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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.”
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My goal with the parts department is to work with our parts manager and corporate trainer to
create and implement a weekly training session for all parts reps. | want to improve the way
that our parts reps handle customers face to face and especially over the phone
opportunities. | believe that this will result in an increase to our counter sales by at least 20%.

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 dealerships vision statement is: "We deliver an exceptional experience to every client,
every time. We inspire each team member to become the very best version of themselves.
Our clients to refer their friends and family. Our industry partners to deliver superior results
by forming relationships based upon accountability and trust, and the communities we serve
through our active involvement in them." This goal directly aligns to two major lines in our
vision statement, to deliver an exceptional experience to every client, every time and the line
to inspire each team member to become the very best version of themselves. We cannot
deliver exceptional experiences to our customers without the proper training being given to
our employees. We actively train every other role in the dealership, why should the parts
department be any different? Also, to make every employee the best version of themselves
we need to give every employee the TOOLS to become that. | believe that training is vital in
our employees being able to become the best versions of themselves. The benefits of
achieving this goal are both in growing our personnel and growing our profit. | believe that all
areas of the parts department will improve by default after investing training hours into our
employees, especially the way face to face transactions are handled and all phone
transactions are handled. The consequences of not achieving this goal are simple - we can
have underqualified employees handling all parts transactions and are at risk for unhappy
employees that do not have what they need to succeed and advance if they want. This goal
is particularly important to me because | am so bought in on making employees the best they
can be, or at least giving them the tools to achieve that. | run my sales department with the

thought that if our employees are being empowered to be the best they can - all the numbers

and siiccess will come as a hvnrodiict of that.
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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?
Meet with parts YES CHRIS + DRE + | Have a game 2/15 2/15 | ] |
mananor + trainar NME nlan tn croato
CREATE YES CHRIS + DRE + INCREASE 2/20 2/17 []
PHONE NME PHONE QKIIL 1 <
CREATE YES ME HAVE THE 2/20 2/17 H
EOQl L OW/ 11D TOOI TO RE
CREATE YES CHRIS + DRE + HELP TO 2/20 2/17 M
TRAINING ONI NME CREATE THFE

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

Chris will measure the sales amounts and gross generated from counter sales from
January-Febaruy and measure this against sales in March-April. This will compare our sales
and gross numbers prior to training to during training, and after a month of training. This will
be reviewed between Chris and | monthly and eventally quarterly.

Potential Obstacles? Potential Solutions?
Resistance in our parts reps. | am lucky Persistence! Chris and | being on the
enough to have parts manager that is same page together and consistently
eager to learn and try new things. The training and working with our parts reps
only concern is some of our current will eventually cause them to buy in.
parts employees being very set in their Once they start to see wins from them
current ways. adapting their styles to our new

processes, their confidence in this will
rise and cause them to continue
embracing it.

After a quarter of this training and

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

0000

The financial impact is a 20% increase in counter sales from each month compared to our
monthly average. At the end of the year will compare year over year sales and see what the
increase is. Qur current monthlv averaae in counter sales is $16.651 with our vearlv sales

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.

I will continue to stay involved with my parts manager for our monthly reviews and | will also
check in with our training manager to make sure that all trainings are consistently being
attended. It will be up to Chris to start coming up with his own training content after our inital

basic training overview is completed. The goal is to keep training going forever! We can
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	How does this goal align with or support your dealers vision: My goal with the parts department is to work with our parts manager and corporate trainer to create and implement a weekly training session for all parts reps. I want to improve the way that our parts reps handle customers face to face and especially over the phone opportunities. I believe that this will result in an increase to our counter sales by at least 20%.
	1: Our dealerships vision statement is: "We deliver an exceptional experience to every client, every time. We inspire each team member to become the very best version of themselves. Our clients to refer their friends and family. Our industry partners to deliver superior results by forming relationships based upon accountability and trust, and the communities we serve through our active involvement in them." This goal directly aligns to two major lines in our vision statement, to deliver an exceptional experience to every client, every time and the line to inspire each team member to become the very best version of themselves. We cannot deliver exceptional experiences to our customers without the proper training being given to our employees. We actively train every other role in the dealership, why should the parts department be any different? Also, to make every employee the best version of themselves we need to give every employee the TOOLS to become that. I believe that training is vital in our employees being able to become the best versions of themselves. The benefits of achieving this goal are both in growing our personnel and growing our profit. I believe that all areas of the parts department will improve by default after investing training hours into our employees, especially the way face to face transactions are handled and all phone transactions are handled. The consequences of not achieving this goal are simple - we can have underqualified employees handling all parts transactions and are at risk for unhappy employees that do not have what they need to succeed and advance if they want. This goal is particularly important to me because I am so bought in on making employees the best they can be, or at least giving them the tools to achieve that. I run my sales department with the thought that if our employees are being empowered to be the best they can - all the numbers and success will come as a byproduct of that.
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	WHO IS ACCOUNTABLERow1: CHRIS + DRE + ME
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	NECESSARY RESOURCESRow2: YES
	WHO IS ACCOUNTABLERow2: CHRIS + DRE + ME
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	A: Chris will measure the sales amounts and gross generated from counter sales from January-Febaruy and measure this against sales in March-April. This will compare our sales and gross numbers prior to training to during training, and after a month of training. This will be reviewed between Chris and I monthly and eventally quarterly. 
	A_2: Resistance in our parts reps. I am lucky enough to have parts manager that is eager to learn and try new things. The only concern is some of our current parts employees being very set in their current ways. 
	A_3: Persistence! Chris and I being on the same page together and consistently training and working with our parts reps will eventually cause them to buy in. Once they start to see wins from them adapting their styles to our new processes, their confidence in this will rise and cause them to continue embracing it. 



After a quarter of this training and review, we will also need to make sure that the reps we have on our team are the reps we want and need. We may find that there are individuals that need to be replaced - but hopefully not!
	R: The financial impact is a 20% increase in counter sales from each month compared to our monthly average. At the end of the year will compare year over year sales and see what the increase is. Our current monthly average in counter sales is $16,651 with our yearly sales amount being $199,818. With a 20% increase, monthly our new goal will be $19,981 in sales and to exceed $239,781 by year end.
	S: I will continue to stay involved with my parts manager for our monthly reviews and I will also check in with our training manager to make sure that all trainings are consistently being attended. It will be up to Chris to start coming up with his own training content after our inital basic training overview is completed. The goal is to keep training going forever! We can never stop getting better. 
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