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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.”

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.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

How will you track your progress? Where will you find the information? How often will you check in? 

Potential Solutions?

A

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.

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 increase yearly Parts Counter Sales from the current number $81,910 to over $100,000 in sales by January 2024.
	1: This goal will align with the dealerships goals because it enables us to service our current customers as well as bring in people who aren't familiar with us. Our goal as a store is to provide the best buying and ownership you will ever have so providing a good customer buying experience thru the parts counter goes hand and hand with that. There is the obvious fiscal benefit but on top of that we improve the chance of repeat customers drastically by making each parts purchase and enjoyable transaction for the customer. By not achieving this sales goal we are leaving money and gross on the table first and foremost. We are also risk losing the customer to a competitor not only for parts sales but for sales and service if we do not treat them properly. This goal is important to me because i see the sales skills in the parts department are lacking. By them achieving this goal it shows me that they are capable of selling the product in an effective manner and when given the proper tools they can succeed. This is also beneficial because the skills are transferable to wholesale sales and will improve the department as a whole. It will also show if I have the proper staff if one of them falls short I can then from there build a staff that will truly succeed in parts sales.           
	SPECIFIC ACTION STEPRow1: Weekly Sales Training
	NECESSARY RESOURCESRow1: Sales Managers and Staff
	WHO IS ACCOUNTABLERow1: Sales and Parts Managers
	EXPECTED RESULTRow1: Better Phone and Sales Skills
	EXPECTED COMPLETION DATERow1: 4-1-23 initial training complete
	ACTUAL COMPLETION DATERow1: never an ongoing procedure
	SPECIFIC ACTION STEPRow2: Increase Markup 1.69 markup multiplier 
	NECESSARY RESOURCESRow2: Parts Manager
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Increase in Gross
	EXPECTED COMPLETION DATERow2: 4-1-23
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Stand Alone Parts Tab on Website
	NECESSARY RESOURCESRow3: Internet Manager + Vendor
	WHO IS ACCOUNTABLERow3: Internet Manager
	EXPECTED RESULTRow3: Increase in sales better customer reach
	EXPECTED COMPLETION DATERow3: 4-1-23
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Better Follow Up on SO Parts
	NECESSARY RESOURCESRow4: Parts and Service 
	WHO IS ACCOUNTABLERow4: Parts and Service Manager
	EXPECTED RESULTRow4: better customer experience and parts not sitting 
	EXPECTED COMPLETION DATERow4: 4-1-23
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: sales goals every month
	NECESSARY RESOURCESRow5: Parts Manager/Dealer Principal
	WHO IS ACCOUNTABLERow5: Parts Manager
	EXPECTED RESULTRow5: improve sales can't hit the best numbers without a goal
	EXPECTED COMPLETION DATERow5: 4-1-23
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Marketing
	NECESSARY RESOURCESRow6: Internet Manager
	WHO IS ACCOUNTABLERow6: Internet Manager/Parts Manager
	EXPECTED RESULTRow6: improve sales reach new customers. Need to contantly track to make sure we are advertising the right thing.
	EXPECTED COMPLETION DATERow6: 4-1-23
	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: make sure we are hitting the monthly sals goals if we set the them to $8500 a month we willl achive $100,000 in sales by the end of the year. If we miss the goal in any given month we will push hard to make up for the missed sales the next month to get the average back to where it needs to be. All the information can be found in the end of month finacnial statement and will be looked at each month to make sure they are making the nesecarry steps to improve.
	A_2: -Little to no sales training in the parts department.  
-culture of discounting and not building value 
	A_3:  -give proper sales training from current sales staff
-Increase markup by mark up multiplier 1.69 to increase sales and gross
	R: $18,090 in sales at our current percent return would be $4500 in gross profit.
	S: Sales training will continue monthly to put the parts associates in the best situation to succeed.   
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