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PARTS HOMEWORK — ACTION PLAN
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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

Increase wholesale business in our parts department to obtain maximum tiers, OEM parts
purchase objective.

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 dealer strives to be the top performing VW dealer in the prairie region. We do this by
focusing on improvement opportunities in every aspect of our business. By ensuring our
wholesale business is sufficient to prop up our OEM purchases we will maintain top
manufacturer incentives and cement our team at the top of the leader board.
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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?
Review PBS Parts General 05/30/2022 | |
Review S.0.P's Wood Group Parts General 05/30/2022
Have Parts N/A Parts Manager Increase Starting
Parts Driver Parts Driver, Parts Manager + | Increase loyalty Starting
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How will you track your progress? Where will you find the information? How often will you check in?

0000

We will review YoY wholesale business in the parts department and monitor key accounts
lists monthly.

Potential Obstacles? Potential Solutions?
Ensuring proper time management to Review parts department staffing levels
allow for parts manager to spend time once this program is fully underway. If
on the road each week. another staff member is required we will

add a member to our team.

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

0000

Apart from wholesale gross margins the manufacturer kicks back large sums of money for
parts purchase achievement. Maximum potential of $140,000. Building a wholesale cushion
Far MIMAN nAvda rnisvAlhAaaana il maAllA + AAaAiAv A FAavAannnt AnA LAl fFAv HaA vA A tvAaA AAvm A~
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.

Monthly parts department meets, which are already happening, will have a wholesale review
component added to keep the spotlight on this.
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