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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant 0 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

Review last year's wholesale account performance with parts manager to better understand
why some accounts perform different than others and if he is a aware of it or is taking steps
to improve upon it.

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

By me understanding what has built our succesfull wholesale department | will be able to
support my dealer and my individual growth through continuing to execute our current
performance and understand where areas of improvement are. This will help our dealer and
our clients by provding better service and competative GP rates.
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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?
Print prior year | Parts manager Matt/Bob Report in hand 4/15 |
rannrt tima
Review report time Matt n/a 4/30
Group review time Matt/Bob understanding of 5/15
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How will you track your progress? Where will you find the information? How often will you check in?

0000

| will have all needed reports to review and will track my own progress. Meeting with parts
manager will close out the process and | will recieve input from him on how it went.

Potential Obstacles? Potential Solutions?

Time and attention of the parts manager Schedule a dedicated time to conduct
this meeting and subsequent review.
Impress upon manager the importance
of this meeting as it relates to my
growth and our dealer's success.

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

0000

undefined initially but will be tracked in perfornace in the coming years if any changes are
made.

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.
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