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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, 2020.”

R

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? 
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ghumby
Inserted Text
\



©2020 National Automobile Dealers Association. All Rights Reserved.2

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.  
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SPECIFIC ACTION/
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Potential Obstacles? Potential Solutions?

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

R

How will you track your progress? Where will you find the information? How often will you check in? 
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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.
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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: We want to reduce over 12 month aged Part inventory from $56,974 to $8,000 by August 31, 2024.
	1: The vision statement of our Dealership is 'Family drives Everything'. We align this vision in all aspects of our business both internally and externally. Our goal is to treat every customer like family. Having the right and current part for our customer is a major component of being able to support our customers. This in turn also creates an excellent experience for all of our customers. We want to ensure that the parts that we have sitting on the shelf are the right parts for our customers. We know and understand that time is money for these truck. 



The benefits of achieving my goal is to have more cash available to purchase faster moving parts. Also, to have move available space in our Parts Department for parts that are selling and to get our customers back on the road quicker.



There are consequences for not reducing the aged inventory. As the inventory age increases it will get to a point where we will have to write off the inventory. This will be an expense to the dealership and affect it's cash flow and bottom line. Also, it affects the ability for the dealership to purchase more inventory as their cash is tied up in aging inventory. Finally, we need to analyze the 6 - 12 month inventory as well. If this inventory is slow moving then we could have other problems in the department coming down the line and we want to get ahead of this. 



This goal is very important to me. I am responsible for the overall health and performance of each department within the dealership. We want to ensure that we have the right processes in place to order and stock parts that we sell. This will help to create an excellent customer experience. 




	SPECIFIC ACTION STEPRow1: Aging Inventory Process
	NECESSARY RESOURCESRow1: DMS - CDK
	WHO IS ACCOUNTABLERow1: Me / Parts Manager / Brian
	EXPECTED RESULTRow1: $56,974
	EXPECTED COMPLETION DATERow1: May 31
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow2: DMS - CDK
	WHO IS ACCOUNTABLERow2: Me / Parts Manager / Brian
	EXPECTED RESULTRow2: $3,767
	EXPECTED COMPLETION DATERow2: June 7
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow3: DMS - CDK
	WHO IS ACCOUNTABLERow3: Me / Parts Manager / Brian
	EXPECTED RESULTRow3: $3,767
	EXPECTED COMPLETION DATERow3: June 14
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow4: DMS - CDK
	WHO IS ACCOUNTABLERow4: Me / Parts Manager / Brian
	EXPECTED RESULTRow4: $3,767
	EXPECTED COMPLETION DATERow4: June 21
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow5: DMS - CDK
	WHO IS ACCOUNTABLERow5: Me / Parts Manager / Brian
	EXPECTED RESULTRow5: $3,767
	EXPECTED COMPLETION DATERow5: June 28
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow6: DMS - CDK
	WHO IS ACCOUNTABLERow6: Me / Parts Manager / Brian
	EXPECTED RESULTRow6: $3,767
	EXPECTED COMPLETION DATERow6: July 5
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow7: DMS - CDK
	WHO IS ACCOUNTABLERow7: Me / Parts Manager / Brian
	EXPECTED RESULTRow7: $3,767
	EXPECTED COMPLETION DATERow7: July 12
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow8: DMS - CDK
	WHO IS ACCOUNTABLERow8: Me / Parts Manager / Brian
	EXPECTED RESULTRow8: $3,767
	EXPECTED COMPLETION DATERow8: July 19
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow9: DMS - CDK
	WHO IS ACCOUNTABLERow9: Me / Parts Manager / Brian
	EXPECTED RESULTRow9: $3,767
	EXPECTED COMPLETION DATERow9: July 26
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow10: DMS - CDK
	WHO IS ACCOUNTABLERow10: Me / Parts Manager / Brian
	EXPECTED RESULTRow10: $3,767
	EXPECTED COMPLETION DATERow10: Aug 2
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow11: DMS - CDK
	WHO IS ACCOUNTABLERow11: Me / Parts Manager / Brian
	EXPECTED RESULTRow11: $3,767
	EXPECTED COMPLETION DATERow11: Aug 9
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow12: DMS - CDK
	WHO IS ACCOUNTABLERow12: Me / Parts Manager / Brian
	EXPECTED RESULTRow12: $3,767
	EXPECTED COMPLETION DATERow12: Aug 16
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow13: DMS - CDK
	WHO IS ACCOUNTABLERow13: Me / Parts Manager / Brian
	EXPECTED RESULTRow13: $3,767
	EXPECTED COMPLETION DATERow13: Aug 23
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: Weekly meeting with Parts Manager
	NECESSARY RESOURCESRow14: DMS - CDK
	WHO IS ACCOUNTABLERow14: Me / Parts Manager / Brian
	EXPECTED RESULTRow14: $3,767
	EXPECTED COMPLETION DATERow14: Aug 30
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: Reduce over 12 month inventory
	NECESSARY RESOURCESRow15: DMS - CDK
	WHO IS ACCOUNTABLERow15: Me / Parts Manager / Brian
	EXPECTED RESULTRow15: $8,000
	EXPECTED COMPLETION DATERow15: Aug 31
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: Process will tracked monthly. The information will be found in our DMS System - CDK through the Inventory Totals and Monthly Summary Report. 
I will track the progress on a weekly basis - every Friday
I will have a weekly conversation with the Parts Manager to discuss our progress and our plan to reach out goal. 
	A_2: 
Can't Sell the inventory



	A_3: Exhaust all means to sell the inventory even at a loss to recoup some money. Hit up fleet companies, larger customers, other dealers, local repair shops, local classifieds, classifieds, or the manufacturer for a 1 time return outside 12 months. 
	R: Decrease inventory cost by $48,974.
	S: Accountability. We have a process in place to review the aging inventory balance on a regular basis, every Friday. We know that we have an issue with aged inventory of about 10% of our total inventory. We are also watching our 3- 6 and 7 - 12 month aging inventory. We want to stay on top of this so this inventory so it doesn't fall into the aged bucket. This weekly review allows us to keep the inventory top of mind and stay current on the items that we are selling and what we need to stock. Also, if we have some problem inventory we can jump on it quickly and more up with an exit strategy before it becomes aged. 
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