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PARTS HOMEWORK — ACTION PLAN
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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

We want our special-order parts process to improve. We want to go from 100 days down to
50 days by the end of 2022.

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

We have no process currently. Our Dealer wants to achieve max profitability, and this will do
it. The benefit will be reduced obsolescence resulting in lower losses. Higher obsolescence
and frozen capital would be the consequences. This goal is important to me because | feel
that it would be a start to improve our fixed absorption. The parts department is intricate to
our dealership and we need to have better processes with total buy in.

1. SOP is placed by either the parts manager or the service manager.

2. Customer will be advised of either the no return policy or the 20% restocking policy.

3. Parts will be prepaid with very rare exceptions.

4. Customers will be made aware of incoming freight as soon as we get tracking information.
This will be done with a minimum of two contact methods. Contact methods will be text,
phone call, and email.

5. When the part arrives the customer will be notified immediately.

The customer will be given 24 hours before the 2nd reach out. We will continue for five days.
6. After 30 days the part will be returned.

7. Packing slips and SOR (Special Order Request) slips are printed for incoming freight.

8. Parts are received from the freight company and inspected for damage. If there is damage
present it is noted at the time of delivery.

9. Parts are checked in by the receiving clerk ensuring quantities and part numbers match
the packing slip. If there are any discrepancies the parts manager is notified.

10. Receiving clerk then receipts the orders into inventory.

11. SOR sling are matched with their narts and niit in the correct SOP hin. Rentiest and sling
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ ﬂ
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?

L

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

| will track our progress weekly in our Manager's Meeting.

Potential Obstacles? Potential Solutions?
Service advisors in parts advisors are Service advisor and parts advisor follow
not notified in a timely manner. up everyday at 10 and 4.
Shipping delays. This is a real concern Weekly accountability meetings.

at the moment.
Back order delays.
Not following the process.

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

0000

$10,000 per month!!!

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.

Parts manager will check SORs on the daily basis.
The fixed operation manager and | will have a meeting once a week to ensure that the
process is being followed.

We will have a monthly SOP inventory check.
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	How does this goal align with or support your dealers vision: We want our special-order parts process to improve. We want to go from 100 days down to 50 days by the end of 2022.
	1: We have no process currently. Our Dealer wants to achieve max profitability, and this will do it. The benefit will be reduced obsolescence resulting in lower losses. Higher obsolescence and frozen capital would be the consequences. This goal is important to me because I feel that it would be a start to improve our fixed absorption. The parts department is intricate to our dealership and we need to have better processes with total buy in.



1. SOP is placed by either the parts manager or the service manager. 

2. Customer will be advised of either the no return policy or the 20% restocking policy.

3. Parts will be prepaid with very rare exceptions.

4. Customers will be made aware of incoming freight as soon as we get tracking information. This will be done with a minimum of two contact methods. Contact methods will be text, phone call, and email.

5. When the part arrives the customer will be notified immediately.

The customer will be given 24 hours before the 2nd reach out. We will continue for five days. 

6. After 30 days the part will be returned.

7. Packing slips and SOR (Special Order Request) slips are printed for incoming freight.

8. Parts are received from the freight company and inspected for damage. If there is damage present it is noted at the time of delivery. 

9. Parts are checked in by the receiving clerk ensuring quantities and part numbers match the packing slip. If there are any discrepancies the parts manager is notified. 

10. Receiving clerk then receipts the orders into inventory.

11. SOR slips are matched with their parts and put in the correct SOP bin. Request and slips are given to the Service Advisors/ Parts counterman so the customer can be notified. 

12. Stock order parts are put in the proper bin location.

13. Any noted damage or shortage claims are filed with the manufacturer.

14. If a part is for a down unit, the service advisor will notify the dispatcher that the part has arrived. The repair order is then dispatched to the technician. 

15. The technician puts in a parts request through the DMS and the parts advisors pull the parts for the technician. The parts advisor then places the part on the back counter and the technician picks them up from the counter. 
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	A_2: Service advisors in parts advisors are not notified in a timely manner.

Shipping delays. This is a real concern at the moment.

Back order delays.

Not following the process.


	A_3: Service advisor and parts advisor follow up everyday at 10 and 4.

Weekly accountability meetings.


	R: $10,000 per month!!!
	S: Parts manager will check SORs on the daily basis.

The fixed operation manager and I will have a meeting once a week to ensure that the process is being followed.

We will have a monthly SOP inventory check. 
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