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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.”

My SMART goal of increasing the revenue of the parts department by 15% within the next 12
months, equivalent to $42,000 per month and $504,000 in total revenue growth, while
optimizing discount policies to maximize profit margins and comply with state regulations
regarding warranty claims. The deadline for achieving this goal is 12 months from the start of
the action plan. Monthly progress reports will be submitted to track the success of the action
plan.

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?

The goal of increasing the revenue of the parts department by 15% and optimizing discount
policies aligns with Frontier Toyota's vision of providing high-quality products and services to
customers while ensuring a healthy profit margin. Achieving this goal will help to improve the
overall financial performance of the dealership, enhance customer satisfaction and loyalty,
and position the dealership as a leader in the automotive industry.

The benefits of achieving this goal are numerous. The revenue growth of $504,000 per year
will provide additional resources for investment in other areas of the dealership, such as
marketing, staff training, and facility upgrades. Optimizing discount policies will increase
customer satisfaction and loyalty, as customers will perceive that they are getting fair pricing
while still receiving high-quality parts and services.

The consequences of not achieving this goal could be significant. Failure to increase revenue
by 15% could result in reduced profitability, limiting the dealership's ability to invest in critical
areas such as staff training, marketing, and facility upgrades. Additionally, failing to optimize
discount policies and comply with state regulations regarding warranty claims could result in
customer dissatisfaction and potential legal and financial penalties.

This goal is important to me because it represents an opportunity to grow the dealership's
revenue and improve its financial performance. It also aligns with my personal values of

providina excellent customer service and ensurina the hiahest level of aualitv in all asnects of
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve?
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?
Performance DMS Parts Dpt Mgr Apr 30, 2023 03/31/2023 | |

Market analysis | Industry reports | Marketing dep Apr 30,2023 04/30/2023
Training Management HR & Mgmt Mar, 31, 2023 04/15/2023
Supplier relation DMS Purchasing Dept | Mar, 31, 2023 06/30/2023
Legal Legal/Advisory | Operation Dept Mar, 31,2023 05/15/2023
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How will you track your progress? Where will you find the information? How often will you check in?

We will track our progress by regularly reviewing the department's financial statements, sales
data, inventory levels, and customer feedback.

We will check in monthly and quarterly, and hold regular meetings with the department team
to identify challenges and strategies for growth.

Potential Obstacles? Potential Solutions?
- Competition from other dealerships or Conduct training and education
parts suppliers sessions
- Limited customer demand for certain Conduct regular competitor and market
products or parts analysis
- Inability to secure necessary inventory Develop a comprehensive customer
or parts supply feedback program
- Changes in state regulations or legal Establish strong supplier relationships
requirements that impact discount Work closely with legal and compliance
policies teams

Implement a performance tracking

PR R

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

Achieving the 15% revenue increase goal in the parts department will result in a $504,000
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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.

To maintain the newly achieved goal, we will establish regular monitoring and reporting
mechanisms to track progress, conduct regular training and education sessions, and provide
performance incentives for staff. Additionally, we will continue to assess and adjust policies

and nrnradiirac tn anciira thev ramain affartive and alinnad with niir vicinn and nhiacrtivac
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	How does this goal align with or support your dealers vision: My SMART goal of increasing the revenue of the parts department by 15% within the next 12 months, equivalent to $42,000 per month and $504,000 in total revenue growth, while optimizing discount policies to maximize profit margins and comply with state regulations regarding warranty claims. The deadline for achieving this goal is 12 months from the start of the action plan. Monthly progress reports will be submitted to track the success of the action plan.
	1: The goal of increasing the revenue of the parts department by 15% and optimizing discount policies aligns with Frontier Toyota's vision of providing high-quality products and services to customers while ensuring a healthy profit margin. Achieving this goal will help to improve the overall financial performance of the dealership, enhance customer satisfaction and loyalty, and position the dealership as a leader in the automotive industry.

The benefits of achieving this goal are numerous. The revenue growth of $504,000 per year will provide additional resources for investment in other areas of the dealership, such as marketing, staff training, and facility upgrades. Optimizing discount policies will increase customer satisfaction and loyalty, as customers will perceive that they are getting fair pricing while still receiving high-quality parts and services. 

The consequences of not achieving this goal could be significant. Failure to increase revenue by 15% could result in reduced profitability, limiting the dealership's ability to invest in critical areas such as staff training, marketing, and facility upgrades. Additionally, failing to optimize discount policies and comply with state regulations regarding warranty claims could result in customer dissatisfaction and potential legal and financial penalties.

This goal is important to me because it represents an opportunity to grow the dealership's revenue and improve its financial performance. It also aligns with my personal values of providing excellent customer service and ensuring the highest level of quality in all aspects of the dealership's operations.
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	A: We will track our progress by regularly reviewing the department's financial statements, sales data, inventory levels, and customer feedback. 

We will check in monthly and quarterly, and hold regular meetings with the department team to identify challenges and strategies for growth.
	A_2: - Competition from other dealerships or parts suppliers
- Limited customer demand for certain products or parts
- Inability to secure necessary inventory or parts supply
- Changes in state regulations or legal requirements that impact discount policies
	A_3: Conduct training and education sessions
Conduct regular competitor and market analysis
Develop a comprehensive customer feedback program
Establish strong supplier relationships
Work closely with legal and compliance teams
Implement a performance tracking system
	R: Achieving the 15% revenue increase goal in the parts department will result in a $504,000 yearly financial gain for Frontier Toyota, enabling further growth and investment in the business.
	S: To maintain the newly achieved goal, we will establish regular monitoring and reporting mechanisms to track progress, conduct regular training and education sessions, and provide performance incentives for staff. Additionally, we will continue to assess and adjust policies and procedures to ensure they remain effective and aligned with our vision and objectives.
	Check Box33: Off
	Check Box34: Off
	Check Box35: Off
	Check Box36: Off
	Check Box37: Off
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


