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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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The part department is working on increasing wholesale parts sales. Our goal is to increase
10% from 2021 to 2022. The total wholesale sales number for 2021 was $395,467 with in
increase of 10% our 2022 goal is $435,013. That is an increase of $3,295 per month in sales.
We will review the wholesale number monthly until the end of the year to ensure we are on

track.

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

The goal aligns and supports our dealer's vision to increase sales year over year. The
benefits of achieving our goal are: increase sales, increased parts reserve return, and obtain
parts effectiveness for American Honda which is KPI for Presidents Award. If we do not
achieve our goal of increased wholesale parts sales, not only will we not achieve our sales
objectives for the year 2022, but it was be extremely difficult to achieve Presidents Award (an

award our company takes seriously).
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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?
Visit current and none parts manager |increased orders.| monthly until |
complete order ccc PM/ Wholesale maintain good daily
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How will you track your progress? Where will you find the information? How often will you check in?

0000

Progress will be tracked monthly using the wholesale parts sales metric from the DMS.

Potential Obstacles? Potential Solutions?

Back order parts perform locates from other dealers and
stay in communication with body shops.

Other dealers trying to steal our

wholesale accounts. maintain a good relationships and have
a good pricing strategy with all of your
body-shops.

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

0000

$39,546.70 in increased part sales.

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.

Manage the process, meet daily with wholesale parts employee and weekly with entire
department to ensure continued growth.
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	How does this goal align with or support your dealers vision: The part department is working on increasing wholesale parts sales. Our goal is to increase 10% from 2021 to 2022. The total wholesale sales number for 2021 was $395,467 with in increase of 10% our 2022 goal is $435,013. That is an increase of $3,295 per month in sales. We will review the wholesale number monthly until the end of the year to ensure we are on track. 
	1: The goal aligns and supports our dealer's vision to increase sales year over year. The benefits of achieving our goal are: increase sales, increased parts reserve return, and obtain parts effectiveness for American Honda which is KPI for Presidents Award. If we do not achieve our goal of increased wholesale parts sales, not only will we not achieve our sales objectives for the year 2022, but it was be extremely difficult to achieve Presidents Award (an award our company takes seriously). 
	SPECIFIC ACTION STEPRow1: Visit current and new body-shops to gain more business. 
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	EXPECTED COMPLETION DATERow1: monthly until DEC 22
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: complete order fulfillments and consistently communicate with body shops about parts availability. 
	NECESSARY RESOURCESRow2: ccc
	WHO IS ACCOUNTABLERow2: PM/ Wholesale counterman
	EXPECTED RESULTRow2: maintain good relationships with wholsale accounts
	EXPECTED COMPLETION DATERow2: daily
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: 
	NECESSARY RESOURCESRow3: 
	WHO IS ACCOUNTABLERow3: 
	EXPECTED RESULTRow3: 
	EXPECTED COMPLETION DATERow3: 
	ACTUAL COMPLETION DATERow3: 
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	EXPECTED COMPLETION DATERow4: 
	ACTUAL COMPLETION DATERow4: 
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	EXPECTED COMPLETION DATERow5: 
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	ACTUAL COMPLETION DATERow6: 
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	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
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	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
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	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
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	EXPECTED RESULTRow13: 
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	A: Progress will be tracked monthly using the wholesale parts sales metric from the DMS. 
	A_2: Back order parts 

Other dealers trying to steal our wholesale accounts. 
	A_3: perform locates from other dealers and stay in communication with body shops.

maintain a good relationships and have a good pricing strategy with all of your body-shops.
	R: $39,546.70 in increased part sales.
	S: Manage the process, meet daily with wholesale parts employee and weekly with entire department to ensure continued growth. 
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