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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° Time bound

!

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

I will reduce parts OBSO from 39% to 30% by April 2024.

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

In order to improve efficiency and profitability in the parts department we must get the
obsolescence issue solved. Reducing our OBSO will help improve our inventory mix, which in
turn will reduce manual orders, improve GP, and free up wasted space in the parts
warehouse. Overall, this will help increase our FTFR.

If we do not put new processes in place and improve existing ones we will continue to waste
money in the department - we won't have the correct inventory in stock, we won't be able to

complete ROs in a timely manner, and we won't be able to serve our customers to the level

the expect to be served.
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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 Count PM & Director | Determine what 8/30 |_|
we actually have [
Create ebay PC Parts Counter | Give us a tool to 8/11 8/16 H
motors account sell OBSO parts
Retrain PM & PC & Trainers All Parts Ensure team is 9/30
Director on parts using tool properl
mgmt software
Hire parts runner | Staff to hire/train | PM & Director Allow techs & 8/31 8/21 L]
parts counter to

be more efficient

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

0000

Weekly meetings with parts staff to determine what process have been implemented and
what the focus is for the week. Check parts inventory reports during weekly meetings to
ensure everyone's goals are aligned and that we are doing what we say we are doing.

Potential Obstacles? Potential Solutions?
1. PMs & counter could be 1. Hire a runner to help reduce
overwhelmed trying to do current role downtime/wasted time for PM &
plus new procedures. counter.
2. PMs & counter may not stick with 2. Weekly meetings to ensure we are all
new plan or follow instructions as given. on the same page. Additional

explanation and training if necessary.

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

0000

Reduced obsolescence of roughly $60,000

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.

Continue weekly meetings into perpetuity. Perhaps bi-weekly or monthly once we have
reached an acceptable level & everyone is bought in to new process.
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If we do not put new processes in place and improve existing ones we will continue to waste money in the department - we won't have the correct inventory in stock, we won't be able to complete ROs in a timely manner, and we won't be able to serve our customers to the level the expect to be served.
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