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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

Specific: Increase boutique sales from 0% to 15% by 05/15
Measurable: Increase boutique sales from 0% to 30% by 09/15
Achievable: Increase boutique sales from 0% to 45% by 12/15

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

It aligns with our dealer's vision by creating customer satisfaction and customer loyalty.
Benefits will be increased sales and gross profits and capturing market share.

The consequences of not achieving this goal is not generating sales, reduced customer
loyalty and satisfaction.

It is an important goal to generate more traffic to our dealership.
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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?
Build a Manufacturer Parts Presentable 12/31 | |

Research Manufacturer/Su | Parts Manager | Know what items 01/31
Purchase or take | Manufacturer/Su Parts A presentable 01/31
Promote items IT/Marketing Parts Company 02/31
Training for sales Parts Parts Employees 02/31

L
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How will you track your progress? Where will you find the information? How often will you check in?

0000

By using our DMS and performing quarterly inventory analysis which will reveal turn cycle
and when it's best to acquire and dispose of inventory.

Potential Obstacles? Potential Solutions?
Competition from other dealers Reevaluate price points regularly.
Keeping sales staff focused Proper inventory sourcing.

Items not selling due to not enough Create a well managed website that
demand. promotes inventory.

Not utilizing company website to Make projections based on historical
mercandize the inventory. sales.

Decreased profit potential Move items to a location where

merchandise is noticeable by customers

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

0000

Approximately an additional 60k to 80k in sales.

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.

Create a firm inventory turn policy
Sales managers to conduct training for sales staff and create incentives
Marketing company to create incentives and sales events to drive traffic through the door

Maka invantnans adilietmante hacad nn market
©2020 National Automobile Dealers Association. All Rights Reserved. 3



	How does this goal align with or support your dealers vision: Specific: Increase boutique sales from 0% to 15% by 05/15
Measurable: Increase boutique sales from 0% to 30% by 09/15
Achievable: Increase boutique sales from 0% to 45% by 12/15
	1: It aligns with our dealer's vision by creating customer satisfaction and customer loyalty.
Benefits will be increased sales and gross profits and capturing market share.
The consequences of not achieving this goal is not generating sales, reduced customer loyalty and satisfaction.
It is an important goal to generate more traffic to our dealership.
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Keeping sales staff focused
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Make inventory adjustments based on market
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