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e Specific @ Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

My goal is to acheive the NADA guide of 41% Gross profit percent return on Sales
percentage for Internal parts.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increased parts Gross. We pay ourselves Stagnant gross profit on internal parts
1st. sales, lost dollars.

October 1st 2021

When will you start?

How will you gauge your progress? When? Using which metrics?

Will calculate the gross profit percent return on sales percentage at end of each month using
final numbers from each months financial statement.
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What specific actions will you take to achieve your goal? Who can help you?

Weekly meetings with Parts manager to discuss goals. Ensure parts personnel are buying
smart and increasing our oppourtunities to cature all of the margin, no matter the repair type.
Increase Internal parts pricing matrix to 45%or 1.81 from 40% or 1.67. This will help
compensate for some percentage loss due to the large amounts of quick op/ maintenance

repair performed on Internal vehicles. All parts personnel must buy in to increase as well as
the parts manager. Used car manager will also play a role.

Potential Challenges? Potential Solutions?
Parts personnel discounting at will of This process will require management at all
advisor of used car manager. stages as well as counseling, but offers a
huge upside.
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