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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

To increase overall parts gross profit percentage from 25% to 30% by end of Q2, 2024.
This will be a first step to getting % to NADA guide by end of year.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Will help towards longe term goal of getting Expenses will continue to not be absorbed.
parts department closer to break even and
turning a net profit. Potential infrastructure, personel changes,

layoffs. ETC

Will increase fixed/total absorption for
entire store.

Immediately.
When will you start?

How will you gauge your progress? When? Using which metrics?

Will look for incremental progress at end of each month of quarter.
Goal for end of April - 26%

Goal for end of May - 28%

Goal for end of June - 30%
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What specific actions will you take to achieve your goal? Who can help you?

Our largest areas of opportunity to increase overall department GP % is in internal and

customer pay pay types. | will meet with parts manager(s) to discuss plan to attack these
areas.

| will review progress and discuss at end of each month.

Potential Challenges? Potential Solutions?

Pushback from UCM/ Buyer on internal

Meetings with UCM and GM.
parts.

Monitoring discounts.
Discounting on service ROS.
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	1: To increase overall parts gross profit percentage from 25% to 30% by end of Q2, 2024.

This will be a first step to getting % to NADA guide by end of year. 
	1_2: Will help towards longe term goal of getting parts department closer to break even and turning a net profit.



Will increase fixed/total absorption for entire store. 
	1_3: Expenses will continue to not be absorbed.



Potential infrastructure, personel changes, layoffs. ETC
	When will you start: Immediately.
	1_6: Will look for incremental progress at end of each month of quarter.

Goal for end of April - 26%

Goal for end of May - 28%

Goal for end of June  - 30%
	1_8: Our largest areas of opportunity to increase overall department GP % is in internal and customer pay pay types. I will meet with parts manager(s) to discuss plan to attack these areas.

I will review progress and discuss at end of each month.
	1_9: Pushback from UCM/ Buyer on internal parts.



Discounting on service ROS.
	1_11: Meetings with UCM and GM.



Monitoring discounts.




