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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 my Parts Wholesale business from $16,000 average per month to $36,000 average per month by May, 30th 2023.
	1: This Goal supports our dealers vision to maximize our growtrh potential in our DMA and always strive to out perform our previous year, and our competitors.



The Benefits of achieving our goal will include:



Increased revenue for the Parts department. (help with overall absorption)



Adding a staff member that will be cross-trained. 



Increase our exposure online, and with our current wholesale customers.



It will give us the ability to market, and add wholesale customers to our Base.



The consequences of not achieving our goal are minimal as we are adding fairly minor expenses of one extra employee and a wholesale partner to help us create an online store. The increased revenue should easily compensate for the added expenses.



The Goal is important to us because it is an un-tapped source of revenue and should help our Parts Department and dealership navigate an everchanging and competative market. 
	SPECIFIC ACTION STEPRow1: Shop for E-commerce store
	NECESSARY RESOURCESRow1: $$$/time
	WHO IS ACCOUNTABLERow1: GM/Parts manager
	EXPECTED RESULTRow1: open store
	EXPECTED COMPLETION DATERow1: 3/31/23 
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: post job E-comerce

manager
	NECESSARY RESOURCESRow2: HR/Post listing
	WHO IS ACCOUNTABLERow2: GM/Parts manager 
	EXPECTED RESULTRow2: interviews
	EXPECTED COMPLETION DATERow2: 3/31/23
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Hire E-comerce

parts manager
	NECESSARY RESOURCESRow3: HR/Handbook
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: Hire/Training
	EXPECTED COMPLETION DATERow3: 4/15/23
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Hire E-commerce

company
	NECESSARY RESOURCESRow4: GM/PArts manager
	WHO IS ACCOUNTABLERow4: Parts manager
	EXPECTED RESULTRow4: Open e-store
	EXPECTED COMPLETION DATERow4: 4/15/23
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Train Staff on E-commerce
	NECESSARY RESOURCESRow5: parts manager/ecommerce manager/parts counter people
	WHO IS ACCOUNTABLERow5: Parts Manager
	EXPECTED RESULTRow5: Implement training and open ecommerce store
	EXPECTED COMPLETION DATERow5: 5/1/23
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: strategize for added local shipping
	NECESSARY RESOURCESRow6: Parts vehicle\gps tracker/cell phone
	WHO IS ACCOUNTABLERow6: parts manager\driver
	EXPECTED RESULTRow6: quicker delivery times
	EXPECTED COMPLETION DATERow6: 4/15/23
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Marketing
	NECESSARY RESOURCESRow7: Add plugin to website
	WHO IS ACCOUNTABLERow7: IT department
	EXPECTED RESULTRow7: easy colorful website plugin
	EXPECTED COMPLETION DATERow7: 5/1/23
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: payment integration
	NECESSARY RESOURCESRow8: e-commerce store
	WHO IS ACCOUNTABLERow8: ecommerce manager
	EXPECTED RESULTRow8: ability to take payments on website/3rd party sights
	EXPECTED COMPLETION DATERow8: 5/15/23
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: launch ecommerce catalog
	NECESSARY RESOURCESRow9: ecommerce vendor $$$
	WHO IS ACCOUNTABLERow9: parts/ecommerce manager
	EXPECTED RESULTRow9: customers can shop on line
	EXPECTED COMPLETION DATERow9: 5/15/23
	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: I will use this SMART Action Plan to hold my self accountable based on the goals, and time lines set. I will use the speadsheet to keep track of information and Timeline. 



I will share and accept input from the GM, Parts Manager, office manager and Attendees at the Bi-Weekly Fixed ops meeting.



I will check in and track the progress weekly until the project is up and running and continue to Measure in the monthly statement.
	A_2: Pushback from Parts Manager/employees



Upstart cash Estimates may be low 



Time frame issues may occur



Staffing for the right people for ecommerce may be a challange




	A_3: Incentivise Parts manager $$$ to help implement and train staff



Work with controller to budget properly for 6 months during upstart



Stay involved to keep timeframe realistic



Focus on staffing or possibly hire from within dealership to fill roll of ecommerce position
	R: The bottom line is we should Add about $20,000 per month and $240,000 per month in sales to start. it would bring our outside sales up to 24% from 14% and adding $140,000 to net profit using the spreadsheet provided by NADA in this class. 
	S: I will hold our staff accountable using the the policies that we implement during this process. We will meet weekly to ensure eveyone is in agreement and all employees are held accountable. We will continue to monitor with GM on a BI-weekly service meeting. We will consult with Controller to make sure expenses are in line with projections. 
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