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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.”

My goal is to increase the internal parts department desired gross percent from the current
26% to the nada guide of 41% by January 2024.

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?

The affects this would have on the dealership would be profound because we would have an
additional $100,000 in both sales and in gross profit. One of the biggest benefits to this goal is
that is a very obtainable goal because all we will have to do is adjust the internal costs of
parts. The biggest negative too achieving this goal is that we are going to have to invest more
money into our preowned vehicles affecting the gross of the preowned car department. This
goal is important to me because it will increase overall gross profit of the store and bolster our
parts department with consistent guaranteed business.
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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?
Convince the Me/Parts Me/Parts hopefully Upon completion | |
mark up internal | Parts Manager Parts Increase in sales | immediate upon
New preowned Preowned Preowned accommodating

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

look at dms monthly to make sure we are charging the proper internal rates all the time.

Potential Obstacles? Potential Solutions?
Dealer Principle not being receptive to - Show the dealer principle the value of
the increased cost of sales having the money being earned in parts
-Increased cost of sales in preowned as opposed to preowned sales. you can

hold more gross if you are paying the
gains in parts as opposed to paying therr
in preowned sales. The pay plan is
much stronger for sales versus preownec

-adjust pricing on preowned inventory

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

$100,862 in additional Gross Profit and in sales.

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.

Once this is change is implemented it will generally be easy to control as we are 100% in
control of the internal rate. This makes it a great way to earn additional money in parts.
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