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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: My Goal is to hire another Parts employee before the End of Q1 AND to grow our Part's Customer Base by 5 new customers by the end of Q2. I'd also like to start having WEEKLY Mgr meetings by the end of Q1.
	1: This goal aligns with the dealers vision to help our dealership flourish and continue to be a profit producing machine. The benefits would be to take some weight off our Parts Magr's shoulders as well as help us polish our processes which will better support us fr scale/growth.



The consequences will be staying stagnant and not growing... I want growth!



This goal is very important to me because I know how well our dealership can perform and how profitable we could truly be. I believe that our employees will be their happiest when the whole dealership is performing the best it can.
	SPECIFIC ACTION STEPRow1: Come up with KPI's for Mngrs to bring to meeting
	NECESSARY RESOURCESRow1: Excel file
	WHO IS ACCOUNTABLERow1: Me/Managers
	EXPECTED RESULTRow1: See bottlenecks/problems in their departmetns
	EXPECTED COMPLETION DATERow1: End of Q1
	ACTUAL COMPLETION DATERow1: beginning of Q1
	SPECIFIC ACTION STEPRow2: Look for Parts Employee
	NECESSARY RESOURCESRow2: Post Ads/Ask around
	WHO IS ACCOUNTABLERow2: Me
	EXPECTED RESULTRow2: To hire a Parts employee
	EXPECTED COMPLETION DATERow2: End of Q1
	ACTUAL COMPLETION DATERow2: End of Q1
	SPECIFIC ACTION STEPRow3: Create flyers/cards to give to prospective parts customers
	NECESSARY RESOURCESRow3: Our company benefits
	WHO IS ACCOUNTABLERow3: Me/Parts Dept
	EXPECTED RESULTRow3: Bring on at least 5 new Parts Accts
	EXPECTED COMPLETION DATERow3: End of Q2
	ACTUAL COMPLETION DATERow3: NA
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	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: I will be able to track our productibility by hiring a new employee when I look at our Parts Sales prior to adding him vs now with him here. I will also have daily check ins with Parts Mgr to see how new employee is doing. I also will look at our current parts customers and see if our Flyers we gave out are working to get companies to order more and more parts from us and then ultimately look at the overall GP from our parts dept.
	A_2: Getting out to talk to potential new parts customers. Other obstacles will be to handle the workload with one of our current large parts customers planning to DOUBLE their parts orders this year to $10M plus...
	A_3: Polish our processes and create strategic reports for our Parts Mgr to calculate everyday/week/month. Set aside time each week to drive around and visit x amount of potential parts customers.
	R: If we can capitalize on our goals and bring on 5 new parts accts and polish our processes as we grow.. then our additional $ amount added is limitless. However, I suspect that we could bring in an extra $150k in GP from the Parts Dept alone. Not to mention all of the other areas of the dealership that will improve/increase due to our well oiled Parts Dept. 
	S: I am going to have Manager Meetings every single week to go over key KPI's for each department. My plan is that this will hold managers accountable by presenting their own numbers weekly and where their goal is at and how they plan to get there.



I also need to give all dept managers reports to produce on a daily basis to keep me updated and hold them accountable.
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