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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.  

A TS M

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF



3©2020 National Automobile Dealers Association. All Rights Reserved.

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: My Goal is to move the needle on our parts matrix for internal. I'd like to see a small increase of 1.69 that would give us an extra 80,065 to the bottom line by end of year December 2023. 
	1: The goal aligns by internal pricing is RETAIL. The benefits by achieving this goal is to add additional income to the parts department. Along with being at retail on the pricing for internal we should be able to lower our comp to gross in the front end of the store... A consequences for not obtaining the goals would be warranty increases would not happen, along with having a hirer comp to gross in the front end. I personally look at internal pricing as a pack for the dealership to control the comp. It's very simple when I'm a GM I want everything retail! By discounting the parts & service all we are doing is paying out more in sales commission. 

	SPECIFIC ACTION STEPRow1: INCREASE PARTS MATRIX
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	A: Our process would be to dig into our parts matrix and set our pricing at RETAIL. 

I would check these by doing a RO check daily! 
	A_2: The used car managers for a discount on the RO. However if I were to implement that only the GM approves the Used Car Check this would remove the only issue. 
	A_3: Making sure all OP codes are removed in CDK. Having the GM and Parts department on the buy in of the increase. Only have the GM to have the ability for discounts. 
	R: This would add over 80k to the bottom line. 
	S: I would start by having the GM only being able to approve the Internal used cars. This would take out the negotiation between the departments. Along with making the GM do a RO audit for any type of discounts for the internal. At the end of the day the GM has the most to loose by seeing those discounts. The GM at my group is paid off of NET not gross, so by having him in charge of the pricing structure you would see the discounts being eliminated. 
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