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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 my parts frozen capital from $35,604 to $5,000 by August 31, 2023 which will
result in a $30,604 decrease.

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?

One big benefit of achieving our goal is reducing our frozen capital in aging inventory.
This will help keep our parts department more organized and prevent old/aging inventory
from building up.

Customer service will be better because fast moving parts will be readily available when
needed.

An increase in faster moving parts will result in a faster turn rate and more profit for the
dealership and an improved cash flow.

Our efficiency will increase since we will be able to better manage our inventory levels and
not overstock bad inventory.

If we don't complete the goal, our frozen capital will continue to build and our aging inventory
will keep building up.

Our parts room is not that large, and can be unorganized at times. If we do not reduce some
of the aged inventory, organization of the parts room will continue to be tough.

Customers will become frustrated when they cannot purchase certain parts because we are

not ordering the correct, fast-turning inventory.

Extra cash will not be available to use in other parts of the dealership where it is needed if it

is tied up in frozen capital.
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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.

nrnanizatinn

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Sell to local Wholesale Parts manager Sell overaged 4/3/23 | |
whnlacalare contacte narte
Sell on Ebay Ebay account Parts manager | Sell overaged 4/6/23
narte
Package in Packing materials| Parts manager Sell overaged 4/6/23
hiindlac tn coll narte
Inventory analysis| DMS reports Parts manager |Fresher inventory 5/1/23
Stock faster none Parts manager Parts room 4/1/23

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

We will track our progress by routinely calculating our frozen capital in parts and making sure
the number is going down. We can obtain this information from our financial statement. This
information will be checked weekly. We will also check the turn rate on our inventory we are
selling to make sure we are turning parts fast enough.

Potential Obstacles?

-The wholesalers we are offering the
aged parts to at a discount might not
need the inventory either.

-Since used inventory is low, we will be
slower to turn some of our faster turning
parts that we usually use to recon these
vehicles.

-Parts manager isn't the best at
organization.

Potential Solutions?

-We will make the discounts attractive
enough that the low price will make
them want to stock the units.

-We will order a few less of these parts
until inventory picks back up to avoid
inventory piling up.

-We will have our parts manager do
some additional training to make sure
she is up to date and knows how to
keep a full parts room organized.

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

The immediate impact of achieving our goal is clearing $30,604 in frozen capital. If this is
achieved, we will push to clear out the remaining $5,000 in 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.

We will stock faster turning inventory and make sure we are selling aged inventory. We will
run inventory analysis and look at sales reports to make sure we are ordering the right parts.
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Customer service will be better because fast moving parts will be readily available when needed.
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Our efficiency will increase since we will be able to better manage our inventory levels and not overstock bad inventory.
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Our parts room is not that large, and can be unorganized at times. If we do not reduce some of the aged inventory, organization of the parts room will continue to be tough. 

Customers will become frustrated when they cannot purchase certain parts because we are not ordering the correct, fast-turning inventory. 

Extra cash will not be available to use in other parts of the dealership where it is needed if it is tied up in frozen capital. 
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