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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 try and balance out how much customer pay sales and wholesale sales that we
currently do, as we are a much higher wholesale store than a customer pay store. | hope to

do this by increasing our customer pay sales by 10%(2,117,968 to 2,329,764) from SEPT
2021- SEPT 2022.

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 alligns with our dealer's vision, as we want to be the one stop place for all
Mercedes needs including parts in our AOI and provide a good customer experience so that
customers keep coming back. The benefits of achieving our goal is higher sales and gross
profit not only for our parts department, but for our service department as well. Also if we
achieve this goal it means that we are retaining customers and people enjoy using us as their
place to get genuine Mercedes parts. The consiquences that we doing achieve this goal is
that our process is broken because the parts that we can strengthen in are parts department
are process driven, so if we dont acheve our goal we will have to rework our entire process.
This goal is important to me because our parts department is what carries our service
department as a whole so if our parts department is doing well then our whole store is doing
well. It also means that our customers are coming to us in a very saturated Mercedes market
and it is important to me that we retain those customers to our fullest.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ a
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?
Call Training | A trainer and call Our parts Increase in sales Mid 2022 | |
racnrdar cniintarnannla
increased xtime and phones| Parts-Service faster turns in ASAP
commiinicatinn Advienre-Tarhe | narte and cervice
Keeping track of | CDK lost sales Parts Learning what ASAP
| nct calac Advienre/Parte wao noed tn ctnele
Having the right | Stock pro/CDK | Parts Manager | increase in CP 2 Months
narte in ctnele calac
Have Service |Sales training for Service An increase in Early 2022
Advienre call carvica advienre | Mananar/Sarvica CD narte calac

L
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How will you track your progress? Where will you find the information? How often will you check in?

I will be able to track our progress daily and look at it year over year on Axcessa and be able
to look at it monthly on the financial statement.

Potential Obstacles? Potential Solutions?
-Other dealers in our area attracting -Offer specials certain months that
customers in our AOI would attract customers
-Not having the right parts in stock first -taking a look at lost sales and seeing
time what parts we need to have in stock

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

0000

Our financial impact would be more Gross Profit for both our parts and service department
with more parts and service hours made because of it.

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.

Review random parts calls every other month to see if they are still going by their phone
training. | will also check our first time fill rate to see if we are stocking the right parts. | will
also check xtime reports to see how and if the service advisors are selling more jobs that will

increase our parts sales.
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	How does this goal align with or support your dealers vision: My goal is to try and balance out how much customer pay sales and wholesale sales that we currently do, as we are a much higher wholesale store than a customer pay store. I hope to do this by increasing our customer pay sales by 10%(2,117,968 to 2,329,764) from SEPT 2021- SEPT 2022.
	1: This goal alligns with our dealer's vision, as we want to be the one stop place for all Mercedes needs including parts in our AOI and provide a good customer experience so that customers keep coming back. The benefits of achieving our goal is higher sales and gross profit not only for our parts department, but for our service department as well. Also if we achieve this goal it means that we are retaining customers and people enjoy using us as their place to get genuine Mercedes parts. The consiquences that we doing achieve this goal is that our process is broken because the parts that we can strengthen in are parts department are process driven, so if we dont acheve our goal we will have to rework our entire process. This goal is important to me because our parts department is what carries our service department as a whole so if our parts department is doing well then our whole store is doing well. It also means that our customers are coming to us in a very saturated Mercedes market and it is important to me that we retain those customers to our fullest.
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	A_2: -Other dealers in our area attracting customers in our AOI



-Not having the right parts in stock first time




	A_3: -Offer specials certain months that would attract customers



-taking a look at lost sales and seeing what parts we need to have in stock


	R: Our financial impact would be more Gross Profit for both our parts and service department with more parts and service hours made because of it.
	S: Review random parts calls every other month to see if they are still going by their phone training. I will also check our first time fill rate to see if we are stocking the right parts. I will also check xtime reports to see how and if the service advisors are selling more jobs that will increase our parts sales.
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