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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

My SMART Goal is to increase my dealerships Parts Inventory True Turns. When calculated
the dealership showed True Turns at 1.7 with Gross Turns at 5.7. | look to increase the true
turn rate from 1.7 to 4. this is the NADA guide (4-6) for true turns while our dealerships Gross
Turns is close to guide (6-8). | look to acheive this over 1 year to give time to stock the right
parts on our shelves to the demands in our market.

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

Achieving this level of True Turn rate will align with our dealerships vision of providing the
Wakefield Family Promise, where we look to keep 100% of our customers satisfied with the
way they are treated when visiting our dealership. There is an abundance of BENEFITS to
acheiving this metric but the most important is to keep our CSI (Customer Satisfaction Index)
as high as possible. Second would be to improve our First Time Fill Rate percentage. By
having the part on the shelf we can get it to the tech when they need it and they can
complete the vehicle faster in service, and ultimately return it to the customer in a quicker
time period. This would increase effeciency and boost productivity because techs would not
have to wait for part to come in. CONSQUENCES of not improving our True Turn rate would
mean that we would have to continue to rely on emergency purchases when customer bring
their vehicles in for service. Another conquence is an abundance of lost sales. We recorded
a possible lost sales amount, which is money that we have missed due to lost sale of $6,695.
We would need to track this closer to avoid missing out on the money because we dont have
the availble parts at the retail counter when a walk-in/call-in customer is looking for them.
Lastly, by adding inventory to raise our True Turn rate we could have an addition of obsolete
parts if they are not being sold when we originally believed they were needed. Understanding
the market would be crucial to increasing True Turns without increasing Gross Turns. The
importance of this goal of high CSI rating is to keep customer coming back when they need
their automotive needs satisfied. This will allow us to keep customers, build relationships,
and be more profitable by keeping value generating through our dealership instead of

elsewhere. Completing the needs of the customer will have a positive effect on the overall

health of the stare
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e
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?
Collect all Countin Parts Staff Find lacking & 10/31/22 |
Invantnryv \Warahniica ahiindance
Identify DMS Reports Counterperson discover 11/5/22
NOhecalence niitdated narte
Reduce Dead |Part Broker Direct| Parts Manager | open space for 11/30/22
Ctnrle noaadad invantars
Evaluate Shelf DMS Counterperson Find quantity 12/5/22
chare Rannrte/Shalf amaniint
Analyize Market Web Assistant Meet demand 12/31/22
Paocoarch/RPacnrd Mananar noade
Order highest DealerTrack Parts Manager | Increase Turns Every Month

damand narte

CGlohal Cannact

Adjust Price GM price updates Assistant prices more 1/10/23
Ctrataniac Mananar favnrahla tn
Track Progess DMS Reports |Parts Staff/Myself| Complete Turn 3/1/23
wil/ On-hand Inv
Stock New Warehouse Counterpersons | Know Inventory 3/31/23
Invantaryv nn-hand
Marketing Calls Counterpersons | Increase Traffic Daily
Complete Back Open R.O's Service/Parts Increase CSI 5/31/23 |
Ordarc Mananaer !
Track Progress DMS Reports | Parts Staff/Myself| Complete 2nd 6/1/23
Tiirn L
Evaluate Process| DealerTrack Parts Manager | Continue/Adjust 6/1/23
Track Progess DMS Reports |Parts Staff/Myself| Complete 3rd 9/1/23
Tiirn
Track Progress DMS Report | Parts Staff/Myself| Complete 4th 11/1/23 -
Tiirn 12/21/2
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How will you track your progress? Where will you find the information? How often will you check in?

0000

| plan to track our progress quarterly to be able to adjust or retain processes put in place to
meet our goal of 4 True Turns. Each quarter if we have not completed a true turn we will
need to find the reason why and implement procedures to make sure we complete the turn
as well as ensure inventory will be turned by the end of the next quarter. This information can
be found in DMS reports and can find true average using each months sales/inventory
numbers. | plan to check each month on what inventory we are bringing in to ensure we are
ordering parts with the highest demand in our area.

Potential Obstacles? Potential Solutions?
One obstacle would be manufacture Reduce power percentage of required
required parts. Another obstacle would parts to the miniumum percentage the
be an under performing Service Drive manufacture requires to keep on shelf.
that would require more parts to be This will open more shelf space to get
wholesaled to outside places at lower highest demand parts in our inventory.
rates. A solution to improving a service drive

for more parts sales and higher turns is
to increase communication and either
add or improve personnel.

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

0000

For every additional 100,000 high demand parts expect return of 5x estimating a $500,000
increase per year. Items with high margins can allow for customers to purchase additonal
needed for their vehicles and we exnect that nuimber to be hiaher vear over vear.

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.

Once we have reached a True Turn Rate of 4 on NADA guide, we have discussed a plans
incase inventory levels and obselete parts increase due to the purchasing of more parts to
raise True Turn Rates. We plan to deliver truck loads of obselete parts to wholesale during

slow months to make sure we are meeting our mark of 4 True Turns per year.
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	1: Achieving this level of True Turn rate will align with our dealerships vision of providing the Wakefield Family Promise, where we look to keep 100% of our customers satisfied with the way they are treated when visiting our dealership. There is an abundance of BENEFITS to acheiving this metric but the most important is to keep our CSI (Customer Satisfaction Index) as high as possible. Second would be to improve our First Time Fill Rate percentage. By having the part on the shelf we can get it to the tech when they need it and they can complete the vehicle faster in service, and ultimately return it to the customer in a quicker time period. This would increase effeciency and boost productivity because techs would not have to wait for part to come in. CONSQUENCES of not improving our True Turn rate would mean that we would have to continue to rely on emergency purchases when customer bring their vehicles in for service. Another conquence is an abundance of lost sales. We recorded a possible lost sales amount, which is money that we have missed due to lost sale of $6,695. We would need to track this closer to avoid missing out on the money because we dont have the availble parts at the retail counter when a walk-in/call-in customer is looking for them. Lastly, by adding inventory to raise our True Turn rate we could have an addition of obsolete parts if they are not being sold when we originally believed they were needed. Understanding the market would be crucial to increasing True Turns without increasing Gross Turns. The importance of this goal of high CSI rating is to keep customer coming back when they need their automotive needs satisfied. This will allow us to keep customers, build relationships, and be more profitable by keeping value generating through our dealership instead of elsewhere. Completing the needs of the customer will have a positive effect on the overall health of the store. 
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