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ACTION PLAN 1

e Specific @ Measurable o Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Increase customer pay for gross parts. Increase from 31% to 40% by March 1st 2021.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

Increased profits Profit opportunity lost

December 1st 2020
When will you start?

How will you gauge your progress? When? Using which metrics?

Review customer repair orders mechanical P and A monthly
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What specific actions will you take to achieve your goal? Who can help you?

1. First understand how the overall parts pricing matrix
2. Understand why we have the current matrix we do
3. Based off the infromation | gathered above make the decision where our opportunities lie

on the current matric

4. Meet with Parts Manager to get input and feedback
5. Talk to other dealers with a parts department in FCA to see how they compare to current

matrix and future matrix

Potential Challenges?

Personelle buy in
Customer pushback

Potential Solutions?

If we increase sales there is a potentail for
commission/pay increase

Help the parts department understand that
currently we are getting paid more on
Warranty parts than custmer pay and how
increasing customer pay would be
beneficial to our overall profitability

One on one conversations with customers
how some parts are in high demand.
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