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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 increase parts accessorie sales by $120,000 by 01/01/2025

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 will support the dealers vision of expanding the assortment of accessories so
customers have more to choose from plus the parts staff will enjoy the increased pay for
selling more which the dealer will see increased revenue.

The benefits are increasing accessorie sales directly which then in return will contribute to
revenue growth and a more positive staff.

The consequences of us not expanding the accessory dept will result in less revenue and
and less happy customers but also falling short of are goal/vision of increasing are sales by
01/01/25.

The goal is important to me because increasing accessory sales will align with the parts dept
goal of increasing profit.
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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.

SPECIFIC ACTION/ NECESSARY WHO IS EXPECTED EXPECTED ACTUAL
STEP RESOURCES? ACCOUNTABLE? RESULT? COMPLETION COMPLETION CHECK OFF
DATE? DATE?
Sell Accessories Parts Dept Service, Parts Increased 01/01/2025 01/01/2025 ] |
Paovaniia L_—
Pre-load on technicians sales managers | Net profit 30,000 []
vehiclac
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How will you track your progress? Where will you find the information? How often will you check in?

| will review are DMS reports with the parts manager and implement a system to track
accessory sales performance, monitor monthly inventory turnover rates. At the end of each
month review performance data to identify area's for improvement and adjust strategies
accordingly.

Potential Obstacles? Potential Solutions?
Getting the sales department on board Have a meeting with the Parts, Service,
with pushing more accessories. Also and sales managers to come up with a
getting the vehicles that we want to game plan that will work for all
showcase with different accessories departments ie pricing strategy/spiffs
through the shop in a timely and cost that will work for all parties.

effective matter.

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

By implementing this action plan and smart goal the parts department can effectively
increase revenue by $30,000 and also enhance the customer experience

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.

To ensure are parts/sales staff does not fall back into bad habits we will provide ongoing
training weekly/monthly to reinforce the importance of accessory sales and best practices for
promoting and selling accessories effectively.
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	How does this goal align with or support your dealers vision: My goal is to increase parts accessorie sales by $120,000 by 01/01/2025
	1: This goal will support the dealers vision of expanding the assortment of accessories so customers have more to choose from plus the parts staff will enjoy the increased pay for selling more which the dealer will see increased revenue.



The benefits are increasing accessorie sales directly which then in return will contribute to revenue growth and a more positive staff.



The consequences of us not expanding the accessory dept will result in less revenue and and less happy customers but also falling short of are goal/vision of increasing are sales by 01/01/25.



The goal is important to me because increasing accessory sales will align with the parts dept goal of increasing profit.
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