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PARTS HOMEWORK — ACTION PLAN
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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.”

My goal in to increase parts counter gross profit from cuurent average for the year by 20%
and i want to hit my goal by December 31,2023

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?

My dealer vision is "ongoing growth and inspiration through constant change" which in this
case is focusing on the parts department goal of changing some of the way we do buisness
to grow the part departments counter, increaseing gross profit.
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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/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
create new policy [ nada guides and | me and parts instill new 09-15 09-15 | ] |
and nrncadiira rniind tahla tallke mananaor channoc

instsll parts chat chat tool parts manager improve 09-15 09-15 []
nn woahgita clictnmar
phoce scrpt phone script me improve phone 09-15 09-15 ]

fromat wirnd traclk

collect cutomers crm traing parts manager increase sales 09-15 09-15 []

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

| will use reports provided in the DMS and review weekly in meetings

Potential Obstacles? Potential Solutions?

miss infomation in DMS correct data fields

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

$8000-$10,000 per month potential

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.

Continue training and adjusting as the growth or lack of growth indicates, Constent follow up
on procedures and process. weekly reportsing and meeting, secert shop offten.

©2022 National Automobile Dealers Association. All Rights Reserved. 3



	How does this goal align with or support your dealers vision: My goal in to increase parts counter gross profit from cuurent average for the year by 20% and i want to hit my goal by December 31,2023
	1: My dealer vision is "ongoing growth and inspiration through constant change" which in this case is focusing on the parts department goal of changing some of the way we do buisness to grow the part departments counter,  increaseing gross profit.
	SPECIFIC ACTION STEPRow1: create new policy and procedure
	NECESSARY RESOURCESRow1: nada guides and round table talks
	WHO IS ACCOUNTABLERow1: me and parts manager
	EXPECTED RESULTRow1: instill new changes
	EXPECTED COMPLETION DATERow1: 09-15
	ACTUAL COMPLETION DATERow1: 09-15
	SPECIFIC ACTION STEPRow2: instsll parts chat on website
	NECESSARY RESOURCESRow2: chat tool
	WHO IS ACCOUNTABLERow2: parts manager
	EXPECTED RESULTRow2: improve customer interaction
	EXPECTED COMPLETION DATERow2: 09-15
	ACTUAL COMPLETION DATERow2: 09-15
	SPECIFIC ACTION STEPRow3: phoce scrpt
	NECESSARY RESOURCESRow3: phone script fromat
	WHO IS ACCOUNTABLERow3: me 
	EXPECTED RESULTRow3: improve  phone wrod track
	EXPECTED COMPLETION DATERow3: 09-15
	ACTUAL COMPLETION DATERow3: 09-15
	SPECIFIC ACTION STEPRow4: collect cutomers infomation
	NECESSARY RESOURCESRow4: crm traing
	WHO IS ACCOUNTABLERow4: parts manager
	EXPECTED RESULTRow4: increase sales
	EXPECTED COMPLETION DATERow4: 09-15
	ACTUAL COMPLETION DATERow4: 09-15
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	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: I will use reports provided in the DMS and review weekly in meetings
	A_2: miss infomation in DMS
	A_3: correct data fields
	R: $8000-$10,000 per month potential 
	S: Continue training and adjusting as the growth or lack of growth indicates, Constent follow up on procedures and process. weekly reportsing and meeting, secert shop offten.
	Check Box33: Yes
	Check Box34: Yes
	Check Box35: Yes
	Check Box36: Yes
	Check Box37: Off
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


