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e Specific @ Measurahle o Relevant ° Time bound

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

Increase wholesale mechanical business by visiting at least five local shops per week
currently not purchasing from us. Add shops to our DMS allowing any purchases to be
tracked and new sales to be made. After five weeks of visits

reexamine what worked and didn't and make adjustments to improve results. After ninety
days | would like to gain at least ten new customers purchasing on a regular basis

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 goal will increase profitability of the Parts Department and help cover the expenses of
parts driver and vehicle. Consequences could limit availably of a full-time driver or parts

vehicle. This goal is important because there
is room for the department to grow both profit and efficiency to the next level.
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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?
vistit 5 new shops Wayne (parts Increased J
ner week manaaer) mechanical narts L

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

New customer contacts can be saved on an Excel document. When customers are added to
the DMS | can have a note prompt alerting they are a potential new customer if they call for a
guote or place an order. This can be checked weekly.

Potential Obstacles? Potential Solutions?
Potential obstacles are people don't like Solutions are trying to earn the
change and are not always ready to buy customers trust and business by
from a new dealership explaining our strengths and benefits.

Even gaining some of their business or
being their "second call" can get our foot
in the door.

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

0000

The financial impact should be of little to no additional cost to the dealership. All added
business will help cover current expenses and increase profit. | feel a realistic goal of adding
$500-$1,000 in gross profit per month in a

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 Continue to try and gain new customer and run weekly reports to make sure these
companies continue to purchase from us and monitor what they are spending. Make visits to
these places to say thank you for their business.
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reexamine what worked and didn't and make adjustments to improve results. After ninety days I would like to gain at least ten new customers purchasing on a regular basis
	1: This goal will increase profitability of the Parts Department and help cover the expenses of parts driver and vehicle.  Consequences could limit availably of a full-time driver or parts vehicle.  This goal is important because there
is room for the department to grow both profit and efficiency to the next level. 
	SPECIFIC ACTION STEPRow1: vistit 5 new shops per week
	NECESSARY RESOURCESRow1: 
	WHO IS ACCOUNTABLERow1: Wayne (parts manager)
	EXPECTED RESULTRow1: Increased mechanical parts
	EXPECTED COMPLETION DATERow1: 
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: 
	NECESSARY RESOURCESRow2: 
	WHO IS ACCOUNTABLERow2: 
	EXPECTED RESULTRow2: 
	EXPECTED COMPLETION DATERow2: 
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: 
	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: 
	EXPECTED RESULTRow3: 
	EXPECTED COMPLETION DATERow3: 
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: 
	NECESSARY RESOURCESRow4: 
	WHO IS ACCOUNTABLERow4: 
	EXPECTED RESULTRow4: 
	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: New customer contacts can be saved on an Excel document.  When customers are added to the DMS I can have a note prompt alerting they are a potential new customer if they call for a quote or place an order. This can be checked weekly.
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