NADA oo

PARTS HOMEWORK — ACTION PLAN

o Specific @ Measurable o Relevant o Time bound

ll

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

Hold gross profit to $70,000 through February 28th.

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?

Our dealer's vision is to sell as many parts without discounting as we can. Setting a goal to
hold gross is in line with this vision.

Benefits:

-Higher gross

-Happier employees

-Ability to invest more in the month of March

Consequences:

-Lower gross

-Lower employee morale
-Less capital to grow
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
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?
meeting with parts team, parts team, Hit $70,000 in 02/28/2023 02/28/2023 [] |
daily check ins | parts team, GM | parts team, GM 02/28/2023 02/28/2023 []

daily focus on

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

0000

I will check with our parts manager daily to make sure our focus is on holding gross. | will
track our progress by recording sales, gross and discounts for the last two weeks of the
month.

Potential Obstacles? Potential Solutions?
-customers who already receive a -meet daily to get the focus right
discount and expect a discount -stick to our pricing matrix
-resistant employees
-slow month

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

0000

$9,500 over our goal. We hit $79,500 in gross.

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.

During our monthly parts meeting | will motivate them by using an example of a goal we set
that we hit because our focus was right. This positively impacts their pay, and | will make sure
they know this.
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