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ACTION PLAN 1

e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

I will increase profit in the Parts department. | will use the profit centering formula, control my
expenses, and exceed the breakeven analysis using the tools | have learned in class. | will
start imediatly and will monitor the process monthly until december 31st 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Incresed revenue to carry absorbsion Failure to expand market share

Expand customer base Time and effort wasted

Prioritize customer service and Employee's frustration

communication
Improve stocking

eliminate obsolete parts

4/1/2023
When will you start?

How will you gauge your progress? When? Using which metrics?

I will immediatly start to use the Profit centering template, Breakeven Analysis, and Actual
performance templates to help educate and monitor my employees and control expenses.
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What specific actions will you take to achieve your goal? Who can help you?

I will conduct a meeting to with the parts manager and GM to go over Department Gross,
Total expenses, and Net operating profit.

We will discuss Controllable Expenses, gather ideas and implement necessary cost savng
proceedures.

We will cross train parts driver to be more efficient so that he can cover shift, not pay overtime
and have backup to help with scheduling.

We will review FTFR template to reduce emergency purchases.
We will do a monthly review of the Breakeven anlysis to make sure we are Mean and Lean

We will works with service department to increase positive communication and help cordinate
SOP parts ordering and install process.

We will eliminate obsolete parts to the best of our ability by selling them online, to other
dealers, and requiring a deposit on all sop's

We will review reports. Analyze inventory to optimize fast moving parts and slow moving parts
to optimize our inventory.

Potential Challenges? Potential Solutions?
Training and Staffing issues. Working with management staff at
dealership to get 100% support on
Implementing on a productive timeline implementation
Service and sales conpormity work as a team with service to help expand
business
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	1: I will increase profit in the Parts department. I will use the profit centering formula,  control my expenses,  and exceed the breakeven analysis using the tools I have learned in class. I will start imediatly and will monitor the process monthly until december 31st 2023. 
	1_2: Incresed revenue to carry absorbsion



Expand customer base 



Prioritize customer service and communication



Improve stocking



eliminate obsolete parts






	1_3: Failure to expand market share



Time and effort wasted



Employee's frustration 








	When will you start: 4/1/2023
	1_6: I will immediatly start to use the Profit centering template, Breakeven Analysis, and Actual performance templates to help educate and monitor my employees and control expenses.
	1_8: 



I will conduct a meeting to with the parts manager and GM to go over Department Gross,

Total expenses, and Net operating profit.



We will discuss Controllable Expenses, gather ideas and implement necessary cost savng proceedures.



We will cross train parts driver to be more efficient so that he can cover shift, not pay overtime and have backup to help with scheduling.



We will review  FTFR template to reduce emergency purchases.



We will do a monthly review of the Breakeven anlysis to make sure we are Mean and Lean



We will works with service department to increase positive communication and help cordinate SOP parts ordering and install process. 



We will eliminate obsolete parts to the best of our ability by selling them online, to other dealers, and requiring a deposit on all sop's



We will review reports. Analyze inventory to optimize fast moving parts and slow moving parts to optimize our inventory.




	1_9: Training and Staffing issues.



Implementing on a productive timeline



Service and sales conpormity
	1_11: Working with management staff at dealership to get 100% support on implementation



work as a team with service to help expand business


