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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.”

| will lower my obsolescence from the 9-12 months at $100,916 to $70,000 by 12/31/2024

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?

By reducing parts department obsolescence this will support our dealership's goal. Also the
benefits our minimizing obsolescence and streamlining our parts department's operations,
reducing excess inventory, carrying costs and freeing up capital to buy additional parts.

The consequences of us falling short is it is tying up capital that we can use to purchase
additional parts plus the lack of storage space.

The goal is important to me by minimizing obsolescence, you can reduce inventory carrying
costs and improve overall profitability.
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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/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Reduce OBSO Parts Parts Manager Lower OBSO 12.31.2024 12.31.2024 @
Training Parts Parts streamline the 12/31/2024 12/31/2024 |
NDant/nranar _hin Mananer/narte nrocace

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

!

| will track the progress using the DMS reports weekly and monthly also conduct regular
audits of your parts inventory to identify slow-moving or obsolete items. This will help you
assess the effectiveness of your efforts to reduce obsolescence and identify areas for

improvement.

Potential Obstacles? Potential Solutions?
Existing obsolete inventory can be Have monthly meeting with the parts
difficult to manage and may require and service department to see how we
write-offs. can get rid of OBSO parts via other
wholesale channels and see if we can
Limited storage space for parts get some higher dollar items returned to
inventory. the manufacturer on on a 1 time basis.

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

The financial impact of the goal is we will lower our aged inventory from the current $100,916
to $70,000 by implementing a process and procedure and not diverting from it.

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.

To accomplish are goals that we set out for we need to monitor the DMS reports
weekly/monthly and closely monitor progress in reducing obsolescence and regularly review
performance and continuously evaluate and adjust your inventory management strategies to

stay competitive.
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	How does this goal align with or support your dealers vision: I will lower my obsolescence from the 9-12 months at $100,916 to $70,000 by 12/31/2024
	1: By reducing parts department obsolescence this will support our dealership's goal. Also the benefits our minimizing obsolescence and streamlining our parts department's operations, reducing excess inventory, carrying costs and freeing up capital to buy additional parts.



The consequences of us falling short is it is tying up capital that we can use to purchase additional parts plus the lack of storage space.



The goal is important to me by minimizing obsolescence, you can reduce inventory carrying costs and improve overall profitability.
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	A_3: Have monthly meeting with the parts and service department to see how we can get rid of OBSO parts via other wholesale channels and see if we can get some higher dollar items returned to the manufacturer on on a 1 time basis.
	R: The financial impact of the goal is we will lower our aged inventory from the current $100,916 to $70,000 by implementing a process and procedure and not diverting from it.
	S: To accomplish are goals that we set out for we need to monitor the DMS reports weekly/monthly and closely monitor progress in reducing obsolescence and regularly review performance and continuously evaluate and adjust your inventory management strategies to stay competitive.
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