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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.”
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Award our top wholesale customers (Profit and volume) with a 10% cash back discount for
prompt payment as well as a buy 5 get 1 free on certain (more profitable parts) such as spark
plugs etc which take up less shelf space than a bumper and will yield almost the same return
as a part such as a bumper will with less shipping costs as well. Advertising will begin with a
Black Friday Holiday special for the buy 5 get 1 free. An announcement to our top customers
will also go out within 15 days announcing their Gold Customer status with VIP pricing.
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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

This change in the treatment of our best wholesale customers will continue to promote the
image we have tried to promote as a local business that cares about their customers and
looks to promote relationships and word of mouth promotion rather than a factory churning
volume at the cost of relationships.

By awarding our most profitable customers with 10% cash back, our cash flow will increase
and our wholesale accounts will order in bulk to get the special buy 5 get 1 free Black Friday
Holiday specials, thus increasing volume and profits.

By continuing at the current status we suffer a low grossing parts department that is not
cultivating its existing customers to create more sales. In addition if we do not increase cash
flow with quicker paying accounts we wont be able to take advantage of reinvesting the
money in smaller sized/profittable parts for our buy 5 get 1 free Specials. We wont reach our
goal of a $15,000 increase to our bottom line in 60 dys.
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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?
Send out Black | Post Cards and | Parts Manager |increase in small 12/1/20 12/31/20 |
Eridav Snaciale Emailc narte calac
Alert Best Phone Calls, All Parts Quick Pay/ 12/1/20 12/31/20
Cilctimare - Gnld | Emaile lattarce tn Emnlnveaac/Mar incraacad rach
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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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Weekly Inventory reports showing increase orders and sales of parts designated "Black
Friday Specials". Also bi-weekly or monthly reports showing open invoices on accounts
showing payment history. Friendly reminders from our employees trying to help our
customer get their 10% cash back while checking in if they took advantage of all the special
we have rolled out.

Potential Obstacles? Potential Solutions?
Lazy employees not seeing the Build in a bonus to employee pay plans
importatnce of cash flow provided by for additional sales obtained through
quick payments. Employees not their reaching out and promoting the
promoting and following up on specials. special parts and quick payments.

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

0000

An approximate $15,000 on our bottom line withing 60 days and potential for additional
$5,000 min. by reinvesting the additional cash flow into buy 5 get 1 free 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.

The monthly bonus to their pay will be based on the customers continuing their quick pay
consistently.
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	How does this goal align with or support your dealers vision: Award our top wholesale customers (Profit and volume) with a 10% cash back discount for prompt payment as well as a buy 5 get 1 free on certain (more profitable parts) such as spark plugs etc which take up less shelf space than a bumper and will yield almost the same return as a part such as a bumper will with less shipping costs as well. Advertising will begin with a Black Friday Holiday special for the buy 5 get 1 free. An announcement to our top customers will also go out within 15 days announcing their Gold Customer status with VIP pricing. Increase bottom line by 15,000 within 60 days while increasing cash flow.
	1: This change in the treatment of our best wholesale customers will continue to promote the image we have tried to promote as a local business that cares about their customers and looks to promote relationships and word of mouth promotion rather than a factory churning volume at the cost of relationships.

By awarding our most profitable customers with 10% cash back, our cash flow will increase and our wholesale accounts will order in bulk to get the special buy 5 get 1 free Black Friday Holiday specials, thus increasing volume and profits.



By continuing at the current status we suffer a low grossing parts department that is not cultivating its existing customers to create more sales.  In addition if we do not increase cash flow with quicker paying accounts we wont be able to take advantage of reinvesting the money in smaller sized/profittable parts for our buy 5 get 1 free Specials.  We wont reach our goal of a $15,000 increase to our bottom line in 60 dys.
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