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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



3©2020 National Automobile Dealers Association. All Rights Reserved.

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: Goal: Increase our parts wholesale business from an average monthly sales of 350K to 450K, while raising our gross profit % from 16.9% to 20% by end of 2023
	1: Having the ability to give customers the best service possible is always first and foremost

By achieving this goal we'll increase our overall sales and gross profit by providing our wholesale customers with a level of customer service that's second to no one in our area. This will keep them from using multiple dealers for their part acquisitions and minimize the risk of other dealers claiming their business and/or loss of our current wholesale territory

This goal is important to me because my Parts Manager and I discussed areas we can improve right away that will make a financial difference and this will be the first time the two of us will have worked together on something for the Parts Department and by accomplishing this together we'll not only strengthen our working relationship but it'll build a strong trust for future projects together.



	SPECIFIC ACTION STEPRow1: Hire Outside Sales Rep
	NECESSARY RESOURCESRow1: Indeed, referrals from associates
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Better Service and higher sales
	EXPECTED COMPLETION DATERow1: End of April
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Cold Calling
	NECESSARY RESOURCESRow2: Call Lists
	WHO IS ACCOUNTABLERow2: Counter Person
	EXPECTED RESULTRow2: New Accounts, Better service for current accounts
	EXPECTED COMPLETION DATERow2: Immediately
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Marketing
	NECESSARY RESOURCESRow3: Online, Marketing Agency
	WHO IS ACCOUNTABLERow3: Parts Manager, GM
	EXPECTED RESULTRow3: More Exposure
	EXPECTED COMPLETION DATERow3: Monthly
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Rewards Programs for current accounts, and attracting new ones
	NECESSARY RESOURCESRow4: Marketing Agency, Fixed Ops Director
	WHO IS ACCOUNTABLERow4: Parts Manager
	EXPECTED RESULTRow4: More Business
	EXPECTED COMPLETION DATERow4: End of May
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Statement discount if paid in 10 days
	NECESSARY RESOURCESRow5: AR, Fixed Ops Director
	WHO IS ACCOUNTABLERow5: AR, Parts Manager
	EXPECTED RESULTRow5: Faster Payment, minimize aging receivables
	EXPECTED COMPLETION DATERow5: End of May
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Daily Parts Meeting (15 min)
	NECESSARY RESOURCESRow6: Daily Doc
	WHO IS ACCOUNTABLERow6: Parts Manager
	EXPECTED RESULTRow6: Discuss any dept updates, address and resolve any department issues, etc...
	EXPECTED COMPLETION DATERow6: Immediately
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Quarterly Ops Meetings
	NECESSARY RESOURCESRow7: Ops Report, Financial Statment
	WHO IS ACCOUNTABLERow7: GM
	EXPECTED RESULTRow7: Review progress, areas of improvement, areas to improve, and bounce around ideas for improvement
	EXPECTED COMPLETION DATERow7: End of each quarter
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Phone Training
	NECESSARY RESOURCESRow8: Outside training reaources
	WHO IS ACCOUNTABLERow8: Parts Manager
	EXPECTED RESULTRow8: Better phone skills, higher sales
	EXPECTED COMPLETION DATERow8: End of June
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: Monthly Sales Training
	NECESSARY RESOURCESRow9: Cross train counter sales, outside sales with salespeople 
	WHO IS ACCOUNTABLERow9: GM, Parts Manager
	EXPECTED RESULTRow9: Stronger sales ability
	EXPECTED COMPLETION DATERow9: End of July
	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: Progress can be tracked by reviewing our daily operations doc which shows MTD progress for all departments
Monthly Ops Report and Financial Statement to track gross profit return on sales Counter Sales performance Reports to track individual performance and growth

	A_2: Employee Buy-in to training they've never had
- Having enough drivers and vans to handle same day deliveries for wholesale
- Making sure we're supplying the right parts to meet demand

	A_3:  -Monthly sales competitions and recognition when improvements are made
- Get Parts Department involved with developing new ideas and contributions to current and future processes so everyone has something vested in changes
- Hire more drivers and acquire another parts van

	R: Current: For every $100,000 in sales we're generating $16,900 in gross profit
Goal: For every $100,000 in sales will generate $20,000 in gross profit

	S: Discuss things on a daily basis, hold Parts Manager Accountable to hold his people accountable, reward and recognize improvement, train, retrain, replace
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