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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.”

| will raise counter retail GP from 17% to 25% in the next 90 days.

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 my dealer’s vision because we are aiming to provide the right part, at the
right time, every time. The better service we can provide to our customer, the more GP we will
be able to retain.

Benefits of achieving this goal include increased revenue and increased customer base. It is
currently the smallest % of our total sales and | believe there is a lot of room for growth. We
do a lot of wholesale business which is great, but if we can increase this portion of the
business, there is a lot of money to be made.

If we don’t achieve this goal, it will put more pressure on the other categorys to make up the
gross for that department. With that added pressure, the profits could be affected in a
negative way.

This goal is important to me because | am going to be taking over this store and want to make

my mark on the department. | would love to be able to say that | was able to grow this portion
of the business.
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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?
hire advisor person advisor produce more 30 days | |
save quotes dms advisor call next day 30 days
orgnanize adivsors manager get organzied 30 days
clean up SOP dms/advisor manager get parts sold 30 days

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

| will track the progress using our financial statement and our composite tool. | can also use
the calcualtions and templates provided in this class.

Potential Obstacles? Potential Solutions?
personnel hire someone
space organize
demand marketing

enhance display boutique

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

The GP increase from 17% to 25% would add $4303.75 to our year to date GP. By the end of
the year, it could add another $10,815.55 to the bottom line.

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.

Monthly meetings to keep the staff informed about where they are and where we need to be.
Specific written processes that they can revert to
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	How does this goal align with or support your dealers vision: I will raise counter retail GP from 17% to 25% in the next 90 days.



	1: This goal aligns with my dealer’s vision because we are aiming to provide the right part, at the right time, every time. The better service we can provide to our customer, the more GP we will be able to retain.

Benefits of achieving this goal include increased revenue and increased customer base. It is currently the smallest % of our total sales and I believe there is a lot of room for growth. We do a lot of wholesale business which is great, but if we can increase this portion of the business, there is a lot of money to be made. 

If we don’t achieve this goal, it will put more pressure on the other categorys to make up the gross for that department. With that added pressure, the profits could be affected in a negative way. 

This goal is important to me because I am going to be taking over this store and want to make my mark on the department. I would love to be able to say that I was able to grow this portion of the business.
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	A: I will track the progress using our financial statement and our composite tool. I can also use the calcualtions and templates provided in this class. 
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	R: The GP increase from 17% to 25% would add $4303.75 to our year to date GP. By the end of the year, it could add another $10,815.55 to the bottom line. 
	S: Monthly meetings to keep the staff informed about where they are and where we need to be.
Specific written processes that they can revert to
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