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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 will improve our FTFR from 60.2% to 70% by December 15th 2024

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 get customers vehicles back on the road quicker, as well as turn our used cars
faster. The Benefits are many. Happier technicians, service writers, and customers. Gross
profit will go up as well as profits on the front end of the house. If we do not achieve this goal
which is still 5% below guide then we will have to send Max to train with other managers in
the group that are achieving this goal. We will invest in our Parts manager with additional
training. This goal is important to me because its important to my Parts Manager. After

going over all the areas of improvement, this is one that he knows he needs to do a better job
at.
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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?
get "fjave'ls“ on n/a Max 61% June 15, 2024 |_|
get Crlaig & Jon n/a Max 62% July 15, 2024 [
Measure apd Busines:s Ratio Max 64% August 15, 2024
Mleasure pace & Busine§s ratio Max 66% Sept 15, 2024
Doulble chec?k to n/a Max 68% Oct 15, 2024
Let ’I\\/Ihax know we n/a Max 70% Nov 15, 2024
I_DIarts meeting n/a Max 70% Dec 15 2024

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

0000

We get a monthly report from our Auto Group that measures our Overall Off Shelf Fill rate,
FTFR as well as our Stock order performance, inventroy gross turn (current month and
annualized). All though we get the report Monthly I will be checking in with my Parts
manager every other week in our Manager meeting.

Potential Obstacles? Potential Solutions?
with Kunes of Oak Creek being our We need to be proactive about looking
"warehouse" we will see a lot of parts at what we have coming in. Getting
being filled the same day, and not ahead of trending repairs and stocking
necessarily right away. more.

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

0000

This will add $5000 using simple in gross dollars to the parts department. The amount of
money this will generate the service department is immeasurable. Used vehicles department
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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.

We will hold Manager meetings weekly where we will ask parts specific questions about
these goals. Measure them and hold them accountable.
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