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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 gross profit generated by the parts department by $28,000 monthly
(10% of current gross profit) within the next six months while reducing expenses by $4,350
monthly (5% of current expenses).

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 goal aligns with Frontier Toyota dealership's vision of growth and profitability. Achieving
this goal will increase revenue, reduce unnecessary costs, and improve efficiency, resulting
in more resources to invest in other areas of the business. Failing to achieve this goal can
negatively impact profitability and limit growth opportunities. This goal is important to me as it
allows me to contribute to the dealership's success and develop my managerial skills.

Benefits:

- Increased gross profit generated by the parts department, resulting in more resources to
invest in other areas of the business

- Reduction in unnecessary expenses, leading to improved efficiency and increased
profitability

- Optimization of resources, resulting in better allocation of budgets and resources

- Development of strategies to increase sales revenue and promote customer loyalty,
resulting in long-term growth and success

Consequences:

- Reduction in profitability, limiting the dealership's ability to invest in growth opportunities
- Increase in expenses, resulting in decreased efficiency and higher costs

- Inability to attract and retain customers, leading to decreased revenue and profitability

- Possihle staff lavoffs dile to limited resoilirces and decreased nrofitahilitv
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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?
Marketing DMS/Google What specific Increased sales Ongoing | |

Analhtice arctinne nr ctanc

Inventory Mgmt DMS Part Director 5% reduction in Ongoing

cnct
Survey CRM/DMS Marketing Team Improved 04/30/2023
Clictnmar Qaticfa
Staff Training Training HR/Management| Moral/Sales Ongoing

Pronarame Imnrovemant

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 track our progress by establishing KPIs for each action, and regularly monitoring data
from financial reports, customer feedback, and inventory management systems (DMS).
Check-ins will occur bi-weekly and monthly, with a formal review every three months.

We will adjust strategies if necessary to ensure we stay on track towards our goal.

Potential Obstacles? Potential Solutions?
Potential obstacles to achieving our We can address potential obstacles by
goal include external factors such as diversifying our product offerings,
economic downturns, competition from improving our customer experience,
other dealerships, and limited resources and increasing efficiency in our
such as staff and financial resources. operations.

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

The financial impact of achieving our goal of increasing profit in the parts department by 10%
is estimated to be $28,000 per month or $336,000 per 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.

To maintain our progress, we will provide ongoing training, review our performance regularly,
seek input from staff, and implement new policies and procedures as needed. We will
encourage open communication and feedback to identify areas for improvement and ensure

that we continue to innovate and adapt.
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	How does this goal align with or support your dealers vision: My goal is to increase the gross profit generated by the parts department by $28,000 monthly (10% of current gross profit) within the next six months while reducing expenses by $4,350 monthly (5% of current expenses).
	1: This goal aligns with Frontier Toyota dealership's vision of growth and profitability. Achieving this goal will increase revenue, reduce unnecessary costs, and improve efficiency, resulting in more resources to invest in other areas of the business. Failing to achieve this goal can negatively impact profitability and limit growth opportunities. This goal is important to me as it allows me to contribute to the dealership's success and develop my managerial skills.



Benefits:



- Increased gross profit generated by the parts department, resulting in more resources to invest in other areas of the business

- Reduction in unnecessary expenses, leading to improved efficiency and increased profitability

- Optimization of resources, resulting in better allocation of budgets and resources

- Development of strategies to increase sales revenue and promote customer loyalty, resulting in long-term growth and success



Consequences:



- Reduction in profitability, limiting the dealership's ability to invest in growth opportunities

- Increase in expenses, resulting in decreased efficiency and higher costs

- Inability to attract and retain customers, leading to decreased revenue and profitability

- Possible staff layoffs due to limited resources and decreased profitability
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We will adjust strategies if necessary to ensure we stay on track towards our goal.
	A_2: Potential obstacles to achieving our goal include external factors such as economic downturns, competition from other dealerships, and limited resources such as staff and financial resources.
	A_3: We can address potential obstacles by diversifying our product offerings, improving our customer experience, and increasing efficiency in our operations.
	R: The financial impact of achieving our goal of increasing profit in the parts department by 10% is estimated to be $28,000 per month or $336,000 per year.
	S: To maintain our progress, we will provide ongoing training, review our performance regularly, seek input from staff, and implement new policies and procedures as needed. We will encourage open communication and feedback to identify areas for improvement and ensure that we continue to innovate and adapt.
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