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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: We will reduce the percent of technical obsolescence in the parts and accessories inventory from 45% to 25% by April 30, 2023 (in 6 months), and then continue to reduce obsolescence until it approaches <10% and hopefully the NADA Guide’s recommendation of 2%.

	1: Reducing the parts and accessories obsolescence will help decrease the parts and accessories inventory's frozen capital, and thereby increase our dealership's net working capital and increase the stores GP% return on sales.  In addition, because we are a small dealership with serious physical space constraints regarding storage of excessive parts, decreasing the obsolescence will not only make the parts department and the dealership more profitable, but it will allow us to more easily organize and manage inventory overall, as well as provide us with more space for the parts we do need. We need to know what we have, institute some processes for SOPs, and begin to utilize PartsEye correctly. All this will ultimately increase Parts' sales and GP.
Doing nothing will continue the chaos and complete disorganization that exists in our parts department currently. This is important to me because the owner has personally tasked me to oversee that the parts department gets organized and "straightened out." 

	SPECIFIC ACTION STEPRow1: Do a physical inventory
	NECESSARY RESOURCESRow1: 2-3 people, including myself to count all inventory
	WHO IS ACCOUNTABLERow1: The owner is making me accountable
	EXPECTED RESULTRow1: Less OBSO than it says on paper.
	EXPECTED COMPLETION DATERow1: 11/25/22
	ACTUAL COMPLETION DATERow1: 11/15/22
	SPECIFIC ACTION STEPRow2: Perpetual bin checks
	NECESSARY RESOURCESRow2: 1 person
	WHO IS ACCOUNTABLERow2: The owner is making me accountable
	EXPECTED RESULTRow2: Accurate inventory count
	EXPECTED COMPLETION DATERow2: ongoing
	ACTUAL COMPLETION DATERow2: Ongoing
	SPECIFIC ACTION STEPRow3: Initiate a Body Block with Parts Eye to reduce the amount of body parts they suggest we purchase
	NECESSARY RESOURCESRow3: 1 person
	WHO IS ACCOUNTABLERow3: The owner is making me accountable
	EXPECTED RESULTRow3: Less manual overrides with our PartsEye  stock order  to achieve better utilization numbers
	EXPECTED COMPLETION DATERow3: 11/30/22
	ACTUAL COMPLETION DATERow3: Waiting for approval from Mitsu
	SPECIFIC ACTION STEPRow4: Partner with a third-party vendor to sell OBSO parts
	NECESSARY RESOURCESRow4: 1 person
	WHO IS ACCOUNTABLERow4: The owner is making me accountable
	EXPECTED RESULTRow4: Decrease OBSO significantly
	EXPECTED COMPLETION DATERow4: First sale by 12/31/22 
	ACTUAL COMPLETION DATERow4: Ongoing and waiting for approval by owner
	SPECIFIC ACTION STEPRow5: Utilize PartsEye correctly 
	NECESSARY RESOURCESRow5: All parts department employees
	WHO IS ACCOUNTABLERow5: The owner is making me accountable
	EXPECTED RESULTRow5: Better utilization numbers and the correct amount of inventory purchased. Increased FTFR
	EXPECTED COMPLETION DATERow5: 12/31/22
	ACTUAL COMPLETION DATERow5: Ongoing
	SPECIFIC ACTION STEPRow6: Sell OBSO parts on eBay and Facebook Marketplace
	NECESSARY RESOURCESRow6: 1 person
	WHO IS ACCOUNTABLERow6: The owner is making me accountable
	EXPECTED RESULTRow6: Continue to decrease OBSO
	EXPECTED COMPLETION DATERow6: First sale by 12/31/22
	ACTUAL COMPLETION DATERow6: Ongoing
	SPECIFIC ACTION STEPRow7: Institute a process for SOPs, having customers prepay for those parts and have Service make appointments for installation as soon as the SOP comes in
	NECESSARY RESOURCESRow7: All parts and service department employees
	WHO IS ACCOUNTABLERow7: The owner is making me accountable
	EXPECTED RESULTRow7: Move the SOPs out of the SOP bin, and gain those sale dollars
	EXPECTED COMPLETION DATERow7: 11/30/22
	ACTUAL COMPLETION DATERow7: Ongoing
	SPECIFIC ACTION STEPRow8: Take advantage of all OEM and AM returns, including cores
	NECESSARY RESOURCESRow8: 1 person
	WHO IS ACCOUNTABLERow8: The owner is making me accountable
	EXPECTED RESULTRow8: Decrease OBSO and gain income from returns 
	EXPECTED COMPLETION DATERow8: First returns by 11/30/22
	ACTUAL COMPLETION DATERow8: Ongoing
	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: Using the "Inventory Aging by Last Sold" report, we can track the amount of obsolescence in terms of percent inventory as well as dollars. We currently are at approximate $82,000 technical obsolescence or 45%. Also, using the reporting tools provided by PartsEye, we can assess how successful we are at managing our stock orders and can review these reports weekly or more often if needed.
Monthly, check the Parts department's total sales dollars and GP, and compare with previous months numbers to see that they are on the increase. 
	A_2: We are severely short-staffed in both Parts and Service. We currently have no parts manager and have not had one for over 8 months. The current parts person, does everything as best he can. Receiving orders, stocking, putting parts on ROS, wholesale orders and sales, as well as delivering parts. He also works the service desk as a writer when either our one service writer or the service manager are out. It is tricky, because the current parts person is very unhappy in Parts and wants to be a Service Writer, but he is the only person with any historical knowledge of parts in the dealership currently. We want to retain this employee and keep him happy. We need to hire at least 2 more people to work in the parts department (not to mention another service writer), make the current Parts person the Parts manager (if that is what he wants), or hire an experienced parts manager as well as a driver.
Another obstacle will be to get the owner to buy into allowing the parts department to work with a third-party vendor to sell obsolete parts. At this time he is not keen to sell anything, including OBSO parts, at 50% cost and then paying the vendor 6% of what is sold (which is what the arrangement is with the vendor I spoke with).
Also, the current Parts employee, who places all the parts orders, does not like PartsEye and currently manually overrides most PartsEye stock orders, purchasing parts almost exclusively through daily orders and emergency purchases. 
	A_3: Because we are so short-staffed, and because I have been attending NADA, I have been asked to help out in the service and parts departments and learn as much as I can, in the event I end up permanently in these departments.
We continually have ads out for employees in both Parts and Service to increase staff ion both departments.  
If we are not allowed to work with a third-party vendor to sell our OBSO inventory, we will sell them ourselves on eBay and Facebook Marketplace, as well as utilize our allowed factory monthly and quarterly returns to the maximum, and stay on top of aftermarket parts returns and core returns.
We will initiate a process for SOPs having customers prepay for parts and the Service department make the installation appointments as soon as the part arrives to keep the SOPs moving.

	R: We have just completed our physical inventory (as of 11/15/22) and know exactly what parts we have. Post physical inventory, the technical obsolescence decreased from $81,957 and 45% to $47,108 and 35%. We believe this discrepancy is a combination of when we switched DMS' in April 2022 and there was no one to oversee the transition, as well as SOPs never being tracked correctly by anyone in Parts or Service over several years (since there has not been any consistent or trained employees in those positions for many years).  
Once all the above steps are in place and have been implemented, and continue to be implemented, we should see a monthly increase in sales dollars and GP in Parts, as well as a decrease in frozen capital, as we continue to reduce our OBSO through sales and returns. 
	S: Now that the physical inventory is complete and the correct inventory is accounted for in the DMS, I believe PartsEye will be suggesting realistic parts on their stock order. I will be working with our current Parts employee to reduce the parts ordered through daily orders and emergency purchases, and really utilize the PartsEye stock order correctly, which will increase our utilization numbers. This will be easier once the Body Block is approved and in place and our utilization numbers can be checked regularly and should increase. I will also be  monitoring our FTFR, which should also increase once we are purchasing the right parts on our stock order.
I will also be overseeing the process of either working with a third-party vendor (if approved) to sell OBSO parts, in addition to selling parts on eBay and marketplace, ensuring that monthly and quarterly manufacturer's returns are maximized, that cores are returned, and that any incorrect after market parts purchased are also returned. 
We are having customers prepay for any SOP parts and are coordinating with service to make customer appointments once their SOP parts have arrived. I will keep on top of the SOP bin to see how long parts are there once arrived and assist to reach customers and make those installation appointments if needed.
I will be monitoring our OBSO numbers, as well as the Parts department's sales and GP numbers monthly to see that OBSO decreases and sales and GP increases.
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