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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o 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

We will raise our first time fill rate from 54% to 80% by June 30th 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 will align with the stores vision by FIX IT RIGHT THE FIRST TIME( which is also

highly stress from our manufacturor) by haveing the right parts in stock and ready to install
immediately.

Consequences are: -Lost sales, lower gross profit, unhappy technicians, loss of technicians
due to lower hrs logged, unhappy customers that will do business elsewhere and higher
emergency parts orders.

This is important to the health of the store because it effects all departments when we do not
have the right parts on hand to install right away.
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e
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?
lost sales sheet the sheet every parts correct number immediately 04/01 | ] |
for trackinn nn amnlnvaan nf Inct calac cniint
giving service the sheet Parts Manager cumulation or asap
advienre a lnet and advicnre narte naadad
training and word training and Parts Manager more sales immediately 04/01 ]
tracke for narte hillat nninte

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

0000

By checking with the parts manager on his tracking of the first time fill rates from continuing

to use the sheets provided and comparing them with our DMS. We will check in once a week
to go over numbers.

Potential Obstacles? Potential Solutions?
Poor tracking of first time fill rate from Showing the parts employees the
unwilling employees. benefits of filling the order right the first
lack of accountabilty from GM and Parts time.

Manager.

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

0000

Gross profits will be higher and less expesses paid out from re-scheduling appointments to

the technician having to put a car back together just to break it down again. could be
anvwhere from $500-$1.000 ner

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.

GM and Parts Manager will have weekely meeting to go over this and daily reminders to the

parts team to keep using the materials provided to ensure the right parts are on hand when
needed.
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	How does this goal align with or support your dealers vision: We will raise our first time fill rate from 54% to 80% by June 30th 2022
	1: This goal will align with the stores vision by FIX IT RIGHT THE FIRST TIME( which is also highly stress from our manufacturor) by haveing the right parts in stock and ready to install immediately. 



Consequences are: -Lost sales, lower gross profit, unhappy technicians, loss of technicians due to lower hrs logged, unhappy customers that will do business elsewhere and higher emergency parts orders.



This is important to the health of the store because it effects all departments when we do not have the right parts on hand to install right away.
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	A_3: Showing the parts employees the benefits of filling the order right the first time.
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