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PARTS HOMEWORK — ACTION PLAN

9 Specific @ Measurahle 0 Relevant ° 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

| want to increase my Overall Parts Dept Gross Profit Retention as a Percent of Sales from
the current 27.94% to the Proforma desired GP percentage of 35% by June 1, 2021.

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 goal aligns with my dealership's vision of "Focused on People, Passionate about Audi”
because our passion for the brand requires that we hold the brand to a higher standard and
therefore provided an exceptional service that is rare. Consumer are willing to pay a
premium from a unique service experience that weaves delight into the details. The benefits
of achieving my goal would be a higher gross profit retention in parts which would lead to an
increased net profit. The consequences for not achieving my goal would be a continued
declined in gross profit for the parts department as their would be no focus or accountability
on gross profit retention. This goal is important to me because | want our dealership to offer
the highest quality products with the best service experience at a premium price that
customers are willing to pay because we have built unquestionable value in our product and
services.
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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?
Perform Market |Internet and Cold SM & PM Determine level 12/15/2020 |_
Perforrr_] CP RO DMS, CDK Parts Manager Detel_rmine how to 12/15/2020 [
Adjust CP Repair DMS GM, SM, & PM New Mark-Up 1/12021
Adjust Intlernal DMS GM, Sales Adju_st_ing Intgrnal 1/1/2021
Adjug,lt COl:Intel’ DMS Parts Manager Increa_:?:e Cqunter 1/1/2021
Plerlforml DMS Parts Manager Detefmilne vyhich 2/1/2021
Evaluate, Train, DMS and Parts Manager The right 2/15/2021
Market Ito Iattrallct Mailer., D_igital Marketing Team .Gro_w thl)lesalt::' 3/1/2021
Adjulst Wﬁolesale DMS Parts Manager . Ilncrelase 4/1/2021

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

0000

I will track my progress at first on a daily basis by running exception reports on discounts
applied in CDK for all parts transaction on CP Repair Orders, Internal Repair Orders,

Wholesale, and Counter Retail.

Potential Obstacles?

Potential Loss in Sales due to increased
price in CP ROs, wholesale, and
counter retail in a very competitive
market.

Potential Loss in Internal Sales due to
higher cost of reconditioning

Obtain the desired GP in CP ROs with
matrix parts pricing25 due to parts work

Potential Solutions?

Track all lost sales and determine
reason for loss. If due to price, ensure
value selling was used.

Work closely with Used Vehicle
Department to determine best course of
action and how we can help retain the
sale

Continuously evaluate GP and work mix

PRGN PSP [P AP [ SRR SR R SR

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

0000

The financial impact of achieving my goal would be an increase of roughly 7% in sales dollars
for the same amount of parts sold which would be entirely additional gross profit of roughly

ANC L/

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.

Discounting will be continuously monitored moving forward with proper accountability for all
discounts applied. Monthly training and performance evaluation will be conducted with the

wholesale counter person. Pricing will be evaluated on monthly basis to make sure we are
maintaininn niir dacirad (GP 044 Market Analscic will he candiictad cemi-annnal tn enciira
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	How does this goal align with or support your dealers vision: I want to increase my Overall Parts Dept Gross Profit Retention as a Percent of Sales from the current 27.94% to the Proforma desired GP percentage of 35% by June 1, 2021.
	1: This goal aligns with my dealership's vision of "Focused on People, Passionate about Audi" because our passion for the brand requires that we hold the brand to a higher standard and therefore provided an exceptional service that is rare.  Consumer are willing to pay a premium from a unique service experience that weaves delight into the details.  The benefits of achieving my goal would be a higher gross profit retention in parts which would lead to an increased net profit.  The consequences for not achieving my goal would be a continued declined in gross profit for the parts department as their would be no focus or accountability on gross profit retention.  This goal is important to me because I want our dealership to offer the highest quality products with the best service experience at a premium price that customers are willing to pay because we have built unquestionable value in our product and services.
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	EXPECTED COMPLETION DATERow1: 12/15/2020
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Perform CP RO 
Review to determine parts percentage of parts quanity vs pricing sold
	NECESSARY RESOURCESRow2: DMS, CDK
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Determine how to adjust CP RO Mark-Up Factor to get to Desired Gross %
	EXPECTED COMPLETION DATERow2: 12/15/2020
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Adjust CP Repair Order Matrix to the desired 1.69 mark-up factor to get to 41% Gross Profit Retention
	NECESSARY RESOURCESRow3: DMS
	WHO IS ACCOUNTABLERow3: GM, SM, & PM
	EXPECTED RESULTRow3: New Mark-Up Factor will increase our gross profit from 38% YTD to 41%
	EXPECTED COMPLETION DATERow3: 1/12021
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Adjust Internal RO mark-up factor the the same as CP at 1.69.  Internal and CP Parts will be priced exactly the same
	NECESSARY RESOURCESRow4: DMS
	WHO IS ACCOUNTABLERow4: GM, Sales Manager, & Parts Manager
	EXPECTED RESULTRow4: Adjusting Internal Pricing to the same as customer pay will increase internal gross profit from 33.49% to 41%
	EXPECTED COMPLETION DATERow4: 1/1/2021
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Adjust Counter Retail Mark-Up Factor to 1.69, same as CP and Internal
	NECESSARY RESOURCESRow5: DMS
	WHO IS ACCOUNTABLERow5: Parts Manager
	EXPECTED RESULTRow5: Increase Counter Retail GP from current 27.42% to desired 41%
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	SPECIFIC ACTION STEPRow6: Perform Wholesale Customer Analysis.   
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	WHO IS ACCOUNTABLERow6: Parts Manager
	EXPECTED RESULTRow6: Determine which wholesale customer currently meet our GP requirement of 25% and which ones are well below that and costing the dealer to do business with.
	EXPECTED COMPLETION DATERow6: 2/1/2021
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Evaluate, Train, & Adjust Pay Plan of Wholesale Counter Associate to incentive GP, New Account acquisition, and low returns
	NECESSARY RESOURCESRow7: DMS and Training Material
	WHO IS ACCOUNTABLERow7: Parts Manager
	EXPECTED RESULTRow7: The right associate, properly trained, and proper incentive will focus on retaining a higher GP, building value through engagement, and  growing the wholesale business with the right clients.
	EXPECTED COMPLETION DATERow7: 2/15/2021
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Market to attract new wholesale clients and build value/rapport in the wholesale businss
	NECESSARY RESOURCESRow8: Mailer, Digital Marketing
	WHO IS ACCOUNTABLERow8: Marketing Team
	EXPECTED RESULTRow8: Grow Wholesale business through new client acquisition. 
	EXPECTED COMPLETION DATERow8: 3/1/2021
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: Adjust Wholesale  mark-up factor to 1.33
	NECESSARY RESOURCESRow9: DMS
	WHO IS ACCOUNTABLERow9: Parts Manager
	EXPECTED RESULTRow9: Increase Wholesale Gross Profit from current 18.24% to 25%
	EXPECTED COMPLETION DATERow9: 4/1/2021
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: I will track my progress at first on a daily basis by running exception reports on discounts applied in CDK for all parts transaction on CP Repair Orders, Internal Repair Orders, Wholesale, and Counter Retail. 
	A_2: Potential Loss in Sales due to increased price in CP ROs, wholesale, and counter retail in a very competitive market.

Potential Loss in Internal Sales due to higher cost of reconditioning

Obtain the desired GP in CP ROs with matrix parts pricing25 due to parts work mix.
	A_3: Track all lost sales and determine reason for loss.  If due to price, ensure value selling was used.

Work closely with Used Vehicle Department to determine best course of action and how we can help retain the sale

Continuously evaluate GP and work mix and adjust mark-up factor as need to achieve 41% GP Goal
	R: The financial impact of achieving my goal would be an increase of roughly 7% in sales dollars for the same amount of parts sold which would be entirely additional gross profit of roughly 425K.
	S: Discounting will be continuously monitored moving forward with proper accountability for all discounts applied.  Monthly training and performance evaluation will be conducted with the wholesale counter person.  Pricing will be evaluated on monthly basis to make sure we are maintaining our desired GP %.  Market Analysis will be conducted semi-annual to ensure wholesale, counter retail, and CP RO pricing stays in line with market.
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