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ACTION PLAN 1

o Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

Goal: Start tracking/logging Lost Sales for 90 days, once we have true data, then bringing %
of lost sales to under 10% at the end of the next 90 days--end of Q4 2022

BOTTOM LINE: Benefits of Achieving Your Goal

We have not been flagging lost sales to get
an exact number. We just know we are
letting money walk out of the parts room
and service department. By achieving a
low lost sales rate we will maintain
customer relations for life long customers
and bring more gross to the parts
department.

Started 06/01/2022
When will you start?

Consequences of Not Achieving Your Goal

We have no idea how much money is
walking out of the parts department. If we
dont start tracking we cannot fix the issues
that are cuasing the lost sales and it will
contuine the cycle. WE ARE LOOSING
SALES AKA GROSS by not knowing. We
have to fix this.

How will you gauge your progress? When? Using which metrics?

Ran reports on our current Lost Sales numbers as a starting point. Now weekly and then
monthly the parts manager will run the lost sales reports to track month over month
improvement. The Parts Manager will bring these reports to our weekly managers meeting

for an update.
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What specific actions will you take to achieve your goal? Who can help you?

-Train Parts Manager how to mark Lost Sales in DMS (did not know how to before)
-Print out NADA WorkBook page 72 "Lost Sale Decision Tree" Chart, have infront of Parts

Manager's computer to correctly mark Lost Sales

-Have Parts Manager make notes on all true lost sales. We can then track why it was lost
and how to fix or stop it from happening again. Create a process to make us more effeicnt
and effective by not allowing so much money to be walking out of the parts and service

department.

Potential Challenges?

-Getting the parts manager to make a
change, he does not like change, even if it
bennefits him

-getting frusrated with learning something
new

-getting upset at myself when we find a
true lost sales number that | allowed it to
go on for so long.

Potential Solutions?

-Make sure to paint "Paris in the Spring"
Vision for parts manager to show his key
role and the bennfit it will bring to him and
the dealership.

-Train all serivce rides about lost sales and
provide the "tree" to them so they can let
the parts manager know what happened so
we can mark a true lost sale or not
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