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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

We will increase our wholesale parts accounts from 38 to 46 by December 31, 2022.

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

Benefits

Increase wholesale sales and gross
Increase footprint in wholesale space
Increase return dollars

Increase personal productivity

Consequences

No growth or stagnant growth in sales and gross
Lose wholesale opportunity to other suppliers
Everything would stay the same

Decreased personal productivity
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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?
Prospect New CCC Parts Parts Manager New Accounts 3/31/22 | |
Arcniinte Tradar Sita

Prospect Follow | CRM Prospect Parts Manager Status of new 4/15/22

Lin lLict and A/R Dner accniinte
Wholesale A/R Doc, Parts Manager Wholesale 6/1/22
Arcniint Roview | \AWhnlacala Qalac accniint nradinn

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

0000

Bi-weekly meetings with the parts manager for prospect review using CRM

Monthly review with parts manager on new and future accounts using A/R doc and prospect
sheet

Quatrterly review and grade wholesale accounts and downsize if needed

Potential Obstacles? Potential Solutions?

OEM return policies on body parts Create strict return policy with SOP that
are not returnable.
Higher return rates
Communicate with account when
A/R past due status ordering parts to make sure the correct
and necessary part is being ordered.
Possibly become understaffed
Impose COD policy on all new
Shipping Cost wholesale accounts.

Constantly review staffing effeciency

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

0000

Acquiring 8 new accounts over the year would bring in an additional $14,178/mo. in gross
and over $170,000/yr.

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 offer a annual bonus for the parts manager to continually grow of our wholesale
accounts.
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	How does this goal align with or support your dealers vision: We will increase our wholesale parts accounts from 38 to 46 by December 31, 2022.
	1: Benefits



Increase wholesale sales and gross



Increase footprint in wholesale space



Increase return dollars



Increase personal productivity





Consequences



No growth or stagnant growth in sales and gross



Lose wholesale opportunity to other suppliers



Everything would stay the same



Decreased personal productivity
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	A: Bi-weekly meetings with the parts manager for prospect review using CRM 



Monthly review with parts manager on new and future accounts using A/R doc and prospect sheet



Quarterly review and grade wholesale accounts and downsize if needed
	A_2: OEM return policies on body parts



Higher return rates



A/R past due status



Possibly become understaffed



Shipping Cost 
	A_3: Create strict return policy with SOP that are not returnable.



Communicate with account when ordering parts to make sure the correct and necessary part is being ordered.



Impose COD policy on all new wholesale accounts.



Constantly review staffing effeciency and hire help when needed.



Shop shipping rates and offer discounted shipping rates on orders over $500 and free shipping on orders over $1000.
	R: Acquiring 8 new accounts over the year would bring in an additional $14,178/mo. in gross and over $170,000/yr.
	S: We will offer a annual bonus for the parts manager to continually grow of our wholesale accounts.
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