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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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Increase wholesale parts sales by 10% and improve gross retention by 3% within next year.

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 goal will align with our vision by meeting the customer’s needs. We will focus on local
shops and increase our footprint in our community.

We will pick up an additional $3k in monthly wholesale parts sales and $700 in wholesale
parts gross.

If we do not meet this goal our wholesale parts business will remain stagnant. Local shops will
look elsewhere to have their needs met and we may loose them as customers.

This is important beacuse | would like to have a presence in our local community. | would like

to make sure that the local shops keep their money in our community. | also believe that
strong wholesale relationships can influence and generate additional counter retail sales.
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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 progress weekly by monitoring wholesale sales and gross. We will utilize the
programs in our DMS to do this.

Potential Obstacles? Potential Solutions?
Supply chain issues Strategic accessory stocking
Price/Payment Offer NET30 account payment, Bump
the Competition
Delivery time lag Hire part time delivery driver
Lack of presence in wholesale arena Send Parts Manager to solicit business
Ease of parts quote/ ordering Use online programs; Repair Link,

Collision Link,

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

0000

An increase of $3k in monthly wholesale sale and $700 in monthly gross dollars.

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.

This may seem like a small goal, but | believe if we can prove to make this small step it will
lead to future wholesale gains. We have large wholesale dealers in our area. | believe we can
find our niche and customer and it will be beneficial to our storee
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