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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 my Parts days supply from 120 days, down to 80 by the end of 2022. This is a problem that I noticed in our previous Financial Management class.
	1_2: Keeping inventory that we regularly sell in stock rather than outdated inventory would make the department more efficient and profitable and our assets more accurate.
	1_3: Holding aged inventory will eventually be a loss in assets, and a loss for the company. (Some of our inventory is decades old)
	When will you start: Beginning of January 2022
	1_6: I will use the spreadsheets provided by NADA to monitor the days supply with each monthly financial statement.
	1_8: We will try to sell our aged inventory on Facebook marketplace and ebay. We will start monitoring how often parts are being sold before ordering replacement parts for the shelf. I will have all employees that are counting year-end inventory to monitor order dates on labels and part numbers that are obsolete.
	1_9: It might be difficult and time-consuming to list the parts on websites and to answer people that are inquiring about them at all hours of the day.
	1_11: We can create a spreadsheet listing all parts that will be posted online, and keep track of what we are selling to know what we still have on hand. There may be an option to only alert us during business hours on those listings or to list selling hours.


