NADA

—
ACTION PLAN 1

e Specific @ 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?

| would like to improve our lost sales count. | want us to record our lost sales from where we
are at now. We record an average of 5 a month and we have many more then what is
recorded. | would like to record 100% of lost sales. | will measure weekly through our DMS
report. | want to check weekly and monthly want a 50% increase till we are doing it regularly
at 100% | think in 3 months we should be close to 100%

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
With achieving this goal | think we would No improvement in the department, no
have better stock on shelves better first improvement in gross, more lost sales, will
time fill rate, less emergency purchases, lose sale to another company, will lose
more profitable service jobs, more chance parts customer, will lose service customer.

on selling the service job, higher gross in
service and parts.

When will you start? March 1 2021

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

I will pull report off of 2120, meet with parts manager and parts advisors to make sure we are
putting all lost sales in. Mainly watching the report and spending time in parts department to
see if we are recording the lost sales.
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What specific actions will you take to achieve your goal? Who can help you?

My parts manager is the one who has to help me take a lead in this. We need to push all
parts advisors and make it a mandatory requirement for all lost sales to be recorded. We will
review to see what advisors are putting in the lost sales and who isn't by number of parts
tickets written. We will talk with parts advisors weekly to keep on it so it becomes a natural
part of doing business. Its an extra step they will have to do.

Potential Challenges? Potential Solutions?
Its an additional step that parts advisors will Everyone follows lead and records all lost
have to do that can take longer when doing sales. Lost sales creates more income for
their job. They wont want to do it cause the department and advisors. We can
they don't understand the significance of make it policy that all advisors have to
how this can help the department, Having follow.

all parts employees by in.
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