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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.”

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? 

RM TS ASpecific Measurable Achievable Relevant Time bound
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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve? 
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.  

SPECIFIC ACTION/
STEP

NECESSARY 
RESOURCES?

WHO IS 
ACCOUNTABLE?

EXPECTED 
RESULT?

EXPECTED 
COMPLETION 

DATE?

ACTUAL 
COMPLETION 

DATE?
CHECK OFF
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Potential Obstacles?

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

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

Potential Solutions?

A

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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What specific actions or steps will you take to accomplish your goal?  What will you do differently or improve?
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates. 


	How does this goal align with or support your dealers vision: My goal is to increase our Parts Wholesale business. Within the next six months, I plan to increase monthly revenue by 20% by acquiring at least 10 new clients and expanding the product line to include accessories such as car care products and accessories for our newly designed Parts Boutique. I will regularly review our progress and adjust strategies in order to achieve our goal by June 30, 2025.
	1: The goal of increasing Parts Wholesale Business definitely aligns with the dealer vision for our store. The dealer is 100% interested in increasing Revenue in any and all departments.
Benefits:
1) Increased Revenue - By expanding parts wholesale business, we have the potential to increase our revenue and grow our profits.
2) Market Recognition - Growing our parts wholesale business can help establish a stronger presence in the automobile parts wholesale market, leading to increased brand recognition.
3) Business Growth - Increasing your wholesale parts business can allow us to expand into new markets, add product lines and increase customer base.
4) Improved Industry Relationships - As we grow our business, we can establish stronger relationships with suppliers  and distributors which can lead to more favorable terms and opportunities.
Consequences:
1) Stagnant Growth - Our business may remain at the same level, limiting our potential for expansion and increased success.
2) Competitive Disadvantage - Falling behind competitors who are actively growing their businesses and capturing more market share.
3) Missed Opportunities - Not expanding your business can result in missing out on potential partnerships and customers.
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	A: I will track our progress semi-monthly and monthly. Our goal is to increase our Parts Wholesale Clients by 1-2 a month. By increasing our clientele, we will in turn increase our Wholesale Profit. We will prospect daily to increase our Wholesale Clientele and weekly check in with our competitors to ensure that our pricing is competitive. We will keep a daily log of all contacts with all potential new customers, but we will meet together as a department to track our progress and discuss as a team how to acquire new wholesale clientele. 
	A_2: 1) Competition - with many parts suppliers competing for business, can make it challenging to increase profits.
2) Quality Control - If there are issues with the parts being wholesaled, it can lead to returns, refunds, and loss of customer trust.
3) Supply Chain Disruption - Any delay in receiving parts can impact the ability to fulfill orders and generate profits.
	A_3: 1) Market Saturation - It is difficult to obtain market share if the market is saturated with numerous wholesalers.
2) Changing Customer Needs - A rise in demand for electric vehicles parts can require wholesalers to adapt inventory which can be time consuming and costly.
3) Quality Control Issues - Ensuring the quality of parts is crucial for maintaining customer satisfaction and loyalty.
	R: I think increasing our Parts Wholesale Business can increase the bottom line by approximately $1000/month.
	S:  We will work together as a team to hold each and every member accountable to not only increasing wholesale clientele, but also ensuring customer satisfaction of both current and new wholesale parts customers.
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