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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.”

o000

| am setting the goal of utilizing our current front parts counter space to set up a properly
staged and managed botique by June 1st 2022.

This botique will include items typically purchased after a new car delivery, as well as OEM
branded apparel and Lum's branded apparel.

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

Obtaining this goal will increase the profitablility of the parts department and has the potential
to increase customer satisfaction. After reviewing the sales distribution file we completed, it
shows how reliant we are on the service department to generate revenue. We currently have
a decent sized, un-utilized area perfect for a botique. If i dont achieve this goal our counter
sales will stay stagnant and the parts department will continue to be reliant on the service
department to generate revenue. Another added benefit is the job satisfaction for the
employee running the botique on a daily basis.

This goal is important to me because we have a relatively small dealership, being able to
utilize all the space we can to generate a return on investment will benefit more than just the
parts department.
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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@ 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?
Appoint a person | Computer and Parts A plan to move 2/1/2022 1/2022 | ] |
tn rocoarch nhnna cnlintarnarcnn fonaard with
Austin will Computer and Counterperson A full list of 5/1/2022
racoarch iteme nhnna Alictin avnacted
Approval of Counterperson Refinement of 5/1/2022
roaniiactad iteame Arictin_ Mananaer raniinctad
Ordering and |Computer, Phone| Counterperson |A bunch of boxes | 5/2/2022-5/30/20
ctnekina nf iteme Alictin hainn racievedl 22
Daily review of Counterperson | Stocked Botique! 6/1/2022
hntiniia iteame

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 include the botique in weekly parts meetings for status updates. This will also help with
personal accountability.

Potential Obstacles? Potential Solutions?
Back order! Open an amazon account
Principal Approval of apparel Weekly tracking of what was purchased
Not agreeing on what items to order keeping an eye on items not sold within

the first 3 months.

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

0000

| would like to increase the sales from the botique from 0.00 to 1000.00 within the first year
while it is being established.

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.

Botique included in weekly parts meetings, revenue generated on a monthly basis added to
my parts profitability excel sheet that i fill out every month.
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