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PARTS HOMEWORK — ACTION PLAN

o 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

My objective is to increase customer parts gross from 41% to 42% or higher by 11/30/22

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

The benefit is a more profitable parts department. If we do not achieve it, we will continue to
lose money in parts. This is very important to me that the department be able to turn a profit.
With the uncertainty of variable operations (inventory, used car market), it is vital that fixed
operations be able to stand on it's own.
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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?
Matrix in place Matrix/ Me/ Parts RO GP 40% 10/1/22 10/1/22 | ] |
Daoalartrack mananar
Xtime Xtime Service and 2 hrs per ro and 10/15/22 10/15/22 ]
narte mananar narte calec
Monitor discounts| price exception | Me/ Partsand | Lower discounts 10/1/22 10/1/22 ]
reannrtinn Sarvice mananar

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

| will be tracking our progress daily. In our DMS | will look at GP% for all categories as well
as discount tracking. Xtime has a daily reporting tool and | also check DMS daily for service
advisor productivity.

Potential Obstacles? Potential Solutions?

Matrix over rides

; : - Track all over rides
Xtime not being utilized

Xtime utilization reporting and follow up
with service manager

Remove old coupons/discounts and
limit discounting

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

0000

An increase of $23,019 of GP for parts department by increasing to 42%

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.

Inspect what | expect. Continue to coach my parts and service manager on Xtime,
and ,monitoring all coupons and discounting to achieve the the desired result.
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