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PARTS HOMEWORK — ACTION PLAN

e Specific m Measurahle o Relevant o Time bound
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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

By the end of the year | want to be able to say without a shadow of a doubt that expenses are
under control and nothing is "unknown" or nor do we have anything excessive.

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

Controlling expenses drives up GP%.. driving up GP% puts more money in everyones
pocket. More money = happy management/staff/techs ect.

Meeting this goal is important to show that | CAN and WILL strive for excellence and that |
am capable of seeing areas that require improvment and improving them.
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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?
track expenses mgr reports Me increased GP% 12/30/24 |

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

0000

Weekly and monthly management reports. Will keep track of this on a Bi-weekly bases at
minimum.

Potential Obstacles? Potential Solutions?
1- Shouldnt have any.. these are 1- Stay on top of it.. keep in contact with
controllable for sure.. Possible to have controller and GM to make sure im not
to look into how much i am being hit for being hit by things i shouldnt.

advertising and other things like that.

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

0000

Driving GP% up is the obvious goal. More money into the company is more in my own
pocket.. win-win for everyone.

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.
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