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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: Train a service BDC to be a SOP Agent to contact customers when parts arrive and schedule the repair
	1: In doing this we reduce obso. While track SOP, we discovered 90+% of our obso was warranty parts that customers did not return to complete the repair. KIA does not have a return policy. You must accrue earnings to return parts. We relied on Service Advisors to contact customers. They were not consistent or persistent in doing so. The BDC agent has not prior perception of the customer or repair and only concerned with scheduling the appointment. By turning the SOP quickly we reduce the obso by customers having the work done by a competitor or trading/selling the vehicle before the warranty repair is completed. This allows not only fewer obso parts to take up space but also allows our accrual for KIA returns to be utilized proficiently.
	SPECIFIC ACTION STEPRow1: Fill BDC Agent role
	NECESSARY RESOURCESRow1: a human being (Lisa)
	WHO IS ACCOUNTABLERow1: Jason K/Brenda
	EXPECTED RESULTRow1: Fill role
	EXPECTED COMPLETION DATERow1: 8/01/22
	ACTUAL COMPLETION DATERow1: 8/01/15
	SPECIFIC ACTION STEPRow2: Provide daily log of SOP in stock
	NECESSARY RESOURCESRow2: CDK Report
	WHO IS ACCOUNTABLERow2: Jason P
	EXPECTED RESULTRow2: Daily noon report given to BDC
	EXPECTED COMPLETION DATERow2: 8/01/22
	ACTUAL COMPLETION DATERow2: 8/01/22
	SPECIFIC ACTION STEPRow3: BDC contact customer
	NECESSARY RESOURCESRow3: Xtime & CDK SOP report
	WHO IS ACCOUNTABLERow3: Lisa
	EXPECTED RESULTRow3: Schedule service appt
reduce SOP obso
	EXPECTED COMPLETION DATERow3: 8/01/22
	ACTUAL COMPLETION DATERow3: 8/01/22
	SPECIFIC ACTION STEPRow4: Checklist from CDK reviewed every Tueday
	NECESSARY RESOURCESRow4: SOP checklist/Xtime/4 persons involved
	WHO IS ACCOUNTABLERow4: Brenda
	EXPECTED RESULTRow4: Parts/Service meeting every Tueday
	EXPECTED COMPLETION DATERow4: 08/09/22 continuing
	ACTUAL COMPLETION DATERow4: 08/09/22
	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: We will print out SOP reports in CDK and create a spread sheet to track contact and progress. We will meet weekly w/ service manager and BDC with reports to review and update
	A_2: Process break down
Getting BDC agent info needed
Service advisors attitude w/ others scheduling
People selling the vehicle before the part arrives
	A_3: Scheduled consistent weekly meeting
Train her where to get/print info herself
Explain the process and benefits to the advisors and keep involved
Communication during the process if the part is back order
	R: our current SOP shows April as the oldest stock. We have approximately 19500 in SOP sitting. The majority is warranty repair. We expect a 70% decrease in parts sitting by implementing this plan and executing quickly and communicating with the customer if parts on back order to ensure the part is still needed. This will reduce our current by 13650 but allow us to utilize accruals to return the 30% to effectively eliminate obso expense.
	S: Share the wins! Both Parts and service will benefit monetarily from this. We will chart the win on a spread sheet for each department to see where the money is! Additionally, at our quarterly review we will discuss the reduction to SOP and Obso so the total benefits are seen. With a BDC person tracking and scheduling, it makes the service advisor only accountable to the customer when they return and in turn has a better experience for both. 
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