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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.”

Increase our sales 15% from $135,111 to $155,377 starting immediatly and will achieve our
goal by July 1st. | created an Xcel Spread sheet that is a shared file that will be upated daily
with sales and gross. Parts manager will update daily with tracking.

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 providing our customers with a safe and reliable vehicles, with
same day service. The benefit of achieving the goal is that we will add an additional $68,088
in net profit. This is important to me because we need our fixed operations to grow alot of
the next year to help with falling grosses in used and new. Parts and the service department
will be able to cover a larger portion of the dealerships expenses. If don't think that we will
fail with achieving this goal. To do a 15% increase it comes down to little adjustments that
will make a big difference. We will need to look at what we are not stocking that is a often
turning part and increase accessory sales to meet our goal. We will make up atop 5
accessories for F-150, Bronco, Explorer, Escape, and Expedition. This will give the sales
staff options to sell accessories easily including a package deal if they purchase all 5
accessories.
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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?
share xcel spread| cdk and dms parts manager | to be completed 3-15-23 3-16-23 | |
choot
FOLLOW UP Spreadsheet parts manager re go over 3-17-23 3-17-18
avnactatinn
follow up spreadsheet parts manager |look over tracking 3-24-23 3-24-23
look at parts from cdk report parts manager order parts for 3-27-23

niiteida vendanre

ctnrle

continue weekly

to achieve goal

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

We will use an Xcel Spreadsheet to track sales and gross daily and then use our fill rate
sheet that we have been using to stock necessary parts to increase sales. We will check this
weekly on Friday. Make adjustments to process and parts needed to complete goal.

Potential Obstacles? Potential Solutions?
-Parts manager not buying in because -stock more parts to achieve goal
of the tracking. -buying more parts from factory
-Not getting correct information on a -adding an additional part time parts
daily basis person
-lose a parts person - realize we have even more opportunity
-parts become and issue to get -spiffing sales staff for accessories to hit

goal

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

by achieving our goal with sales and keeping the same markup percentage we will put and
additional $$68,088 in net profit by the end of the 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.

We will make a new goal since we achieved this goal. We will then adjust our mark up
percentages to show a bigger impact when we hit our next goal
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	R: by achieving our goal with sales and keeping the same markup percentage we will put and additional $$68,088 in net profit by the end of the year.  
	S: We will make a new goal since we achieved this goal.  We will then adjust our mark up percentages to show a bigger impact when we hit our next goal
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