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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 liquidate our obsolete parts of over 25% and get us within guide of 5% or less.
We will set an ambitious goal of accomplishing this by January 1st 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 reinforces our dealers vision of becoming best in class in the coming years. It was
with this goal in mind that he sent 3 of his key employees including myself to The NADA
Academy in 2022 and plans to send both the service and parts managers to advanced
training seminars in 2023. Achieving this goal and releasing up close to $100,000 of frozen
capital will contribute to a healthier financial position for the dealership which is ultimately
beneficial to all employees. Stocking the correct inventory through proper phase in/phase out
as well as a streamlined SOP process in regards to order placement and returns will
contribute to this healthier position. The drawback of not taking immediate measurable action
to correct these issues is the continuation and accumilation of obsolete parts contributing to
additional frozen capital. This will result in the opposite effect on the dealerships financial
health. Correcting these issues are important to me because | approach each day as if my
name was on the building. How well we do or dont do is a reflection on all of us! This
dealership helps all employees provide for themselves and theyre families. It is deeply
important to me to put them in a position to be successfull The healthier the dealership, the
more beneficial it is for all.
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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.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Physical Procount Inc. Myself, GM & [ Identify obsolete | Sept 1st 2022 SEPT 3rd 2022 | ]
Invvantnrv Darte Mnanr invvantnry
Liquidate Dealermine Inc. Myself, GM, Reduction of Dec 31st 2022
nhenlate narte and Fhav Parte Mnar & ctaff] nhen narte tn 504
Create new Prepaid SOP, 20 | Parts Manager Keeping obso Sept 12th 2022 | Sept 12th 2022 ]
nrocace far SODP | dav ratiirn nalicv narte within 504
Utilize phase DMS Tools Parts Manager | Improved FTFR | Sept 12th 2022 | Sept 12th 2022 ]
inlnhaca nuit
Track lost sales DMS Tools Parts Manager & Improved Oct 1st 2022
Ctaff calac/ftfricnn
Conduct monthly | DMS/Financial Parts Accurate assets Oct 1st 2022
racnnciliatinne Stmnt/Everal Mnar/Caontrallar nn Finel Stmt

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

0000

I will track progress utilizing tools and training learned at The Nada Academy. Through our
DMS reports and various excel templates | will track the metrics necessary to ensure
success. | will do this on a daily, weekly and monthly basis in order to achieve and maintain
our goals.

Potential Obstacles? Potential Solutions?
1. Parts manager and staff reluctant to 1. Work as a team in a productive and
change. respectful manner to achieve our goals.
2. Difficulty in selling obsolete parts by 2. Create incentives to achieve and
our completion date goal. maintain goals.

3. Utilize Dealermine to sell obsolete
parts. In addition set up an internal
Ebay account with a dedicated person
to manage it.

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

0000

Selling the obsolete parts will result in freeing up close to $100,000 in frozen capital. This
coupled with phase in/phase out will result in a measurable impact on the bottom line.

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.

By tracking metrics daily, weekly and monthly will ensure we stay on track with the positive
changes made. | will hold each person accountable including myself should we fall short of
our goals or waiver from the process and procedures

©2020 National Automobile Dealers Association. All Rights Reserved. 3



	How does this goal align with or support your dealers vision: My goal is to liquidate our obsolete parts of over 25% and get us within guide of 5% or less. We will set an ambitious goal of accomplishing this by January 1st 2023.
	1: This goal reinforces our dealers vision of becoming best in class in the coming years. It was with this goal in mind that he sent 3 of his key employees including myself to The NADA Academy in 2022 and plans to send both the service and parts managers to advanced training seminars in 2023. Achieving this goal and releasing up close to $100,000 of frozen capital will contribute to a healthier financial position for the dealership which is ultimately beneficial to all employees. Stocking the correct inventory through proper phase in/phase out as well as a streamlined SOP process in regards to order placement and returns will contribute to this healthier position. The drawback of not taking immediate measurable action to correct these issues is the continuation and accumilation of obsolete parts contributing to additional frozen capital. This will result in the opposite effect on the dealerships financial health. Correcting these issues are important to me because I approach each day as if my name was on the building. How well we do or dont do is a reflection on all of us! This dealership helps all employees provide for themselves and theyre families. It is deeply important to me to put them in a position to be successful! The healthier the dealership, the more beneficial it is for all.
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	A_2: 1. Parts manager and staff reluctant to change.



2. Difficulty in selling obsolete parts by our completion date goal.




	A_3: 1. Work as a team in a productive and respectful manner to achieve our goals.



2. Create incentives to achieve and maintain goals.



3. Utilize Dealermine to sell obsolete parts. In addition set up an internal Ebay account with a dedicated person to manage it.
	R: Selling the obsolete parts will result in freeing up close to $100,000 in frozen capital.This coupled with phase in/phase out will result in a measurable impact on the bottom line.
	S: By tracking metrics daily, weekly and monthly will ensure we stay on track with the positive changes made. I will hold each person accountable including myself should we fall short of our goals or waiver from the process and procedures 
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