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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.”

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
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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
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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: My Goal is to increase my First Time Fill Rate from 74% to 85% by May 1st 2023.


	1: Our Vision is: To Enrich all of the Lives we Touch by Delivering an Incredible Dealership Experience.



Employee satisfaction and moral goes up.

CSI scores will increase.

Our "Fixed it Right the First Time" becomes more beliveable.



Horrible Customer experience

Loss of unintended revenue

Retion goes own.

We lose a customer for life.



This goal is important to me because it insures that our customer will continue to use our services for many years.
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	NECESSARY RESOURCESRow1: NADA Education and SET Parts Rep
	WHO IS ACCOUNTABLERow1: Srv/Parts Dir
	EXPECTED RESULTRow1: Streamline approch to handling parts
	EXPECTED COMPLETION DATERow1: March 15
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Create Internal-Process
	NECESSARY RESOURCESRow2: Prts Dir/ Srv Mgr/GSM
	WHO IS ACCOUNTABLERow2: Prts Mgr
	EXPECTED RESULTRow2: Proven Process that works for all
	EXPECTED COMPLETION DATERow2: March 10
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Accountability Chart
	NECESSARY RESOURCESRow3: SET Parts College
	WHO IS ACCOUNTABLERow3: Parts Mgr
	EXPECTED RESULTRow3: StreamLine workflow
	EXPECTED COMPLETION DATERow3:  March 1st
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Training Class 1

FTFR
	NECESSARY RESOURCESRow4: NADA / Dynatron
	WHO IS ACCOUNTABLERow4: Prts Mgr/ Counter
	EXPECTED RESULTRow4: More Knowledgeable
	EXPECTED COMPLETION DATERow4: March 6th
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Training Class 2

Sourcing/Coding Parts 
	NECESSARY RESOURCESRow5: South East Toyota Parts  College
	WHO IS ACCOUNTABLERow5: Mgr/ Counter/ASM
	EXPECTED RESULTRow5: Understanding work Flow
	EXPECTED COMPLETION DATERow5: April 1st
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: FTFR First Check-up
	NECESSARY RESOURCESRow6: CDk / OEM
	WHO IS ACCOUNTABLERow6: Prts Mgr
	EXPECTED RESULTRow6: Increase over Previous %
	EXPECTED COMPLETION DATERow6: March 15th
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Manual FTFR check-up
	NECESSARY RESOURCESRow7: NADA FTFR Graph
	WHO IS ACCOUNTABLERow7: Back Counter
	EXPECTED RESULTRow7: Increase 5% or more
	EXPECTED COMPLETION DATERow7: April 1st
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: FTFR Check-up
	NECESSARY RESOURCESRow8: CDK/ OEM
	WHO IS ACCOUNTABLERow8: Counter
	EXPECTED RESULTRow8: Increase over Previous number
	EXPECTED COMPLETION DATERow8: April 15
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: Final FTFR

Check 
	NECESSARY RESOURCESRow9: NADA FTFR graph and Manual CHK
	WHO IS ACCOUNTABLERow9: Prts Mgr
	EXPECTED RESULTRow9: 10% increase 
	EXPECTED COMPLETION DATERow9: May 1st
	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 track my progress through monthly by using the FTFR exerciseI 

I will track my progress  through CDK to make sure that I am sourcing the correct information that I need to get an accurate parts description so I can determine what we need to stock.

Maximize my Phase In and Phase out matrix.
	A_2: Lack of experience from my new Parts mgr.



Distractions from internal sources



No room in Department
	A_3: Training from NADA; Factory Rep and current Parts and service director



Scheduling Every Event to prevent missed training 



Clear out old inventory
	R: It could potentially make the company over $44955.00 over the next 90 days, it we can cut over 2 and a half hours aday from finding parts.
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