NADA oo

PARTS HOMEWORK — ACTION PLAN

o Specific m Measurable o Relevant o Time bound

ll

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.”
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| will decrease my parts obso at the store by 10%
I would like to achive this by getting SOP off the shelf to the cutomers more efficiently.

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?

This goal will align with my dealers vission by implemntion a prossess that will increse the
overall operating profit of the parts department.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
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?
print out list of sop CDK parts manager get rid of SOP on going Rolling 30 days J

older than 30days

Give list to BDC CDK Parts manager |Contact customer on going Rolling 30 days

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

We will track this weekly at our fixed opps meeting. One of two ways the first is looking at the
list that is over 30days and confirm the number of parts is not getting larger. | could also track
this by filling out the DMS scroecard given to us by NADA

Potential Obstacles? Potential Solutions?
-service BDC quits -If service BDC quits we would attempt
to hire someone immediately, in the
-The parts manager and employes mean time we could have the service
buying in and seeing the importance of advisors contact their customers.

these new practices.

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

0000

| would need help with this calculation to figure out what financial impact this would have on
the bottom 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.

Holding them accountable and my self accountable to attend the fixed opps meeting every
time.
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