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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: To ensure a successful parts department I will create an ongoing training program in for all parts retail and wholesale parts employees. It will be crucial that all parts employees recognize a missed sales opportunity. We will begin training September first and training will be conducted twice a month. Training will not only consist of new products but also new processes to become more efficient. We will also make sure parts employees see themselves as sales people and not just someone who works in the parts department. They should feel empowered to make recommendations to sell more than what the customer is asking for and cross sell to service. In order to determine the effectiveness of our parts training I will run reports to compare the average sales dollars per month generated per parts employee. I will look at both same month previous year and the last 12 month in average sales dollars to see trends of improvement.  
	1: This goal is in alignment with our dealerships vision because the best investment we can make is making the best out of the employees we have. Continuously training to make our staff better will provide them with the tools to be more successful. They will learn to gather as much information as possible and use the information available to sell as much as possible. If we successfully achieve our goal we will increase sales in parts counter, retail and wholesale, increase gross and net profit month to month and year over year. 
	SPECIFIC ACTION STEPRow1: Determine Sales baseline
	NECESSARY RESOURCESRow1: Parts reports/Fin Statement
	WHO IS ACCOUNTABLERow1: Parts Parts manager/Myself, accounting
	EXPECTED RESULTRow1: Lacking sales in Counter retail, great wholesale #'s.
	EXPECTED COMPLETION DATERow1: EOM Aug
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Secret shopping
	NECESSARY RESOURCESRow2: Me
	WHO IS ACCOUNTABLERow2: Parts manager/Myself mgr
	EXPECTED RESULTRow2: Inconsistency depending on who answers.
	EXPECTED COMPLETION DATERow2: 9/1
	ACTUAL COMPLETION DATERow2: 9/1
	SPECIFIC ACTION STEPRow3: Training
	NECESSARY RESOURCESRow3: Sales MGMT
	WHO IS ACCOUNTABLERow3: GM/SM/Parts
	EXPECTED RESULTRow3: Some push back or reluctancy because they don't see the end result.
	EXPECTED COMPLETION DATERow3: 9/1,9/15, 10/1,10/15,ect
	ACTUAL COMPLETION DATERow3: ongoing
	SPECIFIC ACTION STEPRow4: Secret shop
	NECESSARY RESOURCESRow4: Me
	WHO IS ACCOUNTABLERow4: Parts manager/Myself
	EXPECTED RESULTRow4: Initial improvements on trained topics
	EXPECTED COMPLETION DATERow4: 10/20
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Secret shop
	NECESSARY RESOURCESRow5: Me
	WHO IS ACCOUNTABLERow5: Parts manager/Myself
	EXPECTED RESULTRow5: Implemented training worked
	EXPECTED COMPLETION DATERow5: 11/5, 12/8,1/15/23

	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Determine sales effectiveness
	NECESSARY RESOURCESRow6: Parts reports/Fin Statement
	WHO IS ACCOUNTABLERow6: Parts Parts manager/Myself, accounting
	EXPECTED RESULTRow6: Increases in sales, gross & net profit
	EXPECTED COMPLETION DATERow6: 01/2023
	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: At the end of each month we will have a meeting with the parts manager to compare notes on what training topics seemed to work well and which ones could be trained again. Once we have completed 3 months of training we will review the previous years sales for those months and a rolling 12 months. We will utilize reports in Reynolds and on the financial statement. 
	A_2: The biggest and most obvious obstacle will be push back from the parts employees. They will question on why training is needed and why changes in processes need to be made. 
	A_3: Explaining that the change is important and how it will benefit the parts employees directly. If they can understand that they are missing sales opportunities and how a change in process will make them more money they will make the adjustment. 
	R: Without having the exact data it is difficult to determine the financial impact. I would expect to see at least a 8-10% increase in profit, conservatively. 
	S: To ensure we will not fall back on our old ways, I will continue to complete secret shopping to see if we are treating every call as a sales opportunity. I will also make sure that the parts manager is committed in incremental improvement, training, and coaching to better his team an the department. 
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