NADA c.n

PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle 0 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

Design and impliment a process for special order parts. Follow the process that we design to
ensure special parts are paid for and accounted for. To go from multiple unpaid,not installed,
or not picked up items to everything paid upfront and completed within 60 days.

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

Our goal is to provide a fun and easy experience within all departments of the dealership.
With that in mind we want to make it effortless to purchase and have parts installed.

The beneifits will be for both the business and the customer. The quicker the parts are
installed or delivered, the happier the customer will be and the more profitable the
department will become. If we can not succeed at these goals the customers expectations
were not met and the departments cash will be tied up and profit will be potentially lost.

This is not important but crucial to the departments success as it affects both the customer
experience and the bottom line.
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e
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?
Paid in full policy Action Part/Service Paid for parts Immediately | |
Better tracking Spreadsheet Parts/Service Trackability Immediately
Better scheduling CRM BDC/Service Quick Immediately
niclkiin/inetalle
30 Pickup Policy Action Parts/Service Less shelf time Immediately
Part delivery Delivery vehicle Parts/Drivers Quicker turn Immediately

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

0000

Keep a tracking log that is updated daily. We will keep a log at the parts shelf and with the
Parts Advisor. This will be a daily check for the first month and then once a week going
forward.

Potential Obstacles? Potential Solutions?
Chance of "garbage in garbage out", if Create forms of redundancy and spot
we can not get our people to log all check daily.

parts correctly we will struggle to track.

Employees do not adopt the new Discipline the employees that do not
policies and making exceptions for follow the process.
certain customers

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

0000

Reduction in the loss of dollars

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.

Incorporate into our weekly meetings and we pay our managers on the bottom line so they
will see the increase and want to stick with it
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	How does this goal align with or support your dealers vision: Design and impliment a process for special order parts. Follow the process that we design to ensure special parts are paid for and accounted for. To go from multiple unpaid,not installed, or not picked up items to everything paid upfront and completed within 60 days.
	1: Our goal is to provide a fun and easy experience within all departments of the dealership. With that in mind we want to make it effortless to purchase and have parts installed. 

The beneifits will be for both the business and the customer. The quicker the parts are installed or delivered, the happier the customer will be and the more profitable the department will become. If we can not succeed at these goals the customers expectations were not met and the departments cash will be tied up and profit will be potentially lost.



This is not important but crucial to the departments success as it affects both the customer experience and the bottom line.
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Employees do not adopt the new policies and making exceptions for certain customers 


	A_3: Create forms of redundancy and spot check daily. 







Discipline the employees that do not follow the process. 


	R: Reduction in the loss of dollars
	S: Incorporate into our weekly meetings and we pay our managers on the bottom line so they will see the increase and want to stick with it 
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