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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? 
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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: We will add an accessory and boutique section and take sales from $0 to $2,500 by July 1, 2023 which will result in an additional profit stream for our dealership. 
	1: This goal aligns with our dealer vision because we are increasing the visibility of our brand around our town. Our good customers who feel like they are a part of our "family" can now purchase tumblers, hats, etc. to support us further.

One benefit of achieving our goal are to add an additional income stream to our dealership. We have customers who would purchase small items with our name of the name of Chevrolet or GMC on them. We currently do not have anywhere in house to buy Reliable branded items. Our logo would also been seen out in public on hats and cups more often. 

If we do not accomplish this goal, we would be left with a bunch of branded merchandise that we would have to end up giving away to employees or gifting with vehicle purchases, either way it would cost us money. 

This goal is important to me because we currently do not have a section like this at our store and I feel like we are missing out on relatively easy money. I would also like to make customers happy who ask me if they can purchase hats, shirts, etc. 
	SPECIFIC ACTION STEPRow1: Select boutique area


	NECESSARY RESOURCESRow1: Empty store space
	WHO IS ACCOUNTABLERow1: Will/John Porter
	EXPECTED RESULTRow1: N/A
	EXPECTED COMPLETION DATERow1: End of March
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Purchase signs/banners
	NECESSARY RESOURCESRow2: Cash
	WHO IS ACCOUNTABLERow2: Will/John Porter
	EXPECTED RESULTRow2: Eye Catching Display
	EXPECTED COMPLETION DATERow2: April 15th
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Purchase Apparel
	NECESSARY RESOURCESRow3: Cash
	WHO IS ACCOUNTABLERow3: Will/John Porter
	EXPECTED RESULTRow3: Inventory to Sell
	EXPECTED COMPLETION DATERow3: April 30th
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Purchase Merchandise
	NECESSARY RESOURCESRow4: Cash
	WHO IS ACCOUNTABLERow4: Will/John Porter
	EXPECTED RESULTRow4: Inventory to Sell
	EXPECTED COMPLETION DATERow4: April 30th
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Train Staff
	NECESSARY RESOURCESRow5: None
	WHO IS ACCOUNTABLERow5: Will/John Porter
	EXPECTED RESULTRow5: Knowledge of Product
	EXPECTED COMPLETION DATERow5: May 5th
	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: We will set specific sales targets for the boutiques and check sales reports weekly to see if we are meeing them. We will keep detailed records of different products performance and of our inventory levels.  We want to make sure we are meeing customers satisfaction standards. We will check this by surveying customers regularly to gauge their satisfaction with the boutique and it's products. 
	A_2: -Limited space to put an accessory shop



-Noone with knowledge of selling these certain products
	A_3: -Move items/boxes around and clean certain areas up to make room

-Make sure we have the right staff member to work the new area and put them through some new training. 
	R: The financial impact of achieving our goal is only $2,500 to start off with. If we attain our goal, we will increase our sales by 30% for the following 6 months. 
	S: By getting an eye appealing and well organized boutique area,we can better understand what our customers are wanting to purchase and to stock higher turning apparrell and accessories.We will continue to educuate our staff on boutique pricing and product familiarity.
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