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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: Will will increase internal parts sales gross profit as a percentage of sales from 31% 2022 YTD to the NADA guide of 41% for the YTD average as of December 2023.
	1: Our overall goal for 2023 is a GP% for the entire parts department of 38%.  We are currently achieving the guide for customer pay, counter retail, warranty and wholesale.  We are only missing the guide on internal work.   

The benefit of achieving our goal will be obtaining our 38% goal and increased profit to the bottom line.  

This is important to me because there is no valid reason for us to discount work to ourselves, if anything we should pay more.   We want to keep the profit in our fixed departments.  
	SPECIFIC ACTION STEPRow1: Eliminate Discount Pay Type
	NECESSARY RESOURCESRow1: CDK
	WHO IS ACCOUNTABLERow1: Kyle
	EXPECTED RESULTRow1: Eliminating discount pay type will allow us to see any discounts given using the exception report 
	EXPECTED COMPLETION DATERow1: 02/15/2023
	ACTUAL COMPLETION DATERow1: 02/15/2023
	SPECIFIC ACTION STEPRow2: Clear Exception Report
	NECESSARY RESOURCESRow2: CDK
	WHO IS ACCOUNTABLERow2: Kyle
	EXPECTED RESULTRow2: The exception report had not been run in many months, by clearing it, it allows us to review report weekly moving forward
	EXPECTED COMPLETION DATERow2: 02/15/2023
	ACTUAL COMPLETION DATERow2: 02/15/2023
	SPECIFIC ACTION STEPRow3: Run Exception Report Weekly
	NECESSARY RESOURCESRow3: CDK
	WHO IS ACCOUNTABLERow3: Kyle
	EXPECTED RESULTRow3: By running the exception report weekly we can identify the area needing improvment in parts discouting
	EXPECTED COMPLETION DATERow3: 02/28/2023
	ACTUAL COMPLETION DATERow3: 02/28/2023
	SPECIFIC ACTION STEPRow4: Evaluate pricing matrix for internal work for changes if CP does not increase in march
	NECESSARY RESOURCESRow4: CDK
	WHO IS ACCOUNTABLERow4: Matt and Kyle
	EXPECTED RESULTRow4: With trimming down discounting, we expect to see GP increase.  If its not enough we may have to change internal pricing matrix
	EXPECTED COMPLETION DATERow4: 03/31/2023
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Distribute GP percentage broken down by type of sales to entire parts and service team monthly
	NECESSARY RESOURCESRow5: CDK
	WHO IS ACCOUNTABLERow5: Dan
	EXPECTED RESULTRow5: Transparency and communication with all 
	EXPECTED COMPLETION DATERow5: 03/31/2023
	ACTUAL COMPLETION DATERow5: 
	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: Our first measurement will come with the February financial statement.  We will use the spreadsheet from class to input the figures for MTD and YTD to communicate to all parts associates and service advisors and managers to show progress towards the goal.  If a the end of April the focus on eliminating discounts has not helped us achieve the 41% GP, we will evaluate the pricing matrix for improvements.
	A_2: changing of discount habits
people figure out discount password
	A_3: write ups if discounting is done outside of management knowledge.  
	R: a 10% increase in GP on internal work for 2022 internal sales would mean an additional 103k in GP for 2023.
	S: We will constantly communicate GP percentage to every team member to maintain focus on internal profit percentage.  
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