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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, 2020.”
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My goal is to adjust my Parts Department profit centering by lowering my personnel
expenses from 43.8% to 40.0% (Guide) as well as raising my YTD Gross Profit by end of my
fiscal year, June 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

Our dealer's vision is "Serve others well." In order to serve others well, we must be
disciplined in our personnel management including how we compensate our employees and
regulate their overtime. In doing so we inspect what we expect and use our limited personnel
expenses in the most efficient way possible.

Benefits:

1. Increased Parts Department Gross Profit which is important as the hub of all we do.

2. Increased Gross Profit to support our customers' needs.

3. Increased vision communication results in greater buy-in and belonging of our staff.

4. Communicaiton of breakeven goals stirs gives team members something to aim for and a
sense of accomplishment when they meet their goals.

Consequences:

1. Continued "vision leak" when team members don't understand why we are doing what we
are doing.

2. Limited Gross Profit growth to support our vision.

3. Missed opportunity for increased employee satisfaction.

4. Unecessary abuse of overtime policy breeds frustration among others.

This goal is important to me to display our disciplined approach to personnel management
and its close relationship to Gross Profit.
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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.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Review Overtime | Current policy Manager Adjustment 1/15/2025
Palicyvy
Communicate New policy Manager Acceptance 1/25/2025
Oveartime Palicyv
Review other Payroll info. Manager Potential gaps 1/15/2025
narcnnnal avn
Review training Education Mgr. / Asst. Mgr. | Potential gaps 1/15/25
nav racnrde
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How will you track your progress? Where will you find the information? How often will you check in?
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I will track our progress by calculating the monthly Personnel Expenses as compared to
Guide (40.0%), and our overall Profit Centering numbers. | will work closely with the Parts
Manager and the CFO to regular payroll. | will also track Gross Profit growth as higher GP
will result in improved profit centering.

Potential Obstacles? Potential Solutions?
Employees are used to increased level Begin a contest with financial rewards
of compensation not based on for sales person who increases their
increased Gross Profit. gross profit percentage for the month

the most.
Feelings could be hurt when employees
have to work harder for better Help move extra work employees may
compensation. be doing in overtime hours to a different
employee who may already have some
Increasing efficiency and reducing down time, i.e., Stock Clerk.

overtime takes extra effort.

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

0000

Decreasing our personnel expenses to Guide (40.0%) will result in increased Gross Profit
annually of $20,470.

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.

Emphasizing a culture of accountability, communication and efficiency will ensure we do not
revert to bad habits. The Manager must monitor personnel expenses whether overtime costs
or compensation for training, and discuss necessary changes with the employees.
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	How does this goal align with or support your dealers vision: My goal is to adjust my Parts Department profit centering by lowering my personnel expenses from 43.8% to 40.0% (Guide) as well as raising my YTD Gross Profit by end of my fiscal year, June 30, 2024.
	1: Our dealer's vision is "Serve others well." In order to serve others well, we must be disciplined in our personnel management including how we compensate our employees and regulate their overtime. In doing so we inspect what we expect and use our limited personnel expenses in the most efficient way possible.



Benefits:

1. Increased Parts Department Gross Profit which is important as the hub of all we do.

2. Increased Gross Profit to support our customers' needs.

3. Increased vision communication results in greater buy-in and belonging of our staff.

4. Communicaiton of breakeven goals stirs gives team members something to aim for and a sense of accomplishment when they meet their goals.



Consequences:

1. Continued "vision leak" when team members don't understand why we are doing what we are doing.

2. Limited Gross Profit growth to support our vision.  

3. Missed opportunity for increased employee satisfaction.

4. Unecessary abuse of overtime policy breeds frustration among others.



This goal is important to me to display our disciplined approach to personnel management and its close relationship to Gross Profit.
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	A_2: Employees are used to increased level of compensation not based on increased Gross Profit.



Feelings could be hurt when employees have to work harder for better compensation.



Increasing efficiency and reducing overtime takes extra effort.


	A_3: Begin a contest with financial rewards for sales person who increases their gross profit percentage for the month the most.



Help move extra work employees may be doing in overtime hours to a different employee who may already have some down time, i.e., Stock Clerk.
	R: Decreasing our personnel expenses to Guide (40.0%) will result in increased Gross Profit annually of $20,470.
	S: Emphasizing a culture of accountability, communication and efficiency will ensure we do not revert to bad habits. The Manager must monitor personnel expenses whether overtime costs or compensation for training, and discuss necessary changes with the employees.
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