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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

At Mltsui we do not have a clear and common definition of what is lost sales, so my objective
is to achive that my parts area has a clear definition of what is lost sales and can track the
value of this sale so that in the future it may be a sale made and not a lost sale by august 31.
For this we must adjust policies, procedures and behavior of people in the parts area.

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

My goal is directly related to the vision of my dealership.
The main benefit is to recognize and quantify the amount of lost sales of parts that we have
so that in the near future it becomes a sale made and generates more income for the dealer.

Another objective would be that with this new approach and with the proper training, the parts
sellers will turn from order takers to order makers.

For me, this objective is very important because it is a new concept for my dealer that can
generate value and a greater opportunity to sell 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?
Talk to the parts - Myself The parts 5th june 9th june | |
Review of - Parts Manager change of lost 12th june 30th june
Present the new - Parts Maganer | approval of new 3th july 21th july
Coordinate - Parts Manager | training schedule 7th august 18th august
Presentation of - Parts Manager acceptance of 28th august 28th august

L

©2020 National Automobile Dealers Association. All Rights Reserved.




NADA c.n

PARTS HOMEWORK — ACTION PLAN

!

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

0000

The first thing | will do is a GANTT chart that allows me to plan the use of selected resources
in the indicated period of time. | am going to create an excel file shared between those
involved in this project in such a way that it allows us to see what its progress is. | consider
that the record should be weekly.

Potential Obstacles? Potential Solutions?

1. We do not have a DMS, the main 1. I will see with the systems area of my

obstacle would be how to enter the lost
sales information into our system.

2. That spare parts sellers do not
correctly record what we are going to
define as lost sales.

3. That our employees do not entering
lost sales.

dealer what would be the best way to
adapt our current system in such a way
that it allows us to record lost sales.

2. | will schedule continuous training for
our parts sellers in order for them to
comply with what is requested in the
lost sales record.

3. Parts management use the lost sales
calculator.

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

0000

Being a new definition within the parts area, at this time | cannot say what the financial impact
is in dollars of achieving my goal. What | can say is that this new way of working will allow us
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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.

It is important that those involved with this new definition of policies and procedures comply
with it, the only way is by continuous monitoring of the proposed monthly objectives,

continuous training of employees and use of the detailed tools so as not to fall into previous

had hahite
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	1: My goal is directly related to the vision of my dealership.
The main benefit is to recognize and quantify the amount of lost sales of parts that we have so that in the near future it becomes a sale made and generates more income for the dealer. Another objective would be that with this new approach and with the proper training, the parts sellers will turn from order takers to order makers.
For me, this objective is very important because it is a new concept for my dealer that can generate value and a greater opportunity to sell parts.
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