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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.”

Train Parts staff into Sales People! Get them to think more like a sales person, because that
is what they are and need to be. Complete online training thru Autodealer university and Ford
stars training. Completed by June 30th.

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?

Yes it supports our dealer vision. It will help create confidence with there skills to properly
help customers and increase loyalty, sales and gross. The benefit is what when new people
come into the department they will have the same expectations. We will have a better
process and they will think on every customer how they should get this parts sold and help
the customer. They are just missing a couple of extra questions and that would make a word
of a difference. They will understand why the customer is asking for that part and then
asking how they will install it, to upsale to our service department. Customers will
understand that yes the parts might cost more, but we will build value in the warranty of the
part.

The consiguences of not hitting the goal is not opptional. This is something that needs to get
better. We are 5 sales staffs under 1 roof and everyone needs sales experience.

This goal is important to me because this is my specialty. | have started to look for a General
Manger so | can spend more time in each department and grow each department and show
them what is possible. We will hit our goals together, but they will be doing, and | will just
support them.
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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?
Auto Dealer yes Both parts people| betters sales June 30 | |
| Inivarcityv 1indarctandinn

Add sales to each yes both parts people| Understand june 30th

narte narenneg Qalec and

Half Complete auto dealer both parts people half trained April 30th

Linivvarcitv
half complete stars training | both parts people half trained april 30th

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

| will get daily reports from auto dealer university and will check stars training every
wednesday, and print them out a percentage report of completed training. | will check in
weekly and do additional training. | will look at what they trained on and have conversations
about how they can use that daily in there processes and with customers. | will also dedicate
2 days a week to work in the department for a half day and point out opportunities.

Potential Obstacles? Potential Solutions?
-Alot of training to get done -More in person training
-Not interested in changing or getting -Spend more time in the department
better than | planned for
-They are too short staffed -pick out a topic of sales and do it in
-Too much online training person
-Dont apply the skills they used -Give them swats to do

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

I think that it will increase sales by 15% (additional 6,000 in gross a month) and give them
the confidence that every customer can be sold something if they understand why they need
it

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.

Now we cross train them in additional departments so they understand more about what
goals each department. They will get a better understanding on what each departments
objectives are and then they will learn how they can sell that department if they understand

what there goals are.
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	1: Yes it supports our dealer vision.  It will help create confidence with there skills to properly help customers and increase loyalty, sales and gross.  The benefit is what when new people come into the department they will have the same expectations.  We will have a better process and they will think on every customer how they should get this parts sold and help the customer.  They are just missing a couple of extra questions and that would make a word of a difference.  They will understand why the customer is asking for that part and then asking how they will install it, to upsale to our service department.  Customers will understand that yes the parts might cost more, but we will build value in the warranty of the part.  



The consiguences of not hitting the goal is not opptional.  This is something that needs to get better.  We are 5 sales staffs under 1 roof and everyone needs sales experience.  



This goal is important to me because this is my specialty.  I have started to look for a General Manger so I can spend more time in each department and grow each department and show them what is possible.  We will hit our goals together, but they will be doing, and I will just support them.
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