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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?

To reduce parts & accesories inventory down to 1.5 months supply from 133,800 to 98,275 by
the middle to end of 1st quarter of 2022.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Free up frozen capital,better customer Tying up dealerships cash flow(cash is
satisfaction,also better relationship oxygen) growing the obsolescence of the
between sales, service and bodyshop by parts inventory, also affected customer CSI
having the right parts in inventory. and employee morale thoughout the

dealership.
Immediately

When will you start?

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

Will review parts inventory balance with parts manager weekly,and also ordering perimeters.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



NADA ...
P

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

Will meet with Parts Manager and parts personnel and go over what are objective is.Will talk
about how important posting lost sales,ordering & controlling S/O parts are to controlling the
inventory.Will meet with Parts Manager and go over ordering practices,S/O process and also
parts returns.We will be conducting a physical inventory before the end of the year.We will
also make sure we are doing Perpetual Inventorys throughout the year.

Potential Challenges? Potential Solutions?
employees not following the policys & Make sure GM stays involved and holds
procedures.Lack of personnel to Parts Manager accountable.Possibly have
accomplish your goals.Lack of availability someone cross trained to help out in case
of parts. of lack of employees.Be careful with

ordering when there is a lack of parts
available sometimes you tend to stock up
to much.
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