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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.”

My Goal is to help with profit centering and expenses is to reduce teh parts departments
obsolesence from $34,000 down to $10k or better by dec 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?

This goal supports my dealerships vision as this will help free up froen capital

There are multpile benefits of reaching this goal.

-additional GP for parts department to help hit targets by stocking parts that we can sell
rather then obsolete parts

-more sales which will lead to parts purchase bonus from Audi Canada and GP to dealership
-increase customers pay dollars per RO by having money to stock proper parts

-reduce aged inventory

-clean inventory with items we can sell rather then collecting dust

-increase in net operating pprofit

If we don't hit the goal it impacts the overall parts sales as well as GP to the parts department
as well as service department with not having parts to work on cars plus lost sales and
frozen capital.

This goal is important to me as I'd like to see the parts department with an inventory that we

can sell and fill RO's with parts the same day. Plus it frees up frozen capital as well as having
to write parts off.
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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?
Review aged CDK parts Manager oct 15th | |
invantnrn/ rannrt
send what can Audi and parts | Audi and Parts oct 15th
ha cant hacl tn danartmaent danartmaent
garage sale marketing and |parts department oct 31
narte
oline sales FB Facebook and parts oct 31
crainclict Craingclict arcniint danartmaent
scrap accounting and | Parts manager dec 31st
M and DD and arcniintinn

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

Review aged inventory and obsolesence report weekly with parts manager and accounting
CDK reports

Buyback through Audi Canada in Parts on Command

monthly buyback report with $ amount

Potential Obstacles? Potential Solutions?
-time to get everything done in busy -have admin staff help out
season marketing to help with pictures and set
-parts not allowed for return up
-insatlled parts sale team to look at customer database
-marketing for customers that have vehicle that
getting accounting to agree to scrap could use some of these parts or

accessories

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

it's hard to put a dollar amount on this but $34k in obsolete parts is not helping teh bottom
line for parts or service. The frozen capital is a big driver and will be lowered if these parts
are sold or sent hack tao Audi

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 parts managers bonus pay is going to change to refelect Obsolesence and he'll be
accountable for this number as he needs to stay on top of this especially once it's all cleaned
up. Reports will be reviewed during weekly meetings and during month end.
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If we don't hit the goal it impacts the overall parts sales as well as GP to the parts department as well as service department with not having parts to work on cars plus lost sales and frozen capital.



This goal is important to me as I'd like to see the parts department with an inventory that we can sell and fill RO's with parts the same day. Plus it frees up frozen capital as well as having to write parts off.
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	R: it's hard to put a dollar amount on this but $34k in obsolete parts is not helping teh bottom line for parts or service. The frozen capital is a big driver and will be lowered if these parts are sold or sent back to Audi 
	S: The parts managers bonus pay is going to change to refelect Obsolesence and he'll be accountable for this number as he needs to stay on top of this especially once it's all cleaned up. Reports will be reviewed during weekly meetings and during month end.
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