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

My goal is to make the retail parts department more profitable and more appealing to my
customers. first | need to separate merchandise sales vs the retail counter parts sales. This
will give me the data on how much merchandise we buy and what profit we make on it. My
goal will be to increase the sales and the profit. My other goal will be to account for the
merchandise in a way it can be tracked better. By the end of June 2021.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
More profitability by selling more. less profitability

If it was more esthetically pleasing it would the space feels a little chaotic and it doesn't
be a better shopping experience for my draw in waiting service customers.
customers. harder to find things you want to buy.
saving customers time by having things one more thing | wanted to do since |

they might need, which could save them an started this journey and it didn't get done!
extra stop.

customers might not mind waiting if we had
things they wanted to look at.
It could be a good retention tool.

When will you start? | will start in January 2021.

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

I'm going to set up a separate accounting report for the merchandise so | can track the sales
and see what is selling and what isn't, whats more profitable and keep tweaking it until I get a
good blend of what customers want to buy. The metric will be how much they buy of the
individual items and what profit.
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What specific actions will you take to achieve your goal? Who can help you?

the items have a part number attached but they are all lumped in together at the moment. |
can use the information | just learned about tracking inventory to set them up and track them
independently from auto parts. Then | can build a Reynolds report to produce lists of what
sold, how many sold and for how much profit.

| can visit other auto dealers and retailers to see how they are displaying and what they are
selling.

| can look on line for items customers might like us to carry.

My parts Manager and his assistant can help me set up tracking system.

Potential Challenges? Potential Solutions?
Getting my parts department to think it's a Getting parts employees bought into the
worthy cause. Not much has changed here, fun of re-imagining the parts retail sales
S0 people get a little territorial. area.
figuring out what the public wants to Maybe a contest for who sells the most non
purchase. auto parts.
Setting up the displays in a user friendly but Getting some advice from someone who
esthetically pleasing way. sets up retail displays.
getting the parts team to stay on top of the Looking for our in house marketing champ.
inventory tracking until we figure out what Constant gentle pressure!

items sell.
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