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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.”

Increase overall Parts Gross profitabilty by April 1, 2024 by increasing Internal gross profit
percentage to 41% through the use of parts esculator and effective first time fill rate.

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?

This goal aligns with our vision as we feel each department needs to stand on their own and
show profitability. By discounting our Internal Parts sales, we are falsely representing gross
in other departments where it should be recognized in Parts.

The benefits of increasing our internal parts gross % will not only lead to more profitability,
but work towards better representing the sales required per counter person to break even.

If we continue on the path we are on, we are leaving money out of the parts department and
it will remain misrepresented in its contributions towards overall dealership profitability.

This goal is important to myself as | feel it justifies the number of employees and the
investment in inventory that a parts department has to the dealer. | want our parts
department to be as effective as possible and if they are not running at or better than NADA
guidelines, we are not reaching or full potential. Our CP Shop Parts is at 41% so there is no
reason our Internal Parts % shouldn't be there either.
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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?
Create Esculator | CDK/ROAMS Parts MGR Auto Price Ad,. April 15 | |
document FTFR CDK PRT MGR/ADV | Correct FTFR April 15
Inv. Analysis CDK PRT MGR parts to stock? May 1

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

There are plenty items such as First Time Fill Rate which will need to be reviewed weekly to
ensure we are stocking the correct parts, along with tracking lost sale. Anything to assist
with ensuring the right part is availble, as internal work is just as important at CP Repair
Order sales. We will monitor this daily on our DOCs. as well as monthly on our Financial
Statement. On the DOCs. | will even monitor at a micro level by looking at each Internal

Category such as: Used Car Recons, Lot Damage, Service Policy, Sales Policy, Shuttle
repairs.

Potential Obstacles? Potential Solutions?
Service Advisors adjusting sales to Have esculator and parts pricing locked
make a Reconditioning RO match their so only Parts Manager can adjust
Quote to Sales pricing.

Service or Sales Manager handling a
Policy Claim

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

By increasing internal Gross % from our current 22% to NADA guide of 41% using the mark

up factor of 1.69, we would generate an additional $160,835 in gross profit dollars over a 12
month neriod hence whv our aonal taraet date is Anril 2024.

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.

Utilizing the locking feature of CDK will remain the most important step to ensure we hit our
goal. Also, by educating all dealership Management including Sales and Service of what our
goal is and why it is important to the overall success of the dealership, it will hopefully

minimize the likliness of asking for discounts.
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	How does this goal align with or support your dealers vision: Increase overall Parts Gross profitabilty by April 1, 2024 by increasing Internal gross profit percentage to 41% through the use of parts esculator and effective first time fill rate.
	1: This goal aligns with our vision as we feel each department needs to stand on their own and show profitability.  By discounting our Internal Parts sales, we are falsely representing gross in other departments where it should be recognized in Parts.   



The benefits of increasing our internal parts gross % will not only lead to more profitability, but work towards better representing the sales required per counter person to break even.



If we continue on the path we are on, we are leaving money out of the parts department and it will remain misrepresented in its contributions towards overall dealership profitability.



This goal is important to myself as I feel it justifies the number of employees and the investment in inventory that a parts department has to the dealer.  I want our parts department to be as effective as possible and if they are not running at or better than NADA guidelines, we are not reaching or full potential.  Our CP Shop Parts is at 41% so there is no reason our Internal Parts % shouldn't be there either.
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Service or Sales Manager handling a Policy Claim
	A_3: Have esculator and parts pricing locked so only Parts Manager can adjust pricing.  
	R: By increasing internal Gross % from our current 22% to NADA guide of 41% using the mark up factor of 1.69, we would generate an additional $160,835 in gross profit dollars over a 12 month period hence why our goal target date is April 2024.
	S: Utilizing the locking feature of CDK will remain the most important step to ensure we hit our goal.  Also, by educating all dealership Management including Sales and Service of what our goal is and why it is important to the overall success of the dealership, it will hopefully minimize the likliness of asking for discounts.
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