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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
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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 decrease the OBSO parts percentage from 13.6% to 6.8% by the end of 2022. 
	1: Our dealership group has been developing new processes to make sure everyone has a clear understanding of what each departments expectations should be. 

This new process development will help each department run more efficiently. If we are able to achieve this percent reduction that will put more money back on the bottom line and limit our need to source parts form other dealers. 

As a direct result failure to do this will impact our customer satisfaction and profitability of the parts department. 

I see tremendous value in maintaining a "fresh" parts inventory not only for the dealerships bottom line but for employee moral. If we are able to have the appropriate inventory/levels we can ensure that all service technicians and advisors are not waiting around or having to do unnecessary follow up calls.  
	SPECIFIC ACTION STEPRow1: Inventory Audit
	NECESSARY RESOURCESRow1: Independent audit company
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: 10%+ OBSO parts
	EXPECTED COMPLETION DATERow1: Sept 2022
	ACTUAL COMPLETION DATERow1: Sept 2022
	SPECIFIC ACTION STEPRow2: Monthly meetings
	NECESSARY RESOURCESRow2: DMS reports
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: 1.5%-2% reduction 
	EXPECTED COMPLETION DATERow2: Sept/Nov/Dec
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Twice a month parts visit to assist
	NECESSARY RESOURCESRow3: 10 oldest parts pulled
	WHO IS ACCOUNTABLERow3: Me
	EXPECTED RESULTRow3: $1500-$3000 obso parts value 
	EXPECTED COMPLETION DATERow3: 2-Sept/2-Nov/2-Dec
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Create return plan to Mazda
	NECESSARY RESOURCESRow4: available parts $ report Mazda 
	WHO IS ACCOUNTABLERow4: Parts Manager/Me
	EXPECTED RESULTRow4: $1000-$2000 return opportunity 
	EXPECTED COMPLETION DATERow4: Sept/Nov/Dec
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Lost sales reporting
	NECESSARY RESOURCESRow5: DMS reports
	WHO IS ACCOUNTABLERow5: Parts department
	EXPECTED RESULTRow5: Proper stock with less returns or cancelations
	EXPECTED COMPLETION DATERow5: Sept 2022 and moving forward
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: See if any inventory is Boutique related 
	NECESSARY RESOURCESRow6: DMS/Parts Manager 
	WHO IS ACCOUNTABLERow6: Me/Parts department
	EXPECTED RESULTRow6: $500-$750+/- that can be discounted or attached to new car del - Cust satisfaction 
	EXPECTED COMPLETION DATERow6: Sept 2022 forward
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Monthly meeting with Service and Parts together 
	NECESSARY RESOURCESRow7: Service and Parts Manager 
	WHO IS ACCOUNTABLERow7: Me
	EXPECTED RESULTRow7: Better customer contact with SO's on related RO's
	EXPECTED COMPLETION DATERow7: Sept - Forward
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Pre-paid special order parts
	NECESSARY RESOURCESRow8: SO bin check
	WHO IS ACCOUNTABLERow8: Me
	EXPECTED RESULTRow8: paid SO's
	EXPECTED COMPLETION DATERow8: Sept 2022
	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 sit with our parts manager the second Monday of every month to review the previous months performance and tack the status of reduction. 
I will find the information I need in reports generated from our DMS along with conversations with with the parts manager.  
	A_2: Finding time to carve out meetings

Making time to spend in other departments 

Parts push back


	A_3: Making calendar invites 

Blocking off schedule 

Express importance of financial gains/bonus to them by achieving this goal
	R: $19,370 or $20,000 annually back on the bottom line
	S: Continued meeting in all departments to move proper merchandise and parts through the dealership. 
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