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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.”

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? 
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PARTS HOMEWORK – ACTION PLAN
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that sƉeciĮc actions or steƉs ǁill Ǉou taŬe to accomƉlish Ǉour goal͍  that ǁill Ǉou do diīerentlǇ or imƉrove͍ 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  
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Wotential Kbstacles͍

�KddKD >/N�͊ that is the Įnancial imƉact ;eǆƉressed in dollarsͿ oĨ achieving Ǉour goal͍

,oǁ ǁill Ǉou tracŬ Ǉour Ɖrogress͍ there ǁill Ǉou Įnd the inĨormation͍ ,oǁ oŌen ǁill Ǉou checŬ in͍ 
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behaviors. Noǁ ǁhat͍ ,oǁ ǁill Ǉou ensure Ǉou and Ǉour staī do not Ĩall bacŬ into the Ɖrevious habits 
that Ɖroduced Ɖoor results͍ �e sƉeciĮc.
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	How does this goal align with or support your dealers vision: The goal fowould be to increase the revenue MTD in parts department. We want to achieve a 10% increase in revenue generated by the parts department by implementing better inventory analysis for quicker parts turnover, implement a more competitive pricing strategy, increase marketing, and improve customer services. We want to take our current MTD average from $200,761 to $220,837. This can be accompished by 9/12/23. 
	1: This goal aligns with our dealership's vision by contributing to its overall financial success. Some of the benefits are: improved profitability and financial stability for the dealership, better customer satisfaction by having the parts readily available and offering competitive pricing, improved reputation in the market due to the increased profitability and customer satisfaction, and increased employee satisfaction by achieving dealership objectives and ensuring job security. Some of the consequences to not achieving the goals of increasing revenue would be: decreased profitability and financial instability for the dealership, lack of inventory and not able to offer the parts customers needs or offer competitive pricing leading to reduced customer satisfaction, reputation to the dealership, and results in the loss of customers to our competitors. This goal of increasing revenue in the parts department is important to me because it is a key factor in ensuring the overall financial success and sustainability of the dealership.Therefore, increasing revenue in this department can improve the dealership's financial stability. Moreover, having the parts readily available and offering competitive pricing can lead to better customer satisfaction and loyalty, which can drive repeat business and positive online reviews and recommendations. This can ultimately improve the dealership's reputation in the market and increase its market share. Finally, achieving dealership objectives and ensuring job security for employees is also important to me. A profitable parts department can help provide job security for employees and boost employee morale, leading to a more productive and motivated workforce. Overall, this goal is important to me because it directly impacts the dealership's financial success, customer satisfaction, reputation, and employee satisfaction.
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	A: I will track the progress by using the following metrics: revenue generated from the parts derpartment, sales per employee, inventory turnover, customer satisfaction ratings, and gross profit margin. I will find most of the information on the DealerTrack DMS, dealership CSI metrics, and online reviews. To effectively track progress towards the goal of increasing revenue in the parts department, it's important to check in a bi-monthly basis over the course of the 6 month goal to increase parts revenue by 10%. 
	A_2: Some of the potential obstacles include: economic downturn, competition from other local dealerships or online retailers, not having enough inventory to meet customer demands, understaffed or if the employees are not adequately trained, unforeseen circumstances like supply chain disruptions. 
	A_3: Some potential solutions would include: adjusting sales strategies, offering unique promotions and pricing, providing exceptional customer service, provide ongoing training and hiring opportunities, and having a plan for communicating with customers in the event of an emergency.
	R: The financial impact of achieving my goal would be an increase in revenue by 10%, resulting in an additional revenue of $20,076. 
	S: I will make sure we do not fall back into previous habits by taking the following steps: I will communicate the success of achieving our goal to the staff, highlighting the positive outcomes that we achieved. I will reinforce the new procedures, and behaviors that we implemented during the 6-month period by incorporating them into regular training sessions and staff meetings. I will make sure that everyone is aware of the new expectations and that we continue to follow them.  I will continue to review the metrics that we used to track our progress and make any necessary adjustments. By monitoring our progress, we can continue to improve and make changes to our processes as needed. I will encourage feedback from staff members on how the changes have impacted their work and the department's overall success. This feedback can help identify areas where further improvements can be made and can also help to address any concerns or challenges that arise. Finally, I will celebrate our success with the team regularly. Celebrating our success will help to reinforce the positive changes we made and motivate us to continue to improve and strive for success.


