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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: I will help find and implement a small sales training program for our parts personnel by the end of the year (December 31, 2022) for them to start attending in 2023. The goal of this training would be to increase our parts gross from $198,174 to $225,000 each month by 3/31/2022. 
	1: This goal aligns with the dealers vision because it will allow our parts personnel to help out more customers and hopefully sell more to them. Our vision statement is, "To be on the leading edge of customer care by continually exceeding our customers’ expectations thus modeling good stewardship of our organization.” By offering a training program to our parts personnel, it will allow them to take better care of our customers and exceed their expectations for how we do business. 

The benefits of this would be a better overall customer experience, higher sales, more gross, better customer reviews, and more confident parts employees.

The consequences of not achieving this goal would be lower customer satisfaction, loss of sales and gross opportunities, and parts employees who are continually doing things the same way they have been for years. 

This goal is important to me because I feel like our parts employees need more training. This was evident in my conversation with my parts manager who has no formal management training and was promoted to parts manager because he worked hard, did a good job, and asked for the promotion when we were looking for a new parts manager. Parts people are sales people and thus they need sales training just like the rest of us. 
	SPECIFIC ACTION STEPRow1: Research Ideas
	NECESSARY RESOURCESRow1: Computer
	WHO IS ACCOUNTABLERow1: Isaiah 
	EXPECTED RESULTRow1: Find training ideas
	EXPECTED COMPLETION DATERow1: 11/28/22
	ACTUAL COMPLETION DATERow1: 11/28/22
	SPECIFIC ACTION STEPRow2: Meet with parts manager
	NECESSARY RESOURCESRow2: None
	WHO IS ACCOUNTABLERow2: Isaiah
	EXPECTED RESULTRow2: Communication
	EXPECTED COMPLETION DATERow2: 11/29/22
	ACTUAL COMPLETION DATERow2: 11/29/22
	SPECIFIC ACTION STEPRow3: Implement Ideas
	NECESSARY RESOURCESRow3: None
	WHO IS ACCOUNTABLERow3: Isaiah, Parts employees
	EXPECTED RESULTRow3: Implement new sales training ideas
	EXPECTED COMPLETION DATERow3: 12/2/22
	ACTUAL COMPLETION DATERow3: 11/30/22
	SPECIFIC ACTION STEPRow4: Training
	NECESSARY RESOURCESRow4: Time
	WHO IS ACCOUNTABLERow4: Isaiah, Parts manager, parts Employees
	EXPECTED RESULTRow4: Higher sales and gross
	EXPECTED COMPLETION DATERow4: 2023
	ACTUAL COMPLETION DATERow4: 2023
	SPECIFIC ACTION STEPRow5: Continued training
	NECESSARY RESOURCESRow5: Time
	WHO IS ACCOUNTABLERow5: Isaiah, Parts manager, parts employees
	EXPECTED RESULTRow5: Higher sales and gross
	EXPECTED COMPLETION DATERow5: 2023
	ACTUAL COMPLETION DATERow5: 2023
	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 will track the progress based on who is coming to the training meetings and who is willing to learn and adapt. I will find this information based on who is coming to the meetings. I think that starting out the parts sales training meetings could happen twice a month for a few months and than transition to once a month.  
	A_2: -Parts personnel are busy
-They are unwilling to attend the training meetings
-Don't enjoy talking in front of others
-Stubbornness 
-Lack of training previously

	A_3: -Make it mandatory
-Make the parts meetings shorter in length (30 minutes)
-Train them
-Build them up and encourage them
-Provide incentives attending the meetings if needed
	R: The financial impact could be massive. We have about 4 front and back parts counter people so if each of them gross about $300 more per day we could potentially see an increase in our gross next year of $312,000. (300 * 4 * 260)
	S: One thing that would be important would be to continually offer more training and not have it be a one time thing. I believe it would be best to mandate having one sales training meeting for our parts personnel a month if not two times starting out. 
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