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

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

When will you start? 

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

ACTION PLAN 1
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Potential Challenges? Potential Solutions?

What specific actions will you take to achieve your goal? Who can help you?


	1: Goal - Shrink Months' Supply from 5.175 to 2.5 
Achieve - A healthy inventory with less money sitting on the sideline
Metric - Rid of Excess Inventory 6% annually 1/1/2026
	1_2: 1. A healthier inventory 
2. Reducing excess inventory 
3. Possible up-tick in sales 
4. Training the department on the benefits of healthy inventory (Stocking the Right Parts)
5. Free up Frozen Capital 
6. Manufacturer Return Process can be ironed out
7. More breadth 

	1_3: 1. Excess inventory continues to grow 
2. Frozen Capital 
3. Wrong Parts inventory 
4. Not growing as a department 
5. Going through the motions 
6 Having the wrong parts in our inventory can affect service and other things like CSI scores
7. More Depth
	When will you start: 1/1/2025
	1_6: Daily - Parts team work on compiling a list of part numbers with no sales 7 months or older 
Weekly - Review this list as a team and select a group of parts numbers that we are going to try and sell elsewhere/rid of 
Monthly - Find good avenues to rid of the excess inventory as a team with the help of the Fixed Ops director 
	1_8: Actions: 
1. Fixed Op director involved in fixing this Month Supply issue 
2. Training for entire department on the benefits of a healthy inventory and consequences of being overstocked 
3. Training on RIM program for department and having a good understanding of manufacturer return process 
4. Monitor parts that can be utilized in the Manufacturer Return process regularly, so we do not miss the opportunity 
5. Create an incentive program for employees if they continue shrinking this Month Supply issue 
6. Provide Recon a list of part numbers that have aged so they can order from Parts Department before ordering from other vendors 
Help: 
1. Growth for employees within Parts Department 
2. Sales up-tick for having the right inventory 
3. Recon can get parts within minutes instead of waiting on O'Reilly's to deliver helping their time to line time 
4. The incentive to reduce Month Supply issue can benefit the department as a whole (inventory&pay) 
5. Department has a better understanding of the Manufacturer return process and can take advantage of it with proper training  

	1_9: 1. Parts Department Pay effected by selling off excess inventory for a possible loss
2. Holding department accountable for compiling the parts number list 
3. Holding recon accountable for using parts list provided 

	1_11: 1. Create Incentive for employees 
2. Parts Manager Buy in and understanding 
3. Monitor recon spending through accounting office when using outside vendors 


