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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

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.  

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: My Goal is to increase accessory sales from $369 per new vehicle to $569 per new vehicle by Dec 31st 2023
	1: This goal no only aligns with my dealerships vison but also Audi Canada's Vision

There are multpile benefits of reaching this goal. 

-additional sales for the parts department

-additional GP for parts department

-more sales and GP to dealership

-no lost accessory sales to outside vendors

-happy customers

-happy staff(more money on cheque)

-customer retention

-one stop shop for customers

-more $$ for aftersales performance bonus from Audi 



If we don't hit the goal it impacts the overall $$ the dealership makes as well as staff and it could impact customer retention if they start going to aftermarket will they come back to the dealership.



This goal is important to me as I'd like to see all departments in the dealership offer services to our customers without them having to look outside the dealership. Retention is a huge part of our business and this is just another way of making sure we reatin all customers and offer them everything there is to be had with AUDI and their vehicle.
	SPECIFIC ACTION STEPRow1: Parts Dept TO
	NECESSARY RESOURCESRow1: sales staff and parts staff 
	WHO IS ACCOUNTABLERow1: Sales Manager 
	EXPECTED RESULTRow1: parts introduction


	EXPECTED COMPLETION DATERow1: Sept 15th
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Sales staff to pitch accessories
	NECESSARY RESOURCESRow2: Sales staff and Audi ACC website
	WHO IS ACCOUNTABLERow2: sales staff
	EXPECTED RESULTRow2: per sell parts 
	EXPECTED COMPLETION DATERow2: Sept 15th
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: ACC promos
	NECESSARY RESOURCESRow3: Parts and Audi 
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: more ACC sales
	EXPECTED COMPLETION DATERow3: sept 18th
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Website  Adv
	NECESSARY RESOURCESRow4: Marketing company
	WHO IS ACCOUNTABLERow4: Parts manager & marketing company
	EXPECTED RESULTRow4: online shopping
	EXPECTED COMPLETION DATERow4: Dec 31st
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: F&I to sell ACC
	NECESSARY RESOURCESRow5: top 5 acc for each car
	WHO IS ACCOUNTABLERow5: Parts and F&I
	EXPECTED RESULTRow5: more ACC sold at time of delivery
	EXPECTED COMPLETION DATERow5: Sept 30th
	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 by Acc purchased vs acc sold via parts report

Review weekly with Parts manager 

F&I deal log report will show what has been sold in F&I 

Check in will be done daily at sales huddle and weekly in department meetings 


	A_2: -staff training 

-ACC backorders

-sales staff afraid that they'll need to make it part of the deal

-F&I focus on other products and not ACC sales


	A_3: -Get training for staff from Audi 

- Look at other options for customer if Audi ACC is on backorder

-Spiff sales staff to sell ACC as well as F&I staff


	R: $200 more sales with a new car BPO of 425 =$85,000 additional sales per year and this doesn't include labour sales 
	S: New targets and budgets will be set for each department and the managers will be accountable for each department working together to hit the targets set out. Pay plans may also change to reflect the new targets 
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