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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 is to eliminate excess parts inventory/frozen capital in parts inventory by 12/31/22.
	1_2: Frees up capital to invest in other areas of operations.



Frees up space to stock fast-moving parts.



Increases return on investment from a smaller investment.



Reduces carrying costs--insurance, etc.


	1_3: Greater exposure of to obsolete inventory.



Parts department may become cluttered with slow moving merchandise.



Potential inflated value of parts inventory per the financial statement.
	When will you start: Immediately
	1_6: I shall use the following to measure my progress:  NADA ratios (days' supply), PartsEye reports, and comparisons of inventory levels for other Hyundai dealers in our district.






	1_8: I shall review monthly sales activity reports and obsolesence reports with the parts manager.



I shall review obsolesence returns with the parts manager monthly.



I shall be involved in the taking of the physical inventory in February 2022 to make certain that we get an accurate count and shall supervise the reconciliation of the inventory to accounting.
	1_9: Impact of any negative adjustments to earnings resulting from write-off of obsolete inventory.



Timing of returns for qualified returnable obsolete inventory.
	1_11: Monthly adjustment for anticipated adjustments to parts inventory.





Review of qualified returns with parts manager to determine best course of actions.


