
1©2022 National Automobile Dealers Association. All Rights Reserved.

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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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.
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	How does this goal align with or support your dealers vision: I will decrease the current total departmental expenses in parts from $592,457 to $570,000 by January 1st 2024. 
	1: This goal would benefit the parts department greatly because it would add some additional gross to the department on sales that we are already making. This would benefit be a massive benefit to the department overall because it will get them to get the maximum amount of profit per transaction. If we fail in achieving the goal it will mean we are leaving gross on the table that could be easily attained by putting a few measures in place. 
	SPECIFIC ACTION STEPRow1: OBSO Parts Management 
	NECESSARY RESOURCESRow1: DMS and Parts Manager
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Keeping OBSO parts off our shelves. This will be a constant battle. And needs to have the parts manager consistently checking in.
	EXPECTED COMPLETION DATERow1: End of month March 2023
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Run Sales on soon to be OBSO Parts
	NECESSARY RESOURCESRow2: DMS and PArts Manager
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Minimizing OBSO Parts
	EXPECTED COMPLETION DATERow2: End of Month March 2023
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Vendor Audit
	NECESSARY RESOURCESRow3: Dealer Principle/Controller
	WHO IS ACCOUNTABLERow3: Dealer Principle
	EXPECTED RESULTRow3: Do a vendor Audit to gurantee we aren't being overcharged for our services
	EXPECTED COMPLETION DATERow3: End Of Month  March 2023 Audit Completion Date
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Install Cameras in Parts Department
	NECESSARY RESOURCESRow4: Owner Purchasing and Installing Cameras
	WHO IS ACCOUNTABLERow4: Owner
	EXPECTED RESULTRow4: Cut down on not charging parts properly to ROS. will curb techs just grabbing parts and not getting them accounted properly. Taken from techs pay to ensure proper procedures in the future.
	EXPECTED COMPLETION DATERow4: end of month March 2023
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	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: Check the Financial Statement each month to track progress. if we lower expenses by $1871 a month we are on the right track to acheiving this goal. 
	A_2: -OBSO Parts

-Body Shop and Parts Returns in general

-Vendors overcharging for services
	A_3: -Selling the parts before they come OBSO

-Identify what parts are obsolete and sell them online thru EBAY to clear dead weight from the parts inventory (sometimes your first loss is your best loss)

-Return Parts to manufacturer whenever possible
	R: $22,457 in additional gross to be earned if we acheive the same retail numbers. If we increase our sales numbers the profits will be even more profound.
	S: Add a bonus to keeping control of OBSO parts for the Parts Manager giving him a financial incentive for operating the department properly in terms of inventory management. 
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