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HOMEWORK — ACTION PLAN

o 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, 2020.”

o000

Increase FTFR from 84% to ATD Standard of 90% by EQY, 12/31/2020.

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

Increasing our FTFR directly aligns with our dealership's Fingerprint Project over the next 12 months. Not only in
Birmingham, but across all locations, this is top priority to ensuring our dealerships are working towards a common goal.
Achieving 90% would have a direct impact on all 3 departments by increasing parts sales, decreasing downtime for our
customers, increasing customer satisfaction. The consequences of not achieving this goal would be keeping us from
achieving our Cl goals as an Elite Support Dealership, impacting the parts department, service department, as well as
customer satisfaction not wanting to purchase our trucks if we can't decrease downtime for our customers.
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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.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?

Lost Sales Reporting DMS Parts Manager / Sales | More accurate stock 8/15/2020
Training Team inventory

Accountability DMS / Parts Meeting | Parts Manager / Sales |Follow up to Lost Sales 9/1/2020
Team Reporting

Evaluate Phase in / DMS, Rimpro CFO / Parts Director / Increased inventory 11/1/2020

Phase Out Criteria Parts Manager based on 3in 9 8/15/2020

Follow up to Lost Sales DMS /ATD FS Parts Manager Increased Lost Sales 9/1/2020
Reporting Spreadsheet Reporting
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How will you track your progress? Where will you find the information? How often will you check in?

0000

This will be tracked weekly to ensure we are making progress with Monthly reporting to Senior Leadership (CFO, Parts
Director). We will track data through our DMS and the ATD FS Parts Spreadsheet.

Potential Obstacles?

#1 Obstacle is Lost Sales Reporting Training to ensure
consistency and buy in from our Parts Department to
overcome bad habits. The incentive here is to drive
better inventory, increased FTFR, and more money in
everyone's pocket. It is now a part of your job.

Potential Solutions?

Accountability from the top down. Our Fingerprint
project will drive cultural change that will impact Parts
and Service performance. It starts at the top and is
the Parts Manager's job to drive change.

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

0000

By increasing FTFR by 6% (84% to 90%), it will increase annual sales by $399,000.

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.

Lost Sales will be the first topic discussed in monthly meetings. By moving this topic to the front, it will drive change within
the parts department. This will directly impact FTFR which will make for happier techs, driving accountability between Parts

and Service to improve.
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