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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.  
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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? 
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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 as a manager along with my department is to increase our monthly gross profit by 10% on a monthly basis and be able to go from $170,000 gross profit to $187,000 on sales and to minimize our expenses by 30% of our monthly totals. Proper use of our DMS to better record LS and maximize our profits and reduce external purchases is part of our goals. Our goal is to reach this number and these goals by December 31st 2022, thus giving a fresh and bettered start to 2023.
	1: This goal will align with the new vision set by the dealer principals in expanding and adding 4 new stores in Alamogordo, NM. which is to apply new strategies, for expanding, training, showing, and reflecting better metrics to walk into a better season as Casa Auto Group. As department head walking my department into a brighter season by training, leading by example and re-focusing on understanding our DMS and Personal Improvement Plans (PIP) will not only set a solid path but will fall into supporting, establishing and support the house vision.
The benefits achieving our goal will directly reflect in higher sales and gross profit, higher FTFR's, healthier expenditure practices and higher bonuses for our parts counter sales advisors. Our service department will greatly benefit from achieving our goals as cleaning up our LS will directly affect our FTFR therefore also increasing the technician work flow by having faster, constant delivery of parts. By properly training our advisors to understanding the DMS will also reduce the headaches passed on to myself to resolve and thus will free up my time to be able to attend more important matters. Overall reaching our goal will create a better and more professional store to better serve our customers and service department.

The consequences of not reaching my goals will set me behind in kick starting a bright 2023 and will set me behind the rest of our 7 sister stores in achievement and excellence and setting me behind in cleaning up our inventory in having better breadth of inventory.
This goal is important to me because I want to be acknowledged as a professional, goal oriented and over achieving manager that leads with example and delivers results.
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	A: Progress will be tracked with our DMS and my daily,weekly and monthly numbers. Employee evaluations will set the guidelines to ensure proper use of DMS and expected performance. Weekly FTFR checks to evaluate what needs to be added and removed in our inventory. our DMS along with my personal supervision and follow up with parts advisors will be my primary source of information.
	A_2: Parts Advisors
Discounts
Inventory
Delivery times
FTFR
	A_3: Proper training and execution
Less to no discounts
Better breadth of inventory
Faster delivery of parts to customer and technician by looking at demand history of parts and the phase in/out of parts$
	R: $204,000 more in Gross Profit per year as a starting basis
	S: By constantly evaluating myself, parts advisors, with constant training and enforcing procedures with rewards and consequences if procedures are followed or not. Re-affirming the standards expected to be performed. 
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