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ACTION PLAN 1

e Specific @ 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?

We would like to reduce our Frozen Capital in Parts and Accessories inventory to the
dealership guide. From $1,190,546 on May 2024 to $921,000 by May 2025.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
1. Cut $269,617 from Frozen Capital in the 1. Having a larger amount of Frozen
Parts and Accesories Inventory Capital ($269,617)
2. Having less Frozen Capital to Increase 2. Larger amount on tax due to unsold
the cash flow of the dealership inventory (Property tax laws in Puerto Rico
3. Reduce bad or obsolete inventory in are aggressive )
parts and accesories 3. Less liquidity and cash flow
4. Increase warehouse capacity 4. Having a larger amount of obsolete parts
5. Opportunity to invest the Unfrozen on inventory
Capital 5. Cost of opportunity of $269,617 in

Frozen Capital

August 2024
When will you start?

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

Dalership Toyota Financial Statements

Dealership DMS (Dealer Built) Parts and Accesories Reports:
-Obsolete Parts 12 Months and Over

-Counter Parts Report
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What specific actions will you take to achieve your goal? Who can help you?

1. Start-up Meeting with the key Players to define the project and the goals
-Dealership Parts Manager
-Accounting Manager
-General Manager
-Parts Personnel.
2. Weekly Meetings with the Key Players
3. Utilize inventory management software for ordering process
4. Perform regular inventory audits
5. Remarket items if the items still have solid sales potential
6. Write-off obsolete inventory (If neccesary)

Key Players;

1. Parts Manager

2. Warehouse Personnel
3. Accounting Manager
4. General Manager

Potential Challenges? Potential Solutions?
1. Unstable Market due to election year 1. Bundle products - Liquidate Obsolete
2. Losing Personnel / Retrain Personnel Parts - Sell it at a discount

2. Donate obsolete inventory - Write-off
obsolete inventory
3. Wholesale Obsolete Inventroy
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	1: We would like to reduce our Frozen Capital in Parts and Accessories inventory to the dealership guide. From $1,190,546 on May 2024 to $921,000 by May 2025. 
	1_2: 1. Cut $269,617 from Frozen Capital in the Parts and Accesories Inventory 

2. Having less Frozen Capital to Increase the cash flow of the dealership

3. Reduce bad or obsolete inventory in parts and accesories

4. Increase warehouse capacity

5. Opportunity to invest the Unfrozen Capital
	1_3: 1. Having a larger amount of Frozen Capital ($269,617)

2. Larger amount on tax due to unsold inventory (Property tax laws in Puerto Rico are aggressive ) 

3. Less liquidity and cash flow

4. Having a larger amount of obsolete parts on inventory 

5. Cost of opportunity of $269,617 in Frozen Capital 


	When will you start: August 2024
	1_6: Dalership Toyota Financial Statements

Dealership DMS (Dealer Built) Parts and Accesories Reports:

 -Obsolete Parts 12 Months and Over

 -Counter Parts Report




	1_8: 1. Start-up Meeting with the key Players to define the project and the goals

  -Dealership Parts Manager

  -Accounting Manager

  -General Manager

  -Parts Personnel.

2. Weekly Meetings with the Key Players

3. Utilize inventory management software for ordering process 

4. Perform regular inventory audits

5. Remarket items if the items still have solid sales potential

6. Write-off obsolete inventory (If neccesary) 





Key Players;

1. Parts Manager

2. Warehouse Personnel 

3. Accounting Manager

4. General Manager




	1_9: 1. Unstable Market due to election year

2. Losing Personnel / Retrain Personnel 




	1_11: 1. Bundle products - Liquidate Obsolete Parts - Sell it at a discount

2. Donate obsolete inventory - Write-off obsolete inventory

3. Wholesale Obsolete Inventroy 

 


