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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.”
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To build a pdi/accessory off brand parts department at second lot.

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

The goal aligns with the dealers vision because it will save time and be more efficient then
our current process.

Currently parts drivers and porters drive parts back and forth. We have 9 lifts and recon 200 -
300 used cars at 2nd lot. This causes the technicians to have to wait for parts constantly and
there is many things that can go wrong driving up and down beach blvd so many times a day.

Technicians time is more valuable than anything to them so to cut down parts waiting times
by having a parts department at both lots will be incredibly beneficial to the technicians time
and make it easier for them to do more used cars. Doing more or all recon at the second lot
frees up the main shop for customer pay cars. This means the more open lifts that are
available at the main lot will give the customers shorter wait times which will result in more
loyalty.

The goal is importanat to me because the faster the used car comes out of the shop the

sooner we can sell the car. We want to move our inventory as fast as possible. Used cars
are not fine wines they do not get better with age.
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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.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Build parts dept construction GM More Efficiency August 15 J
at 10202 Reach L

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

See if there is an increase in tech efficiency at 2nd lot.

Potential Obstacles? Potential Solutions?
Used car sales decline and reconning Continue to sell 300 + used cars a
300 used vehicles is no longer a month. Accessorize more New cars at
possibility PDI with the avaiability of more new
cars.

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

0000

It could be as much as hundreds of thousands and millions over time. This will free up the
main shop ultimately cutting down wait times and creating more loyalty. More customer pay
in main shon creates lovaltv/retetinos. Which can resiilt in more car deals and referals.

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.

There should be no parts driver anymore going back and forth because the position will be
eliminated once construction is complete.
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Currently parts drivers and porters drive parts back and forth. We have 9 lifts and recon 200 - 300 used cars at 2nd lot. This causes the technicians to have to wait for parts constantly and there is many things that can go wrong driving up and down beach blvd so many times a day.



Technicians time is more valuable than anything to them so to cut down parts waiting times by having a parts department at both lots will be incredibly beneficial to the technicians time and make it easier for them to do more used cars. Doing more or all recon at the second lot frees up the main shop for customer pay cars. This means the more open lifts that are available at the main lot will give the customers shorter wait times which will result in  more loyalty.



The goal is importanat to me because the faster the used car comes out of the shop the sooner we can sell the car. We want to move our inventory as fast as possible. Used cars are not fine wines they do not get better with age.
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