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PARTS HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° Time bound
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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

My goal is to decrease our obsolete parts (over 24 months old) by $50,000, from $71,034 to
$21,034 by 3/1/2024 and have a process in place for parts once they reach 18 months old to
get rid of them.

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

The benefits of this are freeing up $50,000 in frozen capital that can be reinvested into faster
moving parts. This will increase our first time fill rate and will allow for increased parts and

labor sales.

Not doing this will cause frozen capital to keep building up and cause actual parts to keep
taking up physical inventory space. Parts will depreciate, and the store will end up losing
money on the parts rather than breaking even or turning a profit.
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e
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?
Return partsto | OEM Contacts | Myself/manager | Return parts to 12/15/2023 TBD | |
Contact brokers Myself/manger Establish a 12/10/2023 TBD
Setup Facebook Access to Myself/manager Place unique 12/1/2023 TBD
Setup Online Company Myself/manager 12/10/2023 TBD

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

0000

| will check our parts inventory analysis summary weekly to find out how much money we
have tied up in parts over 24 months old. | will conduct this review with my parts manager. |
will also monitor our Facebook sale page and our other online sites weekly to ensure old
parts are being marketed online.

Potential Obstacles? Potential Solutions?
1) Pushback/laziness from parts 1) Talk with the manager and help him
manager. to understand how this affects his
department's gross profit, and as a
2)Difficulty selling older parts at first. result, his pay.

2) Sell parts at cost or at a loss in order
to get rid of them. Some money is
better than a total loss.

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

0000

$50,000 in the short run, along with unlimited potential in the long run if we are able to
facilitate this going forward.

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 to be diligent in checking reports and online pages weekly and reviewing with parts
manager on a weekly basis.
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	1: The benefits of this are freeing up $50,000 in frozen capital that can be reinvested into faster moving parts.  This will increase our first time fill rate and will allow for increased parts and labor sales.  

Not doing this will cause frozen capital to keep building up and cause actual parts to keep taking up physical inventory space.  Parts will depreciate, and the store will end up losing money on the parts rather than breaking even or turning a profit.
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