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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.”

o000

Increase gross profit from 31% to 40% by December 31st, 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?

R

The overarching vision is to grow the dealership into a profitable and successful
establishment with the correct processes in place to maximize both investor and client
satisfaction. Maximizing the parts department's potential will aide in this mission. The benefits
to achieving this goal are a feeling of success and fulfilment, and overall satisfaction. The

consequences would include a personal sense of failure for myself and everyone around me,
and loss of investment.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
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?
Sell more acces. Sales co-op Parts Manager 10% 12/31/23 |
Lower obsoles. Proper F/U & Parts Manager Net Zero 12/31/23
Wholesale review| Analysis of all | Parts Manager Minimize 12/31/23

cancaollatinne and

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

0000

| will track progress by creating daily, weekly, and monthly operating reports on total
accessories sold, obsolescence, and wholesale activity. This information can be accessed
through CDK and with assistance from the parts staff.

Potential Obstacles? Potential Solutions?
Failing to convert new car sales to parts Implement the correct processes and
customers. receive the cooperation necessary from
the sales staff to inform and engage
Losing money on wholesale accounts. customers that have purchased a new

car on available accessories for their
vehicle (make them want it).

Ensure sufficient transactions and net
profit with all open accounts. Address
high rates of order cancellations or long
time to pay, adjust discounts.

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

0000

| would expect an increase in gross profit from $10,000-$15,000.

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.

Ensuring strict adherence to and consistency with new policies, in additino to appropriate
consequences if not followed. Make the new processes the new habits.
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Ensure sufficient transactions and net profit with all open accounts. Address high rates of order cancellations or long time to pay, adjust discounts.
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