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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

I will track and monitor lost sales correctly and accurately. | will improve my current,

incorrectly done process, to a correct and accurate process. | will complete this by February
1, 2021.

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

Having the parts customers needs filled immediately, will create a lifelong customer. By
fulfilling the customers part needs right away, we will provide a confidence that they will only
need to make one call the next time they need parts. Having the parts in stock, helps to
complete the sale on the phone or in person. Losing the sale, because you do not have the
part in stock, greatly effects customer retention. Customers will remember that you did not
have the part last time, and may call someone else first.

©2020 National Automobile Dealers Association. All Rights Reserved.



NADA coon

———

e
What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ a
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?
TRAINING NADA ME LEARN 11/18/20° I_I
CR”‘E’,\ATAEA CDK/NADA ME ,(\390,.[2. 11/25/20 ]
TRAIN STAFF |NADA TRAINING ME LEARN 11/30/20
ME)NITOR CDK ME/STAFF CG)\I:\"REEITA 12/8/20
RETRAIN AS |NADA TRAINING ME/STAFF CORRECT 12/8/20
MON’I‘TOR’I\_OST CDK ME LC’)‘ST S’,‘A\LES 1/4/21
FINAL MODS TO |NADA TRAINING ME/STAFF PERFECT LOST 2/1/21

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

0000

Correct tracking process has yet to be discussed in training. The daily lost sales will be
collected from my parts consultant, and | will track weekly.

Potential Obstacles? Potential Solutions?

Staff not completing regularly. Monitor closely daily until process is
followed naturally.

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

0000

| can not say what the impact will be financially yet. Once monitored, and stocking changes
made, the impact will be more obvious.

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.

It will start with me. Continue monitoring lost sales regularly, and deal with staff retraining as
needed.
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