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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

| will get training for our Parts Manager and Assistant Parts Manager on the DMS Monthly
Summary Report before the end of Q4.

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 supports our dealership's vision to ensure our employee's love of their jobs. We
need to help them understand the metrics and how to use the information to improve their
department. We have not provided that training and therefore they don't use the tools given
because they don't comprehend the reports.

Question 24 on the Parts Manager Conversation homework was their level of understanding
of the information on the DMS Monthly Summary, our manager's answer was -1 and he
asked for training.

When | achieve this goal, the managers will have some of the basic knowledge and
understanding of what the numbers mean and how to apply the knowledge to their position
each day and use the information to improve monthly.

If I don't achieve this goal, its the definition of insanity. | can't expect them to improve if we
don't provide the needed training to use the tools provided.

This goal is important to me because | feel we have failed our parts team. We can't expect
them to know what we have not taught them.
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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?
Get Training RR trainer Debbie Turner Better 12/31/2022 |
Find Trainer NADA Debbie Turner |great deal to train 12/31/2022
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How will you track your progress? Where will you find the information? How often will you check in?

0000

| will track the training attendance after each training session. | will follow up with the
manager and find our their key takeaways.

Potential Obstacles? Potential Solutions?
Out of area training leaves team short. Find local area training.
Push back on lengthy training. Make it short spurts and informative.
They aren't number and reports guys. KISS- make sure training is not too
deep dive.

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

0000

Achieving this goal will get us above of forecast of $179k per month is parts GP.

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.

Our managers meet with our employees every month for a performance review. We can
easily add the question "What training would you like to help improve your knowledge and
understanding of your job?"
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	How does this goal align with or support your dealers vision: I will get training for our Parts Manager and Assistant Parts Manager on the DMS Monthly Summary Report before the end of Q4.



	1: This goal supports our dealership's vision to ensure our employee's love of their jobs. We need to help them understand the metrics and how to use the information to improve their department. We have not provided that training and therefore they don't use the tools given because they don't comprehend the reports.

Question 24 on the Parts Manager Conversation homework was their level of understanding of the information on the DMS Monthly Summary, our manager's answer was -1 and he asked for training.

When I achieve this goal, the managers will have some of the basic knowledge and  understanding of what the numbers mean and how to apply the knowledge to their position each day and use the information to improve monthly.

If I don't achieve this goal, its the definition of insanity. I can't expect them to improve if we don't provide the needed training to use the tools provided.

This goal is important to me because I feel we have failed our parts team. We can't expect them to know what we have not taught them.
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	A_2: Out of area training leaves team short.
Push back on lengthy training. 
They aren't number and reports guys.
	A_3: Find local area training.
Make it short spurts and informative.
KISS- make sure training is not too deep dive.
	R: Achieving this goal will get us above of forecast of $179k per month is parts GP.
	S: Our managers meet with our employees every month for a performance review. We can easily add the question "What training would you like to help improve your knowledge and understanding of your job?" 
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