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PARTS HOMEWORK — ACTION PLAN

e 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

To apply for and have approved an increase in our warranty parts mark-up. Have this
completed by 03/01/2022.

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

This will count as "Found" profit. This will allow for a pick up in the parts department without
actually selling any extra parts.

This will increase profit in the Parts department and boost Parts employees morale.

If we don't do this, we are leaving money on the table.

This is a task that requires only a small amount work that will make a big difference over time.
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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?
Select a internet/ referrals me pick the right 12/31/21 12/28/21 | ] |
comnanyv tn accict comnany/
Dealer Uplift grant access to me and selected RO 01/15/22 01/07/22 ]
calacrtad DM accnilintinn comnilatinn

Profit maximizing

cenfhaiara

compiles a report Dealer Uplift Info compiled 01/31/22 01/21/22 ]
and candce them and cant tn MEG
Obtain response, MFG Approval 03/01/22

hnaninn for cact

\Aarrantv Parte Imnlamantatinn

Implement new Me/Parts Mgr Immediate 03/01/22 |
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How will you track your progress? Where will you find the information? How often will you check in?

Weekly calls/emails to Dealer Uplift

Potential Obstacles? Potential Solutions?
-Long time until completion -Frequent contact with Dealer Uplift
-Factory says "No" -Keep trying
-Cost -Complete a financial analysis and

confirm cost effectiveness

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

0000

$5000/month increase in parts growth

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.

Continue to look for ways to increase profit while simultaneously driving down expense
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	1: This will count as "Found" profit. This will allow for a pick up in the parts department without actually selling any extra parts.



This will increase profit in the Parts department and boost Parts employees morale.



If we don't do this, we are leaving money  on the table.



This is a task that requires only a small amount work that will make a big difference over time.
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-Keep trying
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