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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.”

We will increase our customer pay r.o. gross profit percentage from 31% to 40% by 5/1/23.

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?

This goal helps/aligns with our vision to improve the overall health of the store and the parts
department. We having been chasing this for some time and to improve profitability in our
parts department to get inlign with guide and get the income that we are leaving on the table.
If we do not achieve this, we will keep getting the same poor results that we have and will
have to figure out where to cut expense in that department, likely leading to reduction in staff
to save. This is important to me because it's found income just by performing at a level that
the average store is already performing.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve?
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?
Check Parts DMS access |Myself and Dustin| Matrix properly 3/15/23 |_|
Matriy annliad L

Check/monitor DMS account |[Myself and Dustin|Increase in gross | 3/20, 3/27, 4/3,

incronaceo daotail/financial narcantana Al1N0_ A7
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How will you track your progress? Where will you find the information? How often will you check in?

We have a snapshot in time from previous month and current month of where we are
currently. With the matrix implemented now we can track going forward to see improvement.
We will check it every Monday in the account detail and financial statement and should see
the expected result by 5/1 after it has had a full month of being implemented.

Potential Obstacles? Potential Solutions?
Only obstacle is not setting it up Checking it to make sure it is being
correctly. applied correctly to individual ro's.

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

Achieving this goal would have a $250,000 impact on our previous year! (Not shooting for

this, but even if we only hit half the goal it would have huge financial impact on the
denartment and store.)

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 one should be relatively easy as we will keep monitoring our gross percentage to see if
there are any adjustments and continue to monitor that our price matrix is being apporpriately
applied. This will be done weekly to make sure no new issues pop up.
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