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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

| will increase our over the counter (accessories) sales from 19000/ month to 38000/ month
by 04/01/2024.

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

Our dealer vision is to “Do Business a Better Way” and to maximize every opportunity that we
have with a customer. We are missing the ball on accessories right now. There are several
benefits of increasing accessories. First, by doing so you also increase your part sales for the
month and the year. A lot of accessories are not huge margins, but some margin is better
than no margin. Second, you gain the service labor to install the accessories. Our
accessories labor rate is 85/ hours which is down from the 165 retail rate. Last, is customer
retention. They buy accessories for someone; it should be us. The more we can do to keep
customers coming back to our store the more likely they are to purchase their next vehicle
from us.

The consequences of not implementing a real accessories program is leave a bunch of
money on the table and losing customers to other retailers.
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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 Process | Proper displays sales every customer is jan 1 | |
parts sales n/a parts counter counter people jan 1
service accessories tech | service manager/| same day install jan 1
readily available | Pricing matrix for | service and parts | fast parts quotes jan 1

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

0000

We will track our progress by having a subsection on our daily doc sheet that breaks down
sales for parts into the 5 major groups (RO, Warranty, Internal, Counter/accessory,
Wholesale). | would like to do the same with for service. We already have the information; it is
just a matter of making sure we are focused on moving that needle as a group. If it is on the
daily docs, | will look at it at least three times a week.

Potential Obstacles? Potential Solutions?

Our potential obstacles are going to be The solutions to all of these potential

the initial set up and the holding
everyone accountable every time. The
initial setup is just going to take some
time to get the parts and service pricing
put into place. In addition, our parts
people need considerable training in
order to be able to truly sell. For the
sales department, we need to make

problems are pretty easy. We need to
make sure that the management team
stays dedicated to the program after the
initial setup and hold all of their
employees accountable for completing
the accessories turn. In terms of
implementation problems, we have a
Friday morning manager meeting in all

sure that the accessories step in the
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of our stores, we need to block some
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BOTTOM LINE! What is the financial impact (expressed in dollars) of achieving your goal?

0000

Bottom line, by doubling our accessories sales it will ass 228k in parts sales. If each sale was
1k and had 2 hours of labor that would be an extra 51k in labor 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.

This is going to take my self and the management staying diligent and tracking these number
on the daily docs. | would like to incentivize people pay plan to make sure that they are hitting
the numbers that we want them to in accessories sales.
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