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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.”

| will increase total sales in RO mechanical from $512,507.00 to $599,384.75 by the close of
March 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?

This goal while not fitting directly into our vision of offering the best buying and ownership you
will ever have it will definitely improve the gross of the parts department overall. We as a
store need to implement a vision directly for the parts department. For example parts ready on
demand so the impetus is made on the availability and not the price of the transaction. The
benefit would be achieving the additional sales and holding it as gross. By not achieving this
goal is not getting the additional $86,877.75 in gross profit.
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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?
Mark up parts at | Parts Manager Parts Manager change parts end of month end of month | [] |
Parts discount DMS Parts and Only Parts and end of month Need DMS
Train Service Service Service and train service staff | end of month Started training []

L

©2022 National Automobile Dealers Association. All Rights Reserved.




NADA c.n

PARTS HOMEWORK — ACTION PLAN

!

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

I will track the information every month with the Parts and Service Managers thru the CRM
and the financial statements. If we have a weak month we will see if there needs to be ad
campaigns to run for additional work opportunities. Also by running discount reports it will
show me when they where offered and by whom.

Potential Obstacles? Potential Solutions?
-Service writers Changing Prices -Only give permission in CRM to
-Losing Sales Due to price discount to Parts and Service Managers.

Its also is reserved for situations or
problems we caused and need to rectify
-Training Staff to handle objections.
People get that the cost of everything is
going up after the last two COVID years.

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

$86,877.75 in additional gross profit for a total gross for RO Mechanical being $245,747.75.

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.

Make sure there isn't a backdoor for doing discounts and make sure that the parts and
service manager are not over discounting and saving it for situations that need it. Constantly

running reports to ensure this. Also we could tie in some bonuses to the Parts and Service
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	A_2: -Service writers Changing Prices
-Losing Sales Due to price
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Its also is reserved for situations or problems we caused and need to rectify
-Training Staff to handle objections. People get that the cost of everything is going up after the last two COVID years.  
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	S: Make sure there isn't a backdoor for doing discounts and make sure that the parts and service manager are not over discounting and saving it for situations that need it. Constantly running reports to ensure this. Also we could tie in some bonuses to the Parts and Service Manager as an incentive to keep there departments running properly. 
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