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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: I will increase our accessories sales by $144.00 per vehicle to hit our goal of $500 per car.  This will give us a 40% increase.  We will achieve this target by April 30th 2023
	1: This goal will support both the parts and sales department by ensuring parts sees an increase in accessory sales and also net profitability on this metric we are focusing on.  This will also support the sales department by creating a culture where every customer has a chance to customize their vehicle to liking and build a stronger connection to their vehicle.  

The benefits of this will be creating a dynamic where the sales department supports parts, and parts supports sales.  The goal is to also turn this into a process where selling accessories is a huge part of the deal, just like selling insurances, and protection plans.  This can also help to ensure winter tire sales are part of the initial deal and broken out into the customers monthly payment. Overall this will help to increase parts net profit objectives and build a strong rapport between both departments.

If we don't achieve this goal, both departments will continue not to see the importance of working together, and also parts will not see the added lift in gross and net profitability.  This can also have a negative impact on winter tire sales as customers may not be able to afford a larger bill at once, rather than broken out in their monthly payment ($5.62 per week over 60 months etc.) 

This goal is important to me as it focuses on bridging both departments together and breaking down any walls and barriers.  Both the variable and fixed have a common goal with this being achieved.  The sales consultant will also receive 10% of the accessory sales as a bonus (sold at retail/no discounting) 
	SPECIFIC ACTION STEPRow1: Meeting with Sales Team to go over their accessory target for the month
	NECESSARY RESOURCESRow1: Weekly Huddle
	WHO IS ACCOUNTABLERow1: Parts and Sales Manager
	EXPECTED RESULTRow1: $500 Per Car
	EXPECTED COMPLETION DATERow1: March 23rd 2023
	ACTUAL COMPLETION DATERow1: March 23rd 2023
	SPECIFIC ACTION STEPRow2: Monthly sales bonus for sales consultant (10% of accessory sales)
	NECESSARY RESOURCESRow2: Parts manger to attend sales meeting to go over where everyone is at
	WHO IS ACCOUNTABLERow2: Parts and Sales Manager
	EXPECTED RESULTRow2: $500 Per Car
	EXPECTED COMPLETION DATERow2: April 3rd 2023
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Accessorize New and Used Vehicle
	NECESSARY RESOURCESRow3: Inventory
	WHO IS ACCOUNTABLERow3: Parts and Service Manager
	EXPECTED RESULTRow3: $500 Per Car
	EXPECTED COMPLETION DATERow3: April 3rd 2023
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Stocking common fast moving accessories
	NECESSARY RESOURCESRow4: Inventory
	WHO IS ACCOUNTABLERow4: Parts manager
	EXPECTED RESULTRow4: $500 Per Car
	EXPECTED COMPLETION DATERow4: March 31st  2023
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Creating electronic P.O.P material on iPads
	NECESSARY RESOURCESRow5: Ipads
	WHO IS ACCOUNTABLERow5: Parts Manager
	EXPECTED RESULTRow5: $500 Per Car
	EXPECTED COMPLETION DATERow5: April 30th 2023
	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: This will be checked by going over the weekly accessory sales through the DMS and statement once the deals have been sent to accounting to process.  Once a vehicle is sold and a "Get Ready" is created, the parts manager will also receive a copy to see what is sold and track that in an excel spread sheet with each sales rep having their own column.  
	A_2: Parts manager not being able to stock fast moving parts due to back orders.
	A_3: When those fast moving parts are available, ensuring they are stocked accordingly (mats/trunk tray) 
	R: This will generate $60480 in additional revenue ($144 x 420 new car allocation) and with our accessory gross being 40.8%, this will bring in an additional 24675 in gross profit!!!! 
	S: To ensure we do not fall back, a meeting was held with the parts manager and sales team.  They are excited to easily earn an extra $10000-$15000 per year just by selling accessories.  The parts manager is included in the sales meeting to go over each sales consultants target weekly and where they are at.  The sales manager will re enforce it weekly at the sales meeting. The parts manager has committed to ensuring he stocks fast moving accessories and also ensure the accessory payouts for the sales consultants bonus are paid out on the first pay of each month.  Our F&I team will ensure the parts manager receives all "Get Ready" to track their progress and log it into his excel sheet which he has committed to. 
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