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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

Our goal is to improve Obsolescence from $38,344.00 to $0.00 by close of business
December 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 dealers vison because we are a cash store.

The benefits of achieving the goal:

Freeing up frozen capital.

Proof our new SOP process is working.

Cash on hand to improve first time fill rate.

Happier parts employees by having the righ parts to sell. (bigger pay check)
Happier techs. Better use of their time. (bigger pay check)

Happier customers. Cars get fixed quicker.

Consequences if we miss our goal:

Less capital to buy the right parts.

NPS drops.

Fixed ops employees have lower moral.

Frozen Capital can put a cash store out of business.

This goal is important to me because | know that it takes a team to win the game. | know this
happened because we had a very poor process for SOP's

The parts and service managers need to understand that one can not survive without the
other and work together as a team by embracing the new process's and working together to
achive the goal. Sales sells the first car but fixed ops sells the rest.
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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.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Returns credits parts manager a $3200 return Sept 29th | |
Returns Tyson's credits | parts manager | a $12,000 return Sept 29th
Sell at cost Offer up App GM a $10,000 return Dec 15th
Donate Trade school Parts manager Good will/ tax Dec 15th
hanifit
Off tires at cost | service writers | Service Manager parts Dec 15
Follow SOP Goodle Sheets All Fixed Ops More profit Everyday
nronrocc
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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 the progress by checking OBS weekly using PartsEye which directly
communicates with our DMS. Any potential opportunity to sell OBS anytime each week will
get the dollar amount to decrease. Selling is the goal if we cannot send back.

I will meet with Erik every Monday and Thursday to go over the reports.

Potential Obstacles? Potential Solutions?
New Hires with lack of training, supply Train all new hires about the ordering
issues(backorder parts). Sometimes we process, 45 day returns and selling
will hold on to parts based on that we quotes properly. Get new Hires on
have the part and it is on backorder board with having the customer prepay
from the manufacturer. Which means for parts.

we have the part to sell and if we send
it back, the possibility of getting the part
back in a timely manner diminishes
greatly.

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

0000

$0.00 OBS
$4,631.00 added profit.

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.

The main key is pay. | have made a change to the parts pay plans. They all loss .5% if we
end any month with even 1 dollar in OBS. The process must be followed.
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	How does this goal align with or support your dealers vision: Our goal is to improve Obsolescence from $38,344.00 to $0.00 by close of business December 31 2023.
	1: This goal aligns with the dealers vison because we are a cash store.



The benefits of achieving the goal:

Freeing up frozen capital.

Proof our new SOP process is working.

Cash on hand to improve first time fill rate. 

Happier parts employees by having the righ parts to sell. (bigger pay check)

Happier techs. Better use of their time. (bigger pay check)

Happier customers. Cars get fixed quicker.



Consequences if we miss our goal:

Less capital to buy the right parts.

NPS drops.

Fixed ops employees have lower moral. 

Frozen Capital can put a cash store out of business. 



This goal is important to me because I know that it takes a team to win the game. I know this happened because we had a very poor process for SOP's

The parts and service managers need to understand that one can not survive without the other and work together as a team by embracing the new process's and working together to achive the goal. Sales sells the first car but fixed ops sells the rest.
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I will meet with Erik every Monday and Thursday to go over the reports. 
	A_2: New Hires with lack of training, supply issues(backorder parts). Sometimes we will hold on to parts based on that we have the part and it is on backorder from the manufacturer. Which means we have the part to sell and if we send it back, the possibility of getting the part back in a timely manner diminishes greatly.
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$4,631.00 added profit. 
	S: The main key is pay. I have made a change to the parts pay plans. They all loss .5% if we end any month with even 1 dollar in OBS. The process must be followed. 
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