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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: Decrease the parts department frozen inventory by $100,000. As of 8/31/2022, parts frozen inventory is at $187,994. We will reduce the frozen inventory to $87,994 by 1/1/2023. 
	1_2: Decreased obsolesence. 

Increased fill rate. 

Increased technician efficiency. 

Increased CSI. 

Happier technicians. 

Higher parts and service gross profit. 

Decreased expenses - not writing off aged parts inventory. 
	1_3: Increased obsolesence. 

Decreased fill rate.

Unhappy technicians = more turnover.

Decreased technician efficiency.

Lower parts and service gross profit. 

Less net profit. 

More expense. 
	When will you start: 9/12/2022
	1_6: Our progress will be gauged using the financial statement, Axcessa, and the frozen capital formula from the NADA spreadsheet. We will measure this weekly and at the close of every month. 
	1_8: 1. I will meet weekly with the parts and service managers to review the goal and the progress we're making. 

2. Enfore our special order parts process - We will discuss SOPs and the process at our weekly meeting. 

3. Montlhy bin counts - Do the bins match accounting? 

4. Utilize Ford RIM - We will set up a call to make sure we have the correct parameters set for phase in and out. We will trust but monitor the program. This should help cut down on excess and aged parts inventory. 

5. Performance parts - Talk to ROUSH about only stocking for current builds. We typically buy in bulk monthly for upcoming performance builds that increases our inventory levels. We will also look at other performance parts. Are we stocking what cutomer's are ordering or are we guessing?



People that will help me achieve this goal:

Fixed Ops Director - Kenwood Dealer Group

Service Manager

Parts Manager

ROUSH Rep

Ford RIM Rep
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