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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

My goal is for my parts department counter in store retail to increase from $46,196 to
$60,000. These figures are based off our May financial statement. We will achieve this
starting by 8/1/2023 through 10/31/2023.

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 dealers vision by creating remarkable experiences for our
community and others. We create those exoeriences by making sales. | came to this
conclusion by acting like a consumer and if i didn't purchase from somewhere it was because
| would have felt unfullfilled with either information or due to not being asked for the sale. The
benefits of achieving this goal would be roughly a 30% increase in counter retail counter
sales. The consequences if we do not achieve this goal would be that we are complacent
with an average day to day activity that does not align with our company's vision statement.

©2020 National Automobile Dealers Association. All Rights Reserved. 1



ACADEMY

NADA

———
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?

SALES TIME AND MANAGER AND TRAINED 10/31/2023 | |
TRAINING ATTNTION EMDI QAVEES EMDPI OVEES

PHONE SALES SCRIPT MGR AND ASK FOR SALE 10/31/2023
TRAINING EMPI QOVEES
MORNING SALES REPORT MANAGER DISPLAY SALES 10/31/2023

REPORT NIIMRERS

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

We would be able to track our progress through various reports and we could also create a
report that would track each individual counter parts employees overall sales throughout the
month. It would closley match what our car salesmen and service advisors see in every
morning meeting. | believe that this would be extremely beneficial because for anything in life
you need to know where your numbers are currently so that you can gameplan and achieve
your desired goal. Also, peer pressure and the ability to see top performers allows others to
get tips from someone who is doing quite well.

Potential Obstacles? Potential Solutions?
-Putting in place a new expectation -To keep this from fizzing out we need
always has the chance to fizzle out and to talk about it in every morning meeting
be forgotten and thus, fail. and to continue with the sales trainings.
-Employee turnover which takes time to -adopting positive change takes time,
rehire and train new employee. be willing to work one on one with your
-Employees do not buy in and do not employees and ask how you can help.
use phone script or ask for an -Monitor the recorded calls and hold
appointment or for sale. your people accountable. Once they
know you are paying attention so will
they.

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

0000

This will allow us to increase this metric by 30% thus adding another estimated $13,000 to
$15,000 in counter in store retail sales.

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.

We continue to produce the morning report that displays our sales. If the manager keeps
paying attention then so will the employees. This is where the fixed operations director can
be useful and also keep the manager accountable by making sure that he still goes over that

report in his morning meeting with is team.
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