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e Specific @ Measurahle o Relevant ° Time bound

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, 2020.”

o000

I will increase our dealership's recorded Lost Sales from 0-2 (Per Day/Total), to ATD Guide
(3-5 per counterperson/per day), by July 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?

R

This goal aligns with our dealer's vision, as we need to have a good First Time Fill Rate -
"FTFR" (90% Guide).

The Benefits (of a high FTFR), include good technician morale, and happy customers (High
Dealership CSI Score).

The Consequences of not doing this, include a low FTFR, which intern will cause stagnant (or
low) technician morale, as well as unhappy customers (Low Dealership CSI Score).

**High FTFR will also help with Service Metrics, such as WIP, Days to Close RO's, and Dwell
Time.
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What specific actions or steps will you take to accomplish your goal? What will you do differently or improve? e@ 6
For each, be sure to include necessary resources, who is accountable, the measurable result, and dates.

ACADEMY

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?

I?evieV\'/" Lg\st.SaIes Rich/GM UASE _th’l\s aninst 4/28/23
I_—Ilold Mleeting ALc_)st Sallles Rich/Bruce/Shaw Dletr_er_mine our 5/5/23
y Schedule_ . Ttain.ing I\iatlerial ~ GM/Partsﬂ B Tr_ai_nedr/un.iform 5/15/23
Revieyv Lost DMS Reports GM/PM/APM Ensimle that Lost 5/30/23
Rexielw Lost DMS Reports GM/PM/APM Prolglress/ifrjclreas 6/15/23
Measrure FTFR to DMS Reports GM/PM/APM Increased FTFR 6/30/23
Review{Train Tra_inli’ng GM/PM/SM Belttt'ar Tech . 7/15/30
Enslure thalt Lost | DMS Reports GM/PM/SM Lost Sale_s. at 7131/23
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How will you track your progress? Where will you find the information? How often will you check in?

0000

Potential Obstacles? Potential Solutions?

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

0000

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.
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