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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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My goal: To Increase counter Retail Gross from $8,758 to BOC 32.69% & above. We are
currently are at 29.12% just below BOC and below Nada Guide of 41% I'd like to accomplish
this goal by July 31st 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

Our Goal is simple we want to find oppertunities to increaes current gross and get to BOC
"best of class" then we can chase nada guide at 41%. There are oppertunities in parts for us
to achieve this. The Benefits of this will be improved customer expereince online and also on
the show room with boutigue in the dealership. It will aslo strenght loyalty and build customer
realationship, our Gross profits will aslo improve and we will net more at the end of each
month as long as we keep our expenses in line. Our Consenquence of this will be steady
pace in our current gross with no improvement.

This goal is important to me because this is a goal and task that is controlled by us.
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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?
Ecommerce Class to complete| Parts manager By end Month 06/15/2022 J
for Eronmmeaercae NE/21 /2022
Order better Ordering through | Parts manager/ | By end month 06/15/2022
Rniitiniie (M Catalnn (M NR/I1B/2022

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

Progess can be tracked through Monthly Statment and Parts Reports generated weekly from
parts, We can have these meeting weekly in our Manager meetings to review to make sure
we are on pace.

Potential Obstacles? Potential Solutions?
Obstacles: Website doesnt work / class solutions to makes sure you have direct
is not completed in the timeline point of contact to website, do a
provided / staff not prepared to handle practice run / make sure training is set
online trasactions / up asap and often to help team

transition.

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

0000

By Achieving this goal our total gross will grow addtional $4,000 to $5000 which will improve
our precentage!

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.

Ive already met with my Parts Manager on Ecommerce and also which catalogs we will order
new updated boutique items to improve customer expreicne and make it allowable and
presentable to spend more money with the dealership dureing servcie and while they buy a

vehicle. Meetings weekly would be key to check progess and processes accountability is key.
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