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PARTS HOMEWORK — ACTION PLAN

e Specific m Measurable o 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

My goal in Parts is to establish a Wholesale business that will make the Dealership more
profitable in Parts. By March 30th of 2025, | want to partner with at least 5 more Wholesale
accounts towards the achievement of doubling our Wholesale total sales and gross.

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

The vision we have for the Dealership in 2025 is to become more profitable in all areas of the
business where we can drive growth and change. Our OEM has already told us that we will
not have the new vehicle allocation for 2025 to see more than 1-2% growth when compared
to 2024, so the focus has to be on other departments in order to move the needle on
continuing to increase our bottom line and Parts will play a big role in that growth scenario.

The benefits of achieving our wholesale goals would be as such;

- Increased parts sales - Achieving our OEM parts purchase targets

- A healthier bottom line for the dealership - Additional income for our parts associates
- The Dealership owner will know that he has the right team in place to identify the
weaknesses that exist and work hard to fix any identified inefficiencies

The consequences of not achieving our wholesale goals would be as such;

- Continue to have a glaring problem in our Parts department - Profit would continue to lag

- Parts associates not living up to their potential - Parts Associates lower earnings

- Pressure from the owner who will realize he has a GM who can't make the positive changes
where they need to happen, therefore making me expendable

This goal is important to me because | have an obligation to our ownership to make the
dealership more profitable, correct inefficiencies and operate all departments at full capacity.

| take this oblioation verv seriouslv.
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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@ 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?
Hire a full time |Money to pay this| Fixed Operations To have a February 28th, TBD | |
Get out of the | Time, money for General Make contacts |March 31st, 2025 TBD
Develop an Time, Market General Develop a pricing| January 30th, TBD
Maintain strong Time, Charm General To nuture and Ongoing Ongoing

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 track our progress on a monthly basis by looking at the reports available to us that
show the health of our wholesale business, including but not limited to our financial
statement.

We also plan to meet regularly with our internal team to ensure we are on the right track and
not experiencing any roadblocks as we grow the W/S business.

Potential Obstacles? Potential Solutions?

1. No qualified W/S associate to 1. Groom one of our current parts

oversee this venture

2. W/S accounts we approach locally
already have a source for Toyota parts
3. Space to house extra parts so we
have a FTFR with W/S accounts

4. Delivery of large orders and items to
WI/S accounts

associates and have Fixed Op's Mngr
more heavily involved

2. Have to expand our market area in
order to find W/S accounts

3. Consider leasing off-site storage or
investigate having parts go to accounts
straight from OEM

4. Look for alternative transport or
consider investing larger vehicles for

AW, WY o WP Y |-

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

0000

If we can achieve our goal and double our business in 2025, the June YTD wholesale sales
will be $470,000 and gross will be $134,000. This is compared to June 2024 YTD that was
IhAlf AftlhAamAn miimalhAvA

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.

Once we get to our goal we will write an SOP based on our learnings and the things that went
right for us. We will aim to update this SOP on an ongoing basis and follow the process that
has made us successful.
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	How does this goal align with or support your dealers vision: My goal in Parts is to establish a Wholesale business that will make the Dealership more profitable in Parts.  By March 30th of 2025, I want to partner with at least 5 more Wholesale accounts towards the achievement of doubling our Wholesale total sales and gross.
	1: The vision we have for the Dealership in 2025 is to become more profitable in all areas of the business where we can drive growth and change.  Our OEM has already told us that we will not have the new vehicle allocation for 2025 to see more than 1-2% growth when compared to 2024, so the focus has to be on other departments in order to move the needle on continuing to increase our bottom line and Parts will play a big role in that growth scenario.

The benefits of achieving our wholesale goals would be as such;
- Increased parts sales     - Achieving our OEM parts purchase targets
- A healthier bottom line for the dealership     - Additional income for our parts associates
- The Dealership owner will know that he has the right team in place to identify the weaknesses that exist and work hard to fix any identified inefficiencies 

The consequences of not achieving our wholesale goals would be as such;
- Continue to have a glaring problem in our Parts department  - Profit would continue to lag
- Parts associates not living up to their potential   - Parts Associates lower earnings
- Pressure from the owner who will realize he has a GM who can't make the positive changes where they need to happen, therefore making me expendable

This goal is important to me because I have an obligation to our ownership to make the dealership more profitable, correct inefficiencies and operate all departments at full capacity.  I take this obligation very seriously.

	SPECIFIC ACTION STEPRow1: Hire a full time wholesale associate 
	NECESSARY RESOURCESRow1: Money to pay this associate while we ramp our Wholesale business up and it begins to pay for itself 
	WHO IS ACCOUNTABLERow1: Fixed Operations Manager
	EXPECTED RESULTRow1: To have a qualified, full time wholesale associate on board by Feb 28th 
	EXPECTED COMPLETION DATERow1: February 28th, 2025
	ACTUAL COMPLETION DATERow1: TBD
	SPECIFIC ACTION STEPRow2: Get out of the dealership and into our community to solicit this wholesale business

	NECESSARY RESOURCESRow2: Time, money for things like mugs, pens, hats etc with our Dealership name on them
	WHO IS ACCOUNTABLERow2: General Manager, Fixed Operations Manager and Parts Manager
	EXPECTED RESULTRow2: Make contacts and relationships that lead to increased wholesale business coming to our Dealership 
	EXPECTED COMPLETION DATERow2: March 31st, 2025
	ACTUAL COMPLETION DATERow2: TBD
	SPECIFIC ACTION STEPRow3: Develop an attractive and competitive wholesale parts pricing strategy 
	NECESSARY RESOURCESRow3: Time, Market knowledge of existing wholesale price matrix's 
	WHO IS ACCOUNTABLERow3: General Manager, Fixed Operations Manager 
	EXPECTED RESULTRow3: Develop a pricing strategy on wholesale parts that will entice accounts to want to work with us
	EXPECTED COMPLETION DATERow3: January 30th, 2025
	ACTUAL COMPLETION DATERow3: TBD
	SPECIFIC ACTION STEPRow4: Maintain strong relationships with these W/S accounts
	NECESSARY RESOURCESRow4: Time, Charm
	WHO IS ACCOUNTABLERow4: General Manager, Fixed Operations Manager
	EXPECTED RESULTRow4: To nuture and cultivate these relationships to help the business side of things continue to flow 
	EXPECTED COMPLETION DATERow4: Ongoing
	ACTUAL COMPLETION DATERow4: Ongoing 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: We will track our progress on a monthly basis by looking at the reports available to us that show the health of our wholesale business, including but not limited to our financial statement.

We also plan to meet regularly with our internal team to ensure we are on the right track and not experiencing any roadblocks as we grow the W/S business.
	A_2: 1. No qualified W/S associate to oversee this venture
2. W/S accounts we approach locally already have a source for Toyota parts 
3. Space to house extra parts so we have a FTFR with W/S accounts
4. Delivery of large orders and items to W/S accounts 
	A_3: 1. Groom one of our current parts associates and have Fixed Op's Mngr more heavily involved
2. Have to expand our market area in order to find W/S accounts
3. Consider leasing off-site storage or investigate having parts go to accounts straight from OEM
4. Look for alternative transport or consider investing larger vehicles for W/S delivery 
	R: If we can achieve our goal and double our business in 2025, the June YTD wholesale sales will be $470,000 and gross will be $134,000.  This is compared to June 2024 YTD that was half of these numbers.
	S: Once we get to our goal we will write an SOP based on our learnings and the things that went right for us.  We will aim to update this SOP on an ongoing basis and follow the process that has made us successful.
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