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PARTS HOMEWORK — ACTION PLAN

9 Specific m Measurahle 0 Relevant ° Time bound

!

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 keep obsolescence at 1% or lower. | would like to have a process that helps me
sustain a profitable parts dept. and keep our oboslescence low. Our process will allow us to
keep our obsolescence under 1% including special order parts. Moving forward we will
initiate this process at the start of April 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

This goal aligns perfectly with our dealers vision because if we go above 1% obsolescence,
the total amount will be written off at the end of the year which will affect our parts dept net
profit. The benefits of us reaching our goal will be as follows: lower cost of inventory for total
dept, will allow us to order more special order parts without worrying about unwanted aged
parts, will allow us to keep more customers satisfied, and will allow us to make more money.
If we take action with this plan our parts dept will have a high percentage of obsolescence,
customers will not be satisfied, our parts dept will have to write off a big amount of money at
the end of the year and miss out on good net profit. This goal is important to me because our
parts dept is the most consistently profitable dept and | would like to keep it that way. Also, |
want Mr. Penske to be happy with our production and profits in our parts depts.
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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?
MONTHLY PARTS EYE PARTS LOWER END OF MONTH CLOSE OF | []
RETIIRNS PRNCGRAM MANAGER NRSNI ESCENC | EVERY MONTH VEAR
RUN REVIEW CLEAN UP PARTS RETURN ALL |[END OF EVERY CLOSE OF []
NE SPECIAL REPNORT MANAGER LINIISED MONTH MONTH
MERGE ALL PARTS EYE PARTS MANAGER DAILY DAILY H
QPECIAI MANAGER/ SPECIAI
GENERATE PARTS EYE PARTS MORE OBSO DAILY DAILY []
LARGE MANAGER PARTS CREDIT
SEND SPECIAL REYNOLDS PARTS REMOVE DAILY DAILY []
NRNER PARTS COLINTER MAN SPECIAI
CONTACT ALL REYNOLDS PARTS GENERATE DAILY DAILY ]
CLISTOMERS COLINTER MAN PROFEITS

L

©2020 National Automobile Dealers Association. All Rights Reserved.




NADA

PARTS HOMEWORK — ACTION PLAN

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

0000

I will have daily meetings with Parts Manager and counter men to manage all special order
parts on the daily. This will include a walk through to put my eye on the shelves that these
special order parts are on. This will also be done daily. Also, we will update the customer list
daily on all special order parts. We will also update all service employees on all parts that
have arrived daily.

Potential Obstacles? Potential Solutions?
- PARTS EMPLOYEES MISSION - INCENTIVIZE EMPLOYEES FOR
WORK PERFECT ATTENDANCE
- NOT KEEPING SPECIAL ORDER - APPOINT ONE CERTAIN
PARTS LIST UP TO DATE INDIVIDUAL TO UPDATE THE LIST
- NOT COMMUNICATING WITH DAILY
SERVICE EMPLOYEES OR - HAVE DAILY MEETINGS
CUSTOMERS WAITING ON PARTS - DO A WEEKLY CLEAN UP IN THE
- CLUTTER IN THE WAREHOUSE WAREHOUSE TO KEEP CLUTTER
AND MISPLACING PARTS AND AREAS CLEAN

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

0000

This will allow us to make more money and help minimize any write offs at the end of the
year. This will probably give us an extra 20k per year.

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.

Having daily meetings will keep us all in check and will allow us to discuss the daily update
on customers and technicians speical order parts. We will also have a daily walk through
right after our meeting concludes to put our hands on the shelves that these special order

parts are on. Having our eye on this daily will let us know if we are contacting cutstomers and
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	How does this goal align with or support your dealers vision: My goal is to keep obsolescence at 1% or lower. I would like to have a process that helps me sustain a profitable parts dept. and keep our oboslescence low. Our process will allow us to keep our obsolescence under 1% including special order parts. Moving forward we will initiate this process at the start of April 2022.

 
	1: This goal aligns perfectly with our dealers vision because if we go above 1% obsolescence, the total amount will be written off at the end of the year which will affect our parts dept net profit. The benefits of us reaching our goal will be as follows: lower cost of inventory for total dept, will allow us to order more special order parts without worrying about unwanted aged parts, will allow us to keep more customers satisfied, and will allow us to make more money. If we take action with this plan our parts dept will have a high percentage of obsolescence, customers will not be satisfied, our parts dept will have to write off a big amount of money at the end of the year and miss out on good net profit. This goal is important to me because our parts dept is the most consistently profitable dept and I would like to keep it that way. Also, I want Mr. Penske to be happy with our production and profits in our parts depts.
	SPECIFIC ACTION STEPRow1: MONTHLY RETURNS USING PARTS EYE
	NECESSARY RESOURCESRow1: PARTS EYE PROGRAM
	WHO IS ACCOUNTABLERow1: PARTS MANAGER
	EXPECTED RESULTRow1: LOWER OBSOLESCENCE
	EXPECTED COMPLETION DATERow1: END OF MONTH EVERY MONTH
	ACTUAL COMPLETION DATERow1: CLOSE OF YEAR
	SPECIFIC ACTION STEPRow2: RUN REVIEW OF SPECIAL ORDER ON PARTS EYE
	NECESSARY RESOURCESRow2: CLEAN UP REPORT
	WHO IS ACCOUNTABLERow2: PARTS MANAGER
	EXPECTED RESULTRow2: RETURN ALL UNUSED SPECIAL ORDERS
	EXPECTED COMPLETION DATERow2: END OF EVERY MONTH
	ACTUAL COMPLETION DATERow2: CLOSE OF MONTH
	SPECIFIC ACTION STEPRow3: MERGE ALL SPECIAL ORDER PARTS PLACED THROUGHOUT THE DAY
	NECESSARY RESOURCESRow3: PARTS EYE
	WHO IS ACCOUNTABLERow3: PARTS MANAGER/ COUNTER PARTS MAN
	EXPECTED RESULTRow3: MANAGER SPECIAL ORDER PARTS
	EXPECTED COMPLETION DATERow3: DAILY
	ACTUAL COMPLETION DATERow3: DAILY
	SPECIFIC ACTION STEPRow4: GENERATE LARGE ACCRUAL AMOUNTS
	NECESSARY RESOURCESRow4: PARTS EYE
	WHO IS ACCOUNTABLERow4: PARTS MANAGER
	EXPECTED RESULTRow4: MORE OBSO PARTS CREDIT
	EXPECTED COMPLETION DATERow4: DAILY
	ACTUAL COMPLETION DATERow4: DAILY
	SPECIFIC ACTION STEPRow5: SEND SPECIAL ORDER PARTS LISTS TO SERVICE TEAM
	NECESSARY RESOURCESRow5: REYNOLDS
	WHO IS ACCOUNTABLERow5: PARTS COUNTER MAN
	EXPECTED RESULTRow5: REMOVE SPECIAL ORDER PARTS FROM SHELVES
	EXPECTED COMPLETION DATERow5: DAILY
	ACTUAL COMPLETION DATERow5: DAILY
	SPECIFIC ACTION STEPRow6: CONTACT ALL CUSTOMERS WAITING ON SPECIAL ORDER PARTS
	NECESSARY RESOURCESRow6: REYNOLDS
	WHO IS ACCOUNTABLERow6: PARTS COUNTER MAN
	EXPECTED RESULTRow6: GENERATE PROFITS
	EXPECTED COMPLETION DATERow6: DAILY
	ACTUAL COMPLETION DATERow6: DAILY
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: I will have daily meetings with Parts Manager and counter men to manage all special order parts on the daily. This will include a walk through to put my eye on the shelves that these special order parts are on. This will also be done daily. Also, we will update the customer list daily on all special order parts. We will also update all service employees on all parts that have arrived daily.
	A_2: - PARTS EMPLOYEES MISSION WORK

- NOT KEEPING SPECIAL ORDER PARTS LIST UP TO DATE

- NOT COMMUNICATING WITH SERVICE EMPLOYEES OR CUSTOMERS WAITING ON PARTS

- CLUTTER IN THE WAREHOUSE AND MISPLACING PARTS
	A_3: - INCENTIVIZE EMPLOYEES FOR PERFECT ATTENDANCE

- APPOINT ONE CERTAIN INDIVIDUAL TO UPDATE THE LIST DAILY

- HAVE DAILY MEETINGS

- DO A WEEKLY CLEAN UP IN THE WAREHOUSE TO KEEP CLUTTER AND AREAS CLEAN
	R: This will allow us to make more money and help minimize any write offs at the end of the year. This will probably give us an extra 20k per year.
	S: Having daily meetings will keep us all in check and will allow us to discuss the daily update on customers and technicians speical order parts. We will also have a daily walk through right after our meeting concludes to put our hands on the shelves that these special order parts are on. Having our eye on this daily will let us know if we are contacting cutstomers and technicians to inform them that their parts have arrived. This will allow us to keep customers satisfied and help with our CSI.
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