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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.”

I will improve my part's department warranty gross profit from 29.15% to 40% by 10-01-24.

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?

The increase would align with the department's vision on becoming a larger wholesale
dealership by maximizing low hanging fruit to allow for department growth.

The benifits of this goal would be an increase in profit for the parts department that would
result in higher net profits. This will make for a happy owner that will result in possible pay
increase for employees, expansion of the department, and increase in the wholesale
business.

The consequences of not getting the increase would be less profits for the department that
could result in cut backs. Poor performance by the department would hinder the growth of
the wholesale buisness.

This goal is important to me because | want to see my part's department grow. | enjoyed the
building and the expansion when | first got to the dealership 5 years ago. It was a
one-man-show in the department. Now we have a total of 5 employees, and | can see how
much more room we have for improvement already. | wish | would have know about the
warranty parts rate increase much sooner.
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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?
Hire 3 party for yes Me Help me get the 04-3-24 04-3-24 | |
narte incronaco rinnht \wiarrantyv
install a parts yes Me Provide the 04-03-24 04-3-24
matriv maraning
Stop discounts yes me/staff Hold the matrix 04-3-24
nn_nartc marning
Wait for the 3 yes 3rd party/me will be able to 09-01-24

narh/ tn_niva me

cithmitt tn Niccan

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 my progress by checking the statement and CDK reporting using the FS parts
template as my guide. | will check weekly to see that progress is being made.

Potential Obstacles? Potential Solutions?

Discounts in parts or by the advisors. Lock down CDK all discounts have to
be done by management.

Takes more time to get the ROs
needed. Check reporting data make sure we

stay on track to hit the goal on time.

The 3rd party does not do the job for us.
Find another company that will provide

the service for us.

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

By getting our warranty return of sales to 40% we would pick up an additional $14,526 in
gross per month. $174,312 per year.

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.

Now that we have proven that we can sell parts without a discount and the matrix has done
its job, this will become what we do daily. | will show the employees when doing payrole the
before and after difference to keep them engaged in the action plan.

©2022 National Automobile Dealers Association. All Rights Reserved.



	How does this goal align with or support your dealers vision: I will improve my part's department warranty gross profit from 29.15% to 40% by 10-01-24.
	1: The increase would align with the department's vision on becoming a larger wholesale dealership by maximizing low hanging fruit to allow for department growth.



The benifits of this goal would be an increase in profit for the parts department that would result in higher net profits. This will make for a happy owner that will result in possible pay increase for employees, expansion of the department, and increase in the wholesale business.



The consequences of not getting the increase would be less profits for the department that could result in cut backs. Poor performance by the department would hinder the growth of the wholesale buisness. 



This goal is important to me because I want to see my part's department grow. I enjoyed the building and the expansion when I first got to the dealership 5 years ago. It was a one-man-show in the department. Now we have a total of 5 employees, and I can see how much more room we have for improvement already. I wish I would have know about the warranty parts rate increase much sooner.      
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	A_2: Discounts in parts or by the advisors.



Takes more time to get the ROs needed. 



The 3rd party does not do the job for us.
	A_3: Lock down CDK all discounts have to be done by management.



Check reporting data make sure we stay on track to hit the goal on time. 



Find another company that will provide the service for us. 
	R: By getting our warranty return of sales to 40% we would pick up an additional $14,526 in gross per month. $174,312 per year. 
	S: Now that we have proven that we can sell parts without a discount and the matrix has done its job, this will become what we do daily. I will show the employees when doing payrole the before and after difference to keep them engaged in the action plan. 
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