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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° 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

Increase counter retail sales from $42,235/mo to $50,000/mo while icreasing GP% from 33%
to 41% by 7/1/22.

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

Every employee is a salesperson.

Benefits-
> Increase gross profit of Parts Dept.
> Greater inclusion of Parts personnel in the dealership due to greater exposure to customer
base. Increase in counter retail should be a source of pride.
> Greater opportunites created for Service and Sales department due to customer retention.
(customers are more likely to return if they had a positive experience in the past)

Consequences-

> Missed opportunities for developing a customer base
>Greater reliance of parts department on wholesale and internal
>l oss of additional GP.
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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@
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?
Price Matrix Audit| DMS/Website Parts MGR Accurate pricing 3/25 |
at niide 04
Update Boutique | Accs Inv/$ for Front Dialled Boutique 3/30
niirchacac Coniintarmaen
Strategic Web Parts Attn grabbing ads 3/31
chacriale MCGR/Narkatinn
Rec all inc calls CRM/Vendor Marketing All inbound calls 3/31
racnrded
Phone Training Sales MGR Parts/Sales Mgrs | Phone Process 417
croatoad/trainad
Sales Training Sales MGR Parts/Sales Mgrs | 4 step process 4/21
croatad/trainad
Pic/Display menu | Marketing/Kinkos | Marketing/parts Easy to use 4/28
nf han arcc mnr calac aid
Cust. intro to Sales MGR Sales/Parts mgrs Greater 5/4
narte hv calac avnnaiirae tn narte

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

0000

>Meet with applicable employees who are accountable to each step 3 days ahead of
expected dates/ day of to track progress/ implementation.

>Monitor end of month projections each Monday Mgr meeting to track sales/GP.

Potential Obstacles? Potential Solutions?
Employee Pushback Pay plan incentives/spiffs
Communication between sales and Establish process and track Mgr
parts effectiveness at accountability
Inventory Shortages Set proper expectations. Order greater

guantities when available

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

0000

Additional $72,000 in gross profit per year.

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.

>Meeting each month between Parts/Sales Mgrs to assess process of sales customer intro
to parts/service. Also to have Sales Mgr assist Parts Mgr in additional sales training.
>Continue to train/ hold accountable sales/parts employees on process

>Weekly Mgr meetings with all department heads.
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	How does this goal align with or support your dealers vision: Increase counter retail sales from $42,235/mo to $50,000/mo while icreasing GP% from 33% to 41% by 7/1/22.
	1: Every employee is a salesperson. 



  Benefits- 

> Increase gross profit of Parts Dept.

> Greater inclusion of Parts personnel in the dealership due to greater exposure to customer base. Increase in counter retail should be a source of pride. 

> Greater opportunites created for Service and Sales department due to customer retention. (customers are more likely to return if they had a positive experience in the past)



Consequences-

> Missed opportunities for developing a customer base

>Greater reliance of parts department on wholesale and internal

>Loss of additional GP.
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>Monitor end of month projections each Monday Mgr meeting to track sales/GP.
	A_2: Employee Pushback



Communication between sales and parts



Inventory Shortages
	A_3: Pay plan incentives/spiffs



Establish process and track Mgr effectiveness at accountability



Set proper expectations. Order greater quantities when available
	R: Additional $72,000 in gross profit per year. 
	S: >Meeting each month between Parts/Sales Mgrs to assess process of sales customer intro to parts/service. Also to have Sales Mgr assist Parts Mgr in additional sales training. 

>Continue to train/ hold accountable sales/parts employees on process

>Weekly Mgr meetings with all department heads. 
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