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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: I worked with our parts manager to come up with a SMART goal. The goal would be to reduce obsolecnce by 10% by 12/31/23.
	1: The benefit to reducing the obsolete parts by 10% would be that we are able to put more money into sellable parts- this would also reduce frozen capital which would support the dealer vision because this would increase sales and profit in both Parts & service. 



If we do not achieve this, we potentially run into a large write off at the end of the year and reducing profitability for the department.



This goal is important because it is alot of space being taken up due to obsolete parts, there is also alot of stress going over obsolence with upper management. Being able to control and minimize this would have a great impact on the managements vision of my leadership and inventory control.
	SPECIFIC ACTION STEPRow1: Update D2D
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: Nick- Manager
	EXPECTED RESULTRow1: We would get rid of alot of older parts
	EXPECTED COMPLETION DATERow1: 12/31/23
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Weekly Meeting
	NECESSARY RESOURCESRow2: Time
	WHO IS ACCOUNTABLERow2: Nick/Steve/Nicole
	EXPECTED RESULTRow2: Increased Communication
	EXPECTED COMPLETION DATERow2: Ongoing
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Facebook Marketplace
	NECESSARY RESOURCESRow3: Time-Internet
	WHO IS ACCOUNTABLERow3: Nick
	EXPECTED RESULTRow3: Selling some older parts
	EXPECTED COMPLETION DATERow3: 12/31/2023
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Ebay
	NECESSARY RESOURCESRow4: Time
	WHO IS ACCOUNTABLERow4: Nick
	EXPECTED RESULTRow4: Selling older parts
	EXPECTED COMPLETION DATERow4: 12/31/2023
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Mangement Report
	NECESSARY RESOURCESRow5: DMS
	WHO IS ACCOUNTABLERow5: Nick/Nicole
	EXPECTED RESULTRow5: Reviewing and keeping track of where we are at with our goal
	EXPECTED COMPLETION DATERow5: Ongoing
	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: The progress will be tracked by viewing the management report monthly with the parts manager and controller together. 
	A_2: We are always ordering parts- a customer may not show- something will be non-returnable. Running out of return allowance and running out of time.
	A_3: Customer prepaying for SOP. 

Minimizing emergency orders to increase return allowance with the manufactuer.Communicating the goal with the Advisors and Parts Dept. employees so that everyone knows the end goal and we can all communicate effectivly on the importance of why we are doing this.
	R: 
	S: We will have a weekly meeting with Parts & service to go over our SOP orders and communicate with our BDC to get customers in ASAP when their parts arrive. We will also keep track of return dates and make sure that we are doing everything we can to avoid the time restirction on returns. We will also keep our D2D discounted parts up to date.
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