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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? 
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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: I will increase my parts wholesale GP% from 16.56% to 20% by end of year 2023.
	1: The main benefit will be more gross. What I want to do with the extra money is hire 2 more parts employees. My parts guys are way over worked and could really use some help. There is no reason we can't accomplish this. We have so much capital tied up in wholesale parts, that if we can't accomlish this, I may consider downsizing our wholesale department. It is important to me to hit this, is because it is the low hanging fruit. It is money just waiting to be made and we do not need to make any drastic changes in order to pick it up. It is the biggest sore spot in my parts department. Eventually I want to get that up to 25%.
	SPECIFIC ACTION STEPRow1: Evaluate all current accounts
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: parts director
	EXPECTED RESULTRow1: education
	EXPECTED COMPLETION DATERow1: 9/27
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: put price matrix on acct <20%
	NECESSARY RESOURCESRow2: 
	WHO IS ACCOUNTABLERow2: parts director
	EXPECTED RESULTRow2: accountability
	EXPECTED COMPLETION DATERow2: 9/27
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: reaffirm relationships
	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: all parts personel
	EXPECTED RESULTRow3: more sales
	EXPECTED COMPLETION DATERow3: 9/27
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: institute restocking fee
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: parts director
	EXPECTED RESULTRow4: less returns
	EXPECTED COMPLETION DATERow4: 10/1
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: referral discount
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: all parts personel
	EXPECTED RESULTRow5: more clients
	EXPECTED COMPLETION DATERow5: 9/20
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: attend trade shows
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: Eric
	EXPECTED RESULTRow6: more clients/sales
	EXPECTED COMPLETION DATERow6: as they come
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: develop social media
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: Jacq
	EXPECTED RESULTRow7: more clients
	EXPECTED COMPLETION DATERow7: 10/1
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: visit accts in person
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: all parts personel
	EXPECTED RESULTRow8: better relationships
	EXPECTED COMPLETION DATERow8: 10/1
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: wholesale drop shipping
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: Eric, David
	EXPECTED RESULTRow9: more money
	EXPECTED COMPLETION DATERow9: 11/1
	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 first milestone is we have to do an evaluation of all our wholesale accounts. After we do that we can see who is worth keeping and who is worth dropping. My Parts Director will monitor the accts weekly and we will have weekly meetings together to go over action plans. 
	A_2: -Parts Director not wanting to be confrontational with some accounts, especially if we have had them for a long time. 



-Parts people not wanting to go through the extra effort. 



-Sometimes people just don't like change.
	A_3: -Go through the action plans with Director and personally help make some phone calls with him to show him my willingness to help.



-Explain the added benefits of what this money will bring.



-Offer parts people incentives for accomplishing this goal.
	R: Based on July's statement, this goal would equate to $73,704 more gross. On a yearly basis, this would equate to $126,419 more gross.
	S: I will inspect what I expect. The change will only be an adjustment at first, but eventually it will just be the way things are done. Especially if I tie an incentive to it, they will be on board. If one person isn't holding up their end, the group will help me hold them accountable.
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