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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

| want to increase my retail counter sales by 5% by August 1st.

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

Providing an encompassing customer experience, offering brand Items for both adults and
children that will further the bond we have with the customer and the brand. Putting a
process in place that will great group results, a team effort. Always striving for a little more.

Benifits- added revenue , larger brand apparel presence in the market, get children excited
about the dealership, a shopping experience.

Consequences- Added displays in showroom and childrens play areas will have an initial
expense. If items do not sell and become obsolete a loss. Shrinkage.
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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@ 6
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?
monthly financial Parts get a plan/outline 6/1 6/1 |
hraalkdnwn calac ctatamant Mar/Cantrollar
order additional catalog/online GM/Parts Mgr | get all diplays in 6/2 6/15
dicnlave nlare
website GM/Parts Mgr GM/Parts Mgr | Have advertisng 6/1 6/3
advarticinn
Have pricing and Pricing Parts Mgr/Office Have good 6/2 6/15
csheciale Ctirkarce/Tanc nricinn _dienlavead
meeting new car | nc mgr/gm/parts | parts mgr/gm | parts advertising 6/6 6/7
calac in fallow 1in
crm for parts vin solutions parts mgr more follow up 6/15 7/15
emalil blast vin solutions parts/bdc monthly email 6/15 7/15
chaciale
cdk retail sales cdk/controller controller/parts constant 6/1 6/15
rannrt mar mannitarinn

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

Monthly financial statement, compare month over month for conter retail
DMS "CKD" weekly breakdown for group meetings in parts

Potential Obstacles? Potential Solutions?
inventory levels ongoing reoprt to see what items move
keeping merchandise current in displays the most
shrinkage

display cases in children's play room

signs " please take item to parts
boutique for purchase"

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

0000

If comparing to march sales would have increased $6384.70

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.

Weekly parts team meetings, run quick report in CDK to see levels, Monthly mananger
meetings GM,Parts, Sales, etc. Did we accomplish what we wanted. What worked, what
didn't. Are our displays current, do they need to be moved around. Make parts sales
responsible for the report. List goal on a common board and how close we are to goal.
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