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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.”

To Increase Wholesale Parts Gross Percentage from 21.23% annually to NADA guide of
25% by Dec. 31, 2023.

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?

By focusing on this goal, the parts department will be efficiently selling their inventory and
holding stronger gross margin, leading to better profitability.

The benefits of attaining this goal is earning more gross profit off of the existing sales,
meaning we are getting the most out of the investment we have made in inventory.

If we do not hit this goal, we are leaving low hanging fruit. We already have the sales, and |
am confident that holding an extra 4.5% will not deter our customers from purchasing from us
as long as we maintain the quality of service provided.

This goal is important to me as | feel we are not reaching our full potential. With the NADA

guide being 25%, we are undervaluing our services and products in our market. By
achieving this we will also see more profitability for the entire parts department.
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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?
Identify curr. % CDK Parts Manager list of % April 1, 2023 | |
Parts Esculator CDK Parts Manager | Increased Gross | April 15th, 2023
set Min % Parts Manager Set Gross % April 15h, 2023
Monitor CDKI/FS Prt MGR/GM Increased Gross | May-Dec Monthly
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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 this daily with the use of our Daily Doc. Each day | can see our Wholesale Sales,
Gross Profit and gross percentage for that day, Month to Date, and also Year to Date. If |
see a lower gross % one day, | can then go back to the previous day's invoice to identify what
decreased our gross percentage.

Potential Obstacles? Potential Solutions?
Customers feel pricing is too steep and Implementing a parts escalator will
they feel as good customers they assist in making gross across the board
deserve a deal which will allow our parts department to

make specific decisions to help out a
good customer. They may sell one part
at 20% but there could be 4 parts at
28% to help balance around our target
of 25%

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

Based off of 2022 sales, if we implement a new mark up factor of 1.33, we can earn
$78,573.67 in additional gross profit

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.

It will all come down to programing CDK correctly to pre-calculate the list price of parts so
there is no second guessing by the counter person. CDK will also utilize the escalator on
certain parts. All staff will be informed of our goal to reach and maintain NADA guide of 25%
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