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e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Reduce lost sales ($136K last month) = improved CSlI, higher P&S net profit
Achieve target of < $15K per lost sales calculator
Reduce within 6-months

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Higher P&S Gross/Net Profit Guest frustration
Higher CSI scores P&S department frustration/lower comp

Greater tech efficiency

When will you start? Immediately (with emphasis on end of current month)

How will you gauge your progress? When? Using which metrics?

Track the following metrics monthly:
Lost sales

Average value per piece (Currently $368 vs. $15 lost sales calculator); missing expensive
parts

CSlI
P&S Gross profit $$s
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What specific actions will you take to achieve your goal? Who can help you?

Phase in more higher ticket revenue...extend to 3 sales in 12 months (lookback)
Analyze historic data to identify most common Parts missed

Put rolling analytical process in place to constantly refresh missed parts

Store controller, GM, Service Advisors

Potential Challenges? Potential Solutions?
More inventory investment Reprice parts to ensure margin covers
Space for parts inventory investment
Lead time in ordering special parts Clean out bins/storage, purge old inventory,
find space

Work with OEM's, suppliers to ensure
adequate lead time
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