NADA c.n

PARTS HOMEWORK — ACTION PLAN

9 Specific m Measurahle 0 Relevant ° 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.”

Increase Parts Department Sales by 10% in the next 180 days, resulting in a gross profit of
$308,000 per mo Increase Parts Department Sales by 10% in the next 180 days, resulting in
a gross profit of $308,000 per month.nth.

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?

Increasing Parts Department Sales aligns with the dealership's overall vision of increasing
profitability and customer satisfaction.

A well-functioning Parts Department is crucial for customer retention and satisfaction, which
is a key aspect of the dealership's vision.

Benefits of Achieving the Goal:

Increased revenue and gross profit for the dealership
Improved customer satisfaction and loyalty

Enhanced reputation and competitive advantage in the market

Consequences of Not Achieving the Goal:

Lower revenue and gross profit for the dealership

Reduced customer satisfaction and loyalty, which can lead to lost business and negative
word-of-mouth marketing

Decreased competitiveness in the market

Importance of the Goal:

The Parts Department is a critical component of the dealership's overall success, and
increasing sales and profitability is essential for meeting the dealership's goals and
objectives.
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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?
Inventory Mgmt DMS Parts Director 10% reduction 180 | |
Lost Sale DMS ALL Staff 10% Reduction 180
Tracking DMS/CRM Direct Improve all of the 30
ahnva

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

ll

| will use the dealership's DMS to monitor sales data and gross profit on a monthly basis. |
will also track inventory levels, customer referrals, revenue per transaction, staff
performance, and customer feedback. Regular check-ins will be conducted monthly to
evaluate progress and make necessary adjustments.

Potential Obstacles? Potential Solutions?
Economic conditions: Unforeseen Diversifing product offerings to cater to
economic downturns, such as a different price points, create targeted
recession or rising inflation, can marketing campaigns to increase
negatively impact consumer spending demand, and implement cost-cutting
and demand for auto parts. measures to maintain profitability.

The Parts Department may face Developing a customer loyalty program,
increased competition from other regularly solicit customer feedback and
dealerships, aftermarket parts implement suggestions, provide
suppliers, and online retailers. exceptional customer service, and
Insufficient staffing, high turnover rates, foster positive relationships with

or lack of training can impact the quality customers.

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

Achieving the SMART goal of increasing Parts Department Sales by 10% in the next 180
days will result in a financial impact of approximately $28,000 per month. This translates to a
total increase in aross nrofit of $168.000 aver the 180-dav neriod.

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 ensure that my staff and | do not fall back into previous habits that produced poor results,
the following steps can be taken: Continue to track and monitor key performance indicators
(KPIs) such as sales data, gross profit, inventory levels, and customer feedback to ensure
that progress towards the goal is maintained. Conduct regular staff training and development
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	How does this goal align with or support your dealers vision: Increase Parts Department Sales by 10% in the next 180 days, resulting in a gross profit of $308,000 per mo Increase Parts Department Sales by 10% in the next 180 days, resulting in a gross profit of $308,000 per month.nth.
	1: Increasing Parts Department Sales aligns with the dealership's overall vision of increasing profitability and customer satisfaction.



A well-functioning Parts Department is crucial for customer retention and satisfaction, which is a key aspect of the dealership's vision.



Benefits of Achieving the Goal:

Increased revenue and gross profit for the dealership

Improved customer satisfaction and loyalty

Enhanced reputation and competitive advantage in the market



Consequences of Not Achieving the Goal:

Lower revenue and gross profit for the dealership

Reduced customer satisfaction and loyalty, which can lead to lost business and negative word-of-mouth marketing

Decreased competitiveness in the market



Importance of the Goal:

The Parts Department is a critical component of the dealership's overall success, and increasing sales and profitability is essential for meeting the dealership's goals and objectives.
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	A_2: Economic conditions: Unforeseen economic downturns, such as a recession or rising inflation, can negatively impact consumer spending and demand for auto parts.

The Parts Department may face increased competition from other dealerships, aftermarket parts suppliers, and online retailers.

Insufficient staffing, high turnover rates, or lack of training can impact the quality of customer service and efficiency of operations.



Disruptions in the supply chain, such as parts shortages o
	A_3: Diversifing product offerings to cater to different price points, create targeted marketing campaigns to increase demand, and implement cost-cutting measures to maintain profitability.
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	R: Achieving the SMART goal of increasing Parts Department Sales by 10% in the next 180 days will result in a financial impact of approximately $28,000 per month. This translates to a total increase in gross profit of $168,000 over the 180-day period.
	S: To ensure that my staff and I do not fall back into previous habits that produced poor results, the following steps can be taken: Continue to track and monitor key performance indicators (KPIs) such as sales data, gross profit, inventory levels, and customer feedback to ensure that progress towards the goal is maintained. Conduct regular staff training and development sessions to reinforce the importance of the new policies, procedures, and behaviors, and to ensure that everyone is aware of the expectations and the steps needed to maintain progress.
	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


