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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

| WILL INTRODUCE ON LINE OUTSOURCED TRAINING TO THE PARTS MGR AND
TEAM FOR A MONTHLY OBJECTIVE. INTRODUCTION BY SEPTMEBER 1ST. ALSO
INTRODUCE START OF MONTH GOALS AND OBJECTIVES TO EACH COUNTER REP.
END OF MONTH EVALUATION WITH QUESTIONS ON SPECIFIC TOPICS COVERED IN
THE TRAINING AND HOW THEY APPLIED IT.

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 WILLK SUPPORT THE DEALERSHIP BY EDUCATIONG THE TEAM ON SALES AND
INCREASED PROFIT ALONG WITH CUSTOMER INTERATIONS. ADDITIONALLY WILL
MOVE THE TEAM TO BE MORE ENGAGED IN THE BOUTIQUE AND THERE JOB. WE
STAND AND ARE CURRENTLY LOOSING THOUSANDS IN RETAIL BUISNESS AND
REACHING OUT TO SOP CUSTOMERS.

| BELEIVE THE TRAINING HAS ADVANCED MY CARRER AND KNOLEDGE
TREMENDOUSLY... TRAINING AND COUCHING IS SOMETHING | ENJOY DOING TO
HELP PEOPLE AND IT WILL HELP THEM EARN MORE FOR THEMSELVES AND THE

STORE!
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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?
FIRST MEETING| UTUBE, OEM MYSELF AND INCREASED FIRST MONTH | SECOND WEEK [] |

| DO NOT THINK

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

0000

AT FIRST | WILL NEED TO TRACK THIS MANUALLY BY KNOWING THE MATERIAL |
EXPECT THEM TO LEARN TO QUESTION THEM AT THE MONTHLY REVIEWS. THE
INFORMATION IS ON UTUBE, THE MANUFACTUR HAS MODUALS TO COMPLETE
EVERY YEAR, WHICH CAN BE TRACKED BY THE COMPLETION OF THOSE TESTS
WITH A PASSING SCORE. EVERY MONTH....

Potential Obstacles?

PROCESS EVAPERATION IS IN
EVERY DEPARTMENT, UNTIL IT
BECOMES THE NORM !

| MAY GET TO BUSY TO FOLLOW UP
ON PROGRESS. PEOPLE WILL PUSH
BACK ON PROGRESSIVE EXTRA
WORK.

Potential Solutions?

HAVING MY OWN PROCESS EVERY
MONTH FOR EACH DEPARTMENT
AND KEEPING THIS OPEN TO READ
AND SEE EVERY DAY IN MY OFFICE.
STAY IN TOUCH WITH ALL TEAM
MEMBERS DAILY EVEN JUST TOP
SAY HELLO WILL KEEP US ALL

REMINDED.

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

0000

SITTING WITH THE PARTS MGR HE WOULD LIKE TO INCREASE THE TRAINING TO
RAISE EACH COUNTER REP BY 1000.00 PER MONTH ON MOSTLY COUNTER SALES.

LI AAINMILIL M\ AL O LI/ TN INICDIEACT NMAJINITIANILAL P\ "YNNN NN ANANNITILII \Z NN
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.

| THINK | ALREADY SUGESTED ALL OF THIS THROUGHOUT THIS FORM. HAVING A
PROCESS MYSELF VISIBLE AND ACCESSABLE TO ALL. STAYING IN EVERYONS

FIELD OF VISION DAILY AND BE SURE TO HAVE THE MONTHLY REVIEW MEETINGS.

ACK THFE TFAM TO KFFP MF ACCOILINTARI F AQSWEILIL <O 1 DO NOT FEALL INOT "I'N
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I BELEIVE THE TRAINING HAS ADVANCED MY CARRER AND KNOLEDGE TREMENDOUSLY... TRAINING AND COUCHING IS SOMETHING I ENJOY DOING TO HELP PEOPLE AND IT WILL HELP THEM EARN MORE FOR THEMSELVES AND THE STORE!
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