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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° Time bound
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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

My goal is to have all our parts counter employees to report minimum of 5 lost sales daily by
Feb 15th 2022. At the moment they are reporting 0-2 daily.

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

- Yes it does align with our dealer vision.
-Benefits are to have the right number and right mix of parts available for our customers.
-Consequesnces are:

Missed business

Not having the right mix and number of parts available

Lower customer satisfaction

Not generating dollars and lower gross sales
-This goal is important because it's the only way that we can adjust stocking levels for
demand of parts
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
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?

Reporting on lost DMS reports Parts manager | 5 lost sales per 02/15/22 02/15/22 | |
calac narcnn dailv L

Training Right use of DMS All parts 5 lost sales per 02/15/22 02/15/22

amnlnvec narenn dailv
Daily meetings | Review reports all parts 5 lost sales per 02/15/22 02/15/22

amnlnvonoc

narcnn _dailv

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

0000

Track Processing by having daily meetings with parts employees and manager. Information
can be obtained by running DMS reports on lost sales. This will be checked daily.

Potential Obstacles? Potential Solutions?
-Short staffing -Adequet staffing
-Too busy -Reviewing the prcocess
-Forget to report -Writing notes to remember if busy
-Not knowing how to report it -Train staff on how to report
-Not holding employees accountable -Hold staff accountable
-Not reviewing and training -Daily meetings, reviews and training

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

0000

Financial impact will be huge. This will add $5000 - $8000 per month to buttom line.

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.

Will continue monitering results with daily, weekly meetings and reviews. Will continue
training and hold staff accountable.
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	1: - Yes it does align with our dealer vision.

-Benefits are to have the right number and right mix of parts available for our customers.

-Consequesnces are:
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   Not having the right mix and number of parts available

   Lower customer satisfaction

   Not generating dollars and lower gross sales

-This goal is important because it's the only way that we can adjust stocking levels for demand of parts
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-Too busy

-Forget to report

-Not knowing how to report it
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-Not reviewing and training
	A_3: -Adequet staffing

-Reviewing the prcocess

-Writing notes to remember if busy

-Train staff on how to report

-Hold staff accountable

-Daily meetings, reviews and training
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	S: Will continue monitering results with daily, weekly meetings and reviews.  Will continue training and hold staff accountable. 
	Check Box33: Off
	Check Box34: Off
	Check Box35: Off
	Check Box36: Off
	Check Box37: Off
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


