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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

| will increase my First Time Fill Rate (manual) from 44% to 65% by February 29th, 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?

R

This aligns and supports for dealer's vision because everyone wins!

BENEFITS include less lost sales, closing RO's quicker, better customer retention, better
CSI, the potential to sell more work, more service throughput and higher profits overall.

CONSEQUENCES of not having a high FTFR include low technician morale, vehicles being

at dealership longer, technicians having more downtime, higher recon turn rates on used cars
and loaners being loaned out for longer periods of time.
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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?
Track FTFR N/A Parts Manager | Improve to 65% 2/29/24 | |

Track lost sales N/A Parts Manager | Better inventory 1/30/24
More inventory | Space in parts Parts Manager Better FTFR 2/29/24
Define lost sales N/A Parts Manager Parts Dept will 1/30/24
Create Vision N/A Parts Common goal 2/29/24

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

0000

I will manually track First Time Fill Rate for a random group of repair orders in the parts
department weekly to make sure we are improving.

Potential Obstacles?

More inventory could lead to
obsolescence and frozen capital if not
managed properly.

Getting everyone on same page when
tracking lost sales.

We are in the process of signing up for
inventory management software which
will have it's own unique set of
challenges.

Potential Solutions?

Use return dollars effectively.

Track lost sales correctly and have
standard definition that all parts people
use.

More training and coaching for parts
department.

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

0000

I don't have an exact dollar figure currently, but having the right parts at the right time will

lead to more sales and gross dollars.

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.

I would like to send my Parts Manager to the NADA course for Parts Management. | think
going to that class will help him not fall back into old habits because it will help stress the

importance of FTFR
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