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PARTS HOMEWORK — ACTION PLAN

e Specific m Measurable o Relevant ° Time bound
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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

We will change the way we sell parts online (our website) as well as the way we conduct sales
over the phone by February 15th. Currently, we don’t monitor our closing ratio for phone ups
or internet leads for parts department. We will be monitoring it and expect to have closing
ratio of 20 percent over the phone.

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

Without a doubt, parts department is one of the most profitable departments of the store.
However, when it comes to online sales and phone ups, we don’t pay the same amount of
attention as we do at the variable department. Our website doesn’t provide any information
such as pricing, options or availibility. What is worse is the most profitable department has no
tab for parts. It is currently under the Service tab. We “believe” that we receive average of 2
emails a day inquiring about parts. We don’t know how many of them convert to actual sales.
Furthermore we don’t know how good or bad we do on the phone ups as we have no way to
monitor it.

The benefits of achieving our goal will increase sales, lower obsolescence for special parts by
focusing on appointments and follow up and be more exposed online.

The consequences of not achieving the goal is losing the martket share. Amazon and couple
other places are growing in parts sales year after year. Furthermore, just like us, other stores
around us are not as great as they should be in the online world either. Taking action and
having a website that offers all the information along with couple great sales people that
answer the phones would be a game changer.

Parts department is usually the least paid attention department located in the back of a
dealership. But yet what they produce is enormous. They have close to no exposure when
you go to almost any franchise website. We need to change that. We will apply the same level
of attention as we do on variable part, while we still can!
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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?
Website Dealer Inspire Parts Own Tab December 7th Not completed |
Link CRM Eleads/Alan Higher closing Nov 1st Not completed
phone monitoring Carwars Quality calls November 15th November 1st v
Counter Sales 2 Sales people | Berk/Jorge/Alan Higher Turn December 10th | Not completed

Daily Closing Rat.| Eleads/Carwars Alan Drive Sales up | December 15th | Not completed
Daily Pace Report CDK Jorge Focus on oppt. December 1st December 1st v
Consult OEM Hyundai Ken approved website| January 1st Not Completed

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

Setting up a different filter on our CRM (Eleads) to monitor leads for parts only! We set up a
system called Carwars, which records phone calls and shows the amount of phone calls that
we have received or missed, which will be emailed to us in a daily report. Counter Sales will
be making their calls through the CRM that times stamps the call to make sure we are
following up with internet leads and phone ups. Everything will be checked daily through
Eleads or Carwars. Parts manager or his assistant will be auditing the website daily

Potential Obstacles? Potential Solutions?
Finding the right people to work at Parts Planning to offer couple salesman from
Sales. the sales floor to work at parts counter.
Employee Compensation
Having the employees to use the CRM Offer them performance based
tool. compensation with different tiers such as
Following up with customers. closing ratios on phone ups, internet
Setting up appointments on the CRM leads.
Integrating a great parts website that
offers a user friendly site with accurate Have the BDC department to help them
information. out.

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

0000

We average about $350k in gross profit a month in parts. We believe that we can increase it
by at least 10 percent. That would be an additional $420,000 in gross profit a year.

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.

We want to have presence online as much as we always do on the variable side. We have set
up pace reports to go out everyday. We will be closely monitoring our CRM tool. It will provide
insights on who is falling behind, who is with us. Recognize and reward good habits
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