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PARTS HOMEWORK — ACTION PLAN

o Specific m Measurahle o Relevant o Time bound
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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

| will increase my internal accessories sales from $36k per month to $70k per month by Aug 1,
2022

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

The benefits will be more profit for our parts dept and dealership overall.

We need to find areas to improve our parts dept as we lost a lot of wholesale accounts
recently and our parts dept lost $12k for the month of April

We need to grow our sales to replace lost sales of wholesale
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For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.
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How will you track your progress? Where will you find the information? How often will you check in?

We will track daily with our DOC, review semi monthly with the parts manager and include
staff that sell accessories our progress at the begining of each week

Potential Obstacles? Potential Solutions?
At the moment, lack of inventory is our Once we begin to recieve vehicles for
biggest obstacle, most vehicles that stock, we will install more accessories on
come in are factory orders and we PDI such as running boards, mud guards
cannot preload their cars with and tonneau covers before the vehicle
accessories goes in the showroom or in the lot for

sale - spiff sales people so they make
sure the customer takes the accessories.
Dress up trucks for show room with
wheels packages and lift kits

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

0000

If we can increase our sales to $70k/month that wil be an additional $408k 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.

Review with parts and service managers to ensure these steps are taken every chance we
can with inventory vehicles
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