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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.”

Improve Phone Skills in Parts Department.
Have all parts associates that interact with guests take a mandatory phone skills training
class.

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 training will improve all communications and interactions with both internal and external
guests/customers/associates.

If we do not train our associates we will continue to get what we are getting and continue to
be lacking professionalism.

This goal is a must and will be at the top of our goal list.
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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?
aquire training trainer or Myself and Parts Better sales, end of third J
comnanyy comnany/ taam commiinicatinn niartar ==

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

Continue to do mystery shops and continue to train and follow up on any poor results as well
as following up on good results. Work with training co. for continued best practices.

Potential Obstacles? Potential Solutions?
Lack of enthusiasm for this goal Continued training and following up.
Not following up or holding everyone Create some signs for constant
accountable. reminders and continuing to freshen
them up so they just don't get pushed
Goes back to the current norm. aside.

Communication with the team on a
monthly basis.

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

Not an exact dollar amount with this goal, however, an increase in gross generated certainly
should be able to be recognized, along with better communication skills for less frustration all
around.

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.

Have everyone that takes the training sign a commitment form with follow up dates.
Continue to offer more training, following up with the team as often as possible and continue
to do mystery shops.
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	How does this goal align with or support your dealers vision: Improve Phone Skills in Parts Department.

Have all parts associates that interact with guests take a mandatory phone skills training class.  
	1: This training will improve all communications and interactions with both internal and external guests/customers/associates.



If we do not train our associates we will continue to get what we are getting and continue to be lacking professionalism.



This goal is a must and will be at the top of our goal list.
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	A_2: Lack of enthusiasm for this goal



Not following up or holding everyone accountable.



Goes back to the current norm.
	A_3: Continued training and following up.  



Create some signs for constant reminders and continuing to freshen them up so they just don't get pushed aside.



Communication with the team on a monthly basis.
	R: Not an exact dollar amount with this goal, however, an increase in gross generated certainly should be able to be recognized, along with better communication skills for less frustration all around.
	S: Have everyone that takes the training sign a commitment form with follow up dates.  Continue to offer more training, following up with the team as often as possible and continue to do mystery shops.  
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