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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

I will increase the online parts sales by 50% compare to 2023 by the end of 2024.

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

Our dealer's vision is to be the lifetime car service provider of our customers. To achieve this
goal, it helps our customer to get the parts for their car much easier and more affordable. To
achieve this goal, it opens a new revenue stream for not only the parts department but also
the whole dealer. After attending the NADA Academy, | truly believe that the online
e-commerce will play a significant part of parts business in the next 5 years. As an
established business in an established franchise network (Honda Canada), if we miss the
opportunity to develop the online business now, we will lose a significant share in the market.
Therefore, this goal is one of the most important goals for our parts department this year.
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e
What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

calac hv 2004

calac hv 2N0A

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Increase phone Call review All parts staff | First call answer | Mar. 31, 2024 |
ancwar rata cnfhnara rata nvoar ON0A
Reduce average online chat All parts staff Less than 30 Mar. 31, 2024
nnline reennnee | ciinnart enfhawara ming
upload actual Photo booth, Assistant Parts | All fast moving Jun. 30, 2024
nhntne nackinn tahla Mananar narte have nhntne
upload more Photo booth, Assistant Parts | All parts sold this | Nov. 30, 2024
actuial narte naclkinn tahla Mananer \/iaar
Increase ROI of Dealer group Dealer group 15X ROI on Jun. 30, 2024
markatinn markatinn taam marlkatinn team | marketina danllarce
Increase online |[All hands on deck| Parts Manager | Increase online Jun. 30, 2024

Increase online
calac hv EN0A

All hands on deck

Parts Manager

Increase online
calac hv EN0A

Sept. 30, 2024

Increase online
calac hv BEN0A

All hands on deck

Parts Manager

Increase online
calec hv EN0A

Dec. 31, 2024

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

0000

I will check by the sales matrix weekly and monthly. First, we have weekly trending meeting
to monitor parts sales in each category. Accounting provides the data for us. Secondly, we
have monthly marketing meeting with revolution to review monthly performance and adjust
the marketing budget accordingly.

Potential Obstacles? Potential Solutions?
- Sales may hit a ceiling after a few - Adding actual photos of each part to
months of intensive marketing. the website. Improve customer
- May not be able to handle the purchase experience.
increased customer inquires and orders. - Hiring 1 more dedicated online

salesperson to response to online
inquiries and emails.
- Improving order processing and
shipping procedures.

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

0000

$250,000 increase in parts sales, $50,000 increase in gross profit for the 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.

Firstly, | will have meeting with all the part staff to insure everyone understand the
importance of online sale to your future of the parts business. Also, the benefit of the online
sales to their pay cheque. Secondly, online sale number and procedures will be reviewed in

the monthly parts meeting. So, everyone knows where are we at and where are we need to
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	1: Our dealer's vision is to be the lifetime car service provider of our customers. To achieve this goal, it helps our customer to get the parts for their car much easier and more affordable. To achieve this goal, it opens a new revenue stream for not only the parts department but also the whole dealer. After attending the NADA Academy, I truly believe that the online e-commerce will play a significant part of parts business in the next 5 years. As an established business in an established franchise network (Honda Canada), if we miss the opportunity to develop the online business now, we will lose a significant share in the market. Therefore, this goal is one of the most important goals for our parts department this year.
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	A_2: - Sales may hit a ceiling after a few months of intensive marketing.

- May not be able to handle the increased customer inquires and orders.
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	R: $250,000 increase in parts sales, $50,000 increase in gross profit for the year.
	S: Firstly, I will have meeting with all the part staff to insure everyone understand the importance of online sale to your future of the parts business. Also, the benefit of the online sales to their pay cheque. Secondly, online sale number and procedures will be reviewed in the monthly parts meeting. So, everyone knows where are we at and where are we need to be.
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