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PARTS HOMEWORK — ACTION PLAN

o Specific m Measurahle o Relevant o 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 to labor ratio to labor ratio. We are currently at .80 to 1. We want to increase
this to be at or above 1 to 1.

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

More in house gross profit would be the number one benefit.

The consequence is that we stay the same in turn leaving profit on the table and not
growning the department or store.

It's important because the customer is already here. We need to be selling every job (part)
that we can on each visit.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
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?
Price Matrix CDK, IT, Support Milt/Sean Increased profit 12/31/2023 |
100% MPI Training ASM's and Increased sales 12/31/2023
cnlintar
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How will you track your progress? Where will you find the information? How often will you check in?

Once in place, track weekly parts to labor ratio. Watch Qliksense to see increases and pivot
if needed.

Potential Obstacles? Potential Solutions?
Customer perception of matrix. Both handled on a case by case basis.
Communication has to be clear and
Service personel perception of matrix. unwavering.

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

0000

This will have a positive impact of 6%-8% gross profit. This equates to $18,500 - $24,600
based on July numbers, $100,752 - $134,335 total for the 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.

Stay the course, when the parts employees see the benefit of the extra gross profit in their
pocket, they will be your number one sales person.
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	How does this goal align with or support your dealers vision: Increase parts to labor ratio to labor ratio. We are currently at .80 to 1. We want to increase this to be at or above 1 to 1.
	1: More in house gross profit would be the number one benefit.



The consequence is that we stay the same in turn leaving profit on the table and not growning the department or store.



It's important because the customer is already here. We need to be selling every job (part) that we can on each visit.
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Service personel perception of matrix.
	A_3: Both handled on a case by case basis. Communication has to be clear and unwavering.
	R: This will have a positive impact of 6%-8% gross profit. This equates to $18,500 - $24,600 based on July numbers, $100,752 - $134,335 total for the year.
	S: Stay the course, when the parts employees see the benefit of the extra gross profit in their pocket, they will be your number one sales person.
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