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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
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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: We will increase our filled right first time rate from 89% to 97% by April 30 2023
	1: By decreasing errors and incorrect parts, the technician will be able to complete the job quicker and completely on the first servie visit. This will keep a great relationship between the service advisor and customer and build trust. If we do not reach our goal, we will be left with unsatisfied, disloyal customer and frustrated technicians. Technicians are happy when they get a job and are able to complete it quickly with the needed parts at hand. Technician may leave to a more efficient dealer if they are consistently having to pause work. This is an important goal as we want to create lifetime customers who feelcomfortable purchasing here and safe servicing their vehicle for years to come.
	SPECIFIC ACTION STEPRow1: Parts Invenory Audit
	NECESSARY RESOURCESRow1: DMS
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: reconcile needed parts
	EXPECTED COMPLETION DATERow1: 02/30/23
	ACTUAL COMPLETION DATERow1: 2/20/23
	SPECIFIC ACTION STEPRow2: Adjust Stocking levels
	NECESSARY RESOURCESRow2: DMS
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: commonly needed parts more readily available
	EXPECTED COMPLETION DATERow2: 2/01/23
	ACTUAL COMPLETION DATERow2: 2/01/23
	SPECIFIC ACTION STEPRow3: Implement Check outprocess
	NECESSARY RESOURCESRow3: documented process
	WHO IS ACCOUNTABLERow3: service manager
	EXPECTED RESULTRow3: engaged service advisors on tickets
	EXPECTED COMPLETION DATERow3: 02/01/23
	ACTUAL COMPLETION DATERow3: 02/01/23
	SPECIFIC ACTION STEPRow4: Part - order verification 
	NECESSARY RESOURCESRow4: order/part number
	WHO IS ACCOUNTABLERow4: parts counter
	EXPECTED RESULTRow4: not starting job with incorrect part
	EXPECTED COMPLETION DATERow4: Immediate
	ACTUAL COMPLETION DATERow4: NA
	SPECIFIC ACTION STEPRow5: RO/Parts Bucket
	NECESSARY RESOURCESRow5: Baskets/parts/RO
	WHO IS ACCOUNTABLERow5: parts runner
	EXPECTED RESULTRow5: making sure all parts are ready for ticket prior to start
	EXPECTED COMPLETION DATERow5: immediate
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: RO/Parts package process
	NECESSARY RESOURCESRow6: RO/Parts needed
	WHO IS ACCOUNTABLERow6: service advisor
	EXPECTED RESULTRow6: process for parts runner to simplify gathering all parts necessary for job
	EXPECTED COMPLETION DATERow6: 2/01/2023
	ACTUAL COMPLETION DATERow6: 02/01/23
	SPECIFIC ACTION STEPRow7: Weekly Review
	NECESSARY RESOURCESRow7: DealerOps data
	WHO IS ACCOUNTABLERow7: Parts & Service manager
	EXPECTED RESULTRow7: consistent communication on goal progress
	EXPECTED COMPLETION DATERow7: 02/08/23
	ACTUAL COMPLETION DATERow7: weekly
	SPECIFIC ACTION STEPRow8: Inentivize FRFT percentage
	NECESSARY RESOURCESRow8: Bonus Plan
	WHO IS ACCOUNTABLERow8: Service/Parts manger
	EXPECTED RESULTRow8: motivate parts counter to verify correct order and delivery
	EXPECTED COMPLETION DATERow8: 02/01/2023
	ACTUAL COMPLETION DATERow8: 02/01/23
	SPECIFIC ACTION STEPRow9: Monthly Review
	NECESSARY RESOURCESRow9: Dealerops Data
	WHO IS ACCOUNTABLERow9: service advisors/techs/managers
	EXPECTED RESULTRow9: communicate what is and is not working - what are the needs
	EXPECTED COMPLETION DATERow9: 02/28/23
	ACTUAL COMPLETION DATERow9: monthly
	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: We will track our progress weekly inside of DealerOps
	A_2: low service advisor involvement

no desire to go to extra meetings

manufacturer delivering wrong parts
	A_3: Incentives service advisors with improved CSI plan

Incentivise parts counter to order correctly with bonus plan 

engage techs to check parts before starting job - save time in bay
	R: By having the correct parts readily available at the time of the job, the service department will turn job quicker. By increasing from 89 - 97% the serevice department will speed up an average of 74 vehicles - resulting in a gross dollar increase of $29230
	S: We will continue the monthly meetings with service advisors, parts, and technicians to keep communication and morale high while ensuring there are not bumps in process and correct as we find. Parts and Service manager will meet weekly to review hot tickets and the cause to find solutions and continue with an excellent FRFT rate and customer satisfaction.
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