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PARTS HOMEWORK — ACTION PLAN

o Specific m Measurahle o Relevant o Time bound

ll

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

Increase total gross by $300,000 by end of year. Budget 2022 $3.9 Mill to $4.2Mill

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

More gross, more income, exceed budget,increase net profit
Consequences- Lose clients, lose Mercedes-Benz incentives for example free shipping, no
restocking fees.

Our dealership has never put up $4.2 million in gross in one year, Hall Of Fame gross, and
ofcourse recognition.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ a
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?
Stock more body | More follow up/ | Parts Manager More profit End of year 12/31/2022 | |
chnne with hndv ehnne
Effiecient Delivery| New hire Body wholesale rep more end of year 12/31/2022
Chnn Ren contacte/mnre
Buy more/Sell Stock more counterparts/part more profit end of year 12/31/2022
maoro C Mmananar
good clientsno Keep track counterparts/part | help decrease end of year 12/31/2022
ractnrlkinn fooc cliante ratiirne < mananer nhenlecranca
Control Gross | Track discounts | counterparts.part more profit end of year 12/31/2022
Chonmnare dailv < mananar/om

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

0000

Monthly/weekly Penske Browser, Once month

Potential Obstacles? Potential Solutions?
war, gas prices, back order parts carrying more stock/inventory outside
body shop rep bringing us more
business

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

0000

increasing gross by $300,000 equals more net profit

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.

Make sure we keep the same intensity and keep up with supply and demand, keep constant
accountability, keep constant communication with staff, keep track of all "Gross Chompers"
and track lost sales, make sure we keep our obsolescence under 1%, maintaining up to date

online parts specials on our website
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