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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.”

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



3©2022 National Automobile Dealers Association. All Rights Reserved.

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 reduce obsolescence in the parts department from 9% to guide of 2% by 08/01/2024
	1: 

Benefits: 

Reduction in Idle capital in parts inventory, an increase in FTFR due to more space, less frozen capital in the parts department, shop production increase, an increase in the turn rate of the inventory, and increase in CSI.



Consequences if we do not address obsolescence: 

Idle capital will continue to get worsen, Frozen capital will increase, Turn rate will worsen, shop production will suffer, CSI will lower, and rental car expenses will increase. 



Importance of this goal: 

Having the right parts in the inventory is very important and we already have a small parts department and I have added storage containers to help address the space issue. We need to do a better job of making sure we address the obsolescence percentage not only for the space issue but also for the profitability of the department


	SPECIFIC ACTION STEPRow1:  Againg parts list 
	NECESSARY RESOURCESRow1: DMS 
	WHO IS ACCOUNTABLERow1: Parts manager
	EXPECTED RESULTRow1: list of aged parts
	EXPECTED COMPLETION DATERow1: 5/1/24
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Pre payment on SOP
	NECESSARY RESOURCESRow2: Process
	WHO IS ACCOUNTABLERow2: Me/Parts manager
	EXPECTED RESULTRow2: Lower returns
	EXPECTED COMPLETION DATERow2: 5/1/24
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Speak to FOM about 1 time retun
	NECESSARY RESOURCESRow3: Nissan FOM
	WHO IS ACCOUNTABLERow3: Me
	EXPECTED RESULTRow3: 1 time return
	EXPECTED COMPLETION DATERow3: 5/1/24
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Ask sister store if they want to buy the OSBS
	NECESSARY RESOURCESRow4: Reach out to manager
	WHO IS ACCOUNTABLERow4: Me
	EXPECTED RESULTRow4: Lower OSBS
	EXPECTED COMPLETION DATERow4: 5/1/24
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Set up an EBAY account 
	NECESSARY RESOURCESRow5: EBAY
	WHO IS ACCOUNTABLERow5: Me
	EXPECTED RESULTRow5: A place to try to sell OSBS
	EXPECTED COMPLETION DATERow5: 5/1/24
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Trash the cheaper Items 
	NECESSARY RESOURCESRow6: DMS report/Dumpster 
	WHO IS ACCOUNTABLERow6: Parts manager
	EXPECTED RESULTRow6: Lower Items on OSBS
	EXPECTED COMPLETION DATERow6: 5/1/24
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Set up an Accrul account 
	NECESSARY RESOURCESRow7: Accouting 
	WHO IS ACCOUNTABLERow7: Me
	EXPECTED RESULTRow7: Add a small amouny to fast moving parts to off set OSBS
	EXPECTED COMPLETION DATERow7: 6/1/24
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: contact dealermine
	NECESSARY RESOURCESRow8: Set up
	WHO IS ACCOUNTABLERow8: Me 
	EXPECTED RESULTRow8: Investage if worth doing
	EXPECTED COMPLETION DATERow8: 7/1/24
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: contact NADPE
	NECESSARY RESOURCESRow9: Set up 
	WHO IS ACCOUNTABLERow9: Me
	EXPECTED RESULTRow9: Investage if worth doing
	EXPECTED COMPLETION DATERow9: 7/1/24
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: Maxmize returns
	NECESSARY RESOURCESRow10: Nissan
	WHO IS ACCOUNTABLERow10: Me/Parts manager
	EXPECTED RESULTRow10: Use all Nissan Accrual
	EXPECTED COMPLETION DATERow10: 4/1/24
	ACTUAL COMPLETION DATERow10: 4/1/24
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: I will be tracking this information in the DMS using the monthly summery report in CDK. It will be checked weekly. I will also have my parts manager fill out the class provided DMS scorecard daily to insure we are watching the progress together. Also keeping an evey on our 7 to 12 months inventory will be just as improtant as handling the OSBS.
	A_2: 1)Parts manager participation.



2)Nissan FOM doen not assist with return.



3)Accounting will not assist with accruel.



4) Sister store will not assist. 



5) Nothin sells on EBAY



6) Venders are to expensive and do not assist.





 



 
	A_3: 1)Stay engauged with the parts manager. If that does not work payplan will be changed. 



2) Proceed to other ways of getting rid of the OSBS.



3) Get owner involed and shair the importance of lowering OSBS.



4) Move to the other steps. 



5) Move onto contaction outside venders to assist.



6) prepair to start cutting the loss. look at trashing the lowest cost parts first and focus on getting cost for the higher value items.
	R: Bases on my calculations this would take a 30K decease in obsolescence to get to 2%. This would free up a lot of space in the department and frozen capital that could be used to buy better inventory.   


	S: I will continue to work with the parts manager on ensuring that we stay as a guide. The daily report will still be a part of the daily process. Maximizing our monthly returns. I will now create a culture where 7-to-12-month inventory is treated almost the same as obsolescence. I will put in a pay plan bonus that will incentivize the parts manger to maintain the 2% on obsolescence and hold his 7 to 12 months at 2% as well. 
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