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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 Improve our wholesale parts gross from 11% to 15% by March 31st 2023

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

Wholesale gross is our weakest performer in the parts department. By making small
adjustments to our current process and staying consistent with our customer base, we can
add a significant amount of gross to the bottom line. Failure to do so will allow continued
under performing, extra burden on the parts team, excess returns along with lost time and
and sales. This goal is important because we have a direct competitor in our backyard and it
is perceived that if we don't lower our prices to match or beat them we will have customers
defect. My opinion is that we are relationship based and continually go above and beyond for

our wholesale customers where our competitor is not and we are unnecessarily sacrificing
our gross.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@
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?
Create DMS CDK PARTS full report of 11/30/22 | |
Assign grading CDK Report Parts Manager Identify good 11/30/22
Set standard CDK Report GM, Parts Consistency 1/23
Charge 20% on DMS WI/S Counter, Less OBSO, 1/23
Parts Manager |Decreased frozen 1/23

Eliminate all

S~

Accounts

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

Progress will be tracked using the financial statement and will be tracked monthly

Potential Obstacles? Potential Solutions?
Parts Managers afraid of losing Have Parts managers and GM do in
customers, upset customers, losing person visits to high dollar customers to
business to our competitor. explain changes and benefits. Use time
to identify how we can better serve their
business

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

0000

$246,000

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.

Ensure we are consistent with our setups when adding new W/S customers along with
continually cultivating and maintaining our W/S relationships to make sure they are mutually
beneficial
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