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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

Increase average selling gross from 37132 to 44558 a 20% increase by 12/31/23.

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

This will bring our parts department in line with the dealer groups average for our parts
departments.

This will increase service gross and retention. This will also help with technician retention.

If this is not accomplished the parts department will continue to be in the bottom performance
for the dealer groups and the dealership will begin to look for replacements.

To help the parts manager we have promoted the Chevrolet parts manager to oversee both

Chevrolet and Cadillac to assist the Cadillac parts manager increase is gross profit and assist
in stocking the right parts to limit lost sales.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ ﬂ
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?
Fromote Lhevy Corperate approval Zach Tuck Approval 6/31/23
Parts Manager J
Review all data With Statement / CDK | Zach / Brian Areas of 7/15/23 |
chevy manager o ) Improvement
Determine steps to| faentitied areas ol | Brian Increases gross 7/30/23
increase gross imporvement
Implement steps | Areas of Brian Increased gross 12/31/23
improvement

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

0000

Progress will be tracked monthly through the financial statement. Information is page 5 line
60.

Potential Obstacles? Potential Solutions?
Push back from current parts manager sit down meeting with him to explain
why this is happening
Parts delays holding back growth work with existing relationships with

manufacture to work though them

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

0000

this increase will add 89000 in gross profit year over 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.

Have monthly statement meetings with current parts manager as well as Chevy parts
manager that is now overseeing the department. We will continue to look for areas to improve
to surpass our goal.

©2020 National Automobile Dealers Association. All Rights Reserved. 3



	How does this goal align with or support your dealers vision: Increase average selling gross from 37132 to 44558 a 20% increase by 12/31/23.
	1: This will bring our parts department in line with the dealer groups average for our parts departments.

This will increase service gross and retention. This will also help with technician retention.

If this is not accomplished the parts department will continue to be in the bottom performance for the dealer groups and the dealership will begin to look for replacements.

To help the parts manager we have promoted the Chevrolet parts manager to oversee both Chevrolet and Cadillac to assist the Cadillac parts manager increase is gross profit and assist in stocking the right parts to limit lost sales.
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