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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.
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	How does this goal align with or support your dealers vision: I will increase our sales in our parts boutique department from $5,000 per month to $8,000 per month by the end of this year. 
	1: After attending our last online parts class I was amazed at the examples that were shown with the parts boutiqe department that were very successful in gernerating a substantial amount of income for their store. Our dealer is all about taking care of our clients and with us actually looking in depth at what sells in our boutique department we can offer the customer the things they want and make money while doing so. If we do not actually pay attention to our boutique department then we will continue to not take advantage of this specific department that can generate more gross income four our store. This goal is very important to me because our brand (Vera Cadillac.Buick.GMC) does so much for our community and customers that we should offer our clients what they want in shirts/Cups/hats etc. 
	SPECIFIC ACTION STEPRow1: Meet with Parts
	NECESSARY RESOURCESRow1: Myself/ GM
	WHO IS ACCOUNTABLERow1: Parts Manger 
	EXPECTED RESULTRow1: More Sales 
	EXPECTED COMPLETION DATERow1: End of Year
	ACTUAL COMPLETION DATERow1: 12.29.23
	SPECIFIC ACTION STEPRow2: Run Reports 
	NECESSARY RESOURCESRow2: Dealertrack
	WHO IS ACCOUNTABLERow2: Myself
	EXPECTED RESULTRow2: More Sales
	EXPECTED COMPLETION DATERow2: End of Year 
	ACTUAL COMPLETION DATERow2: 12.29.23
	SPECIFIC ACTION STEPRow3: More Botique INV
	NECESSARY RESOURCESRow3: Suppliers
	WHO IS ACCOUNTABLERow3: Myself 
	EXPECTED RESULTRow3: More Inventory
	EXPECTED COMPLETION DATERow3: End of Year
	ACTUAL COMPLETION DATERow3: 12.29.23
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	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 first have a meeting with our Parts manager and Our vice president so we can all get on the same page of what our goal should be for the boutique in the parts department. I wll be tracking our progress by running reports through dealertrack and identifying which specific items sell and which do not. I will be checking these reports every week and stocking our best selling items. b
	A_2: Some potential obstacles may be some push back from my parts manager on stocking certain items for the boutique  area.
	A_3: I will sit with him and let him know that whatever items do not sell by the end of this year will not effect his numbers. I will take those items that do not sell and wipe them clean from his inventory. 
	R: I am looking to increase our numbers in the parts boutique by 3-5K by the end of this year. 
	S: I will ensure that this new procedure gets monitored by myself and the management team every week in our sales meeting. This way the entire dealership can be on the same page of what we are all trying to accomplosh when it comes to our parts goals. 
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