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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle 0 Relevant ° Time bound
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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

| want to increase our over all gross from $1.8million dollar averago to $2.25 million and |
want to do it EVENLY to maintain our 50/50 split across internal and wholesale.

Taking Internal from $900k to $1.125 million and Wholesale from $900k to $1.125 million.

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

This is a great goal and vision.

Benefits of this happening is creating an overall healthier dealerhsip with higher net profit. It
would increase our reach within the community for parts distribution at both local Franchise
dealers as well as Independents. Higher stocking means better FTFR and increases our
service profit as well.

Consequences of not achieving this would be the dept not being able to grow. If we can't
stretch our goals and obtain these numbers we would be limited to the space we have and
the staff we have. We would continue to have to do SOP and our wholesale reach would end
up shrinking.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ ﬂ
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?

L

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 watch and track this using the financial statements mainly, but we can definitely
check in using CDK more frequently. We also have a tracking spreadsheet that gets sent out
to us with actual gross and pace gross we can use. This is sent daily for the most part.

Potential Obstacles? Potential Solutions?
Large MSO buying up small shops Bigger warehouse
Discounts on wholesales causing us to More staff
lose clients

Overall space
Sales side slows down.

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

0000

We are currently averaging $1.8 million is sales translating to $470k in gross and ultimately
$87k net so by increasing by $450k a month in sales would increase our gross to $562,500
in aross and then $130k net if we maintained same %'s which is a $500k YOY net increase

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.

We will conitinue to hold people accountable on all fronts. From sales in parts and asking for
the business to SOP being used and even look at increasing the staff to get someone back in
the field or adding a 3rd back parts counter person to handle the increase in internal!

©2020 National Automobile Dealers Association. All Rights Reserved.



	How does this goal align with or support your dealers vision: I want to increase our over all gross from $1.8million dollar averago to $2.25 million and I want to do it EVENLY to maintain our 50/50 split across internal and wholesale.



Taking Internal from $900k to $1.125 million and Wholesale from $900k to $1.125 million.
	1: This is a great goal and vision. 



Benefits of this happening is creating an overall healthier dealerhsip with higher net profit. It would increase our reach within the community for parts distribution at both local Franchise dealers as well as Independents. Higher stocking means better FTFR and increases our service profit as well. 



Consequences of not achieving this would be the dept not being able to grow. If we can't stretch our goals and obtain these numbers we would be limited to the space we have and the staff we have. We would continue to have to do SOP and our wholesale reach would end up shrinking. 
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	A_2: Large MSO buying up small shops



Discounts on wholesales causing us to lose clients



Sales side slows down. 




	A_3: Bigger warehouse



More staff



Overall space
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