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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.”

o000

My Goal is to reduce OBSO at my dealership from $80,000 to $40,000 over the next 60 days
(year end).

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?

R

This goal aligns with dealership vision by improving process, efficiency, and gross
profitability. The benefits of achieving this goal will include freeing up frozen capital, reducing
clutter and space in the parts department, bring attention to SOP efficiency and process, and
getting old inventory off of the books. If this goal isn't achieved unnecessary money will
continue to be tied up in parts while attention to an endless problem will continue to go
unnoticed and be poorly executed. This goal is important to me because it is an obvious
opportunity for improvement (highest OBSO in the class) and it can be quickly identified and
improved upon to increase and free up dealership dollars. It also resonates with me because
| have newly acquired tools and observations that make obsolescence an area that | can
personally address and improve upon immediately.
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e
What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
identify oldest DMS/bin search Parts isolating/sorting 11/10 11/10 | []
inviantnns Mananaar/AMucalf nrohlam narte
boutique sales | parts counter rep Burt Selling or giving 12/31 12/31 []
oviant awniav MNRCN
negotiate return | OE Rep/Factory | Parts Manager |Package/Negotiat 12/15 tbd H
tn NC Cnantanrtc A Aaal anAd cand
create bin for Space and time all parts dept better process 11/30 11/30 M
cND anAd arnniintahilihy
gift to customers | dealer approval sales get old inventory 12/30 12/31 []
Calac/Taniircra Mmananarc/lcanisinn nff hnnl/c
sell on ebay ebay account burt selling old parts 11/30 tbd ]
ctratinn_nowr trand
gift to local tech outreach and Parts Manager / get rid of old, 12/31 12/31 ]
nr crhnnl rnntanrtc Chinninn Nnntantial hirac
Dumpster Peace with Parts Manager Full Dumpster 12/31 12/31 ]
trachinn

|l
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How will you track your progress? Where will you find the information? How often will you check in?

I will check progress weekly through CDK DM Summary report and Partseye with the Parts
Manager.

Potential Obstacles? Potential Solutions?
Tough to sell Find right buyers
Reps taking action Set clear processes
Reps following instruction Hold reps accountable
Struggle with taking loss Better to take loss and move on

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

0000

The financial impact will immediately be freeing up $40,000 in frozen capital. The long term
impact will be better process and awareness of OBSO and less financial impact from it

nvarall

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.

| feel one of the best ways not to fall back to $80,000 or more in OBSO is weekly
accountability. Im going to advise we include OBSO balances in our weekly meeting packets
and make sure it is a monthly topic of conversation. A new process for SOP will also help

reduce future OBSO issues.
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