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ACTION PLAN 1

o Relevant 0 Time bound

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

Goal: To increase Parts whole by 10% over previous YTD (20.8%) by December 31, 2024.

BOTTOM LINE: Benefits of Achieving Your Goal

1. Increased sales and gross profit for the
sales department

2. Stronger network of clientele to serve in
the community

3. Increase in outside sales to become less
dependent on inside sales to the service
department (Service business is always
going to be there but growth outside of
service is a direct reflection of the strength
of the parts department)

When will you start? ASAP- April 15, 2024

Consequences of Not Achieving Your Goal

1. Missed opportunity for profit growth in
the department

2. Missed opportunity for personnel
development and growth

3. Relying on inside sales could hurt
department if there is a slow season or if
there happens to be a shortage of techs
and the service department has to scale
back on the amount of work it can push
through then that is less work going
through the parts department...

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

-Track EOM numbers of wholesale business

-Meet with Parts Manager to go through progress reports of wholesales accounts acquired

-Track available marketing metrics

-Track BDC Service follow up calls and surveys
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What specific actions will you take to achieve your goal? Who can help you?

1. Hire a designated Wholesale parts representative to go on site to visit current customers
and to obtain new ones (free up our Parts manager who quiet frankly doesn't have the time to
go out himself to visit accounts)

2. Ramp up our marketing efforts with regular email blasts to current and prospective
customers with special offers

3. Implement a follow up call campaign through our service BDC to check in on our wholesale
accounts and their most recent ordering and delivery experience (this will allow for another
metric to measure how we are actually doing in the customer satisfaction level with
wholesale).

4. Implement phone scripts for the counter persons and train on effectiveness and importance
of being personable and relatable over the phone to customers to create a more enticing and
dynamic conversation during the inquiring and ordering experience for the customer
(wholesale or anyone!)

Potential Challenges? Potential Solutions?
1. Staffing challenges for a wholesale rep 1. Ramp up recruiting strategy to be a more
2. Competition: We are current in the Hawk desirable employer
auto group market that does a TON of 2. Sell the Value of working with a small
wholesale business and gets crazy family business auto group- sell our vision
discounted pricing for customer service and our company's
3. "Un-trainable" or Unwilling to change "WHY"
staff that do not want to comply with the 3. Continue to coach and lead by example-
new customer service quoting, scripts, if that doesn't work then move on and
follow up, etc. replace the positions. Consider bringing

someone in sales to the parts department
(theres always a sales person that has the
potential but is convinced they don't want to
sell cars and be customer "facing" or
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