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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.”

We will increase our yearly wholesale gross profit from $27,760 to $34,700 by December 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?

The benefits of achieving our goal are:

1.25% yearly increase in wholesale gross profit

2.Increased customer retention

3.Distribution of sold parts will improve to help deliver to wholesale customers
4.Increase in the number of parts and a larger inventory

The consequences of if we don't achieve our goals:

1.Profit margin decreases and we are stuck with additional inventory that we cannot move
2.Customer satisfaction could decrease if we spend too much time and effort trying to
accommodate wholesale customers instead of retail customers

3.Customers get frustrated if delivery times are slow and do not buy again.

4.Inventory becomes too large for 1 person to manage and takes up too much space.

This goal is important to us because it will open up another revenue stream for additional
profit and we will be able to sell more parts to a wider range of customers.
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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 Sought | Previous Sales Parts manager | More Targeted 5/8/23 |
aftar Parte Tickote Ordarc
Set Sales Target None Parts manager More Sales 5/8/23
Niimhaere
Shelves for Additional Room | Parts manager | Making Space 5/1/23
\Whnlacala Parte Mada for Parte
Identify Representatives/ | Parts Manager | New Wholesale 5/1/23
Cilictnmare Qalachennla Cilictnmaere
Expand Cash Parts Manager | More Parts on 4/3/23
Invantnns Offarinn hand
Launch Delivery Deilvery Parts Manager Quick Delivery 5/1/23
Quectam \/ehicla/Drivarce
Additional Parts None Parts Manager | More knowledge 4/3/23
Traininn nf \Whanlacallinn
Monitor Sales |Reports/Financial| Parts Manager | More wholesale 6/5/23
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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 checking our wholesale gross profits on a monthly basis to
make sure we are on track and continuing to grow.We will run inventory reports on parts that
were ordered exclusively for wholesale to make sure they are not overaging.

Potential Obstacles? Potential Solutions?
1.There isn't a large wholesale market 1.We will focus on advertising to pick up
in our area. additional wholesale customers and
2.We currently do not have a delivery also make better strides towards
system in place. reaching out to our current customers
3.We do not currently have enough of on adding more services and sales.
the right wholesale parts in place. 2.Create a delivery system and have a

rotating driver on hand at all times.
3.We will identify highly sought after
parts and make a better effort of
keeping in stock.

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

The financial impact of increasing our wholesale yearly gross profit by 25% by the end of the
year will be an gross profit increase of $6,940.

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.

We will keep a good relationship with current wholesale clients, while attempting to build a
steady increase in new customers. We will actively run parts inventory reports and adjust to
their needs. We will monitor the financial report for parts gross proft to make sure we are on

the correct path.
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	How does this goal align with or support your dealers vision: We will increase our yearly wholesale gross profit from $27,760 to $34,700 by December 31, 2023.


	1: The benefits of achieving our goal are:



1.25% yearly increase in wholesale gross profit 

2.Increased customer retention

3.Distribution of sold parts will improve to help deliver to wholesale customers

4.Increase in the number of parts and a larger inventory



The consequences of if we don't achieve our goals:



1.Profit margin decreases and we are stuck with additional inventory that we cannot move 

2.Customer satisfaction could decrease if we spend too much time and effort trying to accommodate wholesale customers instead of retail customers

3.Customers get frustrated if delivery times are slow and do not buy again.

4.Inventory becomes too large for 1 person to manage and takes up too much space. 



This goal is important to us because it will open up another revenue stream for additional profit and we will be able to sell more parts to a wider range of customers. 
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	A: We will track our progress by checking our wholesale gross profits on a monthly basis to make sure we are on track and continuing to grow.We will run inventory reports on parts that were ordered exclusively for wholesale to make sure they are not overaging. 


	A_2: 1.There isn't a large wholesale market in our area. 

2.We currently do not have a delivery system in place.

3.We do not currently have enough of the right wholesale parts in place. 




	A_3: 1.We will focus on advertising to pick up additional wholesale customers and also make better strides towards reaching out to our current customers on adding more services and sales.

2.Create a delivery system and have a rotating driver on hand at all times. 

3.We will identify highly sought after parts and make a better effort of keeping in stock. 
	R: The financial impact of increasing our wholesale yearly gross profit by 25% by the end of the year will be an gross profit increase of $6,940.
	S: We will keep a good relationship with current wholesale clients, while attempting to build a steady increase in new customers. We will actively run parts inventory reports and adjust to their needs. We will monitor the financial report for parts gross proft to make sure we are on the correct path. 
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