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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.”

Address inventory obsolescence. We are currently at 6.38% over 12 months. | would like to
get that number to 4%-5% by addressing : SOP returns andwholesale returns

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?

Frees up frozen capital.

Benefits - cleaner inventory....better processes to keep inventory from ballooning up in the
future

Consequences - run ouf return reserve and scrap funds causing the dealer to have to write it
off

Our inventory has been very clean for a long time. Picked up some new ideas that will
hopefull help us to stay cleaner
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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?
Address Parts Manager |Reuduce over 12 Start new J
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How will you track your progress? Where will you find the information? How often will you check in?

Management report
Inventory Movement - sales

Monthly

Potential Obstacles?

Run out of return reserve or scrap funds
because obsolescence is growing faster
than | can accumualte funds. Need to
go to the sources of the problem to slow
the build up of potential obsolscence
down

Potential Solutions?

Address special order and wholesale
return processes.

Already using OEC Parts Broker Direct
Program to get rid of technical
obsolescence. Called and had them set
our selling parameters to a more
aggressive number.

Reached out to Dealermine.

Will look into eBay in Janaury to help as
well

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

$60k - $100k

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.

Once | get passed this class and our parts inventory in January - February 2024. I'm going to
take all of my thoughts, and KPI's from the class and add some newer steps and processes

to the ones | already have
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	A_2: Run out of return reserve or scrap funds because obsolescence is growing faster than I can accumualte funds. Need to go to the sources of the problem to slow the build up of potential obsolscence down
	A_3: Address special order and wholesale return processes.

Already using OEC Parts Broker Direct Program to get rid of technical obsolescence. Called and had them set our selling parameters to a more aggressive number.

Reached out to Dealermine.

Will look into eBay in Janaury to help as well
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