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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

I would like to GP % of parts sales YTD from 30% to 35% by 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

Our dealer vision is to keep growing, being that our dealership is only 7 years old. By
achieving this goal we will increase our gross profit in parts department by $10,000 per
month ($120,000 per Year). Every dealers overall goal is to make money. Benefits of this
include overall morale boost in parts department and increase in wages for commission
based employees... also make our dealer happy. By not achieving this goal we could lose
sales and potentially lose customers by raising the price to achieve our goal.
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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 increase matrix grid Parts Manager increase GP% 12/31/23 12/31/23 | ] |
Sales training | training program GM Parts be able to sell 12/31/23 12/31/23 ]
imnlantad Mananer valiie in what
Turnover on Flag RO's in Parts MGR retain lost sales 12/31/23 12/31/23 ]
narte nvar cartain alitnmato Carvica MGR
Follow up on CRM Parts MGR retain lost sales 12/31/23 12/31/23 []
narte RPN'c Cervice MGR

L

©2020 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?

0000

We will conduct weekly reviews of parts sales with GP% with all department heads.
Information can be found in automate parts report and compare month over month results
with financial statement.

Potential Obstacles? Potential Solutions?
Parts and service employees may fight Show everyone involved how much
new process. Overwhelming work load more money they can potentially make.
may prevent punctual Turnovers and Prioritize times to get each one of your
Follow-ups. goals accomplished. Incentivise

achieving your goal with those involved.

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

0000

Raising from 30% to 35% will increase Gross Profit $120,000 per year based on our
numbers.

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.

Weekly reviews will continue to be conducted to make sure our goals and daily routine does
not change and fall back into old habits.
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