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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: My goal is to reduce our inventory to at or below the NADA guide of 5% from our current position of 6% by April 2021. 
	1_2: -Reduce write-offs or losses on large quantity of obsolete parts. 
-More space to better organize the department


	1_3: -Lots of waste that costs hard earned sales dollars. 
-Larger inventory to keep track of for no reason

	When will you start: I will start on 12/20/2020
	1_6: I will gauge my progress using the Reynolds monthly parts summary and keeping track of percentages of parts at 13-24 and 25+ months. I will also closely monitor the 10-12 month percentage to keep that as low as possible as statistically a lot of these parts become obsolete. (85% according to NADA notes)
	1_8: -Create a list of all our obsolete inventory including the 10-12 month bin that are about to become obsolete. 
-Return everything that is still able to be returned back to the OEM
-Involve parts manager to come up with plan to sell remaining obsolete inventory. I would suggest creating our own Online catalog with special discounts and priority display of our obsolete parts. Currently there is no way for someone to order a part from us on our website. 
-If we have any really old parts, we will try to sell them on eBay. 


	1_9: -Maintaining a process that continually keeps obsolete inventory down not just a momentary reduction by sell off

	1_11: -Ensure parts manager has training and resources to stock the correct parts. 

-Highlight all of our obsolete inventory once a month and use them as a learning process as to why those parts made it to obsolescence. 

-Hold parts manager accountable to obsolete percentage. No longer overlooked department. 



