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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° 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

Cutting expenses on Freight.

Charging Freight to customers and adding additional 5% markup to cover freight and duty.
To lower down freight expenses from 200k per year to 100k per year.

ASAP

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

Because of our geographical isolation, Being here in the outlying island in the pacific.

Freight is the biggest expense in our Parts Department.

Cutting expenses on freight by charging it to our customers gives room for more Gross Profit.
and adding an extra 5% on our markup will cover the other expenses like Freight on stock
orders, handling and duty.
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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.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Monitoring Part Freight Parts Counter | 55% Gross Profit Next Month July 2022 E
Accniint DParenn
Adjusting Parts Matrix Parts Manager |55% Gross Profit Next Month July 2022 ﬁ

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

Checking on Freight Account how much we charge our customers and how much we got
charged by shipping companies and Freight Forwarders.
Checking Gross Profit percentage on Monthly Sales Analysis report.

Potential Obstacles? Potential Solutions?
Warranty Parts won't pay freight showing customers that we only charge
Customer won't pay for freight the exact freight we pay for.

Requesting additional markup to Ford
Motors for warranty parts.

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

0000

Cut down Freight Expenses from 200k to 100k 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.

Reminding all parts counter person on weekly or monthly parts dept meeting.
Give extra monthly bonus on parts counter person that will sell parts on average 55% GP
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	How does this goal align with or support your dealers vision: Cutting expenses on Freight.

Charging Freight to customers and adding additional 5% markup to cover freight and duty.  

To lower down freight expenses from 200k per year to 100k per year.

ASAP




	1: Because of our geographical isolation, Being here in the outlying island in the pacific.

Freight is the biggest expense in our Parts Department.

Cutting expenses on freight by charging it to our customers gives room for more Gross Profit. and adding an extra 5% on our markup will cover the other expenses like Freight on stock orders, handling and duty.  
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	A_2: Warranty Parts won't pay freight

Customer won't pay for freight






	A_3: showing customers that we only charge the exact freight we pay for.

Requesting additional markup to Ford Motors for warranty parts.








	R: Cut down Freight Expenses from 200k to 100k per year
	S: Reminding all parts counter person on weekly or monthly parts dept meeting.

Give extra monthly bonus on parts counter person that will sell parts on average 55% GP
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