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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 manufacturer/OEM parts pay. Currently, we are charging Kia (manufacturer) 70% over cost. We have not been able to increase this becasue our pricing matrix had at 67% above cost for customer pay and internal. We are trying to get Kia to pay us 80%+ above our cost by the first quarter of 2024. We have raised our internal pay rate to 82% over cost, as well as standard customer pay and are building this history. 
	1: The goal of increasing our gross on manufacturer parts pay supports our dealer's vision of increasing profit. By achieving this goal, the financial wellbeing of the dealershp will increase by collecting the low-hanging fruit. If we don't achieve this goal, we will be missing out on increased profits, and potentially risk our manufacturer pricing falling to 67% above cost. 
	SPECIFIC ACTION STEPRow1: Raise internal to 82% over cost
	NECESSARY RESOURCESRow1: New pricing matrix
	WHO IS ACCOUNTABLERow1: Parts/ UC manager
	EXPECTED RESULTRow1: higher cost |Little to no pushback
	EXPECTED COMPLETION DATERow1: Immediate
	ACTUAL COMPLETION DATERow1: Continuous
	SPECIFIC ACTION STEPRow2: Raise customer to 82% over cost
	NECESSARY RESOURCESRow2: New pricing matrix
	WHO IS ACCOUNTABLERow2: Service manager
	EXPECTED RESULTRow2: higher cost |Slight pushback
	EXPECTED COMPLETION DATERow2: Immediate
	ACTUAL COMPLETION DATERow2: Continuous
	SPECIFIC ACTION STEPRow3: Limit pricing changes
	NECESSARY RESOURCESRow3: CDK
	WHO IS ACCOUNTABLERow3: Parts Counter/ Salespeople
	EXPECTED RESULTRow3: Pricing  over cost to increase
	EXPECTED COMPLETION DATERow3: Dec. 2023
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Negotiate new pricing with Kia
	NECESSARY RESOURCESRow4: Historical RO's/Recipets
	WHO IS ACCOUNTABLERow4: Parts & Service manager
	EXPECTED RESULTRow4: Increase Kia Pay to be 82% +cost
	EXPECTED COMPLETION DATERow4: Q1 2024
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	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: Progress will be tracked thorugh our GP % of sales on the monthly financial statements, CDK sales reports, and increased pricing on RO's. RO's will be kept and tracked to create a trail of increased internal and customer cost. RO's will not have to be checked daily, as it will reflect the increased pricing, but we should check them weekly just to make sure the increased prices are not being re-discounted by the counter. The financial statements will be checked monthly to ensure GP% of sales is growing and trending in the right direction. 
	A_2: - Maintianing pricing on Pre-paid maintenance plans. 

- Customer pushback on increased pricing. 

- Parts counter continuing to discount. 
	A_3: - Pre-paid maintenance should benefit service labor pay, and the parts department. With set rates, oil and air filters must be discounted to give pre-paid maintenance at same cost. Increase the Pre-paid maintenance pack on every vehicle can ensure this internal pay stays up. 

- Bettering customer service experience in the service drive can divert from the worries of increased costs. 
	R: By achieving our goal in securing higher P&A RO Warranty Claims, near 82% above cost,  our gross profit as a percentage of sales would increase, and at current sales levels, our gross profitability in Warranty Claim parts sales would increase past $55k. 
	S: The goal is to lock in Kia parts pay increase. Once this goal is acheived, it will be important to ensure that the pricing matrix isn't readjusted down, and to stay on top of parts counter people to not adjust pricing often. Securing this additional low hanging fruit should not be reason to continue to discount, bringing us the same profitability by discounting elsewhere
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