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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.”

| will get our parts department from making negative profit of -13.35% to half of NADA guide
(10%) by July 31st, 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?

This goal aligns with our dealership vision of winning Subaru's Love Promise Community and
Customer Committment Award in two ways. First, if we have the parts on hand to complete a
job for the guest the first time efficiently and quickly, we will increase customer satisfaction
scores and fixed right the first time scores. Secondly, we will hit the internal requisits for that
award which include Retailer Core Standards, Love Promised Pricing Pledge, First
Maintenance Complete, etc.

In acheiving our goal we will increase increase profitability and productivity which are results
of our shared vision and mission statement to treat every customer like a guest in our home.

Failure, to acheive the goal, will result in dissatified customers as wait times increase to
aguire the parts needed, lower shop proficiency, lower employee morale, and lost revenue
and gross.

It is important to us to constantly grow our portfolio of business in the transportation industry,
to provide a return that is consistent and worthy of the inherent risk of the retail automtive
business.
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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?
Install xTime xTime Dave Thomas | increase Ibr and March 31st | |
nte calac
Full Service service manual/ Brian Drewes srv and prts March 31st
Promice traininn advienr trained
Parts Job Aid Phone Script Brian Drewes | increased parts February 29th
traininn calac

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

!

I will track our progress by using our internal daily serivce and parts log, our financial
statement, and the FS Parts excel template for our profit centering and breakeven. Weekly
serivice training for parts and service advisors on Teusdays.

Potential Obstacles? Potential Solutions?
Resistenance to following a process Weekly training and role playing. Show
and being held accountable. them the financial impact of following

the process on their own paychecks.

Reluctance to using a phone script. Familiarity with script through weeking
training, listen to recorded calls, and

analyse results as a team.

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

By just moving the needle to half of NADA guide by July we will increase the parts
department gross profit to $20,000 over just those six months. (A $44,517 positive swing
from a -$24.517 loss YoY)

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.

We will continue to have weekly Tuesday training so always keep at the forefront what we
need to be working on and we will track our progress monthly with our MIS report to make

sure we don't slip below guide again.
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	How does this goal align with or support your dealers vision: I will get our parts department from making negative profit of -13.35% to half of NADA guide (10%) by July 31st, 2024.
	1: This goal aligns with our dealership vision of winning Subaru's Love Promise Community and Customer Committment Award in two ways. First, if we have the parts on hand to complete a job for the guest the first time efficiently and quickly, we will increase customer satisfaction scores and fixed right the first time scores. Secondly, we will hit the internal requisits for that award which include Retailer Core Standards, Love Promised Pricing Pledge, First Maintenance Complete, etc.



In acheiving our goal we will increase increase profitability and productivity which are results of our shared vision and mission statement to treat every customer like a guest in our home.



Failure, to acheive the goal, will result in dissatified customers as wait times increase to aquire the parts needed, lower shop proficiency, lower employee morale, and lost revenue and gross.



It is important to us to constantly grow our portfolio of business in the transportation industry, to provide a return that is consistent and worthy of the inherent risk of the retail automtive business.
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	A_2: Resistenance to following a process and being held accountable.







Reluctance to using a phone script.












	A_3: Weekly training and role playing. Show them the financial impact of following the process on their own paychecks.





Familiarity with script through weeking training, listen to recorded calls, and analyse results as a team.
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