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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.”

(s Vi T

My goal is to get our Counter Retail Gross Profit % from 31% up to Retail at 41% by February
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

This goal aligns directly with our dealers vision of making sure the parts department is a
consistent profit center for the dealership. The main benefit ot acheiving this goal is retaining a
larger margin and increasing the overall profitability of both the Parts Dept and the entire
dealership. We are currently leaving tens of thousands of dollars on the table every month by
not being at retail pricing with counter retalil

There are many consequences to not hitting this goal but the main one is putting the
dealerships financial health at risk. We have enjoyed incredible dealership profits these past
few years buoyed by insane sales numbers our of New/Pre Owned cars. However, when
those sales start to normalize everything will be looked at much closer and every department
not bringing in the amount of money that is should will be hyper analyzed. It is imperitive we
are maximizing profit in each section of the parts department we can to stay financially healthy
as a department and dealership overall.
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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?
Pricing control | Buy in from PM Parts Manger No discounts 12/1/22 | |
Light Training Parts Meetings | All parts people Better GP % 12/15/22
Formal Trianing Pro Trainers Parts Dept Better GP % 1/1/23
Follow Up RR reports Parts Dept Consistency Ongoing
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How will you track your progress? Where will you find the information? How often will you check in?

0000

| will be able to track my process through the DMS on a twice a bi-weekly basis. There is a
report in Reynolds that should Counter Retail GP % and has a breakdown of each parts
employees Counter Retail GP %. This will help me identify if any specific person is the
problem and may need additional training.

Potential Obstacles? Potential Solutions?
-Parts employees not understanding -1 think that proper training can solve all
that they are sales people too of these potential obstacles. Trianing will
-Lack of training help everyone understand how to sell
-No buy in from Parts Manager or Parts the value of a product and not use
Employees discounting as a way to move a

customer. Trianing will also reinforce to
entire parts dept how important their role
is to the dealerships financial health and
how each of theirs actiosn affects that
health.

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

0000

We should see a 10% lift in GP margin on counter retail. We do upwards of $50k a month in
counter retail sales so an aditional 10% would be $5k a month and $60k a year!

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.

On a monthly basis we will address this GP % number and make sure we are consistently
hitting it. We will also continue training to keep it top of mind with all parts employees
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