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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° Time bound

!

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

Start tracking lost sales starting immediately through the end of November (prior to
inventory).

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

The dealership's vision is to ensure we make the customer happy all the time. When a
customer has to wait on anything, that does not meet our vision.

Benefit will be that we will have a better tracking system, therefore allowing the needed parts
to be stocked when necessary.

Consequences are potential lost sales and loss of profit for the dealership.

Setting this action plan into play will allow our dealership to be better equipped to handle
in-stock parts and potentially increasing our gross profit.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
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?
Discuss tracking None Parts Manager Leadership Immediately | |
Determine best computer Parts Set up tracking Immediately
Discuss tracking none Entire parts team | Better tracking of Immediately

Start tracking

computer and

Entire parts team

A lost sales

December 1st

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

0000

Tracking will be done through our DMS system and a report will be created on a weekly basis
to ensure everyone is working together.

Signs will be placed on all counters (front/back) to ensure everyone remembers to do the
tracking every time.

Potential Obstacles? Potential Solutions?
Obstacles include human error of The first few weeks of tracking will
tracking and not using proper tracking include an end-of-day recap with each
methods or systems. parts team member to ensure everyone

is documenting properly.

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

0000

If tracked appropriately, $62,354 is potential GP for lost sales annually at our dealership.

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.

From now until December, the tracking will be done as part of everyone's daily
responsibilities. If this is not continued after December as part of the daily tracking, the
dealership could continue to potentially have missed opportunities.
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