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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, 2020.”

o000

| will decrease my over 7 months inventory levels from 24.88% to 15% (and less) by
December 31st, 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

Obso parts are idling capital. It is also taking physical space that can be used for fast moving
inventory.

This goal is align with our vision, which is "Redefining the Road". This idling capital is limiting
us to be the leader of the industry.

There are many benefits of achieving this goal :

- Having a better True Turn

- Having a more interesting inventory to improve our FTFR
- Good for staff moral

This said, there is consequences if we don't achieve this goal :

- Idling capital will limit us in many ways

- We don't want to invest in having bigger warehouse

- Actual 24.88% obso is taking so much space that it affect surely staff efficiency in their
operation
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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?
SOP Procedure DMS Parts Managers Written 06/30/23
Vendor Return MDI Purchase group Reduce & 12/31/23
Scrap Allowance OEM V-P Parts Get back idle 12/31/23

Marketing Flyer | Marketing team | V-P Marketing | Obso exposure 07/01/2023

Sales Focus Sales people S_a.IeS Parts RedllJce pbso 06/15/2023
Physical exposur Showroom Parts Managers | Obso exposure 12/31/23

External help DMS V-P Parts Sell gbso to 09/31/23

Donate parts Tech school V-P RH Re(ljuc_:e otl)so & 12/31/23
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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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The "Inventory Summary Report" from the DMS is the report that will show us our progress.
We will track the progress every month. We can also use the MDI report to schedule the
return process. We will also fix in-house selling goals for salespeople on the road : the sales
parts manager could follow his progress this way every month.

Potential Obstacles? Potential Solutions?
- Written SOP procedure is a thing, but - Involve every part staff people to make
respecting it is another sure everyone understands the
- Not having the right rigor to achieve importance of this goal
this goal - Establish a KPI to follow the

progression or regression of obso parts
- Giving a bonus for counter people on
SOP performance

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

0000

3 804 843%

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.

Having the right KPI to measure, automatic reporting by DMS, follow-up in meetings
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This goal is align with our vision, which is "Redefining the Road". This idling capital is limiting us to be the leader of the industry.

There are many benefits of achieving this goal : 
- Having a better True Turn
- Having a more interesting inventory to improve our FTFR
- Good for staff moral

This said, there is consequences if we don't achieve this goal :
- Idling capital will limit us in many ways
- We don't want to invest in having bigger warehouse
- Actual 24.88% obso is taking so much space that it affect surely staff efficiency in their operation
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