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PARTS HOMEWORK — ACTION PLAN

e Specific m Measurable o Relevant ° 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

We will raise our Gross Profit on Wholesale parts from 8% to 11% by September 1 2022

These calculations are all without consideration of return allowance or inventory adjustments.

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

We believe we have a strong well staffed Wholesale parts business with long term
employees having great relationships with our business partners. Our intent is to categorize
the parts we sell into these groupings. Body Parts, electrical, and OEM only. By doing this we
can quantify the level of competition for these parts and discount accordingly.

We price match the competition on 58 percent of our sales, these are primarily body parts.
For our best customers these are sold at cost plus 8%. 12% of the parts sold are electrical or
motorized, we will raise These sales to cost plus 12%. The remaining sales are OEM parts
only we can move to cost plus 15% on these. With these changes we will generate an
additional Gross Profit of $17,426 monthly with out selling one additional part. There is
tremendous competition in the wholesale business and it is a delicate balance additional
gross is required to continue offering the level of service our partners expect. We are at risk
of not being profitable at this level and changes are critical for continued success with this
part of our business. We have built a great legacy in the wholesale arena. Our identity and
reputation are paramount in our commitment to make doing business with us easy for our
customer.

We take great pride in being one of two very large wholesale parts suppliers in the Edmonton
area. We also run a very successful paint supply division that partners well with the body
shop parts we supply. We have been able to supply parts and paint to most of our body shop
customers. We intend to continue offering both components at a very high level of

convenience for our partners.
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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?
Meet with parts none Parts Manager Resistance to May 15 2020 | |
Do Analysis of DMS system Parts Manager Reluctant June 1 2022
Prepare Office Computer | Parts Manager June 10 2022

Stress and

Sent outside

Car and lunch

Outside sales

Negotiation then

August 1 2022

Monitor and

DMS system

General

Adjustment and

Sept 1 2022

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

0000

This will be a difficult change and most will be resistant. keeping these deadlines and offering
support as needed will be done weekly. A clear vision will be needed to ensure the changes
are made and following progress is critical. Monitoring GP margins and parts classification
will be ongoing for months so we do not drift back to the old ways.

Potential Obstacles? Potential Solutions?
Staff will resist. Sales training on OEM only parts will be
Customers may look to other suppliers. required.
Some large insurance companies will Lots of meetings and consulting with
not pay these prices. customers will be needed.
This change may open opportunities for Incentives may need to be worked into
our competitors to take our customers. the new structure.
This may cause confusion for estimating A simple chart for clarification is
body shop repairs. required for the estimators.

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

0000

We will generate an additional $209,000 annually based on current sales numbers. this will
occur without selling one additional part so their will be no added expense.

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.

As per the action steps shown earlier constant monitoring and coaching may be required for
the next year or two. The GP margins on these sales groupings will be added to the daily
operating DOC. This will be done as part of month end analysis every month.
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