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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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We will accurately track lost sales in the DMS by August 31, 2023.

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

By accurately tracking lost sales we will be able to improve our off the shelf fill rate. This will
allow us to have a more accurate inventory and decrease downtime for our client's vehicles.
This will keep the flow of work more consistent in the shop, allow technicians to repair
vehilces immediately after diagnosis, and ease service parking issues due to vehicles being
down while waiting on special ordered parts. Failure to track lost sales will mean that we
continue to have a high number of emergency purchases. In addition, technician morale can
be affected due to extra work of moving vehilces in and out after diagnosis. A positive CSI
score is much harder to achieve when special ordered parts are excessive due to lack of
proper parts inventory.
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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?
Track Lost Sales Lost sales Parts More than zero! 8/31 |
raforanra cheoaot Cniintarmaen L
Lost Sales CDK Lost sale Parts Manager Tackable 8/31
PRannrtinn rannrt infanrmatinn
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How will you track your progress? Where will you find the information? How often will you check in?

The parts manager will export the lost sales reportin CDK every afternoon and email it to the
service director. The following morning the service director will sort the spreadsheet by
counterman number in order to review who is posting lost sales. The parts and service
managers will review the lost sales report for participation and accuracy.

Potential Obstacles? Potential Solutions?
-Countermen inaccurately posting lost -Train countermen on what a lost sale is
sales or inconsistent understanding of and provide each with the lost sale
what a lost sale is. decision tree.

-Countermen rushing past the prompt -Daily review of lost sale report in order
for lost sales when generating a quote. to see which countermen are
-Countermen not buying in and tracking participating in tracking lost sales and
lost sales. who isn't.
-Council countermen with zero lost
sales.

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

0000

Lack of proper inventory causes excessive vehilce downtime and increases expenses. In
May alone, one less day of rental expenses on each contract would save the dealership
$5.625. Additionallv. there were 91 snecial ordered narts on order at the end of Mav totallina

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.
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	1: By accurately tracking lost sales we will be able to improve our off the shelf fill rate. This will allow us to have a more accurate inventory and decrease downtime for our client's vehicles. This will keep the flow of work more consistent in the shop, allow technicians to repair vehilces immediately after diagnosis, and ease service parking issues due to vehicles being down while waiting on special ordered parts. Failure to track lost sales will mean that we continue to have a high number of emergency purchases. In addition, technician morale can be affected due to extra work of moving vehilces in and out after diagnosis. A positive CSI score is much harder to achieve when special ordered parts are excessive due to lack of proper parts inventory.
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	A_2: -Countermen inaccurately posting lost sales or inconsistent understanding of what a lost sale is.

-Countermen rushing past the prompt for lost sales when generating a quote.
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	A_3: -Train countermen on what a lost sale is and provide each with the lost sale decision tree. 

-Daily review of lost sale report in order to see which countermen are participating in tracking lost sales and who isn't. 

-Council countermen with zero lost sales. 
	R: Lack of proper inventory causes excessive vehilce downtime and increases expenses. In May alone, one less day of rental expenses on each contract would save the dealership $5,625. Additionally, there were 91 special ordered parts on order at the end of May totalling $7,291 in parts value. Decreasing special orders and having those parts in stock would've potentially added $26,945 in revenue and $13,473 gross profit in fixed operations. 
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