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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

| will increase first time fill rate from 48% to 90%. | will add a parts "Quick link" to our web
page. Both goals to be achieved by June 30, 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

Vision: Customer vehicle repairs fixed first time, on-time.

Benefits:

1. Timely customer repairs. Better CSI.
2. Higher technician productivity.

3. Faster shop bay turns.

4. Encourage more Internet purchasers.

Consequences:

1. Status Quo.

2. No growth. Stagnant.

3. Loss of market share (Service and Sales)
4. Loss of technicians.

Significance:

| want our stores to have the best reputation in the state. Customers buy from places they
feel valued and receive 1st class service. Parts is a big part of this process.
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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 Parts Parts ctr people, FTFR >90% 09/8/2023 09/8/2023 | [] |
Implement Parts mgr Parts mgr & Better "breadth” 09/22/2023

Parts "Look Up" Website Website mgr More Internet 09/30/2023

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

0000

Progress will be measured from monthly part management reports. | will monitor use of lost
sales and emergency purchase $'s as well as aging of inventory. | will perform random FTFR
tests and inquire of technicians as to parts department performance. | will create a new
general ledger account to track Internet sales and gross profit.

Potential Obstacles? Potential Solutions?
1. Parts personnel reluctance to 1. Coach parts personnel and express
change. importance of changes.
2. DMS set up incorrectly. 2. Call DMS provider for aid in changing

phase-in/out parameters.

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

0000

A 10% increase in service dept productivity should be attainable which results in additional
$15k-$20k in sale per month.

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.

Monthly observations and monitoring of parts management statistics. Random FTFR testing.
Inspect what we expect.
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3. Loss of market share (Service and Sales)
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I want our stores to have the best reputation in the state.  Customers buy from places they feel valued and receive 1st class service.  Parts is a big part of this process.
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