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What is your goal? What do you want to achieve? From what metric? To what metric? By what date?
Example: “I will decrease my 5K run time from 30 minutes to 21 minutes by June 15.”

o000

My goal is to lower obselescence from 45k to 10k by june 2023.

How does this goal align with or support your dealer’s vision?
What are the BENEFITS of achieving your goal? What are the CONSEQUENCES if you don’t?
Why is this goal important to you?

R

This goal allows our dealership to free up frozen capital as well as space in the parts
department and establish a new process moving forward of managing obsolesence. The
benefits of this goal will be lowering frozen capital and and obsolesence to a manageable
percentage of inventory. The consequences of this goal will be more frozen capital and an
inability to get on track with dealership goals. This goal is important to me because | believe to
be succesful we must get to a point in which we can manage this as a daily,monthly, and
yearly goal as we do in other aspects of our department instead of kicking the the can down
the road.
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e
What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
3%+1% SELL 1% Parts Manager 43200 obso 2/20/22 |_
3%+1% SELL 1% Parts Manager 41472 obso 3/20/22 ]
3%+1% SELL 1% Parts Manager 39813 obso 4/20/22
3%+1% SELL 1% Parts Manager 38221 obso 5/20/22
3%+1% SELL 1% Parts Manager 36693 obso 6/20/22
3%+1% SELL 1% Parts Manager 35226 obso 7/20/22
3%+1% SELL 1% Parts Manager 33816 obso 8/20/22
3%+1% SELL 1% Parts Manager 32463 obso 9/20/22
3%+1% SELL 1% Parts Manager 31164 obso 10/20/22
3%+1% SELL 1% Parts Manager 29917 obso 11/20/22
5%+1% SELL 1% Parts Manager 28720 obso 12/20/22 | =|
5%+1% SELL 1% Parts Manager 27284 obso 1/20/23
5%+1% SELL 1% Parts Manager 26268 obso 2/20/23 |
5%+1% SELL 1% Parts Manager 25380 obso 3/20/23
5%+1% SELL 1% Parts Manager 24118 obso 4/20/23
5%+1 SELL 1% Parts Manager 23280 obso 5/20/23
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How will you track your progress? Where will you find the information? How often will you check in?

0000

| will track my progress monthly as our plan is to write off 3%-5% off obsolesence monthly
also incoporating monthly trips to junkyard and parts wholesalers to offload another 1% by
selling them for cost or below to minimize writeoffs.

Potential Obstacles? Potential Solutions?
No interest in our obsolete parts. wholesale vendors purchasing part at
Damaged accesories. discounted pricing.
The selling of the 1% monthly. Parts give away events for service

customers who have specific make and
model to the part we have. Insuring we
display on our social media pages.
Potential throwing in parts to a vehicle
we are wholesaling that are the same as
the part we ar offloading.

BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

0000

When all is said and done we will lower obsolesence from 45k to 20k. Freeing up 25k in
frozen capital.

CONGRATULATIONS! You’ve accomplished your goal! You added or adjusted policies, procedures, and

behaviors. Now what? How will you ensure you and your staff do not fall back into the previous habits
that produced poor results? Be specific.

Weekly and Monthly review of obsolesence and potential obsolesence to ensure we stay
below 3% of total inventory. Everyone in department will be included as it will be a team effort
to manage. Have a proactive approach to not be where we started.
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