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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° Time bound

!

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

| will double the dealerships monthly accessories sales from around 10,000 to 20,000 by the
end of January.

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

By increasing accessories sales we will be creating a more successfull environment for our
employees, mainly our accessories manager. This aligns with the dealer’s vision of ensuring
support for all areas of the dealership, providing the most opportunity for each employee and
not sales alone.

Benefits: Increased sales, happy parts department, and creating larger opportunity for
Accessories Sales Manager

Consequences: By not attempting to maximize the sale of accessories we are missing out on
a key area of potential income
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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?
Introduce a script GSM J

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

0000

We will begin by introducing a script detailing accessories into the sales process. We will
ensure this script is added by having desk managers follow up on accessories inquiry. After
this is completed we will begin to track accessories sales beginning in December and
compare the progress to previous months. In january, we will compare the daily num bers to
track effectiveness of this plan.

Potential Obstacles? Potential Solutions?

Hard headed salesman Provide incentives for accessories sales
on deals.

Use desk managers to ensure
accessories is being mentioned to
customers.

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

0000

By the end of january accessories will have increased profits by $10,000

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.

| will rely strongly on the management team and F&l to ensure salesmen are using script.
Furthermore, an incentive program will be implemented to reward accessories sales on
deals.
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