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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: My gaol is to implement a sales training program for the parts counter people that will run from July 1st to July 31st, with quick refreshers once a month after. I want to achieve a lower lost sales rate with improved phone skills and counter interaction with the customer.
	1: Our dealers vision is simply "We do things different" Meaning, we want to give the customer a better experience than the "big box stores" or we call them "the route 9 stores". By giving our parts counter staff propper sales training we will be more prepared to give the customer a different and better experience. Achieving our goal of training our parts counter people in proper phone skills will increase gross profit in the parts department. This goal is important to me because my back ground is in sales and currently working in the sales department. I feel that with mine and my sales staffs experiance we can help the parts counter people transform from simple order takers into high proforming sales people. After making mystery shop phone calls while in class and hearing in person how absolutly horrible most of the calls went. I feel it is a necessity for this training in order for our parts department to be aligned with our vision. 
	SPECIFIC ACTION STEPRow1: Meeting with deparment heads (parts and sales)                                                                                   
	NECESSARY RESOURCESRow1: Confrence room  
	WHO IS ACCOUNTABLERow1: Myself and parts director 
	EXPECTED RESULTRow1: Discuss my plan and make sure all department heads are bought in to the why. 
	EXPECTED COMPLETION DATERow1: June 13th
	ACTUAL COMPLETION DATERow1: June 13th 
	SPECIFIC ACTION STEPRow2: Meet with my sales team and explain what we will be doing to train and help the parts department 
	NECESSARY RESOURCESRow2: My people and our meeting space 
	WHO IS ACCOUNTABLERow2: Me
	EXPECTED RESULTRow2: Get my people to buy into the why
	EXPECTED COMPLETION DATERow2: June 14th
	ACTUAL COMPLETION DATERow2: June 14th
	SPECIFIC ACTION STEPRow3: Build sales training 
	NECESSARY RESOURCESRow3: Years of sales knowledge
	WHO IS ACCOUNTABLERow3: Myself and my sales staff 
	EXPECTED RESULTRow3: A compelte training sales program for phone sales skills and counter interaction
	EXPECTED COMPLETION DATERow3: June 14th
	ACTUAL COMPLETION DATERow3: June 16th 
	SPECIFIC ACTION STEPRow4: Meet with the Parts counter staff
	NECESSARY RESOURCESRow4: A half hour of time 
	WHO IS ACCOUNTABLERow4: Both departments 
	EXPECTED RESULTRow4: Get the parts counter staff to buy into the why!
	EXPECTED COMPLETION DATERow4: June 15th
	ACTUAL COMPLETION DATERow4: June 15th
	SPECIFIC ACTION STEPRow5: Implement the training
	NECESSARY RESOURCESRow5: 1 sales person for an hour a day, for the month of July, to spend time in the parts department training 
	WHO IS ACCOUNTABLERow5: All personnel from both departments 
	EXPECTED RESULTRow5: To transform our parts counter people from order takers to true sales people  
	EXPECTED COMPLETION DATERow5: July 1st 
	ACTUAL COMPLETION DATERow5: July 31st 
	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: I will be checking in with the parts manager daily, and also checking in with my sales people to get feed back on how the day to day training is going. I will also be listening in to the recordings from the phone conversations to see how the parts counter people are implementing the training over the phone.   
	A_2: A potential obstacle would be getting the parts counter people to use there training and new skills in there day to day comunication with the customers. 
	A_3: I think the solution to this obstacle would be to first get them to buy into the why. Help them understand that they are sales people first and foremost. inorder to fulfill and uphold our vision, we need to give the customer the best expereince. If need we will set up a bonus program based on proformance. 
	R: Parts did $427,765 in sales in May. June is not done yet but they are tracking to do close to the same. My goal is to see that number at $475,000. 
	S: I will be checking in weekly with the parts manager and the counter team. Also I continue to listen to the recorded lines to ensure that the training is being used.
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