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e Specific @ Measurahle o Relevant 0 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

I will increase the percentage of sales at cost of spare parts by 10% by October 30, 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

By increasing sales at cost, internal sales objectives are achieved.

The benefits are translated in the sales margin, since by increasing this percentage, without
affecting the profit, the sales margin is healthy.

The consequences of not meeting my goal, translates into corrective actions from general
management, and in generating an immediate action plan.

By achieving this goal, and increasing sales at cost, my salary would benefit.
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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?
RETAIL Marketing Parts Manager |Increase of 3% in October 15 October 31 | |
EXTERNAL Vehicle to move, Wholesale Increase of 4% in October 15 October 31
PROMOTIONS Marketing Parts Manager |Increase of 3% in October 15 October 31

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

0000

I will monitor my progress by consulting daily my internal reports from excel sheets, sales
ledgers, and KPIS from our intranet.

Potential Obstacles? Potential Solutions?
-Market competition -Generate customer loyalty through
-Uncertainty in the local economy digital discount coupons.

-Personalized support throughout the
process of selling accessories, until
installation and delivery. Generating a
pleasant shopping experience.

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

0000

The financial impact would be reflected in an increase of $41,612.99 to the sales target at the
end of October 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.

1. Deep Analysis = Roots of the Problem.
2. Establishment of New Standards and Clear Goals.

2 Cnntintiniie Traininn and Davalnnmant
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By achieving this goal, and increasing sales at cost, my salary would benefit.
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