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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

Our goal is to eliminate obsolete parts over 12 months which currently is 15% of our total
inventory by 5/01 and keep all inventory under 12 months going forward

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

Dealer Vision = On a quest... To be the very Best..

EMPLOYEE Guide of standards 1. Warm genuine greeting 2. Use our guests name 3.
Positive and Upbeat 4. Exclusive attention 5. Listen intently 6. Respect our guest's time 7.
say "THANK YOU" 8. Think safety 9. Race Shop Clean 10. Smile and have FUN! 11. Its a
MARATHON

Less obsolete parts, healthier inventory, eliminate write off's, stock what we sell. We use
Chrysler ARO- Uses Dealer’s sales history in conjunction with Chrysler’s own criteria.

Implement SOP process. Pay 100% up front. Over half our obsolete parts were sold order
parts that were never installed/picked up.

We recently did a physical parts inventory review and we had a $55,000 write down which is
completely inexcusable. We recently replaced almost our entire staff in the parts department.
We had some serious issues previously that took us some time to figure out what was going
on.
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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.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
SOP process Handbook entire parts dept. | Prepay 100% 4/1 | |
Phone Training ME Parts dept clear expectation 4/1
Sell down OBSO | Ebay, fire sale Parts Manager Rid all OBSO 4/1
Monthly Financial Parts Manager | Updated current 4/1

L
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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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Monthly parts reconciliation reports. We have monthly manager meetings now and review all
parts inventory with the Dealer principle. Hold the Parts manager accountable for phone and
SOP process to eliminate the issues upfront

Potential Obstacles? Potential Solutions?
Keeping all new processes in place for Have a clear written process for all
the entire parts department phone contacts with customers
Getting rid of current OBSO parts Fewer SOP parts on shelves
Potential issues with up front payment Should eliminate any inventory dollar
on SOP's adjustments

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

0000

The financial impact is huge. Potentially hundreds of thousands of dollars saved by not
having old OBSO parts

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 meetings with Parts staff to review new policies and procedures and weekly training
on phone and i-net potential customers. Be sure the new SOP process is being followed
100% of the time. Hold Parts manager accountable
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