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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: I will increase Parts Department Gross Profit from 32% to 38% by August 30th.
	1: Increase Gross Profit support dealer's vision for continue revenue growth and most profitable dealer.

Benefits: 
More efficiency to to run Parts Department.
More financially stable in operations.

Consequence:
Less money being available to cover the operating cost.
Not being able to spend as much on marketing as competitors will.

Increase Gross Profit is important for a dealers can use the money from the Gross Profit to increase cash flow. Dealer's can spend additional amounts on marketing to increase sales.
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	EXPECTED RESULTRow8: 
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	EXPECTED RESULTRow9: 
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	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: 
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	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: Review daily Gross Profit Analysis Report from DMS. Weekly review discounting invoice and RO.
Weekly check the Emergency Purchase and Lost of Sales from DMS report. I will have meeting with Part Manger weekly basis.
	A_2: Participation
Lack of Sales Skills
Lack of communication 
	A_3: Provide Sales Process.
Provide Sales Training.
Periodic meeting for better communication.
	R: Additional Gross Profit: $399,453
	S: We will review the daily Parts Gross Profit Analysis Report and evaluate which counter is lack of sales and continue to be training counter staff and meeting weekly wit Parts Manager for progress. If slipping, we will review sales process and continue to make improvement
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