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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
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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

I am going to increase RO Sales Gross Profit from 29% to 41% by 12/31/23.

This will allow for more overall Gross Profit of the department. Therefore, managers will make 
more money, which in turn will boost morale as a whole. 

Benefits:
Additional Gross Profit 
Additional Sales
Improve Overall Practices 

Consequences:
Missed opportunity 
Less gross profit 
Lower pay for mananger/counterpersons

Throughout this exercise, I have noticed that we have missed a lot of opportunuty for 
additional Gross Profit in our Parts department. This will allow for roughly $7,000 of additional 
gross profit per month and $84,000 per year. 
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For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

I will track the information by using the total RO sales report provided by the DMS. I will 
check this monthly. 

Pushback from managers/
counterpersons
-Not enough opportunity

-Show them the difference it will make
in their pay
-Offer some type of incentive for 
achieving this goal faster than expected

It will add approximately an additional $84,000 to the bottom line. 

Enforce the policy, make it a requirement with consequences if not followed, etc 


