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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

I will cut our parts obsolescence from $130,000 to $80,000 starting August 15 ending
December 15, 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 benefits of achieving this goal will be that our Idle Capital can be lowered. Instead of that
money just sitting there being tied up on the shelf it could be used to purchase inventory that
would move increasing more profit for the dealership. It could also help with customer
relations if we can get the special order parts customers called and the part installed quicker.
One of the easiest benefits would be that it would create more space in the parts warehouse
so we could have more room to stock the parts the move.

If we do not achieve the goal the parts obso will just keep heading upwards from the $130000
where it is now causing wasted money, space and man power.

Its important to me because Idle Capital only hurts a dealership and it seems like the Parts
Obsolescence is one area where it can get out of hand quickly and it is never really thought
about at our store until now.
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e
What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ a
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?

special orders | Revamp Strategy| advisors/parts SOP $ lowered 11/15/23 |_|

return process new policy parts counter/mgr less returns 11/15/23 [
return max to OE | OE return policy Parts Mgr less wasted parts 11/15/23
stress pick up sales training counter less SO on shelf 11/15/23
Pre pay parts sales rule Advisors/counter Less Idle $ 11/15/23
Garage Sale Ads/Flyers Parts/Serv. MGR | Create Space 11/15/23
Dumpster Dumpster Parts/Ser. MGR | Create Space 11/15/23

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

0000

Check it every month starting in August. | will pull the report from DMS and do spot checks in
the parts department to actually see if progress has been made.

Potential Obstacles? Potential Solutions?
1) Hesitation from employees starting 1) Explain to the employees the
new polices. importance of low obso and in turn how
2) Push back from customers it can benefit them also.
3) Time to clean out old parts 2) Tell why we have to get paid of front

and they have to pick on time. Offer
benefits to them to pick up in a timely
manner.

3) Pay to have employees to work after
hours or offer bonuses for working after
hours to run garage sale, pull old parts,

e

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

0000

Well right off we have increased our working capital by $50,000 and but if we take that
savings and use it to put parts that actually move on the shelf we can increase its total pass
thamnt i v~

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 start making these policies that succeeded part of the way we do business from now
on in the parts department/service advisors and each new employee will be told from the
beginning. It will be up to the MGRs to make sure it is done and will be monitored monthly.
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