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S M T

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.”

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? 

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.  

A TS M

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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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? 

A TS M

A A

S M T

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.

S A

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: My goal is to execute a strategic approach to reduce my parts department’s obsolete inventory from 26% to 5%. By implementing targeted measures, my aim is to optimize inventory management, improve cash flow, and ensure that our parts inventory remains relevant and aligned with current demand. My plan includes a combination of more accurate forecasting, regular stock assessments, and stronger internal controls, all of which are designed to drive efficiency and minimize obsolescence. My goal is to not only meet but exceed industry standards by the end of December 2024, creating a more agile and responsive parts department.
	1: This goal directly supports my dealer’s vision of operational excellence and customer satisfaction. By reducing obsolete inventory, I can ensure that we are offering the right parts at the right time, improving our service efficiency and customer experience. This aligns with the broader objective of maintaining a streamlined, responsive operation that maximizes profitability while minimizing waste.

Benefits of Achieving the Goal

1. Improved Cash Flow: Reducing obsolete inventory frees up capital that can be reinvested in high-demand parts, expanding our ability to meet customer needs in real time.
2. Enhanced Profitability: By maintaining a leaner inventory, we avoid tying up resources in unsellable items, which directly impacts our bottom line.
3. Better Customer Satisfaction: With more relevant parts in stock, we reduce wait times for repairs, which strengthens customer loyalty and retention.
4. Operational Efficiency: Streamlining our parts inventory allows for better warehouse organization, reducing labor costs and improving productivity.

   Consequences of Not Achieving the Goal

1. Decreased Profitability: Carrying obsolete inventory consumes valuable space and financial resources, directly impacting our profit margins.
2. Cash Flow Strain: Holding onto unsellable parts ties up cash that could be used for critical investments in our operations.
3. Customer Dissatisfaction: Failing to have the right parts on hand could result in delays, leading to frustrated customers and a potential loss of business.
4. Inventory Management Inefficiency: Without addressing the obsolescence issue, we risk perpetuating inefficiencies that can ripple throughout our operation.

Why This Goal Is Important to Me

This goal is crucial because it directly impacts the overall health of my dealership and its ability to serve our customers effectively. Achieving this reduction in obsolete inventory is not just about cutting costs—it’s about creating a more agile, customer-focused parts department that aligns with our commitment to excellence. Personally, I’m invested in seeing this through because I believe it’s the key to ensuring long-term success and sustainability for my dealership.

	SPECIFIC ACTION STEPRow1: Conduct Initial Obsolete Inventory Audit 
	NECESSARY RESOURCESRow1: CDK Inventory Management System, Audit Software
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Identify all obsolete parts and current inventory status
	EXPECTED COMPLETION DATERow1: April 2024
	ACTUAL COMPLETION DATERow1: April 2024
	SPECIFIC ACTION STEPRow2: Implement New Purchase Approval Process
	NECESSARY RESOURCESRow2: Purchase Approval Workflow, CDK DMS parameter setup using Data Forecasting Tool
	WHO IS ACCOUNTABLERow2: Parts Manager, General Manager
	EXPECTED RESULTRow2: Reduce unnecessary purchases by ensuring all orders are data-driven, and special orders need to be pre paid.
	EXPECTED COMPLETION DATERow2: April 2024
	ACTUAL COMPLETION DATERow2: April 2024
	SPECIFIC ACTION STEPRow3: Set Monthly and Quarterly KPIs for Inventory Turnover
	NECESSARY RESOURCESRow3: CDK Inventory Analytics Dashboard
	WHO IS ACCOUNTABLERow3: General Manager
	EXPECTED RESULTRow3: Track and report on inventory health monthly and quarterly
	EXPECTED COMPLETION DATERow3: April 2024
	ACTUAL COMPLETION DATERow3: Ongoing from April 2024 
	SPECIFIC ACTION STEPRow4: Conduct Monthly Training on Best Inventory Practices
	NECESSARY RESOURCESRow4: ADMI Global Training Materials, CDK Inventory Software Access
	WHO IS ACCOUNTABLERow4: Parts Manager
	EXPECTED RESULTRow4: Improve staff forecasting and ordering accuracy
	EXPECTED COMPLETION DATERow4: Ongoing from April 2024
	ACTUAL COMPLETION DATERow4: Ongoing from April 2024
	SPECIFIC ACTION STEPRow5:  Hold Quarterly Reviews with Staff
	NECESSARY RESOURCESRow5: Meeting Room, CDK reports, KPI Reports
	WHO IS ACCOUNTABLERow5: Parts Manager, Sales Staff
	EXPECTED RESULTRow5: Assess progress and adjust strategies based on quarterly results
	EXPECTED COMPLETION DATERow5: Ongoing from April 2024
	ACTUAL COMPLETION DATERow5: Ongoing from April 2024
	SPECIFIC ACTION STEPRow6: Use all available Return Allowance
	NECESSARY RESOURCESRow6: Manufacturer  Agreements, Return Policies, Access to DealerConnect portal 
	WHO IS ACCOUNTABLERow6: Parts Manager
	EXPECTED RESULTRow6: Return or exchange unsellable stock to vendors
	EXPECTED COMPLETION DATERow6: Ongoing from April 2024
	ACTUAL COMPLETION DATERow6: Ongoing from April 2024
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	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: Finally, by setting clear performance metrics and tying them to staff evaluations, I will create a system of accountability that rewards adherence to our new inventory strategy. These combined efforts will help reinforce new habits, reduce inefficiencies, and ensure that we maintain the improvements we've worked hard to achieve.

To track progress on reducing obsolete inventory and maintain it at low levels, I will establish weekly report assessments using CDK detailed reporting system to monitor key performance indicators (KPIs) such as inventory turnover rates, percentage of obsolete stock, and sales-to-stock ratios. This data will be collected from our CDK inventory management system, which provides real-time updates on stock levels, order history, and part aging. I will review these metrics on a weekly basis to ensure we are staying on track.

In addition to monthly reviews, I will conduct a deeper quarterly analysis to assess long-term trends and adjust our strategy if necessary. I will also implement regular meetings with the parts department team to review the reports and address any challenges in maintaining our inventory goals. This structured, consistent approach will allow us to track progress accurately and make data-driven decisions.

	A_2: Resistance to New Purchase Approval Process 

Insufficient Staff Engagement in New Processes 

Difficulty Tracking Progress Effectively 

Inventory Management System Limitations 

	A_3: Provide clear training on the benefits of the approval process and how it prevents excess inventory. Tie compliance to performance evaluations to encourage buy-in.

Schedule regular training sessions, explaining how new practices will benefit the team and overall operations. Provide incentives or recognition for staff who consistently follow the new processes.

Ensure the inventory management system is properly set up to track KPIs. Regularly review and adjust the system's settings or reporting methods to align with the new goals.

Evaluate and upgrade CDK system if necessary, or work with IT support to optimize current CDK software capabilities to meet the goals of real-time tracking and reporting.

	R: Achieving the goal of reducing obsolete inventory from 26% to 5% will have a significant financial impact by freeing over $200,000 in frozen capital. This capital, currently tied up in unsellable parts, can be reinvested into high-demand inventory, improving my dealer's ability to meet customer needs and respond to market trends. By unlocking these resources, we not only enhance our cash flow but also position the dealership for greater profitability and operational efficiency. This financial flexibility is crucial for sustaining growth and ensuring that my dealer remains competitive in a dynamic industry.
	S: To prevent falling back into previous habits that led to high levels of obsolete inventory, I will implement specific, ongoing measures to maintain discipline and accountability. First, I will conduct regular inventory reviews, ensuring that stock levels align with current demand and market trends. A quarterly performance audit will be established, tracking inventory turnover rates and highlighting potential obsolescence early. 

Second, I will introduce a structured purchase approval process, requiring management oversight for any special or large orders, ensuring that all purchases are backed by reliable data and forecasting. Additionally, I will provide continuous training for staff on effective inventory management practices, focusing on forecasting accuracy, vendor communication, and industry best practices.

Finally, by setting clear performance metrics and tying them to staff evaluations, I will create a system of accountability that rewards adherence to our new inventory strategy. These combined efforts will help reinforce new habits, reduce inefficiencies, and ensure that we maintain the improvements we've worked hard to achieve.
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