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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.”

o000

| want to increase our wholesale business from 20% to 30% of our revenue by December
31st, 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

Achieving this goal results in additional revenue and visibility of the dealership to a larger
mix of clientele. More sales obviously results in more money, but also puts the dealership’s
names and capabilities in front of more people that may then consider us for future purchases
outside of the Parts Department. It’s making money and advertising all at the same time.

The beauty of it is there’s no repercussions to missing this goal (other than not acquiring
the additional revenue/ recognition). We have the personnel and space required to expand
our horizons, so growth should be fairly easy to initiate.

This goal is important to me because 1. | want my dealership to be the best dealership.
Period. 2. Being in sales I'll take any free avenue of acquiring new customers that | can. If that
happens by impressing a whilesaler or their employees through our effectively stocked Parts
and efficient processes that helped them do their jobs, then so be it.
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e
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.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Train WS Counter| Participation Parts Manager |Sales competency| July 31, 2023 | |
Train drivers Participation Parts Manager | Larger audience | July 31, 2023
Phone campaigns| Viable Client List | Parts Manager | More business Ongoing
Site visits Viable Client List | Delivery Driver | More business Ongoing

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

0000

Progress can be tracked through the DMS via gross and volume of wholesale purchases. I'l
check on a bi-monthly basis to ensure we’re making consistent progress.

Potential Obstacles? Potential Solutions?
Our parts department doesn’t have Integrate Parts employees into the Sales
formal sales training. Teaching them to Department phone training sessions in
effectively cold call and garner sales order to help them get more comfortable
from unexpecting vendors will take time. on the phones and introduce them how

to generate interest from a cold call.

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

0000

In the first year a 10% increase in wholesale billing would result in $40k additional gross profit.
Although small, it will establish processes that will continue to grow that number exponentially.

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.

Facilitate an environment of growth over complacency. Morning meetings should hinge on
“What’s next?” We’'ll continue to set clear goals and *train* as lack of training is our achilles
heel. We’'ll monitor reports through the DMS to track growth bi-monthly and adjust accordingly.

©2020 National Automobile Dealers Association. All Rights Reserved.

3



	How does this goal align with or support your dealers vision: I want to increase our wholesale business from 20% to 30% of our revenue by December 31st, 2023.
	1:      Achieving this goal results in additional revenue and visibility of the dealership to a larger mix of clientele. More sales obviously results in more money, but also puts the dealership’s names and capabilities in front of more people that may then consider us for future purchases outside of the Parts Department. It’s making money and advertising all at the same time. 
     The beauty of it is there’s no repercussions to missing this goal (other than not acquiring the additional revenue/ recognition). We have the personnel and space required to expand our horizons, so growth should be fairly easy to initiate.
     This goal is important to me because 1. I want my dealership to be the best dealership. Period. 2. Being in sales I’ll take any free avenue of acquiring new customers that I can. If that happens by impressing a whilesaler or their employees through our effectively stocked Parts and efficient processes that helped them do their jobs, then so be it. 
	SPECIFIC ACTION STEPRow1: Train WS Counter
	NECESSARY RESOURCESRow1: Participation
	WHO IS ACCOUNTABLERow1: Parts Manager
	EXPECTED RESULTRow1: Sales competency
	EXPECTED COMPLETION DATERow1: July 31, 2023
	ACTUAL COMPLETION DATERow1: 
	SPECIFIC ACTION STEPRow2: Train drivers
	NECESSARY RESOURCESRow2: Participation
	WHO IS ACCOUNTABLERow2: Parts Manager
	EXPECTED RESULTRow2: Larger audience
	EXPECTED COMPLETION DATERow2: July 31, 2023
	ACTUAL COMPLETION DATERow2: 
	SPECIFIC ACTION STEPRow3: Phone campaigns
	NECESSARY RESOURCESRow3: Viable Client List
	WHO IS ACCOUNTABLERow3: Parts Manager
	EXPECTED RESULTRow3: More business
	EXPECTED COMPLETION DATERow3: Ongoing
	ACTUAL COMPLETION DATERow3: 
	SPECIFIC ACTION STEPRow4: Site visits
	NECESSARY RESOURCESRow4: Viable Client List
	WHO IS ACCOUNTABLERow4: Delivery Driver
	EXPECTED RESULTRow4: More business
	EXPECTED COMPLETION DATERow4: Ongoing
	ACTUAL COMPLETION DATERow4: 
	SPECIFIC ACTION STEPRow5: 
	NECESSARY RESOURCESRow5: 
	WHO IS ACCOUNTABLERow5: 
	EXPECTED RESULTRow5: 
	EXPECTED COMPLETION DATERow5: 
	ACTUAL COMPLETION DATERow5: 
	SPECIFIC ACTION STEPRow6: 
	NECESSARY RESOURCESRow6: 
	WHO IS ACCOUNTABLERow6: 
	EXPECTED RESULTRow6: 
	EXPECTED COMPLETION DATERow6: 
	ACTUAL COMPLETION DATERow6: 
	SPECIFIC ACTION STEPRow7: 
	NECESSARY RESOURCESRow7: 
	WHO IS ACCOUNTABLERow7: 
	EXPECTED RESULTRow7: 
	EXPECTED COMPLETION DATERow7: 
	ACTUAL COMPLETION DATERow7: 
	SPECIFIC ACTION STEPRow8: 
	NECESSARY RESOURCESRow8: 
	WHO IS ACCOUNTABLERow8: 
	EXPECTED RESULTRow8: 
	EXPECTED COMPLETION DATERow8: 
	ACTUAL COMPLETION DATERow8: 
	SPECIFIC ACTION STEPRow9: 
	NECESSARY RESOURCESRow9: 
	WHO IS ACCOUNTABLERow9: 
	EXPECTED RESULTRow9: 
	EXPECTED COMPLETION DATERow9: 
	ACTUAL COMPLETION DATERow9: 
	SPECIFIC ACTION STEPRow10: 
	NECESSARY RESOURCESRow10: 
	WHO IS ACCOUNTABLERow10: 
	EXPECTED RESULTRow10: 
	EXPECTED COMPLETION DATERow10: 
	ACTUAL COMPLETION DATERow10: 
	SPECIFIC ACTION STEPRow11: 
	NECESSARY RESOURCESRow11: 
	WHO IS ACCOUNTABLERow11: 
	EXPECTED RESULTRow11: 
	EXPECTED COMPLETION DATERow11: 
	ACTUAL COMPLETION DATERow11: 
	SPECIFIC ACTION STEPRow12: 
	NECESSARY RESOURCESRow12: 
	WHO IS ACCOUNTABLERow12: 
	EXPECTED RESULTRow12: 
	EXPECTED COMPLETION DATERow12: 
	ACTUAL COMPLETION DATERow12: 
	SPECIFIC ACTION STEPRow13: 
	NECESSARY RESOURCESRow13: 
	WHO IS ACCOUNTABLERow13: 
	EXPECTED RESULTRow13: 
	EXPECTED COMPLETION DATERow13: 
	ACTUAL COMPLETION DATERow13: 
	SPECIFIC ACTION STEPRow14: 
	NECESSARY RESOURCESRow14: 
	WHO IS ACCOUNTABLERow14: 
	EXPECTED RESULTRow14: 
	EXPECTED COMPLETION DATERow14: 
	ACTUAL COMPLETION DATERow14: 
	SPECIFIC ACTION STEPRow15: 
	NECESSARY RESOURCESRow15: 
	WHO IS ACCOUNTABLERow15: 
	EXPECTED RESULTRow15: 
	EXPECTED COMPLETION DATERow15: 
	ACTUAL COMPLETION DATERow15: 
	SPECIFIC ACTION STEPRow16: 
	NECESSARY RESOURCESRow16: 
	WHO IS ACCOUNTABLERow16: 
	EXPECTED RESULTRow16: 
	EXPECTED COMPLETION DATERow16: 
	ACTUAL COMPLETION DATERow16: 
	A: Progress can be tracked through the DMS via gross and volume of wholesale purchases. I’ll check on a bi-monthly basis to ensure we’re making consistent progress.
	A_2: Our parts department doesn’t have formal sales training. Teaching them to effectively cold call and garner sales from unexpecting vendors will take time. 
	A_3: Integrate Parts employees into the Sales Department phone training sessions in order to help them get more comfortable on the phones and introduce them how to generate interest from a cold call.
	R: In the first year a 10% increase in wholesale billing would result in $40k additional gross profit. Although small, it will establish processes that will continue to grow that number exponentially.
	S: Facilitate an environment of growth over complacency. Morning meetings should hinge on “What’s next?” We’ll continue to set clear goals and *train* as lack of training is our achilles heel. We’ll monitor reports through the DMS to track growth bi-monthly and adjust accordingly.
	Check Box33: Off
	Check Box34: Off
	Check Box35: Off
	Check Box36: Off
	Check Box37: Off
	Check Box38: Off
	Check Box39: Off
	Check Box40: Off
	Check Box41: Off
	Check Box42: Off
	Check Box43: Off
	Check Box44: Off
	Check Box45: Off
	Check Box46: Off
	Check Box47: Off
	Check Box48: Off


