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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



©2020 National Automobile Dealers Association. All Rights Reserved.2

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: Our goal is to run a FTFR of 95% or better. We are currently running at a 85% consistently but need to push that needle to 95% minimum. We have until January 1, 2023 to accomplish this feat.
	1: This correlates with our vision cause our vision is to provide the right part, the first time, EVERYTIME! The benefits this provides is higher profitability, better CSI, happier technicians, healthier inventory, lower obsolescence and it will help on lower expenses. The consequences are quite the opposite, decreased profitability, lower employee and customer retention and higher obso. This goal is important because the climate of our industry makes it harder to retain employees and customers and we need to do everything in our control to give them a reason to work and do business at a great establishment.
	SPECIFIC ACTION STEPRow1: training schedule
	NECESSARY RESOURCESRow1: training vaults
	WHO IS ACCOUNTABLERow1: Stephen Biggar
	EXPECTED RESULTRow1: complete 
	EXPECTED COMPLETION DATERow1: 11/1/2022
	ACTUAL COMPLETION DATERow1: 10/25/2022
	SPECIFIC ACTION STEPRow2: tracking FTFR
	NECESSARY RESOURCESRow2: email and leadership
	WHO IS ACCOUNTABLERow2: Shaun Robinson
	EXPECTED RESULTRow2: complete
	EXPECTED COMPLETION DATERow2: 11/1/2022
	ACTUAL COMPLETION DATERow2: 10/18/2022
	SPECIFIC ACTION STEPRow3: reconcile inv.
	NECESSARY RESOURCESRow3: ledger, counter
	WHO IS ACCOUNTABLERow3: Shaun/Stephen
	EXPECTED RESULTRow3: find gross/opport.
	EXPECTED COMPLETION DATERow3: 11/1/2022
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: send report
	NECESSARY RESOURCESRow4: email
	WHO IS ACCOUNTABLERow4: Shaun
	EXPECTED RESULTRow4: sent nightly
	EXPECTED COMPLETION DATERow4: ASAP
	ACTUAL COMPLETION DATERow4: ASAP
	SPECIFIC ACTION STEPRow5: track CSI
	NECESSARY RESOURCESRow5: ONE CX
	WHO IS ACCOUNTABLERow5: Shaun Robinson
	EXPECTED RESULTRow5: be above region
	EXPECTED COMPLETION DATERow5: ASAP
	ACTUAL COMPLETION DATERow5: ASAP
	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 track our goal daily and it will be sent in an email after every shift. During our weekly leadership meeting, we will evaluate the results and determine any trends or something that could be holding our progression up.
	A_2: -buy in from experienced parts guys
-consistency of tracking
-being held accountable
-change in personnel 
	A_3: -consistent communication
-peer to peer accountability
-reconcile inventory
	R: This could be thousands additional, hard to put an exact dollar but quicker the turn and less waiting time always creates higher profits.
	S: This is now apart of our weekly meetings and monthly reports for the store so everyone is aware this is how we do business moving forward.
	Check Box33: Yes
	Check Box34: Yes
	Check Box35: Off
	Check Box36: Yes
	Check Box37: Yes
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


