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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° Time bound
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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.”

o000

We will change the Internal Rate for Parts to the same as our retail rate for Parts by
04/15/2023.

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

After talking with my dealer he is all in on changing the internal parts rate. He said he
doesn't think it will effect used cars just like we talked about in class. The dealership will only
be more profitable, which he likes. If we don't change we will just be continuing with the
same discounted rates and not make as much money. This is important to me becuase the

more money the dealership makes the more sucessful we will be and the more money | will
make.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA coon

———

o ——
What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
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?
Change Rate Contact Cate Change Rate 04/01/23 J
Neaalartracl
Explain to all Meeting to get Cate No one asks for 03/27/23
“AQHQHQI’Q o\/arv/nnpg Nn rlier‘nl IiNnte
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How will you track your progress? Where will you find the information? How often will you check in?

0000

| will keep in contact with the parts department and make sure they are not discounting

parts. But also with the service advisors to make sure they are not discounting also. Our
office employee who closes the internal tickets will check the tickets for obvious discounts
listed. | can also spot check when capping used car deals, checking out all work done on the
vehicles in our shop.

Potential Obstacles? Potential Solutions?
Employees not getting on board and After the sales department calms down
still giving discounted rates for parts to and realizes they are still selling
sales. The sales department begging vehicles and getting the margin they are
the parts department for help. expecting, they will be on board with the

dealership making more money.

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

0000

Internal Parts sales for 2022 grossed 40706. This would be over 10,000 more immediately.

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.

It is difficult to make changes that have been in place for so long. We are restructuring and
implementing the new policies and this will be one. We will talk with our parts manager at
our weekly meeting to see how his progress is showing.
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