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e Specific @ 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?

My goal is to increase accessories sales dollars (FS pg 6, line 53) by 25% from about $14,000

in July 2020 to $17,500 per month by December 31, 2020 while increasing gross profit as a
percent of sales to 15% from 11%.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
The benefits of achieving this goal are The consequences of not achieving this
improved team work between the sales and goal are potentially leaving profit on the
parts departments, as well as more money table, potentially failing to meet GM's
to the bottom line. accessories sales requirements (and thus,

more income), and maintaining the status
guo of animosity and "finger pointing"
between the sales and parts departments
when asked why our accessories sales
dollars are so low.

When will you start? September 15, 2020

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

| will gauge progress monthly by utilizing the statement page 6, line 53, MTD sales and gross
profit. | will also view our accessories sales account on a weekly basis to ensure
improvements are being made.
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What specific actions will you take to achieve your goal? Who can help you?

I will review and revitalize the accessories sales job aid that we have for sales people to
present during the sale with the General Sales Manager and Parts Manager. We will make
sure the products showcased are ones that will sell, and are priced and described accurately.

I will work with the Sales Managers and GSM to determine the best place of the sales process
to introduce accessories and the parts department. We will also create a required document
that the customer must sign to acknowledge whether they do or do not want accessories at

this time.

The Parts Manager and | will collaborate with our marketing company to create an email and
direct marketing campaign for those customers that decline accessories at the time of sale.

Potential Challenges?

Some possible challenges are the current
amount of time it takes to sell a vehicle,
sales management incorrectly calculating
the installed price of an accessory, and the
current lack of team work between the
sales and parts departments.

Potential Solutions?

Potential solutions are to create an easy to
use and accurate job aid for sales
associates, update the accessory walls and
vehicles and strategically place in the
showroom, and to ensure that both the
parts and sales team members understand
how working together is beneficial for
everyone.
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