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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: Clean up and maintain the shelf time  for Special order parts to 2 months in 60 days.
	1: Our dealership vision is to provide outmost service to our customers. This is achieved in Parts Dept. by communicating with and getting the right parts for our customers.





      Benefits                                                                                Consequences

-------------------                                                                       --------------------------------

 * Turn SOP into cash to increase gross.                           



 * Free up space to stock desirable inventory.                        * Frozen Capital

 

 * Increase our gross and true turns                                        * Potential OBSO.



 * Increase out CSI.                                                                 * Bas CSI



 * Help 1st time fill rate, when fast seller parts

   are put back on the shelf.



 

 The This goal is important to us because, running an organized and clean operating parts 

 department invrease out customer retention, consequently increases our revenue.
	SPECIFIC ACTION STEPRow1: Print SOP report
	NECESSARY RESOURCESRow1: DMS
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Complete
	EXPECTED COMPLETION DATERow1: Aug 1st
	ACTUAL COMPLETION DATERow1: Aug 1st
	SPECIFIC ACTION STEPRow2: Verify parts recieved date
	NECESSARY RESOURCESRow2: Manual
	WHO IS ACCOUNTABLERow2: S & P Clerks
	EXPECTED RESULTRow2: true received dates
	EXPECTED COMPLETION DATERow2: Aug 1st
	ACTUAL COMPLETION DATERow2: Aug 3th


	SPECIFIC ACTION STEPRow3: BDC making calls
	NECESSARY RESOURCESRow3: SOP Report
	WHO IS ACCOUNTABLERow3: Service BDC
	EXPECTED RESULTRow3: Schedule Appointments
	EXPECTED COMPLETION DATERow3: Daily
	ACTUAL COMPLETION DATERow3: End of each day
	SPECIFIC ACTION STEPRow4: Identify non responsive SOP
	NECESSARY RESOURCESRow4: DMS
	WHO IS ACCOUNTABLERow4: Service BDC

S&R Clerks
	EXPECTED RESULTRow4: SOP put aside
	EXPECTED COMPLETION DATERow4: 3 to 4 weeks
	ACTUAL COMPLETION DATERow4: 8/24/23
	SPECIFIC ACTION STEPRow5: identify if remaining SOP are fast movers
	NECESSARY RESOURCESRow5: DMS
	WHO IS ACCOUNTABLERow5: Parts Manager
	EXPECTED RESULTRow5: Restock
	EXPECTED COMPLETION DATERow5: 8/28/23
	ACTUAL COMPLETION DATERow5: 8/25/23
	SPECIFIC ACTION STEPRow6: Remainder sent back to OEM
	NECESSARY RESOURCESRow6: Global Connect
	WHO IS ACCOUNTABLERow6: Parts Manager
	EXPECTED RESULTRow6: Restocking Fees
	EXPECTED COMPLETION DATERow6: 9/11/23
	ACTUAL COMPLETION DATERow6: 9/5/23
	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: We can track our progress with parts summary report which is provided by General Motors.

Similar report is available through our DMS(Tekion).



This report will be checked end of each week.


	A_2: 

*Service BDC and service advisors not making calls.



*After appointments are make,customer is a no show or cancels.




	A_3: 

*Shiping and Receiving clerks to print out SOP reports for BDC daily and advisors weekly.



*Identify the fast selling items and put them on the shelves to sell.



*Return the remaider SOP to OEM.
	R: Special Order Part are 39.8% of total departments sale. Getting rid of the frozen capital and maintaining the shelf time to 60 days, we are anticipating 3% to 5% increase in revenue which amount to approximately $14,250 anually. Not considering the labor that could associate with some parts. Hard to gauge that number. 
	S: Like it was mentioned in the class " What gets measured gets done".

The managment will stay on advisors and BDC to make sure appointments are scheduled.

 Reports will be printed and verified weekly.
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