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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: My goal is to increase the First Time Fill Rate. I would like to increase my FTFR of 85% to 90% or better by January 31st, 2022.
	1: The dealers vision is to Show you Care. Be a Pro. Make it Easy.  By increasing the FTFR it show that we care about our guest's time and the time it takes to get them back on the road. It show that we are professional and that we know what it takes to fix their vehicle the first time. By stocking the right parts at the right time it makes it easy for our guest(s) to schedule one appointment to have their vehicle repaired rather than making multiple appointments.



Benefits of achieving this goal are:

1. Increase CSI

2. Increase efficiency by shortening repair time

3. Increase same day repair

4. Loaner cycle time



Consequenses of not achieving this goal are:

1. Decrease CSI

2. Less efficient

3. Longer repair times

4. Loaners out for longer periods of time resulting in less repair orders being written.



Achieving this goal is important because we are here to take care of our guest(s) and make the repair process easy.
	SPECIFIC ACTION STEPRow1: Propperly track lost sales
	NECESSARY RESOURCESRow1: Counter staff
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Increase in stocking the right parts
	EXPECTED COMPLETION DATERow1: 10/31/2022
	ACTUAL COMPLETION DATERow1: 10/17/2022
	SPECIFIC ACTION STEPRow2: Keep logs of part numbers that qualify as lost sales
	NECESSARY RESOURCESRow2: Counter staff, pen and paper or Google Drive doc
	WHO IS ACCOUNTABLERow2: Counter staff
	EXPECTED RESULTRow2: Track as many lost sales each day when they happen and not forget to track them.
	EXPECTED COMPLETION DATERow2: 10/31/2022
	ACTUAL COMPLETION DATERow2: 10/17/2022


	SPECIFIC ACTION STEPRow3: Price all associated parts with each job
	NECESSARY RESOURCESRow3: ,Counter staff, ETKA, ELSaPro
	WHO IS ACCOUNTABLERow3: Counter staff
	EXPECTED RESULTRow3: Jobs quoted right the first time. not having to submitt additional quotes.
	EXPECTED COMPLETION DATERow3: 10/31/2022
	ACTUAL COMPLETION DATERow3: On Going
	SPECIFIC ACTION STEPRow4: Double check phase in criteria to make sure it is set propperly
	NECESSARY RESOURCESRow4: CDK
	WHO IS ACCOUNTABLERow4: Parts Manager
	EXPECTED RESULTRow4: Parts phasing in correctly
	EXPECTED COMPLETION DATERow4: 10/31/2022
	ACTUAL COMPLETION DATERow4: 10/21/2022
	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: Check DMS reports. There are two places I use to find fill rate date in CDK, RFR and RPFR. I now check these daily.
	A_2: Counter staff not tracking lost sales as they happen and it gets forgotten.



Not quoting all the associated parts it take to complete a job. Resulting in additional quotes being made.




	A_3: Keep a log (hand written or Google Drive Doc) of all part numbers that qualify as a lost sale.



Refer to parts catalog or repair procedure for all associated parts to complete the job.
	R: Raising the FTFR by 5% would add an additional $6,800 in CP sales per month and an additional $2,900 in CP gross per month. 
	S: By holding the staff accountable for their actions. This will be done by tracking lost sales recorded by each staff member in which they are required to track an average of 5 lost sales per day. Quotes will be gone through to make sure any additional parts required to finish the job have been quoted. 
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