NADA

PARTS HOMEWORK — ACTION PLAN

e Specific m Measurahle o Relevant ° Time bound

ACADEMY

!

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

MY GOAL IS TO USE ALL THIS INFORMATION AND DOCUMENTATION PROVIDED BY
NADA TO DEEP DIVE INTO MY DEPARTMENT MORE THAN | EVER THOUGHT | COULD
BEFORE. USING THE BIG ZIP FILE AND ALL MY NOTES, | KNOW THIS WILL BE MY
BEST YEAR EVER AND WILL SET NEW GOALS MOVING IN THE FUTURE TO BETTER
MY BEST

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

OUR DEALERSHIP VISION IS TO FIX IT RIGHT THE FIRST TIME, WITHOUT PARTS, WE
WOULDNT BE ABLE TO REPAIR CARS. USING THESE TOOLS WILL BETTER POSITION
MY DEPARTMENT NOT JUST FOR NOW, BUT FOR THE FUTURE. MOVING FORWARD I
HAVE A MUCH BETTER UNDERSTANDING OF PARTS MATRIXES, LOST SALES,FTFR,
ETC... | AM FINALLY CONFIDENT THAT | CAN BUILD A NEW STRUCTURE WITHIN MY
DEPARTMENT THAT WILL CONSIST OF GROSS PROFIT, UPWARD SALES
TRAGECTORY, AND MUCH MUCH MORE.

IF 1 DO NOT DO THESE, THEN HOW DO | EXPECT TO GROW NOT ONLY AS A
MANAGER, BUT WITHIN MY COMPANY LADDER! HOW DO | EXPECT TO GROW THE
BUSINESS IF | AM NOT ATTENTATIVE TO MY LIFELINE WITHIN THE PARTS
DEPARTMENT. | MUST FOCUS MYSELF ON A DAILY BASIS TO ACHIEVE THUS SAID
GOALS AND CONTINUE TO BE 2 STEPS AHEAD OF THE GAME. THE FIRE WITHIN ME
WILL CONTINUTE TO GROW FOR THE FUTURE AND HELP BUILD THE NEXT LINE OF
LEADERS WITHIN POHANKA.
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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.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
LOST SALES CDK KEVIN M BEGIN 3/1/22 3/31/22 I_
PARTS STORE STAPLES KEVIN M GO DIGITAL, 3/31/22 3/31/22 ]
EMG SALES CDK KEVIN M BEGIN 3/31/22 3/31/22
PARTS MATRIX CDK KI\{I‘&A EITHER 3/31/22 3/31/22
PHONE SCRIPT| MOUSEPAD |KEVIN & ELSON PARTS IS A 3/31/22 3/31/22 H
FTFR CDK & VISUAL | KEVIN & ELSON | DEEP TRACK 2/18/22 AANEVER []
PHASE IN/OUT CDK KEVIN M ADJUSTED THE 2/21/22 2/21/22 ]
OBSO CDK KI\{I‘&A INH’I‘EI?\ITE’[B 12/31/22 12/31/22 []
DMS CDK & EXCEL KM TRACK THE 2/18/22 NEVER []
FS PARTS EXCEL KM USING THE BIG 2/21/22 NEVER L]
MOI}I"’I"HLAY GL EXCEL & CDK KM POHANEA WILL 2/21/22 5/31/22 él
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How will you track your progress? Where will you find the information? How often will you check in?

0000

CHECKING THIS SMART PDF ON A DAILY BASIS AND REMINDING MYSELF OF MY
GOALS

Potential Obstacles? Potential Solutions?
NONE - MY LEADERSHIP TEAM IS THINKING OUTSIDE OF THE BOX IN
ALWAYS SUPPORTING ME AND MY TIMES OF NEED, GETTING MY
VISIONS/GOALS FOR MY PARTS PERSONEL INVOLVED TO
DEPARTMENT. AT THE END IT WILL FIND NEW IDEAS,

BE ME WHO IS THE OBSTACLE

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

0000

USING THE PERFORMA SHEET, | WOULD HAVE GROSSED AN ADDITIONAL $35K FOR
THE MONTH OF JANUARY

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.

BRINGING MY DIRECTOR INTO PLAY, SHARING MY GOALS WITH HIM AND USING HIM
WHEN | NEED HELP. CONSISTANTLY CREATING NEW IDEAS AND THOUGHTS ON
HOW TO GROW THE BUSINESS
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