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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 increase Parts operating profit from 12.87%YTD thru July 2022 to 25% by February 2023
Statement.

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 aligns with our Vision of taking care of our co-workers as they take care of our
customers. We have increased compensation throughout the dealership and need to
increase our our revenue to continue to stay healthy as a business.

The benefits are that the company becomes more profitable, increasing stability and flexibilty
with employees. The consequences are the opposite. We become less profitable and places
us at a higher risk for downsizing staff etc.

This goal is important to me because it seems to be an oversight that can make an immediate
impact on the bottom line. This is money we should be capturing.
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e
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?
Raise Intnl Parts DMS, TCC Dan and his team Cost + 38% Oct 1, 2022 Oct 1, 2022 | v |
Raise Intrl Access DMS, AIM Mike F, Dan Cost + 28% Oct 15, 2022
Review DMS, Statement ME Realized Increase| Nov 10, 2022

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

| will be watching this closely. | received some pushback and | am very excited to see what
the results will be. | am confident that our Parts profit will increase and we will maintain our
Used PVR as well.

| will be watching our daily reporting through DMS and Axcessa.

| will be reviewing it weekly with the Sales team and weekly with Parts team.

Potential Obstacles? Potential Solutions?
Resistance from Sales Management Review of the numbers with Sales
Team who feel like | am taking $$ from Managment to show PVR will not be
them. impacted.

Discounting by Service/Parts teams Remind them of best practices and why

we follow them.
Monitor pricing to minimize discounting

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

0000

Based on the Proforma file shared with us, we would make an addition $140,000 YTD just in
internal alone. | can expect to make an additional $20,000/month going forward.

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.

This change will be reviewed often, especially at time of statement review. The numbers will
not lie and our profitablity will increase. With me watching that percentage, the team will know
that the change is here to stay.
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