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e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

| will reduce my Parts Departments Frozen Capital by $400,000 by April 1st so we can
reinvest the money in other parts of the business.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
1. Improved Cash Flow - by reducing the 1. Increasing Frozen capital - We will not
amount of capital tied up in unsold and be able to utilize the cash that is tied up in
undesirable inventory, we will free up cash other areas of the business

that can be reinvested in other areas of the 2. Reduced Profit Margins - excess and old
business (ie, Used Vehicles) stock may force us to sell parts at a

2. Increased Profitability - by reducing discount

excess inventory, we can focus on 3. Incorrect Inventory Mix - we are not
higher-demand parts, improving turn. stocking the right parts which means

3. Less Risk of Obsolescence - parts that potential delays for customers. We may
sit for too long may eventually need to be also need to write off certain stock

written off. With the correct mix, this is less

of a worry

When will you start? October 1st, 2024

How will you gauge your progress? When? Using which metrics?

We will gauge our process by monitoring the total cost of our parts and accessories inventory.
This amount needs to be reduced from its current figure of $1,090,328 to our guide of
$689,681.

Over the next 6 Months, we will need to see a reduction in our parts inventory in the amount of

roughly $67,000 each month - a figure that represents 15% of our average total sales each
month.
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What specific actions will you take to achieve your goal? Who can help you?
To achieve our goal, we will do the following:

1. Conduct an Inventory Analysis - we will meet with the parts team on October 1st to identify
overstocked, slow moving, and aged parts. We will also work with the service advisors to see
what kind of demand we can expect during Q4.

2. Pricing Strategy and Promotions - once we have identified the problematic stock, we will
create promotions around this inventory to help move it right away.

3. Internal Promotions - We will create a spiff program for the sales and service advisors to
incentive them to help sell more parts and accessories. We also plan to roll this out by
October 15th.

4. Wholesaling and Returns - We will look into reaching out to other stores in the area to see if
we can immediately sell off some of the excess stock. We will also speak with our suppliers to
see what we can return and if/what the restocking fee is. This process will start in October.

5. New Vehicle Packages - We will collaborate with the New Vehicle department to create
different packages that drive accessory sales on high demand models. We plan to have this in
place by November 1st.

6. Online Store - We will reach out to a few vendors to see if opening an online parts store
makes sense for us. An online store would allow us to reach a broader audience but would

Potential Challenges?

- Some parts may be more challenging to
move than we expect, especially aged and
potentially obsolete stock.

- High restocking fees

- Other departments unwilling to collaborate
- Starting to order too conservatively. In an
effort to reduce frozen capital, the Part
Team may stop stocking certain items
correctly, creating delays for customers.

Potential Solutions?

- Be ready to potentially write off items that
can no longer be sold. We want to focus on
what we can sell

- ensure proper forecasting and reporting
processes are in place so that we continue
to stock the right parts at the right levels
moving forward

- Consider hiring an additional team
member. If this issue developed more
recently, is it because the department is
understaffed?
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	1: I will reduce my Parts Departments Frozen Capital by $400,000 by April 1st so we can reinvest the money in other parts of the business. 
	1_2: 1. Improved Cash Flow - by reducing the amount of capital tied up in unsold and undesirable inventory, we will free up cash that can be reinvested in other areas of the business (ie, Used Vehicles)
2. Increased Profitability - by reducing excess inventory, we can focus on higher-demand parts, improving turn. 
3. Less Risk of Obsolescence - parts that sit for too long may eventually need to be written off. With the correct mix, this is less of a worry 
	1_3: 1. Increasing Frozen capital - We will not be able to utilize the cash that is tied up in other areas of the business
2. Reduced Profit Margins - excess and old stock may force us to sell parts at a discount 
3. Incorrect Inventory Mix - we are not stocking the right parts which means potential delays for customers. We may also need to write off certain stock

	When will you start: October 1st, 2024
	1_6: We will gauge our process by monitoring the total cost of our parts and accessories inventory. This amount needs to be reduced from its current figure of $1,090,328 to our guide of $689,681.

Over the next 6 Months, we will need to see a reduction in our parts inventory in the amount of roughly $67,000 each month - a figure that represents 15% of our average total sales each month. 

 



	1_8: To achieve our goal, we will do the following:

1. Conduct an Inventory Analysis - we will meet with the parts team on October 1st to identify overstocked, slow moving, and aged parts. We will also work with the service advisors to see what kind of demand we can expect during Q4. 

2. Pricing Strategy and Promotions - once we have identified the problematic stock, we will create promotions around this inventory to help move it right away.

3. Internal Promotions - We will create a spiff program for the sales and service advisors to incentive them to help sell more parts and accessories. We also plan to roll this out by October 15th. 

4. Wholesaling and Returns - We will look into reaching out to other stores in the area to see if we can immediately sell off some of the excess stock. We will also speak with our suppliers to see what we can return and if/what the restocking fee is. This process will start in October. 

5. New Vehicle Packages - We will collaborate with the New Vehicle department to create different packages that drive accessory sales on high demand models. We plan to have this in place by November 1st. 

6. Online Store - We will reach out to a few vendors to see if opening an online parts store makes sense for us. An online store would allow us to reach a broader audience but would carry an additional expense. We plan to have a decision for this by the end of October. 

	1_9: - Some parts may be more challenging to move than we expect, especially aged and potentially obsolete stock. 
- High restocking fees
- Other departments unwilling to collaborate
- Starting to order too conservatively. In an effort to reduce frozen capital, the Part Team may stop stocking certain items correctly, creating delays for customers.  
	1_11: - Be ready to potentially write off items that can no longer be sold. We want to focus on what we can sell 
- ensure proper forecasting and reporting processes are in place so that we continue to stock the right parts at the right levels moving forward 
- Consider hiring an additional team member. If this issue developed more recently, is it because the department is understaffed?


