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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

| will decrease my obsolescences from $83,902.09 to $50,000 by the end of the year
12/31/2023.

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

This goal aligns with the support of our dealers vision by getting rid of most of the
obsolescence inventory we make room from the frozen capital. This will give us leverage to
have more money in our account since "cash is oxygen." By decreasing obsolescence we
can approve the bottom line and better allocate resources towards other areas of the
business that require investment including buying parts for the parts department that are in
demand. The consequences are we will be stuck with excess inventory that is no longer in
useful and it will represent wasted money they could have been used elsewhere in the
business. By continuing to hold the excess inventory could lead to deterioration and
ultimately making it worthless and complete loss. The obsolescence can have a negative
impact on the balance sheet and income statement which makes the stores overall financial
performance not look good. This goal is important to me because it will improve inventory
management and by reducing obsolescence the dealership can optimize their inventory
management, streamline their operations, and ensure that they have the right products at
the right time, which can lead to higher sales. Another major factor freeing up money so we
can reinvest in the business to raise the bottom line.
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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@ 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?
Set up account N/A Parts Manager Reduce 09/30/2023 | |
Get into contact N/A Parts Manager Reduce 10/31/2023
Install on pre N/A Parts Manager Reduce 11/30/2023
Dealer to dealer N/A Parts Manager Reduce 12/31/2023

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

0000

| will be tracking the information on a weekly basis. The more data | have on how we are
working towards our goal | can reevaluate and put other actions into play to help steer us in
the right direction. The information will be found in our DMS reports and | will be able to see
how much we sold off on a weekly basis and that is how often | will be checking in with the
Parts Manager.

Potential Obstacles? Potential Solutions?
Inaccurate inventory management. Not ordering items that we will get stuck
Lack of accurate forecasting and with and to make sure if it is a SOP
demand planning customer puts deposit or pays in full.

Invest in demand forecasting tools and
software to accurately predict customer
demand and plan inventory levels
accordingly. This will help avoid
overstocking and reduce the likelihood
of obsolescence.

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

0000

$33,902.09

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.

Regularly review and update inventory. Conduct regular inventory checks to identify obsolete
parts, and update inventory data in real-time to ensure accurate tracking of stock levels.
Use data analysis and forecasting methods to accurately predict demand for parts, and

adinct inventnrv levale arecnrdinnl tn nravent nvarctnekinn ar 1inder etnelkkinn nf narte
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	How does this goal align with or support your dealers vision: I will decrease my obsolescences from $83,902.09 to $50,000 by the end of the year 12/31/2023. 
	1: This goal aligns with the support of our dealers vision by getting rid of most of the obsolescence inventory we make room from the frozen capital. This will give us leverage to have more money in our account since "cash is oxygen." By decreasing obsolescence we can approve the bottom line and better allocate resources towards other areas of the business that require investment including buying parts for the parts department that are in demand.  The consequences are we will be stuck with excess inventory that is no longer in useful and it will represent wasted money they could have been used elsewhere in the business. By continuing to hold the excess inventory could lead to deterioration and ultimately making it worthless and complete loss. The obsolescence can have a negative impact on the balance sheet and income statement which makes the stores overall financial performance not look good. This goal is important to me because it will improve inventory management and by reducing obsolescence the dealership can optimize their inventory management,  streamline their operations, and ensure that they have the right products at the right time, which can lead to higher sales. Another major factor freeing up money so we can reinvest in the business to raise the bottom line. 
	SPECIFIC ACTION STEPRow1: Set up account on eBay sell/auction
	NECESSARY RESOURCESRow1: N/A
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Reduce obsolescences$8476
	EXPECTED COMPLETION DATERow1: 09/30/2023
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Get into contact with broker/third party to help to get rid of parts
	NECESSARY RESOURCESRow2: N/A
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Reduce obsolescences$8476
	EXPECTED COMPLETION DATERow2: 10/31/2023
	ACTUAL COMPLETION DATERow2: 
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	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
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	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: I will be tracking the information on a weekly basis. The more data I have on how we are working towards our goal I can reevaluate and put other actions into play to help steer us in the right direction. The information will be found in our DMS reports and I will be able to see how much we sold off on a weekly basis and that is how often I will be checking in with the Parts Manager. 
	A_2: Inaccurate inventory management. 
Lack of accurate forecasting and demand planning


	A_3: Not ordering items that we will get stuck with and to make sure if it is a SOP customer puts deposit or pays in full. Invest in demand forecasting tools and software to accurately predict customer demand and plan inventory levels accordingly. This will help avoid overstocking and reduce the likelihood of obsolescence.

	R: $33,902.09
	S: Regularly review and update inventory. Conduct regular inventory checks to identify obsolete parts, and update inventory data in real-time to ensure accurate tracking of stock levels.
Use data analysis and forecasting methods to accurately predict demand for parts, and adjust inventory levels accordingly to prevent overstocking or under stocking of parts. Conduct regular training with manager and team to ensure we are on track with inventory management and resolve/overcome issues that they may encountered during the week. 
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