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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: Increase total parts gross percentage from 29.7% to 35.67% by 10/1/22
	1: One of our primary goals over the next year financially is to increase our dealership's fixed absorption percentage to NADA guide.  



Increasing our parts gross percentage to a blended 35.67% from our current 29.7% will add an additonal $34k in gross profit from the parts department, which along with our efforts on reducing expenses will contribute a great deal in achieving our fixed absorption goals.



Consequences of not achieving this goal is leaving $408k in gross on the table over the next 12 months at our current sales level.  



One big reason this goal is important to me is the anticipation of new and used vehicle sales taking a dip over the next year, meaning extra reliance on fixed operations to cover dealership expenses.  While we are also focused on increasing sales in parts and service, maximizing our current gross opportunity is vital to our current and long-term health.


	SPECIFIC ACTION STEPRow1: Mark-up factors correct
	NECESSARY RESOURCESRow1: DMS
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	EXPECTED COMPLETION DATERow1: 8/15/22
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	ACTUAL COMPLETION DATERow2: 
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	EXPECTED RESULTRow3: Gross % moving toward goal
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	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Review numbers monthly
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	EXPECTED COMPLETION DATERow4: Monthly
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	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: 
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	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
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	A: We will track this metric weekly by calculating gross % individually for RO, counter, internal, wholesale and warranty as well as the total blended percentage.  Information is found in the DMS.  We will also look monthly when the financial statement is published using the same calculation.
	A_2: - Internal is currently our biggest segment.  Used car manager may have objections to raising internal rates.



- Getting pricing matrix correct
	A_3: - At current sales, the difference comes out to $128 additional cost per used vehicle.  This is marginal and an increase in recon parameters by this amount in appraising, buying and pricing will offset additional cost.



- Consult with members of our 20 group at or above benchmark for help on matrix
	R: At current sales volume, the financial impact is an additional $33,962 in monthly gross and an additional $407,544 in annual gross for the parts department
	S: To ensure we do not fall backwards once achieving our goal, we will review this metric monthly with the parts manager and fixed ops director, making adjustments as necessary.
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