
1©2022 National Automobile Dealers Association. All Rights Reserved.

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.”

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? 

RM TS ASpecific Measurable Achievable Relevant Time bound

PARTS HOMEWORK – ACTION PLAN
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles?

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

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

Potential Solutions?

A

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.

PARTS HOMEWORK – ACTION PLAN

What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve?
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates. 


	How does this goal align with or support your dealers vision: I will decrease my obsolescence & potential obsolescence by $50,000 by 7/1/2024.


	1: This goal aligns with our dealer's goal because with less idle and frozen capital tied up in obsolescent parts, the more capital would be available for the betterment of the department & dealership.



Benefits include:

- Lower carrying costs

- More physical space for the right mix of inventory

- Increased cash flow

- Easier to oredict customer needs & adapt to  industry trends

- Increased customer satisfaction & retention - they trust us to get them the right parts quickly

- Increased ROI, GP, & proficiency throughout the dealership



Consequences include:

- Increased carrying costs/less physical space for the right parts

- Decreased cash flow, ROI, & GP

- Inefficient stock & processes - frustrated personnel, customers, vendors, etc.

- Legal/compliance issues - Not meeting stocking standards



This goal is important to me because with no to little (or only seasonal) obsolescence, proper processes must be in place. Without these proper processes, a business would lose its bes employees to frustration/burnout/etc., which goes against our vision and goals. 
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	A: I will tract my progress by looking at:

- Obsolescence (rates & dollar amounts - MTD & YTD)

- True turns & aging of inventory     - ROI

- Customer satisfaction surveys      - Returns

- FTFR & SDFR

I can find this data by looking at our Parts - Monthly Analysis Report or locations within the DMS or our customer survey data. THis would be done on a weekly basis until the goal has been reached, then a monthly to quarterly basis after that. 
	A_2: - Unpredictable external factors (industry downfalls, supply & demand changes, etc.) 



- Inacurate demand predictions
	A_3: - Stay in the know - Maintaining the up-to-date processes & limiting/eliminating the obsolescence can best put the department and dealership in a more adapable position. This would make it more likely for us to be able to handle external factors, while also avoiding trying to assume the future.

- Continuously reefine the predictions, taking into account what might be skewing the predictions in the first place (season, market trends, other external factors, etc.)
	R: $50,000+ of idle/frozen capital, freed up to allocate more appropriately 


	S: - Review & adjust pricing strategies regularly (monthly to quarterly)



- Discuss risks/insights/strategies of obsolescence as a dealership (at monthly manager meetings- to all be on the same page about the impact of our obsolescence)
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