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PARTS HOMEWORK — ACTION PLAN

e 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

Decrease the time it takes for Service Advisors to get a quote on parts from the parts
counter. Average time is 11 minutes by March 1st, 2024 that number should be 5 minutes.

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

Speeds process of repair orders

Allows technicians to start repair sooner
Decrease customer wait time

Decrease days to lot

Frees up more time to do other repair jobs

If nothing is done, none of the above will happen.

This is important because it effects a lot of employees, customers and the dealership.
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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?
Compare Dealer logix Parts Manager low 01/25/24 01/25/24 | |
Interview Other Parts Mgr Myself good 01/30/24 01/30/24
Interview Second Parts Mgr Myself good 02/08/24
Investigate Parts department Myself good 02/23/24
Meeting Dealer logix Parts Managers good 03/08/24
Implement findings Parts Managers hopeful 03/08/24

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

0000

Monitoring the time and attentiveness
Dealer logix report.
Weekly

Potential Obstacles? Potential Solutions?

Laid back parts department in this Encourage better performance
particular store.

Turn it into a race between stores.
Employees not wanting to get onboard
to improve.

Stagnant

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

0000

Month overview: RO's with parts 1212 x 6 (minutes saved)=7272 (total minutes) / 60 =
121.20 hours x 130.91 (average ELR) = $15,866. Potential gains

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.

Keep a watchful eye on the numbers. Have fun and friendly competition.
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	How does this goal align with or support your dealers vision: Decrease the time it takes for Service Advisors to get a quote on parts from the parts counter. Average time is 11 minutes by March 1st, 2024 that number should be 5 minutes.
	1: Speeds process of repair orders

Allows technicians to start repair sooner

Decrease customer wait time 

Decrease days to lot

Frees up more time to do other repair jobs





If nothing is done, none of the above will happen.



This is important because it effects a lot of employees, customers and the dealership. 
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	A_2: Laid back parts department in this particular store.



Employees not wanting to get onboard to improve. 



Stagnant 
	A_3: Encourage better performance



Turn it into a race between stores.
	R: Month overview: RO's with parts 1212 x 6 (minutes saved)=7272 (total minutes) / 60 = 121.20 hours x 130.91 (average ELR) = $15,866. Potential gains
	S: Keep a watchful eye on the numbers. Have fun and friendly competition.
	Check Box33: Off
	Check Box34: Off
	Check Box35: Off
	Check Box36: Off
	Check Box37: Off
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


