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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 improve the counter retail parts sale gross profit from 26% to 38% by August 1 2022

	1: After review of the counter sales dollars and process it is clear the counter staff believes we are charging to much and need to discount the sale to compete with the aftermarket part stores. I found discounts are suggested without hesitation by parts folks interacting with retail customers. for the first quarter counter sales totaled $132,317 at a GP of 29% resulting in $38,511 in gross dollars generated. 
The Repair Order customer pay contribution for the same period was $153,391 at a GP of  42% resulting in $64,467 gross dollars generated. just for clarity the RO Quick Service portion was $60,247 at 41% for $24,980 generated. 
The first step will be verifying the reporting to ensure sales are being tracked to the proper accounts. The Repair Order is highly refined and specific, There are as many or more criteria used on the parts invoice are the being used and monitored for correct use. Sales training would be the next step. Why do we say The price is X but we can sell it today for Y with out 
any hesitation. I do not believe everyone that everyone that approaches the parts counter is a wholesale buyer. The final step will be reorganizing the parts counter area with a designated wholesale pick up area further removed from the retail counter. The jobber stores have wholesale sales as well but the retail customer doesn't see it, all counter sales are retail. 
Ours is a very well organized wholesale organization and has great staff that are well respected by our customers. What we can improve on is focus in specific areas. The front counter sales require a review and when complete will generate an additional $201,121 annually with out selling an additional part, or adding staff. 
 

	SPECIFIC ACTION STEPRow1: Check price codes being used and train when to use them. 
	NECESSARY RESOURCESRow1: Parts Manager
	WHO IS ACCOUNTABLERow1: Sales staff. 
	EXPECTED RESULTRow1: compliance.
	EXPECTED COMPLETION DATERow1: June 15 2022
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2:  Sales training and brand value building. 
	NECESSARY RESOURCESRow2: Parts Manager. 
	WHO IS ACCOUNTABLERow2: Sales staff
	EXPECTED RESULTRow2: resistance. 
	EXPECTED COMPLETION DATERow2: June 30 2022
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: remove wholesale parts from the retail sales counter.
	NECESSARY RESOURCESRow3: General Manager.  
	WHO IS ACCOUNTABLERow3: Generat Manager. 
	EXPECTED RESULTRow3: Compliance. 
	EXPECTED COMPLETION DATERow3: June 30 2022

	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4:  Follow up accountability. 
	NECESSARY RESOURCESRow4: General Manager.
	WHO IS ACCOUNTABLERow4: Parts Manager.
	EXPECTED RESULTRow4: Compliance.
	EXPECTED COMPLETION DATERow4: August 30 2022


	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: This review and focused effort will require time and energy placed on development of the sales process and training of staff. Continuous progress can be measured easily on page 6 line 51 on our Financial Statement. This will be reviewed monthly for one year to ensure continued compliance.  
	A_2: Denial and resistance to change. 
Confusing price coding for parts invoices, to many choices and no specific analysis being done.
Locating a remote location for wholesale counter pick up parts. 

	A_3: Sales training and brand value building.
Review price codes and clarify where they are to be used. 
A hidden location with in short distance is easily set up and can be organized more effectively.  
	R:  When we achieve this goal an additional $201,121 will be generated. 
	S: A monthly random parts invoice audit will be performed to verify correct use of price codes and customer information. A monthly check in on GP percentages will be included in month end procedures from now on.  
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