ATD

|

ACADEMY

HOMEWORK — ACTION PLAN

e Specific @ Measurahle o Relevant ° Time bound

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, 2020.”

o000

Reduce corporate obsolescence from 12.6% to 10% by March 30, 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

The goal of the parts department is to remain at 10% or less parts obsolescence. Reducing
this inventory will result in reduced frozen capital. It will also create more useable physical
space in the parts warehouse. If we do not do this, it could result in having to discard some of
parts completely which would be at a total financial loss. This is important so that we can deal
with the parts we are able, generate any amount of revenue possible and allow us to have
more space and financial opportunity to stock the proper mix of parts on our shelves.
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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?
Determine if Parts staff and a Parts Mgr Expired parts December 31,
Create a tote and Flyer Parts Mgr Sold OBSO parts | January 31, 2022
OEM return Return Parts Mgr Return any January 15, 2022
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How will you track your progress? Where will you find the information? How often will you check in?
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We will track progress by reviewing our OBSO percentage and dollars each month. We will
use our DMS report for this information. We will check in with the Parts Manager bi weekly to
see how things are progressing.

Potential Obstacles? Potential Solutions?
We have some engines in our OBSO Director or Fixed Ops will need to make
that are for a rather unique truck, not final decision to send back or have a
high demand. Manager is still marketable solution to move them to a
determined to recover a sale on these. customer.

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

0000

We have $200,000.00 in OBSO. If we were able sell for average gross of 10%, that would
result in $110.00 in revenue for every $1000.00 sold while freeing up some 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.

Maintain a tote and promote program that changes up every month. Review OEM return
potential quarterly with all parts managers.
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	1: The goal of the parts department is to remain at 10% or less parts obsolescence. Reducing this inventory will result in reduced frozen capital. It will also create more useable physical space in the parts warehouse. If we do not do this, it could result in having to discard some of parts completely which would be at a total financial loss. This is important so that we can deal with the parts we are able, generate any amount of revenue possible and allow us to have more space and financial opportunity to stock the proper mix of parts on our shelves. 
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	A_3: Director or Fixed Ops will need to make final decision to send back or have a marketable solution to move them to a customer.
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