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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?

My goal is to accuratly calculate lost sales. | want to have an acccurate system in place by
02/01/2022. The metric in the DMS is only as good as the data that is put in. (Garbage in and
garbage out)

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
We will know how to properly stock Will lose sales as well as pay more money
inventory. Will lead to more First time fill for parts we purchase from a Parts
rates and less margins paid to other distribution center

places. Happie customers and better CSI

12/01/2021
When will you start?

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

Will check weekly with Parts manager and go over R.O's at random
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What specific actions will you take to achieve your goal? Who can help you?

We will put a laminated sheet on the parts counters stating EXACTLY what a lost sale is. No
more going to autozone and saying that was a first fill. We will also spot check RO's for
accuracy. | will also check in with techs on tickets that said it was a first fill to see how long it

took to get the parts to them.

Potential Challenges?

Parts counter not bought in.
Very easy to do the easy thing
Parts Manager not bought in

Potential Solutions?

Show counter help it is much easier to
assist the customer when we have the part
here. Our customers will be happier and
we will make more money in sales as we
are able to turn less people away.
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