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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 our wholesale GP% from 13.7(8/1/2023) to 18% YTD(12/31/2023)

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

By striving to be the automotive dealer and employer within our communities, this will allow
us to capture the resouces needed to acheive said goal.

Achieving this goal would increase gross profit to the dept/store. This can be done with little
to no increase in personel expense.

If the goal is missed, we maintain the 13.5-14% gross profit and revisit again 1st half of the
following year.

The importants is that, a small shift in a daily routine could have a big effect on the stores
profitability.
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e
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?
monthly transportation / Dept Manager | build / maintain | 1 week of each monthly | ] |
whanlacalar vicite lict nf ~rantacte ralatinnchine mnnth | S
follow up call /  |prev month list of [ Dept Manager | acquire new w/s | end of month monthly []
rafarral reniiact vigit clictnmaer

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

0000

This will be tracked by the PSX prospect software used at our store. We will have a
mid-monh meeting to discuss recent visits and the follow up process.

Potential Obstacles? Potential Solutions?
Recall/Stop Sale on parts Notify all wholesalers of the stop sale
Counter person on vacation and reassure once available, they are
Parts vehicle down priority.

Parts manager over sees that counter
persons daily tasks. Reschedule visits
Use a loaner vehicle, GM demo etc.

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

0000

The 4.3% increase in gross profit equates to an est. $4295mo increase = $21,500 increase
by 12/31/2023

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.

After we obtained and maintained the 4.3% increase, we will then increase the goal another
4% to get within NADA guide.
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	How does this goal align with or support your dealers vision: Increase our wholesale GP% from 13.7(8/1/2023) to 18% YTD(12/31/2023)
	1: By striving to be the automotive dealer and employer within our communities, this will allow us to capture the resouces needed to acheive said goal.



Achieving this goal would increase gross profit to the dept/store. This can be done with little to no increase in personel expense. 



If the goal is missed, we maintain the 13.5-14% gross profit and revisit again 1st half of the following year.



The importants is that, a small shift in a daily routine could have a big effect on the stores profitability. 
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	A_2: Recall/Stop Sale on parts

Counter person on vacation 

Parts vehicle down


	A_3: Notify all wholesalers of the stop sale and reassure once available, they are priority.

Parts manager over sees that counter persons daily tasks. Reschedule visits

Use a loaner vehicle, GM demo etc.
	R: The 4.3% increase in gross profit equates to an est. $4295mo increase = $21,500 increase by 12/31/2023
	S: After we obtained and maintained the 4.3% increase, we will then increase the goal another 4% to get within NADA guide.  
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