NADA c.n

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

My goal is to help the parts department maximize their opportunity to sell. | need to ensure
that at least 90% of my New and Used vehicle sales customers are being spoken to the day
of purchase or the next day. | would say we are at about 20% at best right now. We can
definitely improve. | want to achieve this goal within the next 6 to 9 months.

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 dealership is just like every business; we value sales and profits. This goal definitely
aligns with our dealer's vision. The benefits of achieving our goals are more sales and profits.
The consequences to not achieving our goal are wasted opportunities and lack of
opportunities in general.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ ﬂ
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?

L

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

Tracking the progress should be easy. Every sale has a salesperson and a customer. Take
note of how many vehicles have been sold daily and how many customers were introduced
to you. We have a small operation, so if we sell 2-3 cars a day, should be easy to track if
those 2-3 customers were introduced to parts. The information can be checked daily in the
sales log or sales tracker or even the CRM. This needs to be checked daily in order for this
to work.

Potential Obstacles? Potential Solutions?
Potential obstacles could be after hour A potential solution to this is to place
or weekend sales. If there is nobody in the customer's information on a paper
parts, then there can be no introduction. and put it into a nightly drop box for

parts. The next day, the parts manager
should review and either call the
customer himself or pass along to an
advisor and make sure they follow up
and introduce themselves and their
services.

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

0000

The financial impact can ultimately be in the hundreds of thousands of dollars on an annual

basis. Only way to see what you have been missing out on is to implement this process and
make it work.

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.

This new process should be brought up every week during staff meetings where all sales
have been looked at in the variable ops side and cross referenced to the introductions
received within the parts departments.
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