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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: As of this writing we have $46,057 of SOP in-stock & $4,438 of unpaid Customer ordered parts on the shelf.  Through writing and implementing a SOP Procedure for customer-ordered parts- I want to decrease my Customer-ordered unpaid Special Order parts amount to less than $3,000(=33% reduction) by July 15th, less than $2,000(=55% reduction) by October 15th & less than $1,000(=80% reduction) by December 31st. 
	1: My goal supports my dealers vision of being the complete resource of all-automotive needs in the Hudson Valley & being the go-to source for all-things automotive.  If we are able to order and get any parts for them-we should be able to install them in  a timely manner.  The benefits are multi-level- more room in the parts-room, less self-inflicted obsolescence, more work for the shop & an increase in customer-satisfaction due to a perceived difference in professionalism in handling of part-ordering. 

The consequences of not fixing this are the risks/increased exposure of having parts with no-home, therefore increasing our aged inventory, unnecessarily freezing capital that could be effectively used elsewhere to make $$.  

This goal is important to me because it is important to my parts manager - He could be more effectively utilizing his return allowance for parts/mistakes that HE made, vs utilizing it for parts that service advisors or the sales department ordered then forgot abt or didn't see the implications/ill-effects of having them sit around.  While we have over $46,000 on special-order, the lions share(Roughly $41,500) are parts needed for warranty-repairs, which cannot be pre-paid(radios, transmissions, etc....  By focusing on balancing customer service with our desire to cover ourselves.  Will consider taking partial(non-refundable deposit) pre-payment to special-order parts on costly items as part of our policy.
	SPECIFIC ACTION STEPRow1: Write Job Description
	NECESSARY RESOURCESRow1: Job Post/listing
	WHO IS ACCOUNTABLERow1: Service Director
	EXPECTED RESULTRow1: More SOP Installs
	EXPECTED COMPLETION DATERow1: Feb 1st 2023
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Re-Write SOP process
	NECESSARY RESOURCESRow2: Word Document
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Less un-needed parts ordered
	EXPECTED COMPLETION DATERow2: Feb 2023
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Sales Dept Process improvement
	NECESSARY RESOURCESRow3: Training & Accountability
	WHO IS ACCOUNTABLERow3: Sales Manager
	EXPECTED RESULTRow3: NO MORE ORDERING PARTS WITHOUT A STOCK NUMEBR OR CUSTOMER NAME
	EXPECTED COMPLETION DATERow3: Jan 2023
	ACTUAL COMPLETION DATERow3: Jan 14th 2023
	SPECIFIC ACTION STEPRow4: Maintain CSI&SSI
	NECESSARY RESOURCESRow4: Training & coaching
	WHO IS ACCOUNTABLERow4: Sales and service managers
	EXPECTED RESULTRow4: maintain maximum return allowance $ amt
	EXPECTED COMPLETION DATERow4: ongoing
	ACTUAL COMPLETION DATERow4: ongoing
	SPECIFIC ACTION STEPRow5: implement chageback for salespeople ordering parts
	NECESSARY RESOURCESRow5: Office & accounting procedure
	WHO IS ACCOUNTABLERow5: Sales & Office  Manager
	EXPECTED RESULTRow5: Less ordered parts for deals that go-down in finance
	EXPECTED COMPLETION DATERow5: Jan 2023
	ACTUAL COMPLETION DATERow5: Jan 17th 2023
	SPECIFIC ACTION STEPRow6: See if any parts can be shifted to another store or wholesaler
	NECESSARY RESOURCESRow6: Communication
	WHO IS ACCOUNTABLERow6: Parts and Sales Manager
	EXPECTED RESULTRow6: Install any desirable parts/accessories onto wholesale units
	EXPECTED COMPLETION DATERow6: ongoing
	ACTUAL COMPLETION DATERow6: ongoing
	SPECIFIC ACTION STEPRow7: Hire BDC for parts and service
	NECESSARY RESOURCESRow7: person
	WHO IS ACCOUNTABLERow7: Service Director
	EXPECTED RESULTRow7: increased results from both parts and service
	EXPECTED COMPLETION DATERow7: March 1st 2023
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Have BDC schedule installation of S.O.P
	NECESSARY RESOURCESRow8: ^New hire
	WHO IS ACCOUNTABLERow8: Parts & Service Manager
	EXPECTED RESULTRow8: less aging inventory
	EXPECTED COMPLETION DATERow8: March 15th 2023
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: Improve Online presence
	NECESSARY RESOURCESRow9: Dealer.com conversation
	WHO IS ACCOUNTABLERow9: Marketing Director
	EXPECTED RESULTRow9: More effective handling of online inquiries
	EXPECTED COMPLETION DATERow9: April 1st 2023
	ACTUAL COMPLETION DATERow9: (started, but not complete yet
	SPECIFIC ACTION STEPRow10: Phone Training for Parts Personnell
	NECESSARY RESOURCESRow10: CMS FOLLOWUPS
	WHO IS ACCOUNTABLERow10: Service & Parts Director
	EXPECTED RESULTRow10: Better handling of  phone parts-sales
	EXPECTED COMPLETION DATERow10: May 1st 2023
	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: Progress of financialy measurable-goals will be tracked via the financial statement & Monthly parts DMS reports.  Once we hire someone his/her progress will be tracked weekly(number of calls/success/show rate etc... will be tracked & data culled from our CRM)
	A_2: Breaking old-habits

Finding a qualified-candidate

'Buy in'/ Blow-back from sales personnel


	A_3: Re-iterate new policies.

Execute a hiring strategy that screens for previous expierience & not hire the first 'body' / person that applies.  More complete hiring process & test for a good-fit.

Explain the bigger picture, have an accessory sales competition amongst the sales dept w/ spiffs/compensation tied to it.
	R: Assuming a 10% increase in sales based on BCD freeing up time for parts personnel to focus on other action-items, we would increase our overall sales by $193,323 producing an additional $69,016 in Gross profit for PARTS ALONE!  If it creates a 15% increase we're looking at $103,524. The increase in service business will compound this # & I believe a 10-15% increase is attainable with the potential for more with our parts manager able ot focus on bigger-picture items.
	S: Really it just comes down to me staying on it & holding people accountable. Being in sales I really haven't paid attention to what goes on with the parts dept.  Now i see the impact that our sloppiness can have on them.  I've explained what I've learned through this process to my team, and will continue to reinforce my findings with my team & those in-charge of parts.  They say you can't teach an old-dog new tricks....But ith constant re-inforcment & showing that we're all on the same team, it can be done.  With our previous parts manager retired, our new parts manager has a 'fresh-face' and hasn't had the 38 years for bad-habits to be formed and should be amenable to changes that have the potential to drive him to be a successful parts manager (and ultimately make more $$).  The vehicle sales dept is going to be the challenging part- after a couple months or erroneously ordered parts with financial impact(both positive and negative) with 'repeat offenders' getting blacklisted from ordering parts on their own.
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