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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: My goal within the Parts Department will be to dial in my Parts Manager and counter personnel with ongoing training to improve customer face-to-face interaction and increase our capture rate over the phone. I feel that putting a higher focus on training to improve our Parts Department staff will increase counter sales by 15-20%.
	1: The goal at Hyundai of Bedford is to deliver a great experience 100% of the time. Half of our customers come from word of mouth; delivering a good service to someone travels a lot faster than any commercial or other advertisement campaign could do. Keeping up with consistant, ongoing training with our Parts Department Staff aligns with the way we train our sales and service staff so it only makes sense. Here at Hyundai of Bedford we don't let a sales person take a customer without the proper training or a technician to work on a car without the correct training. so why not the parts department. Getting the Parts Department dialed in with ongoing training will allow us to sell more parts over the counter increasing profits instead of relying on service and the used car department to sell all the parts to. Increasing counter sales will also help cut down on aging, stagnant inventory and obsolete parts.

I believe consequences are very simple; unqualifed employees handling very large dollar amounts, even if they are in small increments, never works out and we will to continue to have poor results in the department. The definition of insanity is to continue doing the same things and expecting a different outcome; continuing not to put any focus into proper training in the department while expecting different results is insane.



Getting my staff trained up is very important, and even though parts might not be my department, but to me it is maximizing profits for this store which is my number one goal. This group has paved the way for my future and family so I care about the success of every part. A well-trained staff creates a well-balanced work atmosphere that creates trust and ultimately creates dollars.
	SPECIFIC ACTION STEPRow1: meet with staff
	NECESSARY RESOURCESRow1: yes
	WHO IS ACCOUNTABLERow1: drew patty max 
	EXPECTED RESULTRow1: action plan 
	EXPECTED COMPLETION DATERow1: 2/22
	ACTUAL COMPLETION DATERow1: 2/7
	SPECIFIC ACTION STEPRow2: online training 
	NECESSARY RESOURCESRow2: no
	WHO IS ACCOUNTABLERow2: drew patty max
	EXPECTED RESULTRow2: training 
	EXPECTED COMPLETION DATERow2: 2/25
	ACTUAL COMPLETION DATERow2: 2/7
	SPECIFIC ACTION STEPRow3: phone traning 
	NECESSARY RESOURCESRow3: yes
	WHO IS ACCOUNTABLERow3: drew patty max
	EXPECTED RESULTRow3: better comunication
	EXPECTED COMPLETION DATERow3: 2/17
	ACTUAL COMPLETION DATERow3: 2/10
	SPECIFIC ACTION STEPRow4: intro call meet /great
	NECESSARY RESOURCESRow4: yes
	WHO IS ACCOUNTABLERow4: drew patty max
	EXPECTED RESULTRow4: get to know client 
	EXPECTED COMPLETION DATERow4: 2/10
	ACTUAL COMPLETION DATERow4: 2/5
	SPECIFIC ACTION STEPRow5: pace meeting
	NECESSARY RESOURCESRow5: yes
	WHO IS ACCOUNTABLERow5: drew patty max
	EXPECTED RESULTRow5: watch gross tracking 
	EXPECTED COMPLETION DATERow5: 2/28
	ACTUAL COMPLETION DATERow5: 2/7 2/14 2/28
	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 parts manager, Patty, will measure our progress. Watching gross and the number of parts sold over the counter from January 1-31 without training and March 1-30 with training to show the differences in just a little training to get the staff to buy in and show the growth in our newly installed bi-weekly meetings we are having 
	A_2: Change is always hard in a department from people looking from the outside in.



We have a parts manager that can deliver a message very well. She is very eager to learn and make changes for the good. 




	A_3: Make sure it's not a one-time conversation 



Be present,show them you care, and help them



Stop in daily and not just when it's negitive



Show them the small wins often 
	R: achieving the goal would make a nice impact over the year. $17723 would be a twenty % increase on a monthly basis again with proper training and execution
	S: Stay with it, check-in on their training modules, and make sure they are up to speed. I can do a daily check-in with gross pace. I will also continue to visit the department in-person and set an example to encourage the staff to hold themselves accountable to be the best versions of themselves everyday they come to work.
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