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PARTS HOMEWORK — ACTION PLAN

e Specific m Measurahle o Relevant o 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

Increase wholesale sales by 35%. Increase wholesale gross profit to raise the bottom line.

We are currently bringing in $70,000 in sales and would like to increase to $94,500 by Oct.
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

This will increase our bottom line with little to no expense increase. Benefit is less expense
but more profit. Our surronding competitors will gain the advantage over us. This is very
important to us not allowing others to take business from us in our backyard.
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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?
visiting local personnel Parts dirctor increase traffic 6/15/22 | |
chnne
revisiting current data base Parts director find flaws and 6/6/22
clictnmaer hace whara we can
email blasts data base Marketing increase 6/15/22
clictnmar hacoa
driver personnel Parts director delivering 7/11/22
incroaced

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

0000

Customer visit/follow forms will filled out each visit or phone call/email and turned in on a
daily basis to the parts director. Customer information will be filled out on the forms so that
we can follow up weekly to see if we can provide any assistance. We will follow up on all
forms twice a week Mon and Fri.

Potential Obstacles? Potential Solutions?
Obstacles starting out will be training Sitting with our staff to make the calls
our staff on how to communicate with with them or visits to help train them on
existing customers and fresh potential our expectations.

customers to build our portfolio.
Being aggressive in hiring at the
Another obstacle could be having the moment that is needed.
correct amount of personnel to get the
job done in a timely fasion.

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

0000

The 35% increase in sales will equal another $25,759 in total gross profit.

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.

We have now taking care of our own backyard and will continue the steps we instilled in our
staff but will now start reaching out further into others backyard.
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Another obstacle could be having the correct amount of personnel to get the job done in a timely fasion.
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Being aggressive in hiring at the moment that is needed.
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