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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

(S) To streamline my parts dept while increasing profits and making it easy for anyone with
some level of experience to step in and run the department with the same efficiency.

(M) The way that the inventory is valued and stocked, and by watching the dept gross and
net profit increase.

(T) Monthly auditing, but people and comfort by January 1 2025.

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

(R) Perfect alignment with what the entire store wants to happen.
Benefits for achieving the goal;

A more consistant and profitable dealership, as well as make the flow of the dealership and
the people easier.

Consequences;
Inconsistency, lower profits, no back up to step in if someone falls out and unrest.

Importance;

If these goals aren't achieved, then our growth will be stunted, and our ability to grow either
in size or adding another store, can't happen. Which also means that | will have a harder time
being able to step aside and take time for myself.
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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?
Train on phone Phone script Parts mgr Improved 5/18/24 Unknown | |
commiinicatinne L
Hire help for fixed David Ellis Allow more focus 6/1/24 unknown
tn ditiee
Control Inventory | DMS reports Prts mgr/David Reduced monthly monthly

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

0000

DMS reports and MoM and YoY, DMS and Stellantis reports, Monthly check in

Potential Obstacles? Potential Solutions?

Employee resistance to change Everyone buys in to the vision and our
growth is limitless.

If progress is slow, could cause

disbelief of the vision Inventory becomes manageable and
frees up money capital.

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

0000

By improving and reducing ($200,000) my inventory carry, | think | will see a monthy net
increase of $20000 to the bottom line.

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.

weekly accountability and spot checks by myself. The increased awareness will keep the
employees on their toes.
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	How does this goal align with or support your dealers vision: (S) To streamline my parts dept while increasing profits and making it easy for anyone with some level of experience to step in and run the department with the same efficiency.

(M) The way that the inventory is valued and stocked, and by watching the dept gross and net profit increase.

(T) Monthly auditing, but people and comfort by January 1 2025.


	1: (R) Perfect alignment with what the entire store wants to happen.

Benefits for achieving the goal;

A more consistant and profitable dealership, as well as make the flow of the dealership and the people easier.



Consequences;

Inconsistency, lower profits, no back up to step in if someone falls out and unrest.



Importance;

If these goals aren't achieved, then our growth will be stunted, and our ability to grow either in size or adding another store, can't happen. Which also means that I will have a harder time being able to step aside and take time for myself.
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	A_2: Employee resistance to change



If progress is slow, could cause disbelief of the vision


	A_3: Everyone buys in to the vision and our growth is limitless.



Inventory becomes manageable and frees up money capital.
	R: By improving and reducing ($200,000) my inventory carry, I think I will see a monthy net increase of $20000 to the bottom line.
	S: weekly accountability and spot checks by myself. The increased awareness will keep the employees on their toes. 
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