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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.”
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| will increase our True Turns from 1.8 to 4 by December 31st of 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

Although we are in the process of creating the vision statement for our parts department, this
goal will align with the dealerships vision by primarily having the right part at the right time.
Currently, our parts department is at 9.5 gross turns and 1.8 true turns. We are exceeding the
NADA guide for gross turns, however, we are significantly below the NADA guide for true
turns. This signifies that we are certainly turning our overall dollars invested, however, we are
not necessarily stocking the right parts, or managing our inventory on the shelves, to the best
of our ability. By achieving this goal, it will benefit us by allowing our customers, service
department, and body shop to have the right parts at the right time. Additionally, it will benefit
us by lowering our obsolescence as we will focus on stocking the right parts. On the other
hand, there are quite a few consequences should we not achieve this goal. By not increasing
our true turns, we run the risk of upsetting our customers, lowering our CSI, lowering the
morale of our technicians, raising our emergency orders, and raising our obsolescence. This
goal is important to us because if we are able to stock the right parts and raise our true turns,
then not only will our customers have a better experience, but our employees will as well. It is
a win-win for everyone involved!
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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?
Lost Sales Lost Sale Tree | Sales Positions | Track Lost Sales Daily | |
Emergency DMS (Tekion) Sales Positions | Track Emergency Daily
Track Turns Turns Equation | Parts Manager Increase True Monthly
Phase In/Out DMS (Tekion) Parts Manager |Accuracy of Parts Quarterly

Obsolescence | DMS Scorecard | Parts Manager | Decrease Obso Quarterly

L
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How will you track your progress? Where will you find the information? How often will you check in?
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To track the progress of our True Turns, we will use the "FS Parts Template" turns equation.
The necessary information for this equation will be derived from our financial statement and
parts performance report found in our DMS. We will track this data on a monthly basis to
ensure that we are gradually increasing our True Turns.

Potential Obstacles? Potential Solutions?
Training parts sales positions to Spend time with each employee to
accurately track lost sales and make sure they understand the
emergency purchases. importance behind accurately tracking.
Using RIM and our DMS to accurately Consistently communicate with
track data regarding our parts individuals from RIM and Tekion to
department to ensure that we have ensure that we are receiving and
accurate resources to track progress. utilizing the proper data to track our

progress.

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

0000

Lower potential Lost Sales from $26,500 to less than $10,000 per month resulting in a nearly
$200,000 increase in sales. Decrease obsolescence by 10% in order to free up nearly
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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.

Moving forward, our dealer principal plans to meet with our parts department on a monthly
basis. During this meeting, they will discuss the metrics behind the specific steps and actions
listed above. This will allow our dealer to hold the parts department accountable and achieve
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	How does this goal align with or support your dealers vision: I will increase our True Turns from 1.8 to 4 by December 31st of 2024. 
	1: Although we are in the process of creating the vision statement for our parts department, this goal will align with the dealerships vision by primarily having the right part at the right time. Currently, our parts department is at 9.5 gross turns and 1.8 true turns. We are exceeding the NADA guide for gross turns, however, we are significantly below the NADA guide for true turns. This signifies that we are certainly turning our overall dollars invested, however, we are not necessarily stocking the right parts, or managing our inventory on the shelves, to the best of our ability. By achieving this goal, it will benefit us by allowing our customers, service department, and body shop to have the right parts at the right time. Additionally, it will benefit us by lowering our obsolescence as we will focus on stocking the right parts. On the other hand, there are quite a few consequences should we not achieve this goal. By not increasing our true turns, we run the risk of upsetting our customers, lowering our CSI, lowering the morale of our technicians, raising our emergency orders, and raising our obsolescence. This goal is important to us because if we are able to stock the right parts and raise our true turns, then not only will our customers have a better experience, but our employees will as well. It is a win-win for everyone involved!
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