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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

I will increase my Wholesale Parts year to date gross profit from 13.77% to 17% in the next
12 months.

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 owner thinks we are doing fine in Wholesale Parts since the Parts department does not
spend much time and effort. We do not hire anyone extra to perform this task. The person
who does the wholesale also fills parts order for the technicians.

We will increase wholesale gross profit margins slowly. Currently we are at 13.77% and |
would like to at least break even based on the 17% NADA guide.

The benefits of achieving this goals are: increase gross profit, increase our foot print in our
small local community and not losing from the local GMC dealership 5 miles down the street,
stocking more available parts for our guest, increase factory return credit incentive, etc.

The consequences of not achieving this goals are: losing money on our current 13.77%
margin based on the NADA break even 17%, our competitors will dominate and be able to
carry more selection of parts, lower manufacture parts rebate credit, less return credit, etc.

Executing this goal is important otherwise we will be in the negative in the Wholesale Parts

business. We will ask our current customers for referrals and will provide quarterly lunches
for the medium to large size accounts.
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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?

Jay Blitzer |

Mark Morveck

Rob Starkey

Steve Chingren

Jay Reyes

Ruben Infanzon

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

0000

We can track the progress based on the monthly financial statement and the DMS. The
progress will be checked weekly on the DMS and monthly based on the financial statement.

Potential Obstacles?

Wholesale counter person thinks raising
the margin from 13.77% to 17% we will
lose their business.

They may cross shop another
dealership.

Potential Solutions?

Educate the Parts Manager and the
Wholesale counter person that the
NADA Wholesale guideline is 20% to
25% and at 17% we breakeven.

Ensure we provide excellent customer
service, and we will get you the part on
time with accurate ordering. We are
here for the long term.

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

0000

We can increase our year to date gross profit from $24,607 at 13.77% margin to $30,369 at

17% margin without selling any additional parts.

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.

Set up the 17% Wholesale Parts profit margin in the system. Only Parts Manager can

overwrite if we need to lower the price.
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	How does this goal align with or support your dealers vision: I will increase my Wholesale Parts year to date gross profit from 13.77% to 17% in the next 12 months.  
	1: My owner thinks we are doing fine in Wholesale Parts since the Parts department does not spend much time and effort.  We do not hire anyone extra to perform this task.  The person who does the wholesale also fills parts order for the technicians.  



We will increase wholesale gross profit margins slowly.  Currently we are at 13.77% and I would like to at least break even based on the 17% NADA guide.  



The benefits of achieving this goals are: increase gross profit, increase our foot print in our small local community and not losing from the local GMC dealership 5 miles down the street, stocking more available parts for our guest, increase factory return credit incentive, etc.



The consequences of not achieving this goals are: losing money on our current 13.77% margin based on the NADA break even 17%, our competitors will dominate and be able to carry more selection of parts, lower manufacture parts rebate credit, less return credit, etc.



Executing this goal is important otherwise we will be in the negative in the Wholesale Parts business.  We will ask our current customers for referrals and will provide quarterly lunches for the medium to large size accounts.
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They may cross shop another dealership.








	A_3: Educate the Parts Manager and the Wholesale counter person that the NADA Wholesale guideline is 20% to 25% and at 17% we breakeven.



Ensure we provide excellent customer service, and we will get you the part on time with accurate ordering.  We are here for the long term.
	R: We can increase our year to date gross profit from $24,607 at 13.77% margin to $30,369 at 17% margin without selling any additional parts.
	S: Set up the 17% Wholesale Parts profit margin in the system.  Only Parts Manager can overwrite if we need to lower the price. 
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