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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.”
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| will increase my Internal Parts mark up from an average of 35.84% to 40% by 1/1/24.

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

All departments contribute to our vision by working together for what is best for the dealership
in achieving a common goal. In this case the Variable departments contribute to the goal of
the dealership by pay closer to Internal Parts mark up. (because the Variable Departments are
being undercharged based on industry standards).

The benefts of achieving my goal is Parts of increasing the parts mark up goal is an increase
in Internal gross of $4566 monthly or $54,792 annually.

The consequences of not reaching the goal is we fail to accomplish our goal of not increasing
our internal mark up closer to industry averages, it cost the Parts department $54,792
annually and it could adversly effect the moral of parts knowing they are currently below
industry benchmarks and the problem hasn’t been addressed.

By achieving this goal it sends a message to our department managers that we are all
accountable in achieving our goals and it is really a small adjustment for the Variable Ops to
absorb the incremtal amount.
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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?
Propose mark up DMS/GM Myself Increase approval 11/1/23 v |
Roll out mark up | NADA Guidelines GM Make effective 1/1/24 v

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 track my progress my meeting with the GM by reviewing the DMS (CDK), Axcessa and
benchmark guidelines (NADA). By looking at Axcessa we will review our average Internal
gross profit at the current markup and then review what effect the goal will have increasing the
mark up to 40%

I will check with Axcessa weekly to monitor the proposed and eventual change in Parts
internal markup.

Potential Obstacles? Potential Solutions?
The Used Car Manaager in particular Educate the Used Car Manager and
may/will object to an increase in Internal Sales Managers on what is
Parts mark up. recommended by NADA and industry

standards for Internal Parts mark up.
The Sales Managers may object to a
lesser degree Emphasize to the Used Car Manager
and Sales Managers variable ops has
been undercharged for years according
to NADA and industry standards

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

0000

By increasing the internal rate from an average of just over 4% from approximately 36% to
40% we will increase Parts Internal sales gross $4756 mo. ($54798) annually.

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.

Ownership and GM must be in full support of pricing change and made policy . It will be rolled
out as positive for the entire dealership. It is a compromise in that although the Internal Parts
mark up will increase by 4% it is still under the recomended rate by industry standards.
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