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PARTS HOMEWORK — ACTION PLAN

o Specific m Measurahle o Relevant o 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

Specific: Increase gross profit to 22% by 11/20
Measurable: Increase gross profit to 22% by 11/20
Achievable: Increase gross profit to 22% by 11/20

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 as we like to retain customers by providing them with
excellent service.
The consequences of not achieving this goal is less customer base and lower GP

It is an important goal to have a large list of satisfied customers that help the dealership's
bottom line.
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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?
Review customer DMS Parts Dept Customer 02/20 | |
Prospect new Current Parts Dept New customer 05/20
Review current DMS Parts Dept Increase profit 08/20
Reach 22% GP, | DMS, Customer Parts Dept Goal of 22% GP 11/20

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 customer analysis.

Potential Obstacles?

Competition from other dealers
Keeping sales staff focused

Lower GP from declining customers
Parts manager says "we are doing all
we can".

High Return rate

Late pay customers

Too many customers

Unmotivated staff

Low volume customers

[ ISR o - S Y I

Potential Solutions?

Prospect new accounts

Create a well managed website that
promotes inventory

Offer bigger discounts to low sales
customers or customers that buy from
competition

Offer available parts and accessories
that go along with the part purchased
Restocking fees on parts returned
Expand payment method options

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

0000

More sales, higher GP resulting in more $ to the bottom line.

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.

Review Strategies and meet with all departments to keep the current customer base and
prospect for new business.
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Achievable: Increase gross profit to 22% by 11/20
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It is an important goal to have a large list of satisfied customers that help the dealership's bottom line.
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	A_2: Competition from other dealers 
Keeping sales staff focused
Lower GP from declining customers
Parts manager says "we are doing all we can".
High Return rate 
Late pay customers
Too many customers
Unmotivated staff
Low volume customers
Long Distance customers
Low GP customers
Cash customers





	A_3: Prospect new accounts
Create a well managed website that promotes inventory
Offer bigger discounts to low sales customers or customers that buy from competition
Offer available parts and accessories that go along with the part purchased
Restocking fees on parts returned
Expand payment method options
Increase sales price
Offer incentives
Add additional driver, consultant
Use ecommerce 
Conduct training
Offer tiered pricing
Ensure customer information is always entered into DMS




	R: More sales, higher GP resulting in more $ to the bottom line.
	S: Review Strategies and meet with all departments to keep the current customer base and prospect for new business.
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