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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

Train my parts department in sales for on the phone and in person interactions and set a
vision statement for the parts department to live and work by.

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

With the vision statement | want to give the parts department something to beleive in that
helps them feel good and know what they are working for. This is something that | will work
with the department to generate and we will have it posted for our customers to see. Training
my parts department in sales as well as creating the vision statement aligns with my dealers
vision in the sense that we want to show our customers who we are and provide that service
to them that we promise with good customer service skills. The benefit to completing these
goals is that it will lead to more sales, customer retention, more gross profit and giving the
parts department a sense of pride and cofidence. Not completing this goal will lead to
missing out on sales, not retaining customers and continuing to lose money with something
that is easy to fix.
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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?
Sales Training Guideless Myself, parts dept| Trained to sell 4/30/2022 |
Vision Statement Staff Myself, parts dept| Sense of Pride 4/30/2022

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

0000

| will have a sit down meeting with my parts department and generate a vision statement. We
will have it printed on a large board and display it, once that is done we have accomplished
our goal. For the sales training, | will train my parts staff, give them key points to get from the
customer and how to make the sale. | will have them log their calls for follow up and we will

listen back to the recorded calls at the end of each week and go over things we could
improve on or what we did well!

Potential Obstacles? Potential Solutions?
Making sure the parts dept sticks to the Have the parts manager during their
key points when taking to customers weekly meetings take the call logs and
and actually recording that information ask for status updates on the sales or
as well as making sure they follow up calls.

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

0000

| can't nail down a specific dollar amount but | know for a fact with proper training our gross
profit will only increase.

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 have monthly manager meetings with our managers after we close the previous month. |
will make sure that we go over the numbers from the previous month and that the parts

manager is monitoring calls, and sales and going over with the staff why they lost the sale or
how they did well and got the sale.
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