess
	EXPECTED COMPLETION DATERow1: July 1
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Create commission structure for salespeople to reward accessory sales
	NECESSARY RESOURCESRow2: Microsoft Excel
	WHO IS ACCOUNTABLERow2: Office Manager and Myself
	EXPECTED RESULTRow2: Increased sales through incentive and added commissiion
	EXPECTED COMPLETION DATERow2: July 1
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Track Sales Progress
	NECESSARY RESOURCESRow3: Microsoft Excel
	WHO IS ACCOUNTABLERow3: Sales Manager and Parts Manager
	EXPECTED RESULTRow3: Increased accountability 
	EXPECTED COMPLETION DATERow3: July 1
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Establish Weekly Accessory Sales Breakout
	NECESSARY RESOURCESRow4: None needed
	WHO IS ACCOUNTABLERow4: Sales Manager and Parts Managert
	EXPECTED RESULTRow4: Motivation and product knowledge enhancement
	EXPECTED COMPLETION DATERow4: July 1
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Have Accessory Specialist Follow Up with each customer
	NECESSARY RESOURCESRow5: Phone and email
	WHO IS ACCOUNTABLERow5: Accessory Specialist
	EXPECTED RESULTRow5: Increased sales  through followup
	EXPECTED COMPLETION DATERow5: July 1
	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: I will track the progress by reviewing the parts department income statement monthly with the parts manager as well as by pulling the counter retail sales report from the DMS on a bi-weekly basis. Furthermore, by implementing the aforementioned sales tracking we will be able to keep track of salesperson performance on a daily basis. 
	A_2: Lack of motivation among salespeople, No buy-in from parts manager, Lack of customer enthusiasm, lack of product knowledge. 
	A_3: Creating a fitting and attractive commission structure for the sales people, walking the parts manager through how it will help them earn more, making the parts manager feel like it is their idea, utilizing Chrysler training and leaning on factory for assistance. Weekly training meetings. 
	R: At a minimum, if the 42% margin is maintained, this should result in an additional $1,600 in gross per month. If overall sales increase as they should, then it should help increase that figure even further.
	S: Continue to review statement and detail with the parts manager. Review sales logs weekly with sales manager to assess salesperson performance. Creating a Microsoft Excel sheet to track progress, and ensure transparency. 
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