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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.”
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Our goal at Bob Ruth Ford is to increase our First Time Fill Rate. We currently average about
56% and would like to see an increase to 90% by June 30th.

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

This goal is important for not just myself but the dealership as a whole. Increasing our FTFR
will help every department. The service department will benefit by increasing technician
satisfaction by having the parts when the work is approved. The advisors should see an
increase in CSI by getting jobs finished in a timely manner and decreasing the amount of
time that a customers vehicle is off the road. The parts department should see an increase in
parts sales with having the right parts at the right time and will spend less time writing PO's
for emergency orders from other dealers and aftermarket vendors. The sales department will
benefit by having a lower time to lot when it comes to their reconditioning of cars. This will
help to hold profit by not lowering prices before the cars are available for sale. The
consequences of not reaching our goal will keep us stuck in our same rut. Customer cars will
sit longer, causing us to utilize loaners and rentals which are at an all time low. This can
cause lower CSI scores and even defection to other local dealerships. Making technicians
wait not only creates disgruntled technicians, but also costs about $3.33 for every minute
they are waiting on parts. The used car department will face increases in the amount of time
for reconditioning and also pay a premium for having to source parts from other dealerships
and aftermarket options. This is important to me to increase both customer and employee
satisfaction as well as profitability across the entire dealership.
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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?
INVENTORY STRAUB'S PARTS GET OUR 4/28/2023 | |
MANAGER INVVENTORY
PHASE IN/OUT DMS PARTS SET PHASE IN 4/3/2023 4/3/2023
MANAGER TO 2N 12
SPECIAL DMS ADVISORS PREPAY FOR 4/3/2023 4/3/2023
NRNER DPARTS SOP \WHENI
RUN LOST DMS/RIM ASSISTANT TRACKING 4/10/2023
QAIES PARTS MGR LOQT SAILES RYNTAY%
EMERGENCY ALL PARTS THIS SHOULD 4/10/2023
NRNER PARTS EMBPI OVEES HEID GET A RYNTRY%

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

We will track our progress by running a FTFR report from our DMS once all of our new
processes are in place. CDK has a report that we can run to give us our Fill Rate. We will run
this report on a weekly basis to check our progress. We will also run a monthly audit of our fill
rate by doing the exercise that we did to find our fill rate for this class to check for
differences.

Potential Obstacles? Potential Solutions?
Employees not fulfilling our new Employees not following processes can
processes. be the biggest obstacle when trying to

improve a metric. It is key that the
New recall parts can affect the manager and assistant managers keep
inventory with the phase in. up with the processes and make sure
that the employees are sticking with the
Higher dollar items that could come into new process. We will have weekly
our inventory through the phase in. meetings with these people.

Recall parts will have to be manually
tracked to ensure we are not taking on

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

0000

When we tracked our first time fill rate we took a look at the parts that we could not get the
same day. On average, the parts we could not get came to $194 per repair order. When we
look at this numher acrass the entire month. and could fill the part immediatelv. it would have

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.

Inspect what you expect. If we don't check in on processes we will have no accountability
and will fall back into our old ways. It is important that we look at our numbers and talk about
them. If we continue to inspect what we expect, our employees will know the importance and

continue to strive for success.
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	How does this goal align with or support your dealers vision: Our goal at Bob Ruth Ford is to increase our First Time Fill Rate. We currently average about 56% and would like to see an increase to 90% by June 30th. 
	1: This goal is important for not just myself but the dealership as a whole. Increasing our FTFR will help every department. The service department will benefit by increasing technician satisfaction by having the parts when the work is approved. The advisors should see an increase in CSI by getting jobs finished in a timely manner and decreasing the amount of time that a customers vehicle is off the road. The parts department should see an increase in parts sales with having the right parts at the right time and will spend less time writing PO's for emergency orders from other dealers and aftermarket vendors. The sales department will benefit by having a lower time to lot when it comes to their reconditioning of cars. This will help to hold profit by not lowering prices before the cars are available for sale. The consequences of not reaching our goal will keep us stuck in our same rut. Customer cars will sit longer, causing us to utilize loaners and rentals which are at an all time low. This can cause lower CSI scores and even defection to other local dealerships. Making technicians wait not only creates disgruntled technicians, but also costs about $3.33 for every minute they are waiting on parts. The used car department will face increases in the amount of time for reconditioning and also pay a premium for having to source parts from other dealerships and aftermarket options. This is important to me to increase both customer and employee satisfaction as well as profitability across the entire dealership. 
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	A_2: Employees not fulfilling our new processes. 



New recall parts can affect the inventory with the phase in. 



Higher dollar items that could come into our inventory through the phase in. 
	A_3: Employees not following processes can be the biggest obstacle when trying to improve a metric. It is key that the manager and assistant managers keep up with the processes and make sure that the employees are sticking with the new process. We will have weekly meetings with these people. 



Recall parts will have to be manually tracked to ensure we are not taking on too much inventory



Higher dollar items such as engines and transmissions could come into our inventory through the phase in, it is up to us as a company to determine if the higher dollar items are something that we want to keep in our inventory. 
	R: When we tracked our first time fill rate we took a look at the parts that we could not get the same day. On average, the parts we could not get came to $194 per repair order. When we look at this number across the entire month, and could fill the part immediately, it would have given us an extra $29,000 in parts alone. That does not include the idle time that the technicians were not working. We would also have the potential to add more appointments witht he less carryovers. 
	S: Inspect what you expect. If we don't check in on processes we will have no accountability and will fall back into our old ways. It is important that we look at our numbers and talk about them. If we continue to inspect what we expect, our employees will know the importance and continue to strive for success. 
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