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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

My goal is to put in place a trainning program along with some word tracks that will help our
parts team handle phone calls better and ensure that we aren’t missing opportunities due to
lack of trainning. In order to measure it, we will start tracking our convertion rates in parts to
create a baseline and continue to measure month over month improvements there after. This
could all be put into practice by December 1st, 2021.

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

As we continue to focus on our market share penetration, this action plan is aligned with
helping us continue to grow our percentage of capturable business in our area. By puting this
action into place not only should we see additional parts sales but we should also see a
residutal increase in labor hours sold due to created awereness to having the installation done
by a factory trained tech at our dealer.

Accomplishing this goal is important to me because it increases the profilitbility of the store
and that’s how I’'m compensated.
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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?
speak to director time me buy-in 1112 | |
speak to staff time director/me buy-in 11/15

trainning schedule time director/me start trainning 12/1

track phone calls time director create baseline 12/31

measure results time director improvement 11

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 will track the progress with an phone call tracking software system that we already have.
This is something that is going to be tracked on a daily basis and review on a montly basis
with the staff.

Potential Obstacles? Potential Solutions?
not tracking it checking in on progress once a week
staff not being receptive to the idea Show them income impact for them

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

0000

In a perfect word this action should generate another 20,000 in monthly sales wich will result
in roughly 8,000 of gross profit in parts. In addition, we should see a bump on labor hours.

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.

We will continue to adhere to this new process and measure our results on a monthly basis.
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	How does this goal align with or support your dealers vision: My goal is to put in place a trainning program along with some word tracks that will help our parts team handle phone calls better and ensure that we aren’t missing opportunities due to lack of trainning.  In order to measure it, we will start tracking our convertion rates in parts to create a baseline and continue to measure month over month improvements there after.  This could all be put into practice by December 1st, 2021.
	1: As we continue to focus on our market share penetration, this action plan is aligned with helping us continue to grow our percentage of capturable business in our area.  By puting this action into place not only should we see additional parts sales but we should also see a residutal increase in labor hours sold due to created awereness to having the installation done by a factory trained tech at our dealer. 

Accomplishing this goal is important to me because it increases the profilitbility of the store and that’s how I’m compensated.
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