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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

| will provide phone/sales training to all Parts department Employees by August 1st, 2024 to
increase counter sales 20% from $148,604 (2023 YTD) to $178,324.

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

After attending Parts NADA class | had'nt thought of how important understanding sales and
needing phone and sales training is for all parts employees. After our secret shopping and
reviewing the entire class it seemed no dealerships Parts department was prepared or
trained to capture parts maximum sales.

| believe with proper training that we can get more employee enthusiasm and a substantial
increase in counter sales along with happier customers.

This will benefit the bottom line, help us stock the correct parts, track lost sales better and
have a more sales-oriented parts department

The Parts department has the biggest GP margins and is very important to me because it the
fastest way to add gross profit to bottom line.
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e
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?
Convo with Myself, Pat & Tim |_|
Carvica Niractnr
Convo with Parts Myself, Pat & Tim
Mananer
Schedule Myself
Traininn
Prepare Staff for Pat & Tim
traininn
Offer some Myself
incantiva tn call +
Attend training All Employees in
with team Parte
Implement Management
Traininn
Measure #'S Parts Manager
Secret Shop Myself, Parts
Mananment
Track in Weekly Report in
maootinn mananao moaotinn
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How will you track your progress? Where will you find the information? How often will you check in?

0000

weekly reporting in management meeting in front of all departments

Potential Obstacles? Potential Solutions?
-employee buy in -incentives
-implementation -management hands on
-new processes -written plan
-proper training -management review and measurement

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

0000

absolutly will add gross profit to bottomline. Biggest profit opportunity.

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.

full engagement and support from management.
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This will benefit the bottom line, help us stock the correct parts, track lost sales better and have a more sales-oriented parts department
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