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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



©2020 National Automobile Dealers Association. All Rights Reserved.2

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: To increase our Accessory Sales Gross Profit % from 27% to 35% by August 1st, 2022. 
	1: This goal aligns with the dealer's vision to continuously find ways to improve our overall dealership profitability. 



The benefits: 

-Increased profitability in our parts dept accessory gross profit. 

-Increase in net profit for the parts dept and dealership. 

-Shows the staff members that growth is attaintable. 

-Could open up the opportunity for increases in other areas. 



The consequences of not achieving this goal: 

-Nothing changes and we continue with the status quo. 

-Less gross profit for the parts dept. 

-No opportunity for growth in other areas of the dept. 





This goal is important to me as I believe we are missing an opportunity for increased gross profit potential. Our other GM stores have a higher % than us, so we know there is opportunity in this area that we are missing.  
	SPECIFIC ACTION STEPRow1: Meet with Parts Manager to implement 
	NECESSARY RESOURCESRow1: Data from Statement 
	WHO IS ACCOUNTABLERow1: Me 
	EXPECTED RESULTRow1: Plan to implement ASAP
	EXPECTED COMPLETION DATERow1: June 30th, 2022
	ACTUAL COMPLETION DATERow1: July 2nd, 2022 
	SPECIFIC ACTION STEPRow2: Parts dept staff meeting 
	NECESSARY RESOURCESRow2: Staff (GM to attend)
	WHO IS ACCOUNTABLERow2: Me & Angelo (parts mgr)
	EXPECTED RESULTRow2: Staff understand why the change is being made
	EXPECTED COMPLETION DATERow2: July 2nd, 2022
	ACTUAL COMPLETION DATERow2: July 3rd, 2022
	SPECIFIC ACTION STEPRow3: Adjust Aftermarket Parts matrix
	NECESSARY RESOURCESRow3: DMS 
	WHO IS ACCOUNTABLERow3: Angelo (parts mrg)
	EXPECTED RESULTRow3: Changed to reflect the goal of GP% 
	EXPECTED COMPLETION DATERow3: July 3rd, 2022 
	ACTUAL COMPLETION DATERow3: July 3rd, 2022
	SPECIFIC ACTION STEPRow4: Adjust internal pricing matrix 
	NECESSARY RESOURCESRow4: DMS 
	WHO IS ACCOUNTABLERow4: Angelo (parts mgr)
	EXPECTED RESULTRow4: Changed to allow for the goal to be attainable
	EXPECTED COMPLETION DATERow4: July 3rd, 2022
	ACTUAL COMPLETION DATERow4: July 3rd, 2022
	SPECIFIC ACTION STEPRow5: Monitor internal RO's for accessory sales GP%
	NECESSARY RESOURCESRow5: DMS 
	WHO IS ACCOUNTABLERow5: Me 
	EXPECTED RESULTRow5: To see the expected GP%
	EXPECTED COMPLETION DATERow5: July 15th, 2022
	ACTUAL COMPLETION DATERow5: July 18th, 2022
	SPECIFIC ACTION STEPRow6: Add this metric to our monthly dept review meetings for continused focus 
	NECESSARY RESOURCESRow6: Statement / DMS reports 
	WHO IS ACCOUNTABLERow6: Me
	EXPECTED RESULTRow6: See the results and share with staff 
	EXPECTED COMPLETION DATERow6: Aug 15th, 2022
	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: -Use our DMS reports to provide weekly updates and monitor progress towards the goal. 

-Review financial statement at month end with Parts Manager and compare to previous month. 

-Spot check accessory RO's to ensure proper matrix pricing is being used. 

-I will montior the internal RO's for accessory sales and ensure no discounts are being applied and the correct GP% is attained.   
	A_2: -Used car gross will decrease slightly with the increase on accessory pricing. 

 

-New car gross will decrease slightly with the increase to the cost of accessories sold or included on deliveries.

 

-New and used car managers will be opposed to the change as they think it will affect their respective depts bottom line.
	A_3: Show the data / metrics to the depts / staff that are affected. 



-Reinforce the fact that all managers are compensated based on their dept and the overall dealership profitability (2 pronged approach to overall dealership profitability / team work between all departments). 



-Adjust pricing on new / used vehicle sales for accessories sold or included. We can charge more if it's something being sold on a deal and not included to close the deal. 
	R: $32,100 in additional gross profit for the parts dept (based on YTD results at current sales rate). This will increase as sales volume of new and used vehicles increases.   
	S: Once the changes have been made and the results are seen by the dept manager, the results will be expected moving forward. Regular check ins and monitoring by me and the Parts Manager will not allow us to revert to old habits. Accountability is needed on a regular basis and will be ongoing. The changes to the GP%, matrix adjustments, internal pricing can only be changed by the Parts Manager or myself. We have made this goal a standard moving forward. 
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