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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
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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

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: The goal is to increase our parts department GP% by 5% in three months.

	1: This goal aligns with the dealers vision in that if we are increasing the department's profitability, we are in turn increasing the customer experience at our dealership. A more profitable department means it is operating more efficiently. Efficiency creates increased customer satisfaction by reducing repair wait times. Technician morale is also improved, giving them more confidence in completing repairs. Service jobs are much easier to sell if all parts are in stock. 

The main consequence of not improving is complacency. This has no place in a car dealership. Complacency, if untreated, becomes outright laziness and neglect. These are all detrimental to a business. 

	SPECIFIC ACTION STEPRow1: Create Vision
	NECESSARY RESOURCESRow1: Nothing
	WHO IS ACCOUNTABLERow1: Me/employees
	EXPECTED RESULTRow1:  Buy In
	EXPECTED COMPLETION DATERow1: Immediate
	ACTUAL COMPLETION DATERow1: Immediate
	SPECIFIC ACTION STEPRow2: Phone Training
	NECESSARY RESOURCESRow2: Kahoot
	WHO IS ACCOUNTABLERow2: Employees
	EXPECTED RESULTRow2: Engagement
	EXPECTED COMPLETION DATERow2: Ongoing
	ACTUAL COMPLETION DATERow2: Ongoing
	SPECIFIC ACTION STEPRow3: Lead Routing
	NECESSARY RESOURCESRow3: CRM/Email
	WHO IS ACCOUNTABLERow3: Parts Mgr
	EXPECTED RESULTRow3: 20% close rate
	EXPECTED COMPLETION DATERow3: Ongoing
	ACTUAL COMPLETION DATERow3: Ongoing
	SPECIFIC ACTION STEPRow4: Eval Phase In/out
	NECESSARY RESOURCESRow4: DMS
	WHO IS ACCOUNTABLERow4: Me
	EXPECTED RESULTRow4: Change to 3/12
	EXPECTED COMPLETION DATERow4: 03/01/23
	ACTUAL COMPLETION DATERow4: 03/01/23
	SPECIFIC ACTION STEPRow5: Breakeven education
	NECESSARY RESOURCESRow5: DMS
	WHO IS ACCOUNTABLERow5: Parts Employees
	EXPECTED RESULTRow5: Set daily sales goal
	EXPECTED COMPLETION DATERow5: 03/01/23
	ACTUAL COMPLETION DATERow5: 03/01/23
	SPECIFIC ACTION STEPRow6: Eval wholesale accounts
	NECESSARY RESOURCESRow6: DMS
	WHO IS ACCOUNTABLERow6: Parts Manager
	EXPECTED RESULTRow6: Clean up anything outstanding
	EXPECTED COMPLETION DATERow6: 04/01/23
	ACTUAL COMPLETION DATERow6: 04/01/23
	SPECIFIC ACTION STEPRow7: Evaluate pricing
	NECESSARY RESOURCESRow7: DMS/Parts Eye
	WHO IS ACCOUNTABLERow7: Parts Manager
	EXPECTED RESULTRow7: Increase profits
	EXPECTED COMPLETION DATERow7: 06/01/23
	ACTUAL COMPLETION DATERow7: n/a
	SPECIFIC ACTION STEPRow8: Set performance target
	NECESSARY RESOURCESRow8: Leads
	WHO IS ACCOUNTABLERow8: Parts Counter
	EXPECTED RESULTRow8: Increase revenue
	EXPECTED COMPLETION DATERow8: 03/01/23
	ACTUAL COMPLETION DATERow8: 03/01/23
	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: I plan to check lost sales weekly from our DMS reports. I will also listen to incoming parts calls to make sure they are handled properly. I will review parts leads with the manager weekly. I will also work with accounting to make sure our wholesale accounts are in good standing. 
	A_2: Leads go unanswered.
Parts employees do not take to training.
Unable to change pricing structure.

	A_3: Closer supervision and accountability with lead handling.
Hold employees more accountable for training. (Train, re-train, replace)
If unable to change pricing for any reason, shift focus to increasing performance targets and selling more. 
	R: Achieving this goal will increase departmental profit by $3,267 monthly or $39,205 annually.
	S: We will ensure these behaviors continue by holding department managers accountable to sales processes and training. 
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