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PARTS HOMEWORK — ACTION PLAN

9 Specific @ Measurahle 0 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

Establish a process for special order parts and ensure that they are installed within 30 days
from the date of order.

From 70 days to 30 days by July 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?

Vision
To be recognized as the dealership group with the highest growth in the industry, because of

our commitment, dedication, continuous pursuit of excellence in the service we provide, and
creativity in the design of alternatives that adapt to the needs and wishes of our customers.

This goal is aligned with our standard of service excellence. Therefore, it allows us to exceed
our customers' expectations and contributes to customer retention, inventory control, and
profitability for both the parts and service department and the dealership as a whole.

The consequence of not achieving this goal would be dissatisfied customers, low customer
retention, increased parts obsolescence, and decreased revenue for both the parts and
service department and the dealership.

By achieving this goal, we would not only reduce obsolescence but also improve the
profitability of the parts and service department.
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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?
Meeting All staff Counter Person, | Understand the May 13, 2024 | |

Parts Mar. GM Drocess

Parts Order All staff Counter Person Use of DMS May 20, 2024

Order Process All staff Counter Person Use 1DD May 27, 2024

Order Follow up All staff Counter Person Appt, Parts June 15, 2024
installed

Parts Returns All staff Parts Mgr Non-obsolescenc| June 28, 2024

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

0000

We will use the following indicators: percentage of Non-Stock Parts and percentage of
obsolescence. To track special orders, we will use a parts order dashboard. The reports to
obtain the information are the Reynolds & Reynolds 2213 and One Dealer Daily. It will be
measured every week.

Potential Obstacles? Potential Solutions?
1. Resistance to change 1. Clarifies expectations.
2. Lack of motivation 2. Provide tools to manage change.
3. The time we take to provide job 3. Set a date to submit a job description.
descriptions. 4. ldeas Contribution Program.

4. The time it takes to develop policies
and procedures.

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

0000

Decrease $65,925 from Frozen Capital in parts and accessories.

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.

Train staff on policies for following up on parts orders. Set goals, clarify expectations, and
provide feedback.
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	R: Decrease $65,925 from Frozen Capital in parts and accessories.
	S: Train staff on policies for following up on parts orders. Set goals, clarify expectations, and provide feedback.
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