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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.”

My Goal is to help my parts department increase wholesale business and GP% form 16 to
20% by NOV 30th 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?

This goal supports my dealerships vision as well as Audi Canada parts sales targets

There are multpile benefits of reaching this goal.

-additional GP for parts department to help hit targets

-more sales which will lead to parts purchase bonus from Audi Canada and GP to dealership
-increase customers to service shop(Bodyshop Mechanical repairs)

-more parts customers

-happy staff(more money on cheque)

-more $$ for aftersales performance bonus from Audi

If we don't hit the goal it impacts the overall parts sales as well as GP to the parts department.
This goal is important to me as I'd like to see the parts department increase the GP% as well

as increase the wholesale business in general. I'd hate to see all our competion tke our
business away from us.
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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.
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SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Review Pricing CDK Parts Manager/ see what we sept 30th | |
Matriy [1\V/| clirranths nffar
Change PRicing CDK parts manager find a increase sept 30th
Matriv and M that wnrke
Inform wholesale email or Parts Manager |inform customers oct 1st
clictnmare nf vicit Inhnna call nf channa
Go after more repair shop lists | parts manager gain more oct 15
hiicinace hiicinace
Offer discounts | marketing promo | parts manager new business oct 15th
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How will you track your progress? Where will you find the information? How often will you check in?

Progress will be tracked by the parts monthly sales report

also a spreedsheet with all dollars ordered for wholesale customers
Through our purschase records with Audi

Review weekly with Parts manager

Counter person report daily and weekly

weekly meeting with parts manager

follow up with wholesale customers

Potential Obstacles? Potential Solutions?

-staff training

-customers not liking increase

-getting time to visit bodyshops to gain
business

-more staffing to handle calls and
business

-delivery times

-increase in returned parts

-Hire another body dedicated to
Wholesale business

-Training

add another vehicle or staff to handle
deliveries or sublet to outside shipping
company

-20% restocking fee

-Special rates on COD and first time

orders

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

based on what were currently at for the year which is roughly 13k a month in gross at 16%
an increase to 20% would be roughly 16k a month for a years increase of 40k not including
monev from audi and if we hit the laraet taraet that could bhe an additional 30k so it could

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.

the parts department and dealership will stay on track with monthly reports and constent
follow up with wholesale customers to make sure everything is going good and keep
reaching out to new business .
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-more sales which will lead to parts purchase bonus from Audi Canada and GP to dealership

-increase customers to service shop(Bodyshop Mechanical repairs)

-more parts customers 

-happy staff(more money on cheque)

-more $$ for aftersales performance bonus from Audi 



If we don't hit the goal it impacts the overall parts sales as well as GP to the parts department.



This goal is important to me as I'd like to see the parts department increase the GP% as well as increase the wholesale business in general. I'd hate to see all our competion tke our business away from us. 
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	A: Progress will be tracked by the parts monthly sales report

also a spreedsheet with all dollars ordered for wholesale customers

Through our purschase records with Audi 

Review weekly with Parts manager 

Counter person report daily and weekly

weekly meeting with parts manager 

follow up with wholesale customers 


	A_2: -staff training 

-customers not liking increase 

-getting time to visit bodyshops to gain business

-more staffing to handle calls and business

-delivery times

-increase in returned parts 


	A_3: -Hire another body dedicated to Wholesale business

-Training

add another vehicle or staff to handle deliveries or sublet to outside shipping company

-20% restocking fee

-Special rates on COD and first time orders
	R: based on what were currently at for the year which is roughly 13k a month in gross at 16% an increase to 20% would be roughly 16k a month for a years increase of 40k not including money from audi and if we hit the larget target that could be an additional 30k so it could mean a yearly increase of over 70k to parts department and dealership
	S: the parts department and dealership will stay on track with monthly reports and constent follow up with wholesale customers to make sure everything is going good and keep reaching out to new business .
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