
First Time Fill Rate
Kenworth of PennsylNADA MotorsFirst time fill rate

DATE 
1/4/2019 25 15 1 9
1/7/2018 14 10 1 3
1/8/2018 11 6 1 4

Totals 50 31 3 16
31
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Filled Same 

Day
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Departmental Action Plan

Dealership Kenworth of Pennsylvania Student Name

Academy Week ATD Fixed Operations 1 - Parts       Class & Student Number

Current Situation
Our current situation stands we are not within guide sales per employee. 

Overall Objective:

Proposed Timeline
The posted timeline for this objective is 2 months. 

Action Plan

Requirements

1.

The overall objective is to increase overall sales per employee to be at guide of $52,000 per employee in the Parts 
Department.  

Describe necessary actions to reach desired result: We recently added two Oustide Parts Manager's to two separate growing territories. We also added more staff in the Warehouse to support the growth ie add a delivery driver. The entire dealership must also be on board with supporting our growing territories and new account managers. During our weekly Staff Meetings we will be discussing our progress. I am also encouraging the Truck Sales Representatives to cold call with the Outside Parts Manager's weekly to show more support. Action plan in a nut shell is to support the Outside Parts Salesmen entirely throughout the dealership to not only help them become successful, but the entire store as well. 

Meeting with Dealer:  Frank Miller

Action Proposed: Increasing sales per employee. 



2.

3.

4.

5. Estimated cost for implementation:  There would be additional cost of fuel and a sales guarentee for the newly added outside

March 31, 2018
Sponsor Signature: 

Evaluation of Results:  Include measured results.  (± Metrics)

Meeting with stakeholder(s) (dealership personnel): Ron Reed, Rob Eustice, Nate Bird, Dave Cardwell, Matt Zelinsky, 
Clarence Weiler, Counter Staff, Warehouse Staff, Service internal Staff.

Describe what is in place to support desired goal: Weekly meetings to review progress, accountability of those not willing to 
support, phone adequateness of counter staff, order makers not order takers in place, daily measurements will be sent to all staff 
showing what sales were gained/lost per day, daily coaching to be done by the Parts and Service Manager to their staff to encourage 
positivity and motivation. 
Training  /  Coaching  /  ±Consequences related to results  /  Pain & Gain
Accountability: Monitoring progress: Daily 
Who: Melissa Motter, Ron Reed, Rob Eustice 
What: Insure all staff is supporting our growth, handling new business properly, supporting new outside parts salesmen 
accordingly. 
By When: December 27, 2018
How: Response times, Deliveries, Phone Adequateness to new customers, upselling 

Describe checkpoints that have been established to measure progress:
Daily  /  Weekly  /  Bi-weekly  /  Monthly  /  

Date(s) for review:Daily measurements will be sent via email on the sales to goal for that particular day. During the weekly 
staff meetings the Parts Manager will speak on behalf of the progress to inform other staff. We will also be running monthly 
reports showing total sales per counter person and oustide parts salesmen. 

Projected Date of 
Completion:

Impact Areas:
Sales    /    Gross    /    Expenses    /    Net Profit    /    CSI    /   



Departmental Action Plan

Student Name Melissa Motter Shoemaker

      Class & Student Number 040 17

Our current situation stands we are not within guide sales per employee. 

The posted timeline for this objective is 2 months. 

PLEASE BE ADVISED 
THIS ASSIGNMENT BY 

IT'S SELF IS WORTH 100 
POINTS.TAKE YOUR 

TIME AND GET IT 
CORRECT

The overall objective is to increase overall sales per employee to be at guide of $52,000 per employee in the Parts 

We recently added two Oustide Parts Manager's to two separate growing territories. We also added more staff in the Warehouse to support the growth ie add a delivery driver. The entire dealership must also be on board with supporting our growing territories and new account managers. During our weekly Staff Meetings we will be discussing our progress. I am also encouraging the Truck Sales Representatives to cold call with the Outside Parts Manager's weekly to show more support. Action plan in a nut shell is to support the Outside Parts Salesmen entirely throughout the dealership to not only help them become successful, but the entire store as well. 



Estimated cost for implementation:  There would be additional cost of fuel and a sales guarentee for the newly added outside

Meeting with stakeholder(s) (dealership personnel): Ron Reed, Rob Eustice, Nate Bird, Dave Cardwell, Matt Zelinsky, 
Clarence Weiler, Counter Staff, Warehouse Staff, Service internal Staff.

 Weekly meetings to review progress, accountability of those not willing to 
support, phone adequateness of counter staff, order makers not order takers in place, daily measurements will be sent to all staff 
showing what sales were gained/lost per day, daily coaching to be done by the Parts and Service Manager to their staff to encourage 

onsequences related to results  /  Pain & Gain

What: Insure all staff is supporting our growth, handling new business properly, supporting new outside parts salesmen 

How: Response times, Deliveries, Phone Adequateness to new customers, upselling 

Describe checkpoints that have been established to measure progress:

Date(s) for review:Daily measurements will be sent via email on the sales to goal for that particular day. During the weekly 
staff meetings the Parts Manager will speak on behalf of the progress to inform other staff. We will also be running monthly 
reports showing total sales per counter person and oustide parts salesmen. 
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