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e Specific m Measurable 0 Relevant 0 Time bound

What is your goal? What do you want to achieve? From what metric? To what metric? By what date?

| want my parts department expenses to drop by 5% along with sales compensation to drop
by 5% as well. | will measure the goals by cutting the parts advertising back and running
leaner on personal at the parts counter. | want this to happen by the end of October 2023 to
help the store.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal

*Higher gross profit *Less gross in parts (less time to really sell)
because we leaner.

*Parts manager monitoring closely on what

his expenses are monthly. *Working with less people means more
workload for everyone.

*Will help the parts manager become more

detail on where he has the best ROI. *Overall moral might be down for a while.

10/9/2023
When will you start?

How will you gauge your progress? When? Using which metrics?

*| will manage it by watching the MIS daily with my parts manager.
*We will meet daily to come up with a gameplan to achieve our goal.
*We will spend training the advisors daily on managing time and selling.
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What specific actions will you take to achieve your goal? Who can help you?

*Cut of some of the advertising that is not working

*Will terminate one parts advisor

*| will my fixed ops manager and parts manager execute the plan

Potential Challenges?

*We could potential remove the wrong
advertising.

*The parts manager and advisors could be
over worked.

*You could make the moral at the store not
good.

Potential Solutions?

*Make sure you watch every dime that
comes out the advertising budget.

*Train the advisors to be more efficient with
time and handling customers.

*Make sure you get the proper ROI in the

advertising you decide to keep or bring on
board.
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*Parts manager monitoring closely on what his expenses are monthly.



*Will help the parts manager become more detail on where he has the best ROI.
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*Working with less people means more workload for everyone.



*Overall moral might be down for a while.
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*The parts manager and advisors could be over worked.



*You could make the moral at the store not good.
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*Train the advisors to be more efficient with time and handling customers.
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