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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.”

| want to increase my # of shops we sell to in the Markham area by 100%

We currently have 8 shops we sell to- it is a hot zone for Automotive- would like to double
that # to 16 or possibly 20 by the end of 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?

- This aligns with our vision of continous improvement and continuous growth. Keep moving
forward or die.

Bernieiits- increasing our reach to IRS and body shop " hot zones"
- more customers-more business- better for the bottomline
- more sales aids our Parts Volume stairstep programs
- adding more shops to the same area will help with delivery costs, wait times and
fuel

Consequences- to add more business- we may have to go to other shops in different areas
of the city

- increasing wait times and drivers on the road longer

- slower growth if we don't

Importance of goal- To keep progressing and moving forward- getting more efficient

- to consistently exceed sales/gross target
- keep dept health and happy- everyone makes a decent living
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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.

Qalacnarcenn

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Visit new shops PM + Staff PM and SM sign up 2-3 new Q3 start | |
in_arna
Deliver ADT swag PM+Staff PM+ Ass. PM | deliver to 30-40 Q3 Start
new chnne

Referral business PM+ Staff PM sign up 2-3 new Q3 start

Wholesale PM+salesperson PM sign up 2-3 new Q4 Start

100% increase | PM + outreach PM + outreach | sign 8 new accts end of 2023
ctaff ctaff
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How will you track your progress? Where will you find the information? How often will you check in?

- having a mini out reach staff- PM+ Ass. PM + salesperson
- constant communication about new shops and new business
- potential of 30- 40 shops in area where we currently sell to 8 shops

Potential Obstacles?

competition-largest Audi store in
canada close to us-discounting

slower to get mechanical parts from DT
to Uptown

Traffic- top 10 in North America for
traffic congestion

- 35 Km drive to sales area

- possibly need 3rd vehicle -added cost
of fuel and maintenance

Potential Solutions?

our offer and promise of fantastic
service

accuracy of parts service

fast phone and email service

addition of "Simple Part"-online sales
for delivery

possibly adding a 3rd vehicle- need to

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

Current 8 shops are producing $208,000 in sales annually with an avg gross of 17%($35000
gross). add 8 shops to total 16(new shops at 19%) sales will go to 416000 and total gross will

be $75000!!

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.

To sign up new shops will take effort, perserverence and maintenance. Constant
communication about the end goal. The small "outreach” team should meet a few times a
month to discuss progress. Provide incentives for team members that can shops. Shoud be
able to sign up 8 new shops by the end of the year.
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	How does this goal align with or support your dealers vision:      I want to increase my # of shops we sell to in the Markham area by 100%



We currently have 8 shops we sell to- it is a hot zone for Automotive- would like to double that # to 16 or possibly 20 by the end of 2023
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- This aligns with our vision of continous improvement and continuous growth.  Keep moving forward or die.





Benefits- increasing our reach to IRS and body shop " hot zones"

              - more customers-more business- better for the bottomline

               - more sales aids our Parts Volume stairstep programs

                - adding more shops to the same area will help with delivery costs, wait times and fuel



Consequences-  to add more business- we may have to go to other shops in different areas of the city

                          - increasing wait times and drivers on the road longer

                           - slower growth if we don't 

                             

Importance of goal- To keep progressing and moving forward- getting more efficient

                                  -  to consistently exceed sales/gross target

                                  - keep dept health and happy- everyone makes a decent living
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                   - constant communication about new shops and new business

                    - potential of 30- 40 shops in area where we currently sell to 8 shops

                    
	A_2: competition-largest Audi store in canada close to us-discounting



slower to get mechanical parts from DT to Uptown

Traffic- top 10 in North America for traffic congestion

- 35 Km drive to sales area



- possibly need 3rd vehicle -added cost of fuel and maintenance 
	A_3: 

our offer and  promise of fantastic service

accuracy of parts service



fast phone and email service



addition of "Simple Part"-online sales for delivery



possibly adding a 3rd vehicle- need to do the math








	R: Current 8 shops are producing $208,000 in sales annually with an avg gross of 17%($35000 gross). add 8 shops to total 16(new shops at 19%) sales will go to 416000 and total gross will be $75000!!
	S: To sign up new shops will take effort, perserverence and maintenance.  Constant communication about the end goal.  The small "outreach" team should meet a few times a month to discuss progress. Provide incentives for team members that can shops.  Shoud be able to sign up 8 new shops by the end of the year.
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