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

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

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

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1:  My goal is to decrease obsolescence and ensure that all special order parts not picked up are returned to the warehouse on time without charges to our dealership.  I will decrease obsolescence special order parts inventory and decrease shipping charges from 67 parts not returned on time per month to 0 by August 25th 2022.







 Develop a procedure to ensure prepayment on all customer parts that have no returns or a short return window.  We will ensure all parts are pickup up within 14 days of Parts department receipt.  The BDC will contact customers and any part that is 25 days old on the shelf will be returned to the Honda warehouse.  We will audit every 28 days for customer orders.



That cant be return without spending return allowance 
	1_2: We will be more effecient and informative with our customers thus, we will make more money and we will not have obsolete parts on the shelf.  This process will start December 28th 2021.  We will measure our processes with the Parts staff.  The Parts manager will report to his Service Manager and report every month to the GM.




	1_3: Overages of parts that we will not use.  Loss of revenue.  Loss of labor and possibly damage or missing/stolen parts.
	When will you start: We will start December 28th.
	1_6: We will gauge our progress with bi-weekly audits.  Every part will be tracked and at 14 days the part will start the process of returns.  The BDC will recontact the customer and at 25 days the part will be returned.   Our Parts manager will oversee the Parts Staff as we audit the special orders.  A designated area will hold all customer parts that have been ordered and received.   Once the parts arrive in our department the BDC will contact the cusotmer and the process will start.   We will measure our success monthly on the 28th of each month.  



We will gauge the progress weekly.  We will see an increase in prepayed parts that are non stock items.  A report will be developed by Jan 4 2022 which will measure our tracking system.  This report will be overseen by the Parts manager and the data will be reviewed on the 28th of each month by the Service manager.
	1_8: We will implement this new plan and ensure prepayment on all non return parts prior to ordering.  I will meet with the Parts Staff, BDC and Service manager on the 15th of each month to ensure the processes are working.  



The Parts department will implement the plan and will report to the Parts Manager on the 3rd tuesday of each month.  Part counter staff will determine what parts will require pre payment.  The Parts supervisor will report to the Service/Parts manager on the progress of the success.



A review of this plan will be audited by Corporate Office on March 1st,  June 1st, Sept 1st and Dec 1st.
	1_9: Potential challenge will be customer satisfaction and understanding.



Staff turnover and work load



Tracking of the parts from receipt to delivery.
	1_11: Correct communication from our team to our customer will allow a smooth success.



Training and audits will ensure that the process is maintained.



Regular Audits and reviews conducted by Parts Manager and reported by the 28th of each month.


