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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

| will decrease my obsolesence/new parts no sales to the NADA guideline of 5% of Inventory,
this will be attained by 12/31/2022

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

Our vision is to carry the parts with a demand to ensure our technicians are more efficient
and customers are taken care of quickly. We do not want to utilize inventory capital on parts
that show no demand.

Benefits :

* Tech's more productive

* Customer Satisfaction Improves

* not having to firesale or throw away parts

Consequences:

* Tech's waiting for parts because our Inventory is not reflective of what is needed

* Customers unhappy because the repair is taking too long
* taking the financial loss of getting rid of those parts
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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?
Train parts RIM Guide General Manager Complete 8/30/2022 | |
Implement SOP | Share able File | Parts Manager | SOP will not sit 8/15/2022
Review Rim RIM Dashboard | Parts Manager | Send back parts 8/30/2022
Post current obso| website specials GM/Parts Sell obso parts 9/30/2022
Getrid of any | scrap acct/trash | Parts Manager Minimal obso 12/30/2022

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

0000

Parts Manager/ General Manager will meet weekly to review reports and RIM

By Sept 30th decrease from 25% to 17%
By Nov 15th decrease from 17% to 10%
By Dec 31st decrease from 10% to 5% or less

Potential Obstacles? Potential Solutions?
* No one purchases current obso and * Charge off any left over obso & ensure
we can't return we do not get into situation again
* Parts Manager doesn't fully * Review weekly, the returns,
understand RIM recommendations to ensure we have
* Sop Process not executed correct inventory

* Discuss during weekly review, if no
appt set in 30 days for SOP's we send
part back (must see attempts to contact
customer)

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

0000

We currently have over $45,000 in obso parts which exposes us to that loss, with RIM and
the SOP process there is no reason for us to have this potential loss, it will be eliminated

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.

The Parts Manager and GM meet every Wednesday, prior to NADA those meeting were not
productive, we will have productive meeting on Wednesdays, we will meet for approx 1 hour
with Service Manager being in for 30 minutes of that meeting.
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