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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

Our goal is to increase customer pay RO percentage from 50% to 60% by November 1st.

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

We are supporting dealer's vision by delivering exceptional quality and value in automotive
sales.

The benefits of achieving this goal is to raise our current warranty rate. We have had our
current warranty rate remain the same for more that 13 years. Increasing our warranty rate
this will bring in about $65,000.00 more in gross in a month.

The consequence, of not getting to the 60% on customer pay, is not getting the warranty
increase which in turn means lower gross.

We would like to achieve this goal so we can offset the expenses of our new building; and, in
general, benefit dealer as a whole.
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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?
Increase Parts employees/ | parts employees Increase in Nov 1st |

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

0000

Tracking the progress using DI every day by looking at the customer pay RO through part
ticket analysis.

Potential Obstacles? Potential Solutions?
* Discounting tickets * No discounting parts
* Closing insurance claims to customer * Communicating to booking department
pay bringing down percentage. insuring tickets are closed properly
* Billing out parts incorrectly * Parts personnel paying attention to
parts billing

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

0000

Increasing our customer pay percentage to 60% will allow us to apply for a warranty
increase. This warranty increase will be about $65,000.00 more in gross monthly.

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.

By tracking our progress, monitoring our employees on a daily basis, applying the correct
pricing, and continuous training, employees will be more knowledgeable and more hesitant to
give discounts. We will make it a habit to continue to monitor parts tickets analysis on a daily
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	How does this goal align with or support your dealers vision: Our goal is to increase customer pay RO percentage from 50% to 60% by November 1st.
	1: We are supporting dealer's vision by delivering exceptional quality and value in automotive sales. 
The benefits of achieving this goal is to raise our current warranty rate. We have had our current warranty rate remain the same for more that 13 years. Increasing our warranty rate this will bring in about $65,000.00 more in gross in a month.
The consequence, of not getting to the 60% on customer pay, is not getting the warranty increase which in turn means lower gross.
We would like to achieve this goal so we can offset the expenses of our new building; and, in general, benefit dealer as a whole.
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