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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

Going forward in the next 30 days. | will increase the customer contact rate for special order
arrivals by 80% by June 13. Current contacts are very poor at less then 26%.

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 idea aligns with the dealerships vision statement, by delivering top-level customer
service. We can improve our returns along with customer and shop relations. By contacting
more customers and not relying on everyone to just show up when you said the part would
be in at time of order. We'll also improve the relationship with the shop. The service advisors
will have a fuller schedule. The parts department will not have to worry about the Service
department not tracking RO special orders, along with not getting the customers back in.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA cuocn

———

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?
sor contact report DMS SYS Chad Base Line 16/APR/22 |_
assign call log Create log Chad Start process 16/APR/22 [
start calls call log assigned contacted 16/APR/22
sor contact report DMS SYS Chad Repetition 17/APR/22
assign call log Create log Chad Repetition 17/APR/22
start calls call log assigned Repetition 17/APR/22
sor contact report DMS SYS Chad Habit 18/APR/22
assign call log Create log Chad Habit 18/APR/22
start calls call log assigned Habit 18/APR/22
sor contact report DMS SYS Chad Increase in sales 19/APR/22
assign call log Create log Chad Increase in sales 19/APR/22 =I|
start calls call log assigned Increase in sales 19/APR/22
sor contact report DMS SYS Chad Increase in sales 20/APR/22 ]
assign call log Create log Chad Increase in sales 20/APR/22
start calls call log assigned Increase in sales 20/APR/22
sor contact report DMS SYS Chad Target insight 21/APR/22
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How will you track your progress? Where will you find the information? How often will you check in?

0000

To track the process, | will view the call logs and average the percentage of calls made daily.
Along with checking the record of calls cashed in the phone system, making sure the calls
had been performed.

Potential Obstacles? Potential Solutions?
Employee's old habits. Repeat and train.
Lack of effort. Offer a $5.00 a week spiff for
compliance.

Getting out of routine.
Keep encouraging to follow through with
offer a $50.00 end of month spiff. For
the top performer. Keeping the habit

going.

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

0000

The financial gain would be from $4,200.00 in returns to, sales increase of $3,360.00. Over
time the measurable sales scale could increase to over $5,000.00 more a month. This little
b il mAanmvAlv A AL At AtAmA Ay vAlAbiAA mAanrmvAitA AAlAaA AnA AlhAaw Il vAdA

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.

I myself will have to stay on task by doing this daily. When I'm gone make sure someone else
does the job. Follow through daily and monthly holding myself and the department
accountable for all fails. Train and retrain if needed to ensure everyone stays on task.
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	A_2: Employee's old habits.

Lack of effort.

Getting out of routine. 


	A_3: Repeat and train. 

Offer a $5.00 a week spiff for compliance.

Keep encouraging to follow through with offer a $50.00 end of month spiff. For the top performer. Keeping the habit going.
	R: The financial gain would be from $4,200.00 in returns to, sales increase of $3,360.00. Over time the measurable sales scale could increase to over $5,000.00 more a month. This little step will improve our customer relations, improve sales, and shop fill rate.
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