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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: The goal is to increase accessories sales per new vehicle RDR from $800(2022) to $1000(2023) 



We'd like to accomplish this goal by the end of 2023
	1: 



This aligns with our Parts Dept vision of continous improvement and continous growth. 



Benefits - more vehicles are protected

               - better customer experience

                - increase brand loyalty and trade values 

                - sales reps and parts reps more plugged into accesorizing

                - continous growth fo the dept and store



Consequences- 


	SPECIFIC ACTION STEPRow1: Accessorize Showroom
	NECESSARY RESOURCESRow1: Audi Canada 
	WHO IS ACCOUNTABLERow1: Parts team/everyone
	EXPECTED RESULTRow1: full showroom coverage
	EXPECTED COMPLETION DATERow1: Start of Q3 2023
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Incentivize Service , sales reps 
	NECESSARY RESOURCESRow2: Audi Downtown
	WHO IS ACCOUNTABLERow2: PM
	EXPECTED RESULTRow2: more interest, more sales 
	EXPECTED COMPLETION DATERow2: Start of Q3 2023
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Accessory Champion
	NECESSARY RESOURCESRow3: Parts Team 
	WHO IS ACCOUNTABLERow3: PM and Champion
	EXPECTED RESULTRow3: More focus on accessories
	EXPECTED COMPLETION DATERow3: Start of Q3 2023
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Incentivize Winter tire season
	NECESSARY RESOURCESRow4: Everyone
	WHO IS ACCOUNTABLERow4: Everyone
	EXPECTED RESULTRow4: sell record amount of packages
	EXPECTED COMPLETION DATERow4: Start of Q3 2023
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: PM to come to sales meeting 
	NECESSARY RESOURCESRow5: Everyone
	WHO IS ACCOUNTABLERow5: PM
	EXPECTED RESULTRow5: more focus and interest 
	EXPECTED COMPLETION DATERow5: Start of Q3 2023
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: More printed info
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: PM
	EXPECTED RESULTRow6: customers will have more interest
	EXPECTED COMPLETION DATERow6: Start of Q3 2023
	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:                      Provide weekly updates to Service advisors, sales reps and Delivery specialists re: who is leading in accessory sales- excesl- google slide.

                      PM to track sales- and reports wins as they come

                       PM to calculate and share PNVR with sales managers monthly and quarterly 
	A_2:    - interest from frontline selling staff

   - not enough accessory product knowledge 

-   delivery times and back orders for desirable items

- winter wheel education for sales staff- do they know the benefits? 

-  not enough focus or care 


	A_3: Full showroom accessorizing for all seasons-

-Quaterly themes

- creative staff bonus incentives

- more education on product and warranty and why accessories are important to customers and dealership

- focus incentives not so much on the prize but the fun and knowledge
	R: If we take an avg. of 1500 new cars sold for 2022 and 2023. PNVR increases from $800 to $1000. Sales will increase from 1.2 million to 1.5 million and gross from $240000 to $300000. also Parts annual Volume bonus increases from $90000 to $120000
	S:      To increase accessory sales according to my SMART goal will take a village.  Starting with PM,  his team and complete buy-in from Sales team and managers  The process will have to be focused and determined.  Step by step every week, celebrate and publicize the results as we move foward.  No going back to accessory apathy.
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