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e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

To start a new program that enhances our parts department to a customers eye. | was
thinking of something like a “Parts Guru” program for educating the educating customer but
also someone who likes to work on cars on there own. Like the DIY customer. Hopefully this
can be achieved in the next 6-12 months.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

Becoming a “parts knowledge hub” making We don’t boost sales.

us a trusted source to customers service

with us. But also the DIY customers. Fail to showcase to our customers as well
as fail to reach new customers through

We talk about the greatness of OEM parts social media and our posts.

vs aftermarket. (Which boosts sales)
We don’t showcase our high quality Toyota
Post educational videos, blog posts or parts and dealership/staff.
video workshops showcasing our expertise
and building trust with customers; by
showing how quality informative content
about cars and our profession.

) Beginning of the new year.
When will you start?

How will you gauge your progress? When? Using which metrics?

We can track views, shares and how often our posts engaged with people online. Track
customer inquiries and gather feedback from comments and direct messages. | can get this
started immediately by talking with my customer relations/marketing coordinator.
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What specific actions will you take to achieve your goal? Who can help you?

Potential Challenges?

Staff does not get on board making me a
one man show.

| dont get the resources or the time to
really showcase this idea.

Potential Solutions?

You know what they say, “be prepared for
your interview.” | can gather info and
strategize before | pitch it to my parts
manager, GM and our marketing
coordinator.
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	1: To start a new program that enhances our parts department to a customers eye. I was thinking of something like a “Parts Guru” program for educating the educating customer but also someone who likes to work on cars on there own. Like the DIY customer. Hopefully this can be achieved in the next 6-12 months. 
	1_2: Becoming a “parts knowledge hub” making us a trusted source to customers service with us. But also the DIY customers.

We talk about the greatness of OEM parts vs aftermarket. (Which boosts sales)

Post educational videos, blog posts or video workshops showcasing our expertise and building trust with customers; by showing how quality informative content about cars and our profession. 
	1_3: We don’t boost sales.

Fail to showcase to our customers as well as fail to reach new customers through social media and our posts. 

We don’t showcase our high quality Toyota parts and dealership/staff. 
	When will you start: Beginning of the new year.
	1_6: We can track views, shares and how often our posts engaged with people online. Track customer inquiries and gather feedback from comments and direct messages. I can get this started immediately by talking with my customer relations/marketing coordinator. 
	1_8:  I can have that set up with our marketing coordinator. 

If this is successful we will be more established with our current customers and gain new customers. Our sales numbers should go up.

I will talk with staff and technicians about what I want to accomplish and how I want to accomplish this new program. Collaborating with existing staff and gathering ideas. 
	1_9: Staff does not get on board making me a one man show. 

I dont get the resources or the time to really showcase this idea. 


	1_11: You know what they say, “be prepared for your interview.” I can gather info and strategize before I pitch it to my parts manager, GM and our marketing coordinator. 


