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ACTION PLAN 1

e Specific m Measurable o Relevant ﬂ Time bound

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

To change our current process from not requiring payment upfront for special order parts to
requiring payment upfront for special order parts. This will be 100% process by Jan 1st 2021.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
*Less dollars tied up in obsolete parts from *Special order parts not being sold and end
special order parts being order and not up on your shelf.
picked up from customer because they
were not paid for upfront. *Having dollars tied up in obsolete parts
*Turn parts more frequently. Turn your inventory less frequently.

*More gross dollars by having your
inventory right.

Monday Dec 21st 2021
When will you start?

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

We will utilize our dms and any other systems in place to check reports on our Special Order
Parts. This will be done daily to make sure we are collecting payment upfront.
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What specific actions will you take to achieve your goal? Who can help you?

We will have a meeting with the entire parts staff regarding our new process.

We will also have a meeting with the service manager and service advisors to let them know
about the new process. They will communicate with there technicians.

The service advisor will call their customer once the diagnostic has been done to let them

know that we will have to order the part to fix their vehicle and we will ask the customer for
payment at that time for the part or parts. This will be the only way for us to move forward.
Exceptions can be made but will have to be approved by the parts and service manager.

Potential Challenges? Potential Solutions?
Customers may not like the fact that they Consult with the customer upfront and let
have to pay for something upfront. them know what to expect. Be transparent.
It may cost us some business. Reward the teams with a pizza party once

this process is fixed.
Parts advisors get discouraged if they dont
get a sale do to this process.
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