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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?

Begin to track lost sale and emergency purchases to get an accurate number on how many
parts sales we are losing due to inventory. We are currently tracking 0% of lost sale and
emergency purchases so a completely new system has been put into place to capture 100%
of all lost sales and emergency purchases. We began this process on April 1st and have set
the deadline of May 1st for this process to be absorbed and part of our daily routine.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

understanding our inventory properly sending parts drivers all over the city to get
parts we should have in inventory

preventing purchases from other

dealerships backing up lifts that prevent us from being
efficient

improvement of FTFR

When will you start? april 1st

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

we are gauging our progress by tracking the amount of parts and dollars of parts in lost sales
and inventory purchases on our dms reports weekly. since the number was 0 for all prior
reporting we will be able to see easily if the process is being followed by the numbers rising.

we know the lost sales and emergency purchases are there we just dont know how many or
how much.
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What specific actions will you take to achieve your goal? Who can help you?

our new parts director brings our dms reports to our weekly meeting and we review it together
for these metrics along with other metrics that we have learned from this class to help improve
our efficiency overall.

Potential Challenges? Potential Solutions?
laziness we have agreed to write up employees who
time refuse to follow the process

personell
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