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PARTS HOMEWORK — ACTION PLAN

o Specific m Measurahle o Relevant o Time bound

!

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

| will increase our wholesale distubution from 4.61% to 10% by December 31 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

By doing this we will be serving our community better with excellence of service. This will
increase our gross profit and give us more brand and name recognition in the communty.
which in return will allow us to grow and be more profitable which will circle back to us
providing happier employees and customers.
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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?

list customers dms assist parts mgr buy in Feb 28 | |
list potentiol cust google /dms assist parts mgr buy in Feb 28

visit weekly parts van assist parts mgr buy in march 1st

take swag swag assist parts mgr buy in weekly

explain incentive | handout flyer assist parts mgr buy in weekly
weekly meeting weekly report | assist parts mgr buy in weekly

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

0000

we will track our progress through our fiancial statement and through weekly manager
meetings. assistat parts manager will bring a list of all customers contacted and amount of
sales

Potential Obstacles? Potential Solutions?
lack of motivation on parts manager hold parts manager accountable in.
new accounts loyal to diffenet dealer weekly meeting show groeth potential
prices too high earn trust and new busineess by

stopping by weekly with swag
sell value to new clents with great
service

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

0000

we should increase our grosss over $100,000 if we keep eveything else the same

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.

we will put monthly and yearly incentive programs in place for the customers and the parts
people and track wholesale income on a weekly bassis in manager meetings
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