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PARTS HOMEWORK — ACTION PLAN
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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

WE WILL INCREASE OUR GROSS PROFIT % IN WHOLESALE, BUY INCREASING IT TO

COST PLUS 40%. WE WILL MAIL OUT LETTERS TO OUR CURRENT WHOLESALE
CUSTOMER ADIVISING THEM OF THE INCREASE.

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?

INCREASES OUR PROFITABILITY OF THE DEPARTMENT. (40% GOAL)

BENEFITS ARE MORE GROSS PROFIT, MORE NET PROFIT, BETTER PAY FOR
EMPLOYEES WITH INCREASE COMMISIONS.

CONSEQUENSES ARE WE WOULD CONTINUE TO HAVE BELOW EXPECT PROFIT %
EMPLOYEE SATISFACTION
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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?
inform customers| mail. postage parts mgr compliance Nov 30 |
Adj price levels dms access parts mgr gross increase Nov 30

L
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How will you track your progress? Where will you find the information? How often will you check in?
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Profitablity daily tracking to see % increasing in wholesale. December would be the solid
month to ensure process is fully functioning.

Potential Obstacles? Potential Solutions?
Parts employees changing prices Remove ability to change
Loss of wholesale customers Open line of communication with those

wholesale customers

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

0000

For October we would have $14273 addition gross (Oct showed $9179 profit at 13.64%)

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.
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