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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

Luke and | will decrease OBSO from 30% of our Parts inventory to 20% by December 31st
2022.

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

Our dealer’s vision to provide exceptional experiences for everyone everyday. This goal will
benefit our vision by reducing our idle capital, creating a more modern and up to date
inventory, turning our inventory quicker, higher CSl, and better morale amongst the team.

If we don’t complete this goal, the consquences include having idle capital cost the
department and store money, result in more emergency purchases, decrease sales and
gross, and result in continuously again inventory.

This goal is important because it will allow the dealership and department to be more
profitable. It will also increase sales and gross resulting in higher compensation and morale,
continuing to build to the culture and vision of the store. This is important because we are
25% higher than NADA guide on our OBSO. We want to continue to hold ourselves to the
highest standard and work towards being best of class!
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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@
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?

Request return | Reach out to GM Luke Decrease OBSO End of May | |
Add OBSO to car| Add to wholesale Luke/Keith Lower OBSO End of June

Review Phase In | DMS Data/Setup Luke Prevent OBSO End of May
Review Phase out| DMS Data/Setup Luke Dial in inventory End of May

Hold huddles Time and place Luke/Greg Be on same page End of May
Monthly Review | Current OBSO Luke Continue Tracking Continous

L
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How will you track your progress? Where will you find the information? How often will you check in?

0000

We will track this progress monthly utilizing our DealerTrack reporting to identify the age of our
inventory. We will look at this data on a monthly basis at minimum.

Potential Obstacles? Potential Solutions?
GM doesn't allow us to return RIM Ask for a one time return from GM and
orders until after 15 months. Stellantis.
Buy in from parts and service Show the staff the numbers on how they
departments on the effort to move this would and will benefit from turning
parts, as it will likely take more difficult inventory quicker and not having OBSO
and creative solutions. as an issue.
Lack of understanding on why it is an Revisit Phase in strategies to prevent
issue with the staff. future OBSO.

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

0000

We will decrease OBSO by $64K. This will free up a substantial amount of idle 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.

We will continue to track inventory age and potential OBSO on a monthly basis. We will dial in
our phase in standards to not allow OBSO to become an issue again. We will share this
metric consistently with the team to keep it at the front of everyone’s mind.
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