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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

Redue our Lost Sales by 50% from August of 2024 to December of 2024. The monthly
average for Lost sales from January 2024 to August 2024 was $1680/month. | would like to
reduce that down to $840/month.

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

My goal supports the dealer's vision by reducing the dolars lost and increasing productivity
int he shop.

Benefits:

Increased Revenue

Less chance of customers going elsewhere
Increased technician productivity

Consequences:

Stagnant numbers

Potential to lose customers

No increase in technician productivity

This goal is important because it shows our attempt to move the needle and make an
increase in revenue as well as assisting the shop to run smoother.
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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?
Pre-view / Order Printing off Service Catch low stock/ Immediate Immediate | ] |
Parte from annnintmante AQ Pacantinnict / NP Iteame that
Pull Parts / Label Physically Parts Department| To be prepared Immediate Immediate ]
with Cilictnmar'e Choackinn and not Innkinn

Microsoft Teams, | Service Advisors [More streamlined One Week 3 Days N
COMMIINICATIO| BParte Advienre commiinicatinn

Group "Teams"

chat with Sarvica

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

Will hold a weekly meeting with Parts Manager & Service Manager to review process and

keep track how the changes we are implementing are helping our overall outcome. We will
document at the end of each month our improvements towards our 50% reduction goal by
keeping it on a dry erase board in the Parts Dept.

Potential Obstacles? Potential Solutions?
Not Everyone Following the Process Check-in every couple of days to ask
staff how its going and listen to any
Communication falling through cracks suggestions on improving our process.
Parts backorders Avoid aftermarket purchases
Increase CSI

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

0000

The financial impact by achieving our goal will increase our lost sales by approx 50% or
around $840.00 a month with potential of $10,000 increase to the Parts Dept for the year.

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 have our monthly management meetings to monitor our Lost Sales
dollars and ensure we are continuing to follow the communication and appointment
monitoring process.
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	How does this goal align with or support your dealers vision: Redue our Lost Sales by 50% from August of 2024 to December of 2024. The monthly average for Lost sales from January 2024 to August 2024 was $1680/month. I would like to reduce that down to $840/month.
	1: My goal supports the dealer's vision by reducing the dolars lost and increasing productivity int he shop.



Benefits:

Increased Revenue

Less chance of customers going elsewhere

Increased technician productivity



Consequences: 

Stagnant numbers 

Potential to lose customers

No increase in technician productivity



This goal is important because it shows our attempt to move the needle and make an increase in revenue as well as assisting the shop to run smoother. 
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	A_2: Not Everyone Following the Process



Communication falling through cracks



Parts backorders
	A_3: Check-in every couple of days to ask staff how its going and listen to any suggestions on improving our process.



Avoid aftermarket purchases



Increase CSI
	R: The financial impact by achieving our goal will increase our lost sales by approx 50% or around $840.00 a month with potential of $10,000 increase to the Parts Dept for the year.
	S: We will continue to have our monthly management meetings to monitor our Lost Sales dollars and ensure we are continuing to follow the communication and appointment monitoring process.
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