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PARTS HOMEWORK — ACTION PLAN

e Specific m Measurable o Relevant ° Time bound

ll

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

To implement a robust process for managing Special Order Parts (SOP) at our Hyundai
dealership, addressing the current inventory value of $97,000 and mitigating obsolescence.
Our current method of managing special order parts is informal and inefficient. The Parts
Manager utilizes a binder to track ordered parts based on requests from technicians, but this
system lacks integration with our Dealer Management System (CDK). As a result, parts often
sit unclaimed, leading to potential obsolescence after the 45-day return period. The lack of

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 will support Hallmark Hyundais vision by implementing a structured SOP process it
aligns with Hallmark Hyundai’s commitment to excellence in customer service. By improving
the management of special order parts, we can ensure quicker repair times and higher
guality service, enhancing customer satisfaction. Hallmark Hyundai values operational
efficiency and innovation. Transitioning from a binder system to a digital tracking solution
integrated with CDK reflects this vision. It not only modernizes our processes but also fosters
a culture of continuous improvement, enabling us to respond to customer needs more
effectively. It also establishes clear responsibilities for the Parts Manager, Service Manager,
and Technicians, so we promote a culture of accountability and teamwork. This aligns with
Hyundai's core values of integrity and collaboration, ensuring that all team members are
committed to achieving common goals.

Benefits of Achieving the Goal:

Reduction in Frozen Capital By lowering the SOP inventory from $97,000, the dealership will
free up significant cash flow, allowing for reinvestment in other areas of the business. It
would improve efficiency into a streamlined process will enhance the efficiency of both the
Parts Department and technicians, reducing delays in repairs and improving overall service
turnaround times. It would also enhance accountability with clear protocols and automated
notifications will foster greater responsibility among technicians regarding parts usage,
leading to improved adherence to processes and reduced oversight. It would also minimize

obsolescence aoina forward and sianificantlv reduce the number of unused parts. mitiaatina
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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?
Create the Training on CDK | Parts Manager, Trained and 10/15/2024 11/01/2024 | |
Ensure everyone [Email access and| Parts Manager, All team 10/15/2024 11/01/2024
Parts Manager to| Follow up and Parts Manager Lower 10/15/2024 11/01/2024
Follow up with Time line Parts Manager Ensure plan is 10/15/2024 11/01/2024

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

0000

Progress will be tracked by the meetings we have and implementing the new process. There
will be a check in after the meeting with CDK Rep. There will also be check in after
Managers and Technicians have met. We will ask all involved of what the goal is to ensure
we are on the same page.

Potential Obstacles? Potential Solutions?
1. Resistance to Change Obstacle 1. Resistance to Change Solution
Staff may be resistant to adopting new Conduct training sessions that highlight
processes or technology, preferring the the benefits of the new system,
familiarity of the current informal emphasizing how it will make their jobs
system. easier and more efficient. Engage staff

in the development process to ensure

2. Integration Challenges with CDK their feedback is considered, fostering a
Obstacle sense of ownership.
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BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

0000

As stated in the beginning of this there is currently $97,000 of frozen capital with the potential
of increasing if not addressing and fixing.

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.

Without proper monitoring, it may be difficult to evaluate the effectiveness of the new
processes and identify areas for improvement. Establish key performance indicators (KPIs) to
measure success, such as reduction in SOP inventory value, return rates, and technician
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	How does this goal align with or support your dealers vision: To implement a robust process for managing Special Order Parts (SOP) at our Hyundai dealership, addressing the current inventory value of $97,000 and mitigating obsolescence. Our current method of managing special order parts is informal and inefficient. The Parts Manager utilizes a binder to track ordered parts based on requests from technicians, but this system lacks integration with our Dealer Management System (CDK). As a result, parts often sit unclaimed, leading to potential obsolescence after the 45-day return period. The lack of accountability among technicians further complicates timely repairs and returns. To address this, the Parts Manager will be held accountable for implementing and following a structured process that includes regular follow-ups with technicians regarding the status of ordered parts. If technicians do not complete repairs within a specified time frame, the Parts Manager will take responsibility for initiating the return of unused parts before the return deadline. This will ensure that we minimize excess inventory and associated costs while promoting greater accountability within the team.
	1: This goal will support Hallmark Hyundais vision by implementing a structured SOP process it aligns with Hallmark Hyundai’s commitment to excellence in customer service. By improving the management of special order parts, we can ensure quicker repair times and higher quality service, enhancing customer satisfaction.  Hallmark Hyundai values operational efficiency and innovation. Transitioning from a binder system to a digital tracking solution integrated with CDK reflects this vision. It not only modernizes our processes but also fosters a culture of continuous improvement, enabling us to respond to customer needs more effectively.  It also establishes clear responsibilities for the Parts Manager, Service Manager, and Technicians, so we promote a culture of accountability and teamwork. This aligns with Hyundai's core values of integrity and collaboration, ensuring that all team members are committed to achieving common goals.

Benefits of Achieving the Goal:
Reduction in Frozen Capital By lowering the SOP inventory from $97,000, the dealership will free up significant cash flow, allowing for reinvestment in other areas of the business.  It would improve efficiency into a streamlined process will enhance the efficiency of both the Parts Department and technicians, reducing delays in repairs and improving overall service turnaround times.  It would also enhance accountability with clear protocols and automated notifications will foster greater responsibility among technicians regarding parts usage, leading to improved adherence to processes and reduced oversight.  It would also minimize obsolescence going forward and significantly reduce the number of unused parts, mitigating the risk of obsolescence and potential financial loss.

Consequences of Not Achieving This Goal:
Failure to reduce the SOP inventory will result in ongoing financial strain due to the capital being tied up in parts that may never be used. Parts that are not managed effectively will likely become obsolete, leading to wasted resources and potential losses when parts cannot be returned after the 45-day period.  The current informal process will persist, resulting in delays and inefficiencies that hinder both the Parts Department and technicians, ultimately impacting service quality. In an increasingly competitive market, failure to optimize parts management may place the dealership at a disadvantage compared to competitors who effectively manage their inventories.


	SPECIFIC ACTION STEPRow1: Create the process with Parts Manager and get buy in with Service Manager and Technicians.

	NECESSARY RESOURCESRow1: Training on CDK with the CDK Rep that we will sit down and meet with.

	WHO IS ACCOUNTABLERow1: Parts Manager, Service Manager, and Technicians. 
	EXPECTED RESULTRow1: Trained and aligned process 
	EXPECTED COMPLETION DATERow1: 10/15/2024
	ACTUAL COMPLETION DATERow1: 11/01/2024

	SPECIFIC ACTION STEPRow2: Ensure everyone has access to emails and ensure all notifications are being sent out when parts arrive.
	NECESSARY RESOURCESRow2: Email access and follow up in a timely manner

	WHO IS ACCOUNTABLERow2: Parts Manager, Service Manager, and Technicians.
	EXPECTED RESULTRow2: All team members involved are more aware of dates and times that SOP's will be kept and when they will be sent back.
 
	EXPECTED COMPLETION DATERow2: 10/15/2024
	ACTUAL COMPLETION DATERow2: 11/01/2024
	SPECIFIC ACTION STEPRow3: Parts Manager to start sending back SOP's instead of letting them just sit and hit obsolescences. 
	NECESSARY RESOURCESRow3: Follow up and accountability. 
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: Lower obsolescences going forward and reduce the $97,000 
	EXPECTED COMPLETION DATERow3: 10/15/2024
	ACTUAL COMPLETION DATERow3: 11/01/2024
	SPECIFIC ACTION STEPRow4: Follow up with the process after meeting with CDK Rep and team members.  In two weeks of starting process.
	NECESSARY RESOURCESRow4: Time line
	WHO IS ACCOUNTABLERow4: Parts Manager and Service Manager
	EXPECTED RESULTRow4: Ensure plan is being implemented.
	EXPECTED COMPLETION DATERow4: 10/15/2024
	ACTUAL COMPLETION DATERow4: 11/01/2024

	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: Progress will be tracked by the meetings we have and implementing the new process.  There will be a check in after the meeting with CDK Rep.  There will also be check in after Managers and Technicians have met.  We will ask all involved of what the goal is to ensure we are on the same page.  
	A_2: 1.  Resistance to Change Obstacle 

 Staff may be resistant to adopting new processes or technology, preferring the familiarity of the current informal system.

2.  Integration Challenges with CDK Obstacle

Integrating the new SOP tracking system with the existing Dealer Management System (CDK) may pose technical challenges, leading to delays in implementation.

3. Communication Gaps Obstacle

Lack of clear communication between the Parts Manager, Service Manager and Technicians can result in misunderstandings regarding parts status and responsibilities.
	A_3: 1.  Resistance to Change Solution

Conduct training sessions that highlight the benefits of the new system, emphasizing how it will make their jobs easier and more efficient. Engage staff in the development process to ensure their feedback is considered, fostering a sense of ownership.

2.  Integration Challenges with CDK Solution

Collaborate with IT or the CDK support team early in the process to identify integration requirements and potential issues. Consider a phased implementation approach to allow for troubleshooting and adjustments before full-scale deployment.

3.  Communication Gaps Solution

Set up regular meetings or brief check-ins to discuss the status of ordered parts and address any issues promptly. Utilize digital tools (e.g., group messaging apps or dashboards) to keep everyone informed in real-time.
	R: As stated in the beginning of this there is currently $97,000 of frozen capital with the potential of increasing if not addressing and fixing.
	S: Without proper monitoring, it may be difficult to evaluate the effectiveness of the new processes and identify areas for improvement. Establish key performance indicators (KPIs) to measure success, such as reduction in SOP inventory value, return rates, and technician accountability. Regularly review these metrics and adjust processes as needed based on performance data.
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