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PARTS HOMEWORK — ACTION PLAN
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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 my parts counter retail sales from 1.53% of total sales to over 3% by
December 31st 2020.

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 aligns with our vision because | feel we are missing opportunity here because we rely
to heavily on our body shop and need to make sure we are capturing all the business that
we can. The major benefit of acheiving my goal will be that if | can increase this we will be
adding about $4,000 in sales which would equate to an additional $1,436 in gross per month
or about $17,232 additional gross per year. If | do not acheive this goal then our parts
department is never going to grow. This is our lowest segment in terms of total sales and |
think it also has the greatest opportunity. It is important to me because | know that people
are buying parts over the counter whether its at other dealers, or the local auto parts shops
(auto value, NAPA, Auto Zone, etc.) and | want them to come to me because then if | sell
them the parts | also have the opportunity for them to use my service department if it
becomes a project they cant handle.
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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.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?

Phone Training Scripts Rob/BDC Rep | Increase Phone 06/31/20 |_

Obj. Handling One on One Rob/BDC Rep | Less discounts 06/31/20 ]
Update Website | Better Catolog Todd Increased Sales 06/31/20

Working Leads Computer Rob no missed sales 06/23/20
Track % Tot. Sls DMS Rob/Todd IncreasingSales Every Week

Review Calls Phone Tracking Rob/Todd Train on Calls Every Morning

Update Website | Update Specials Todd incr. sls 07/1/20

Update Website | Update Specials Todd incr. sls 08/1/20

Update Website | Update Specials Todd incr. sls 09/1/20

Update Website | Update Specials Todd incr. sls 10/1/20

Update Website | Update Specials Todd incr. sls 11/1/20 | =|
Update Website | Update Specials Todd incr. sls 12/1/20
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How will you track your progress? Where will you find the information? How often will you check in?

0000

| will use the spreadsheet we recieved and fill in the data weekly from the DMS. | will need
to know the amount of Counter Retail sales and the whole departments sales so | can
calculate the percentage of total sales and see where we are at. | will review this weekly so
we can make sure we are on track or see if we need to change our strategy.

Potential Obstacles? Potential Solutions?

Cant compete with other pricing Make sure we build value, talk
warranty, and how easy it is doing
business with us. (delivery, returns,
how fast they can get the part, etc.

Counter Staff will not buy into the It is a requirment and they have no

phone scripts, and word tracts. choice. They need to use these so
they have the most effective phone
calls and handle customers in person.

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

0000

We will be adding about $4,000 in sales which would equate to an additional $1,436 in
gross per month or about $17,232 additional gross per year.

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.

This will be something we will track and talk about weekly at our new manager meeting that
| will be holding with Todd. This way it is at top of mind awareness and we can change our
strategy before it goes unnoticed too long.
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