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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

| will decrease my special order parts greater than 14 days in stock to under $500 by July 31
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 supports my delaers vision by taking care of the customers needs first and
foremost , By installing the SOP , we are completing the needed repair to the customers
vehicle and providing the level of service not only expected by our customers but by our DP
as well.

By achieving my goal, It will free up frozen capital , increase customer satisfaction and
increase service and parts gross by completing the repair by installing the SOP for customer.

If we do not achieve the goal , it will increase frozen capital , create potential obsolesence
issues and poor CSI results by not repairing the customers vehicles in a timely fashion.

The goal is important to me because by not having a solid SOP process , it will only create
obsolesence and frozen capital issues , and lack of service labor as well .these are not goals
we are looking to create but looking to decrease those issues which are important not only to
me but also to ownership.

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



NADA coon

———

o ——
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?
run SOP report dms access parts manager, | reduce sops>14 7131/22 TBD E
wiaaldhy RNC ran and dave tn §ENN nr L
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How will you track your progress? Where will you find the information? How often will you check in?
Our DMS has a specific report for SOP's by age , the 3 main date ranges it tracks are
Parts received >8 days

Parts received 8-14 days
Parts received <14 days

Itis a live report and | can create a dashboard module ( reynolds) that tracks those ranges

Potential Obstacles? Potential Solutions?
BDC unaware parts are in stock for Grant BDC employee DMS access to
customer that is waiting so customer is the SOP report to show when parts
never called and parts sit on shelf and arrive for customer rather than wait for
age parts employee to tell them to call
customer

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

0000

We currently have $5,527.00 in SOPs over 14 days in stock and not installed yet , Plus
whatever labor to install

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 will make the SOP age report part of my daily reports that parts managers send to me so
they can also see that $ amount
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	How does this goal align with or support your dealers vision: I will decrease my special order parts greater than 14 days in stock to under $500 by July 31 2022
	1: This goal supports my delaers vision by taking care of the customers needs first and foremost , By installing the SOP , we are completing the needed repair to the customers vehicle and providing the level of service not only expected by our customers but by our DP as well.



By achieving my goal, It will free up frozen capital , increase customer satisfaction and increase service and parts gross by completing the repair by installing the SOP for customer.



If we do not achieve the goal , it will increase frozen capital , create potential obsolesence issues and poor CSI results by not repairing the customers vehicles in a timely fashion.



The goal is important to me because by not having a solid SOP process , it will only create obsolesence and frozen capital issues , and lack of service labor as well .these are not goals we are looking to create but looking to decrease those issues which are important not only to me but also to ownership.
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