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PARTS HOMEWORK — ACTION PLAN
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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.”
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My goal for our parts department is to help our team have more of a sales oriented mindset
when talking to customers, both in person and on the phone. | want to be able to slowly start
to implement some processes that do not scare our team out of their normal routine, but help
them capture more business. | hope to have our team feeling comforatable with their new
way of word tracks by the end of January 2022. | have been listening to our parts department
and doing some mystery calls and we can really use the help.

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?
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By implementing a more sales oriented process with our parts and wholesale team, we will
see a trend upwards in parts. We will be able to capture business we may have lost at one
point. We want to be able to offer our clients, at least in counter walk up sales alternative
options rather then just turning down their request. When we are able to get our team up to
speed, we will have more of a culture that spreads dealership wide. Our parts team will be
able to have more confidence in their ability to sell parts, and talk to clients. If we are unable
to get our team on board for this new way of looking at how we sell parts, then we will
continue to lose potential sales and service business. Our dealership vision is to always put
our customer fist. If we can do it in variable, we can do it in fixed. The reason why | feel
chaning the way we interact with our customers in parts is most important is to develop more
of a relationonal way of doing business. | always preach to my guys in sales; we want
relational business - not transactional. When we get our parts team on board with this
philosophy, we will see the rest of the vision come through. Both in sales, and gross profit.
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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?
Sales orientation | Sales training Parts Manager more sales 1/22 J
phone sales 1-1 training Parts Manager Better 1/22 [ ]
traininn Commiinicatinn

L
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How will you track your progress? Where will you find the information? How often will you check in?
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I will track progress by sitting with our parts counter team and listening to their phone calls for
30-45 min a day. | will help guide them in their ways of communication over the phone and
also for counter sales. | will check in daily with our team to make sure they get the support
they need in feeling more comfortable in a friendly sales approach.

Potential Obstacles? Potential Solutions?
We will definetly have a slow start with We will capture more sales. If for some
the staff. After the few days | spent just reason we can not capture more sales,
listening, getting our mentality to shift we will atleast have a better way of
will be a struggle. | believe we can communicating with our parts counter
make it happen, but not without a little and phone interactions.
push back.

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

0000

Our financial impact will be more sales. We need our team to have the mentality capturing all
types of business.

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 want our staff to be comfortable with our new way of approaching sales. In order to
measure the success of our new process, we need our parts manager on board. We also
need more training for our staff so that they see we as a company take this new process
seriously. We do not want our team to feel as if they have been in the wrong, but that there is
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	How does this goal align with or support your dealers vision: My goal for our parts department is to help our team have more of a sales oriented mindset when talking to customers, both in person and on the phone. I want to be able to slowly start to implement some processes that do not scare our team out of their normal routine, but help them capture more business. I hope to have our team feeling comforatable with their new way of word tracks by the end of January 2022. I have been listening to our parts department and doing some mystery calls and we can really use the help.
	1: By implementing a more sales oriented process with our parts and wholesale team, we will see a trend upwards in parts. We will be able to capture business we may have lost at one point. We want to be able to offer our clients, at least in counter walk up sales alternative options rather then just turning down their request. When we are able to get our team up to speed, we will have more of a culture that spreads dealership wide. Our parts team will be able to have more confidence in their ability to sell parts, and talk to clients. If we are unable to get our team on board for this new way of looking at how we sell parts, then we will continue to lose potential sales and service business. Our dealership vision is to always put our customer fist. If we can do it in variable, we can do it in fixed. The reason why I feel chaning the way we interact with our customers in parts is most important is to develop more of a relationonal way of doing business. I always preach to my guys in sales; we want relational business - not transactional. When we get our parts team on board with this philosophy, we will see the rest of the vision come through. Both in sales, and gross profit. 
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