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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° 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

My goal is the increase our first time fill rate to 90% or better by 12/31/20. We currently have
a fill rate of 93% but this includes picking up parts.

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

By correcting the receipting of parts to show stock purchase, emergency purchase, special
order and local pickup we will have a truer picture of how well we are really doing with our
inventory. Right now we have a 1,000 foot view on the performance of our inventory. We
need to start tracking when the part comes in the door and follow all the way through the
system. This will allow us to better understand where our obsolescence started and be more

profitable.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA coon

———

o ——
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?
Receipts Clay 100%compliance 11/1/20 |
follow up Holly 100%compliance December

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

0000

| will explain why we need the parts coded when they are receipted. | don't anticipate any
push back. Clay seems very eager to learn how he can be more profitable.

Potential Obstacles? Potential Solutions?

| don't really anticipate problems explain why

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

0000

Until we get in there and get everything coded and analyzed I'm not sure what to expect.
With November and December both done correctly | will be able to set a new goal.

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.

| am going to design a spreadsheet for Clay to input the proper "values" so we can work on
improvements. Making Clay part of the solution should go a long way.
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