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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.”

Our goal is to increase our sales for our wholesale business. We want to achieve more units
sold and a larger market share of parts wholesale. Our current sales MTD for wholesale is
$7448. We want to achieve $8,192 by 6/14/23.

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?

Achieving our goal aligns with our dealer's vision of expanding our dealership and increasing
our market share in parts wholesale. Achieving this goal will allow us to increase our
revenue, and profitability.

The benefits of achieving this goal are numerous. Firstly, it will lead to an increase in
revenue, which will allow us to invest in more resources such as marketing for our dealership.
Secondly, achieving this goal will help us to gain a larger market share and improve our
position among other wholesale parts businesses.

The consequences of not achieving this goal could be severe. We could miss out on potential
revenue and market share growth opportunities, making it more difficult to compete in the
market. Furthermore, not achieving our sales target could impact cash flow.

This goal is important to us because increasing sales and market share is critical for the long-

term success and sustainability of our wholesale business. Achieving this goal will allow us to
grow our dealership.
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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?
Get BDC BDC department | BDC Manager increase 6/14/23 |
inunhied communication-to —

local shops and
husiness to

purchase whole
sale parts

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

I will track progress using Parts Employee Productivity MTD. | will find this information on the
financial statement, and plug it into the excel parts template to understand the producitivity of

each parts employee. | will check weekly.

Potential Obstacles?

Some potential obstacles would be lack
of funding to invest in marketing efforts.
Another obstacle is external factors
such as increased competition or
changes in the market that it more
difficult to gain market share or increase
sales. Lastly, lack of employee
engagement could hinder progress.

Potential Solutions?

Have BDC department engage in
different business that are interested in
shopping wholesale parts by email
campaigns, and cold calling. Setting
goals for BDC department to be
engaged in communicating with
different business and local shops to
earn their whole sale parts business.

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

The financial impact would be an increase to sales by 10%, leading to roughly $800 more a

month 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.

| would implement the following measures: regular training to the staff to them up to date with
the latest trends and techniques in attaining more wholesale sales, performance tracking and
feedback by regularly providing this information to employee performance to identify areas of
improvement and provide constructive feedback to help, clear goals and expectations to

ensurealhemployees understandthis.forsthe wholesale sales, and encourage a culture of
continous improvement by regularly seeking feedback from customers and employees.



	How does this goal align with or support your dealers vision: Our goal is to increase our sales for our wholesale business. We want to achieve more units sold and a larger market share of parts wholesale. Our current sales MTD for wholesale is $7448. We want to achieve $8,192 by 6/14/23. 
	1: Achieving our goal aligns with our dealer's vision of expanding our dealership and increasing our market share in parts wholesale. Achieving this goal will allow us to increase our revenue, and profitability.

The benefits of achieving this goal are numerous. Firstly, it will lead to an increase in revenue, which will allow us to invest in more resources such as marketing for our dealership. Secondly, achieving this goal will help us to gain a larger market share and improve our position among other wholesale parts businesses. 

The consequences of not achieving this goal could be severe. We could miss out on potential revenue and market share growth opportunities, making it more difficult to compete in the market. Furthermore, not achieving our sales target could impact cash flow. 

This goal is important to us because increasing sales and market share is critical for the long-term success and sustainability of our wholesale business. Achieving this goal will allow us to grow our dealership. 
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	A: I will track progress using Parts Employee Productivity MTD. I will find this information on the financial statement, and plug it into the excel parts template to understand the producitivity of each parts employee. I will check weekly. 
	A_2: Some potential obstacles would be lack of funding to invest in marketing efforts. Another obstacle is external factors such as increased competition or changes in the market that it more difficult to gain market share or increase sales. Lastly, lack of employee engagement could hinder progress.
	A_3: Have BDC department engage in different business that are interested in shopping wholesale parts by email campaigns, and cold calling. Setting goals for BDC department to be engaged in communicating with different business and local shops to earn their whole sale parts business. 
	R: The financial impact would be an increase to sales by 10%, leading to roughly $800 more a month in sales. 
	S: I would implement the following measures: regular training to the staff to them up to date with the latest trends and techniques in attaining more wholesale sales, performance tracking and feedback by regularly providing this information to employee performance to identify areas of improvement and provide constructive feedback to help, clear goals and expectations to ensure all employees understand this for the wholesale sales, and encourage a culture of continous improvement by regularly seeking feedback from customers and employees. 


