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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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The goal we want to do to help drive up some business in our parts deparmtent is our
accessories sales. We plan to get some different plans in action by october that include
training our sales people to hlep drive this extra business.

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

Implementing this plan will bring many benefits to our store. Main one being supply our
customers with added options to make their vehicle more persoanl to them. It will also help
sales and increase business for us. If we dont do this we will continue to miss out on a
potential sales that are just sitting on the table. For me its important because the business is
there it all about putting the right steps in place and capitalizing on it. We recently have had
store move into our market called Lifted trucks and all they do is accessorize trucks from
wheels to lift kits. In the little time theyve been in the market it seems to have gotten some
traction. So it just goes the show that the business has been there and we have just missed
out on it for all these years. We have done the basics with side steps, trailer hitches, rubber
mats. However we have really never taken full advantages on all the other options we can do
with lifts, wheels and many other things.
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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?
Training Actions Plans |Parts director/ GM |
Displays Parts showroom Parts staff

On-site vehicles

Incentives

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

We will Track this montly. Once we get all the the steps implement! We will do a montly check
in. Where the Parts Director and GM will meet to go over the progress we are making as a
team

Potential Obstacles? Potential Solutions?
| thinkthe biggest obstacle we will have If from the start we make it apart of
is consitency and getting the buy in too everyones daily steps! It will help give
be consistent with this every single day! that muscle memory to staying on top of

it. But it will take everyone doing it not
just a handful of people!

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

0000

As of right now it hard to give an exact dollar amount. But | would say once we get it going to
could easily be an extra 10-20k a month

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 will make this part of the daily task and ensure we are giving the employees the tools too
take charge and lead this being successful.
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