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e Specific m Measurable 0 Relevant 0 Time bound

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

Our Goal

- We want to Increase our True Turns / yr leading to higer gross% and less expence cost

- At Current our True Turns are 4.2 / year

- We want to increase that number of True Turns to the top side of NADA Guide at 6 Turns / yr
- The time line for this to see this increase will be by April 16th, 2023.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
- Happier Mechanics from a higher 1st time - Mechanics loose confidence in having the
fill order % parts right then
- Faster Completion times - Stalls will tied up longer with down units
- Better CSI waiting on parts leading to loss gross
- Less lost sale dollars
- Less SOP - Customers have to wait longer for their
- Gross will increase based on average repair to be done causing bad CSI

parts gross per ticket - Less opportunity for Gross pick ups
- Less Obsolescence issues with less - Ageing / Obsolescence problems leading
opportunity to higher expense
- Overall Better managed inventory - Higher shipping costs
- Less Freight cost - Additional opportunity to upsell during first
- Customer confidence appointment and quicklane visits.

We sill set a start date for January 10,2023
When will you start?

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

Our Progress will be messured on a monthly basis using the Months' Supply Formula.

- First time fill rate -

- Same day fill rate

- Invenrory Value / by Averge Monthly Cost of sale.

- In order to achieve our goal we would lke to closer to NADA guide of - This will be 1.5
months. Currently we are over 2.5 months.

- Parts manager - works with accounting closely to make sure all categories are reported
correctlv
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What specific actions will you take to achieve your goal? Who can help you?

- Each day will will evaluate the maintenance appointments that are scheduled for the Shop
that day to have a game plan on what may be needed that day and at what times we will need
them.

- Account for all lost sales in CDK so we

- Daily we will look at our current WIP and go over those tickets with the Mechanics to insure
we have all parts needed to fill those orders.

- We will put a list together of all aged parts on the shelf to make sure those parts are moved
out as quickly as possible either by retail or wholesale.

- We will make sure that all parts are priced correctly based on the levels of customers
needing these them

- We evaluate all controllable parts expenses for the last month to make policy corrections
going forward to ensure those expenses are managed.

- We will market all parts using our factory site as well as local trade sites to move parts faster
- We will make sure to contact all SOP customers that have parts still on the shelf and help to
schedule times for pick ups or delivery

- Self audit of mechanics areas for part returns! Battery / dirty core etc.

Potential Challenges? Potential Solutions?
- Lack of buy in from employees - Come up with a Team Bonus Package if
- Allow parts to set in stock while odering Goal is achieved by date or before
the exact part agian due to wrong bin or - Make sure to stock in all parts correctly
mis labeled with good notes to SOPs
- Not carring the right allocation of parts - Calulate parts needed by week and month
needed for the work ahead - Make sure to put orders together to be
- Paying additional shipping to get needed delivered with in the same shipping
parts that we should have on hand package and charge

- Night time employee does shop audits for
items in the shop that are over looked for
returns
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