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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o 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.”

o000

Currently tracking 8.1 million in wholesale parts annual sales. We wish to achieve 9.0 million
by year-end.

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

Revenue growth and expense control are areas of focus for the management team. With this
expected growth and no expected expense increase, we can provide flow-through
profitability. We increase additional gross profit with stock order discounts and growth
incentives provided by the manufacturer. We also generate return allowances that allow us
to manage our idle parts inventory, thus reducing obsolescence expense.

We are here to win!
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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?
. CDK CDK Parts Manager | Increased Sales Monthly |_|
Fleet Sales Fleet Sls Mgr Par’ts 3 Inp_reased client Weekly [
QUOTE CDK Counter staff Increase(_j Daily
Daily Cust visits OSR Outsidle Salgs Increase Daily
Program Review FMCDealer Parts Manager Growth Weekly
Inventory Review | CDK/FMCDealer | Parts Manager Increase Daily

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

0000

Daily Financial review and CDK Reporting reviews to be performed by Parts Manager. | will
check in bi-weekly but will review the financial several times per week.

Potential Obstacles? Potential Solutions?

Inventory constraint (Back-orders) Fleet customer growth

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

0000

Minimum of $130,000 dollars in additional gross profit plus $20,000 in
incentives/awards/rebates/inventory protection funds.

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.

We reward the staff that helped accomplish the goal(s) and then we move the goal post!
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