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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

| will accurately track my lost sales from none being reported now to every lost sale being
reported by 05/31/2024.

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 goal aligns with our dealers vision because we will be able to improve our inventory to
better serve our internal needs and also our retail needs. This in turn will increase our gross
profits across the board in service and parts because we will have what we need in stock.

The consequences of not reaching this goal is we will be ordering parts inventory based on
the notion of the parts manager or what is trending but we won't know what exactly our trend
is at our store.

This goal is important in order to increase gross profits and profitability of fixed ops in
general.
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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?
Train Parts Staff | Training Class Parts Tracked |. sales 05/31/24 |

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

0000

We can track this progress through our DMS or Xtime. Xtime has a good tracking system for
lost sales and we can track reporting on which users are doing it. We will check this info at
the end of every week to see if we missed out on anything.

Potential Obstacles? Potential Solutions?
Our potential obstacles may be that Our solution would be to hold our
parts might track in the beginning and people accountable and give them the
drop the ball and not track the lost sales proper training as to why we need to
after a couple weeks. track these lost sales.

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

0000

Right off the bat improving our breadth of inventory can help our parts department GP
anywhere from $30,000 to $50,000.

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.

We will make sure to have weekly check ins on the reporting to see who is tracking lost sales
and who is not. Incentivizing their pay to include these habits in order to keep them
motivated.
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