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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.”

To set up a fully functioning online Parts eStore where there currently is none by April 30,
2024.

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?

Our dealer vision revolves around customer satisfaction. An online Parts store can provide
convenience to our existing customers as well as opening ourselves up to a whole new
customer base. While the consequences may not necessarily be dire, the potential benefits
include a significant new revenue source for the dealership.
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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?
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How will you track your progress? Where will you find the information? How often will you check in?

Tracking of progress will be relatively straightforward. A plan of action will be set up to move
forward in stages by first researching what others have done in this arena. A benefit of this
course has been to offer exposure to other dealer personnel who have already set up
eStores. Those resources will be utilized as well as those of our OEM. Monthly progress
reports will be set up to monitor the success of the effort.

Potential Obstacles? Potential Solutions?
The greatest obstacle that | see is the The best solution is to start at the top -
need to change the status quo. The convincing the owner of the potential for
personnel in our Parts Dept. have a healthy new revenue source.
significant longevity and will likely offer Realistically speaking, without that
some resistance to change. There must engaged support, my efforts will be that
also be provisions for potentially adding much more difficult. Proper research
new hires to staff this operation. into the success other dealers have had

with this will go a long way toward
ultimately achieving this goal.

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

While an exact dollar amount cannot be determined at this time, it can be fairly safe to say
that the upside financial benefits will greatly outweigh any possible negatives.

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.

Though | recognize that this is a significant undertaking, should the eStore be successfully
implemented, it would seem relatively easy to maintain it going forward without the risk of
returning to the older ways of conducting business.
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