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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, 2020.”
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We will increase our Lost Sales capture rate from its currently dismal 25% (roughly) rate of
capture to 50% by 8/31/2022.

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?
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We currently do not have a vision statement officially listed, however, we are in the process
of developing departmental vision statements and although | cannot answer with a
resounding "YES" to this question, i'm sure that it will align with our parts dept's vision
statement when it's created.

The primary benefit of achieving this goal is better stocking in our inventory, making sure we
have the right parts on the shelf when/as they're needed. Failing to meet this goal will result
in the same status quo and lower than acceptable FTFR's.

This goal is important to me because | want to see our obsolescence decrease (frozen
capital) and customer satisfaction in having the right parts available when needed available
for them when they come to our dealership. All about customer satisfaction, which helps
drive more repeat business back through our doors.
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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.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Hold a huddle Quiz results Branch/Parts 100% buy- 5/4/2022 5/4/2022 []
Capture FTFR |Provided all parts Branch Mgr Importance of 5/13/2022

Once FTFRis | Procede reports |Branch Mgr/Parts| Increase of lost 8/31/2022
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How will you track your progress? Where will you find the information? How often will you check in?
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Will be requesting the lost sales tracking sheets be turned in at the end of each week for
recording purposes. Will be distributing the lost sales tracker form to each parts sales
employee to write down on each day how many lost sales they recorded.

Potential Obstacles? Potential Solutions?
Sales team not seeing the importance Re-review the importance of the
and neglecting to do it excersize, with emphasis on the

outcome of completing this excersize.

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