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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 our FTFR from 82.35% to 90% by end of December 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

If we can get to 90% by the end of December it will increase our gross profit and net profit for
the department. If we don't then we won't grow as a department and we will stay at status
qguote. The goal is important because it increases the gross and net profit for the store
allowing for growth in the department as well as pay for the employees in the department
along with retaining technicians that can get their work jobs done and take on more business
to increase the amount of hours each technician can turn keeping them happy as well as
getting customers vehicles out in a more timely fashion and retaining our customers and
keeping them happier.
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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?

Analyze RO's for DMS Parts Manager | Find what parts 11/15/2022 | |
mnct ackad far ara aclkad far

Converse with technicans Service Manager Higher Flag 11/15/2022

tachnicianc Hniire for
Monitor Service RO's taken in Service Drive More RO's wrote 11/15/2022
Advicnre Mananar Aailv

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

With the weekly reporting from each person that is accountable from above sheet. In the DMS

Potential Obstacles? Potential Solutions?

Getting everyone to buy in. Having a weekly meeting at a set time
to hold everyone accountable.

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

0000

Getting a almost 10% increase in FTFR would directly impact a 50k increase in gross profit
for the Fixed Operations with 20k coming from the Parts Department alone.

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.

Make the new policies, procedures and behaviors mandatory actions. Hold everyone to the
higher standards and communicate with everyone on a daily basis to insure everyone is
holding each other accountable.
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