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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

Increase parts gross from $198,369 to over $225,000 by January of 2024.

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

Our dealership aims to offer the best solutions to our customers in the way most convenient
for them. A result of this is increased customer retention, customer reach, and ultimately
sales. We want to be a profitable store that can support our employees as they strive to earn
a livelihood for their families.

Benefits:
Increased sales leads to increased gross which leads to increased PROFIT.
Motivation to offer more products that our customers want and a better shopping experience!

Consequences:

Stagnation

Getting left behind by competitors

Not leveraging technology to provide our customers the best shopping experience.
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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?
Online Parts Find Vendor Wind Bentley 10,000/month 8/1/2023 |
Accessory Sales Training GSM 11,000/month 6/1/2023
Phone Sales Traing Parts Manager 5,000/month 6/1/2023

L
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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 an eye on our DOC report and monthly financial statements to watch Parts
Department Gross. Will check Monthly at a minimum, but will start to watch weekly once

items are being implemented.

Potential Obstacles?

Sales team not understanding the
benefit of offering accessories every
time.

Sales team not having enough product
knowledge to sell accessories.
Management resistant to selling on-line
for fear of margins.

Management resistant to retrying ideas
that have not worked in the past.

Potential Solutions?

Offering pay incentives for accessory
sales.

Hiring a dedicated accessories sales
person.

Showing them financial opportunity.
Honest conversation about team being
different, times being different.

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

0000

$224,640 in net profit a year.

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 will have to keep up continuous training for parts. Monthly meetings with managers to

hold them accountable.
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	1: Our dealership aims to offer the best solutions to our customers in the way most convenient for them. A result of this is increased customer retention, customer reach, and ultimately sales. We want to be a profitable store that can support our employees as they strive to earn a livelihood for their families. 

Benefits:
Increased sales leads to increased gross which leads to increased PROFIT.
Motivation to offer more products that our customers want and a better shopping experience!

Consequences:
Stagnation
Getting left behind by competitors
Not leveraging technology to provide our customers the best shopping experience.
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