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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

My goal is to have the parts retail counter increase their 2024 ytd gross by 20% for a total of
$32,437. In 2022 they ended with a ytd of $31,304 and dipped in 2023 with a ytd of $27,031.
We have started Jan 1 and will end December 31, 2024. This will require a montly gross of
$2,703 to hit goal. We will track with daily Red day and Green day boards to record the
pace.

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

The goal will help the dealership increase profit. With the increased focus on daily gross
objectives we will stop losing sales to competitors like Fishers, Napa, Autozone. This is an
important goal because Counter retail accounts for 36% of the departments Gross. It will not
only help the store but with the new focus and utilizing training on handling the phone up and
walk in traffic we will take better care of the customer. If we keep doing what we have been
we could continue to slip in profitablilty and lose our customers to better trained more
focused Parts Departments.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
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?
Red day Green White board Parts Manager | Be able to track 4/1 4/3 | ] |
dav Rnard Nailvy Crnee
Phone training | Scheduled time | Me and Parts Increased parts 4/3 4/6 ]
Mananer calac
Sales training Classroom Me Increased parts 4/9
calac
Mystery shop Time Brand Manager | Accountability 4/15

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

Red day Green day boads posted in parts department. This is tracked daily for a weekly
goal to hit the monthly goal of $2,703. This will result in the YTD goal of $32,437. A 20%
increase year over year from $27,031 for 2023.

Potential Obstacles? Potential Solutions?
Resistance to change. Not maintaining Training and weekly one on ones to
the focus and dropping the ball. make sure the parts associates are

motivated and focused. Incourage
them to ask questions, engage in
training/meetings for the best results.
Celebrate the wins.

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

0000

Increase the counter retail profit by 20% will take us from a profit of $27,031 in 2023 to a hew
profit of $32,437 for 2024

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.

As we continue to hit our goals and get better at our craft. We will set new goals and
increase our ARC Forcast for 2025. The expectation is for continued growth. If you are not
growing you are dieing.
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