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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 introduce better lead handling processes by December 31st to ensure we are following
up on 100% of all leads and inquiries.

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

Currently, the parts leads/inquiries appear to be going nowhere. To be a Parts leader, we
need to be communicating to any and every customer who reaches out to us, just like we do
with Sales and Service. The benefits are more sales, increased revenue, repeat customers,
higher CSI, and better reputation. The consequences are frustration from potential buyers,
lost sales, and bad word of mouth.

The goal is important to me because | take it personally when our teams don't follow up with
customers, plus all of the business implications.
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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?
Meet with Teams Meeting ocC Clarity 9/30/24 |
Set up temporary elLead OC/KL/Parts Increased 10/15/24
Work with IG OC/ZSs "DTC" feel 11/1/24
Manage IG oC Increased sales 12/31/24

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 track my progress through biweekly review meetings with our parts teams to review lead
metrics (including FU rate and closing rate). | will also loop in our Digital Retail Specialist to
help manage the project, as she is an eLead expert.

Potential Obstacles? Potential Solutions?
1) lack of buy-in from team 1) need to sell the "why" behind the
2) laziness from team changes
3) technical difficulties 2) pressure and accountability from
4) too busy already upper management

3) have Kaylee sit/train with Parts
department or have a CDK trainer come
4) look into Al options, hire additional
TMs if necessary

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

0000

| anticipate an additional $10k of revenue if we follow up on leads

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.

Accountability meetings (weekly); compensating for following the process; ensuring the
management team understands the why behind what we are doing
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