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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.”

| will decrease technical obsolesence from 4.7% of inventory to 1% in 30 days.

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?

Benefits of decreased technical obsolesence:

- could reduce idle capital

- could mean special orders have been picked up on time
- ordering the right parts

Consequences of not decreasing technical obsolesence:

- could increase your frozen capital

- special order parts could pile up for years without being processed for return

- could see high customer returns that were also not sent back to manufacturer in the window
time period

Decreasing technical obsolesence supports the dealerships vision for the parts department by
ensuring they are ordering correct parts for customers and vendors, which in turn keeps
everyone happy.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve?

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

| will track progress on a monthly basis by running an inventory management report.

Potential Obstacles? Potential Solutions?
- unable to get rid of obsolesence - offer specials on these part items and
fast enough list them for sale on ebay, or have a
- customers not picking up special order garage sale
parts in a timely fashion - create a special order parts pick up

protocol and let customers know if parts
are not picked up within a certain
amount of days they will be returned or
sold to another customer

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

This will decrease parts technical obsolesence by $5,671.

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.

I will hold monthly meetings to review the deparmtents data to make sure we are where we
need to be. | will also be encouraging employees to keep the moral up. | will encourage open
communication with me if anyone needs assistance in attaining their goal.
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