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PARTS HOMEWORK — ACTION PLAN
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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

Our goal is to sell or dispose of obso inventory. We have 39k in 12mo and older and 38k in
never sold obso. Our goal is to diminish obso to less than 5% of inventory(15k) by the
beginning of next year-1/1/25.

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

It aligns with our vision because it is our first step to get or FTFR up and having the right
parts here and ready to sell. It will free up money to invest in faster moving and more
profitable parts. That will increase gross profit and that is the main benefit. A consequence
would be the opposite. If | fail to sell the obso parts at cost or above they will be counted
against the gross we have made as it would be a loss.
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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.

internal used

pay attention

parts dept

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
ebay store pc, personnel parts dept less obso more 5/1/24 |
toyota online 550 per month parts manager | sell more parts 5/1/24
get rid of obso 1/1/25

L
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How will you track your progress? Where will you find the information? How often will you check in?
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We will use inventory aging report on our DMS. We will review this report twice per week.

Potential Obstacles? Potential Solutions?
expired parts - not sellable write off and destroy expired parts
non returnable parts (vendor shipped) sell accesories online or put on a used
recalled parts inventory car if applicable
time to create online platform and maint use revolution parts to sell online

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

0000

turn 70k obso into 15k or less this year.

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.

Rick is more involved then ever. We will go over reports and train or parts staff repeatedly to
ensure they are growing correctly in their roles. We are starting to start sending back
inventory that is just past 270 days without sale to ensure no growth to the 12 month plus

nhaen
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	1: It aligns with our vision because it is our first step to get or FTFR up and having the right parts here and ready to sell.  It will free up money to invest in faster moving and more profitable parts.  That will increase gross profit and that is the main benefit.  A consequence would be the opposite.  If I fail to sell the obso parts at cost or above they will be counted against the gross we have made as it would be a loss.      
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