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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
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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: Goal is to improve the gross % of our wholesale business by 11/30/22
	1: I understand that wholesale is part of our business and we need it to help us get our performance bonuses. I need to get a better percentage from this so that it's worth the cost of doing it with the cost of drivers going up so much. The benefits of achieving this will be that doing wholesale will be worth the time and effort that is spent in stocking, ordering and delivering the orders. The consequence of not being able to achive this will be that at some point the ownership will want to stop doing wholesale and we will lose whatever good business we did have with it. I belive that wholesale is a necessary evil in our business that helps keep the manufactor happy with the amount of orders that we send and hopefully with good gross we can keep the owners happy too.
	SPECIFIC ACTION STEPRow1: update discounts
	NECESSARY RESOURCESRow1: cdk and sales # of customers
	WHO IS ACCOUNTABLERow1: Me
	EXPECTED RESULTRow1: less discounts for bad customer
	EXPECTED COMPLETION DATERow1: 10/10/2022
	ACTUAL COMPLETION DATERow1: 10/07/2022
	SPECIFIC ACTION STEPRow2: talk to salesmen about discounts
	NECESSARY RESOURCESRow2: parts manager
	WHO IS ACCOUNTABLERow2: Me
	EXPECTED RESULTRow2: salemen know what I expect to be done.
	EXPECTED COMPLETION DATERow2: 10/01/2022
	ACTUAL COMPLETION DATERow2: 10/01/2022
	SPECIFIC ACTION STEPRow3: update restock fee
	NECESSARY RESOURCESRow3: cdk
	WHO IS ACCOUNTABLERow3: me
	EXPECTED RESULTRow3: charge shops for returned parts
	EXPECTED COMPLETION DATERow3: 10/01/2022
	ACTUAL COMPLETION DATERow3: 10/01/2022
	SPECIFIC ACTION STEPRow4: new accounts start at 20% off
	NECESSARY RESOURCESRow4: salespeople
	WHO IS ACCOUNTABLERow4: parts people
	EXPECTED RESULTRow4: customers are aware that more orders mean mor discount.
	EXPECTED COMPLETION DATERow4: 10/01/2022
	ACTUAL COMPLETION DATERow4: 10/01/2022
	SPECIFIC ACTION STEPRow5: better wholesale gross
	NECESSARY RESOURCESRow5: parts sales people
	WHO IS ACCOUNTABLERow5: Me
	EXPECTED RESULTRow5: better gross by end of November
	EXPECTED COMPLETION DATERow5: 11/30/2022
	ACTUAL COMPLETION DATERow5: 11/30/22
	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: I can track it with our wholesale crm weekly and with our MGR report at the end of the month.
	A_2: Customers being upset with their new discount and the fact that we will be charging a restock fee.
	A_3: Letting them know that with more orders and with minimum returns the discount can be adjusted monthly.
	R: $4,000 to $5,000 extra gross monthly  in wholesale plus our performance bonuses and hopefully an extra $40,000 at year to date.
	S: We have to stay consistate with updating the customers discount information monthly so that they know that we will take care of them. We already have great customer service so with this I hope that they understand. As a department we need to all understand that this is just good for our department and will help all of use to make the dealer and ourselves more money.
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