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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

We would like to grow our parts gross % on CP ROs from 42.11% to 45.4% in 3 months. This
would take us above both our group average and benchmark.

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 will put us above benchmark which will make our dealer happy.

This will also help us when it comes to W rate. The increase in CP will in turn provide us an
advantage when moving forward with our Warranty increase.

This goal is important to me because it will show that this class is paying dividends in the
department as well as personal growth in terms of creating change within a department.

If we fall short of this goal it will negatively impact our ability to increase W and therefore
costing the store a significant amount of money.
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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?
Discount Control | buy in from staff managers less discounts February 24 |
Restrict access | Admin support managers higher gross % Feb 24
Matrix Pricing market review managers higher gross Feb 24

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

0000

It's very easy to see our performance daily and month over month by reviewing our metrics
provided by our DMS. | will check in with Neal (service director) during our weekly meetings
and also talk with our Parts employees weekly if not daily.

Potential Obstacles? Potential Solutions?
There shouldn't be a ton of obstacles. Defining and honing in on our vision will
The key will be to make sure that we help solve any issues.
reduce access to discounting to just
managers.

Push back from parts employees could
be an issue.

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

0000

This will bring us an extra 4k per month in gross.

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.

Defining our vision for the department is huge for this to happen. Once we define our vision
and make this goal a significant part of that vision we will hit this number. We have a very
proactive service director that will constantly be watching this metric and ensuring that we are
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	How does this goal align with or support your dealers vision: We would like to grow our parts gross % on CP ROs from 42.11% to 45.4% in 3 months. This would take us above both our group average and benchmark. 

	1: This will put us above benchmark which will make our dealer happy. 

This will also help us when it comes to W rate. The increase in CP will in turn provide us an advantage when moving forward with our Warranty increase. 

This goal is important to me because it will show that this class is paying dividends in the department as well as personal growth in terms of creating change within a department. 

If we fall short of this goal it will negatively impact our ability to increase W and therefore  costing the store a significant amount of money. 
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	A: It's very easy to see our performance daily and month over month by reviewing our metrics provided by our DMS. I will check in with Neal (service director) during our weekly meetings and also talk with our Parts employees weekly if not daily. 
	A_2: There shouldn't be a ton of obstacles. The key will be to make sure that we reduce access to discounting to just managers. 

Push back from parts employees could be an issue.
	A_3: Defining and honing in on our vision will help solve any issues. 
	R: This will bring us an extra 4k per month in gross. 
	S: Defining our vision for the department is huge for this to happen. Once we define our vision and make this goal a significant part of that vision we will hit this number. We have a very proactive service director that will constantly be watching this metric and ensuring that we are moving in the right direction. Reviewing and making sure access remains at the top will be a must as well. 
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