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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.”

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
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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.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles?

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

How will you track your progress? Where will you find the information? How often will you check in? 

Potential Solutions?

A

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.

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: To re-establish the accessory presence in the dealership by the end of 2023.  Get accessories back on the showwroom vehicles and completely re-do the accessory "decor" in the customer lounge with new, interesting products people want to buy. 
	1: We have a Jeep franchise.  There's a vast array of accessories for the brand and it's a huge opportunity to provide these upgrades for the Jeeper lifestyle.  



Benefits:



* Providing a visual to the customer as to how their new vehicle could look like with a few extras/upgrades

* Work those desired accessories into the sale of the vehicle at the time of sale

* Increase profitibility in the eparts department

* Generating interest during the buying process - getting the customer to want to see everything they can get for their vehicle, driving business to the parts department (often repeat business)



Consequences:



* Lost opportunity to sell these items direct, giving business away to other dealerships and parts stores - 90% of accessory sales happen within the first 90 days - we need to capture this market. 
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	A: Review sales of the parts boutique monthly. Are we selling anything? Poll the sales staff and get their opinion on what customers ask for the most and incorporate that into the mix.



Every quarter, make sure all old merch is clearanced and replenished with new, fresh inventory. 
	A_2: Department Chaos - not enough dedicated time to work with display



Getting sales department back in the habit of mentioning accessory options at time of sale.
	A_3: I can assist with keeping an eye on the inventory and help choose new items 



Have sales mgr add a reminder for staff to keep accessories in mind during sales process during weekly sales meetings 
	R: We have not had much of an accessory presence for some time, so I don't know how much to quantify in dollars now, but imagine if well maintained, it could give a big boost to the parts department annually.
	S: Change is not easy, but with the buy-in from both parts and sales, coupled with a new and exciting boutique with a rotating inventory, I think we can get this up and running well again. I think we need to tie a spiff to accessory sales - I will work with the sales department to establish a new system for this and see how that increases sales.    
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