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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.”

Repair orders gross increase from 29.3% to 41% by January 1st 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?

The vision is to increase gross in every area, to do our best to get to reach the bench marks
set by NADA and the dealerships goals. The statement shows that we are up in warranty to
46% of a bench mark set at NADA of 40% so we know they are coming in for warranty so if
the ASM'S can upsell them on some stuff wipers,air filters etc... that would increase our RO'S
on top of the warranty they are there for. The benefit is that they are there in our drive for
Warranty anyway so why not try to upsell them. If we arent doing it then we are missing that
opportunity while they are there. This is so important cause its one of the only dept. in parts
that missing its target.
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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?
training parts manager Asm/counter upselling 07/20/2023 | |
calac L
accountability daily reports parts/service | progress in daily 07/26/2023
mananare #H'e
follow up gm involvement |all managers/g.m.| monthly reports 01/01/2024

L

2 ©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 progress in a weekly Managers meeting, | will getthe info from the daily doc we
use, | will check it daily and weekly and go over it with the Asm's and parts department

begining of each month for following month.

Potential Obstacles? Potential Solutions?

stocking correct parts
not being too aggresive on the % of

mark up
spiffing the Asm's on upsells

buy in of the Asm;s
not having the right parts in stock
adjusting the proper mark ups

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

this will increase our repair order sales from $411,775.00 to $473,922.03 thats an increase of
$62,147.03in gross profit

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.

By keeping it on radar, by praising them for the increase, continually going over the numbers
weekly and monthly. making it part of the spiff pay plan if they keep that % up. Holding your

department managers accountable.
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