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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?

Increase accessory sales per vehicle sold to $150 Average. Currently we are around $25 per
because we sell on new trucks but not on anything else such as new SUVs and pre owned.

Goal is to accomplish this by August 2021. It will take time to hire front counter person &
implement a process that works and is consistent.

BOTTOM LINE: Benefits of Achieving Your Goal Consequences of Not Achieving Your Goal
Increased profitability in parts/accessories Competition continuing to profit by selling
which drives net profit to increase customers we sell vehicles to their

accessories because we are not offering at
CApturing these accessory sales inside our time of sale

store rather than the customer leaving and
ordering same things online or from
another store

Full customer experience where everything
is handled before they leave

2019 sold 2981 vehicles X an additional
$125 in sales= $372,625

January 2021
When will you start?

How will you gauge your progress? When? Using which metrics?
| will gauge it by having sales and parts meetings weekly at first then go to monthly
| wil also watch the accessory sale increase and/or decrease on the financial statement

Review daily deal recap sheets which shows me if a customer is purchasing accessories on
their car deal or not

Observing daily in showroom and by parts counter
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What specific actions will you take to achieve your goal? Who can help you?

Meet individually with parts manager to advise him to hire a front counter person

Already taken first steps last month by purchasing a front counter computer/chair as before if
you go to the parts counter you would ask a question & they walk all the way to the back to
their computers at the technician counter so it felt very disconnected

Meet with sales manaagers to have an idea session on the best way to present an accessory
menu and introduction to part during dealership walk around

Once we have a close to finalized process, | will meet with all sales managers, service
director, and parts manager to make sure everyone is on the same page with processes and
ask for any needed changes or ideas prior to implementing

During this manager meeting we will finalize which accessories we will focus on by model to
make sure we have them in stock at all times

Potential Challenges? Potential Solutions?

2 ©2020 National Automobile Dealers Association. All Rights Reserved.



	1: Increase accessory sales per vehicle sold to $150 Average. Currently we are around $25 per because we sell on new trucks but not on anything else such as new SUVs and pre owned. 

Goal is to accomplish this by August 2021. It will take time to hire front counter person & implement a process that works and is consistent.
	1_2: Increased profitability in parts/accessories which drives net profit to increase

CApturing these accessory sales inside our store rather than the customer leaving and ordering same things online or from another store

Full customer experience where everything is handled before they leave

2019 sold 2981 vehicles X an additional $125 in sales= $372,625
	1_3: Competition continuing to profit by selling customers we sell vehicles to their accessories because we are not offering at time of sale


	When will you start: January 2021
	1_6: I will gauge it by having sales and parts meetings weekly at first then go to monthly

I wil also watch the accessory sale increase and/or decrease on the financial statement

Review daily deal recap sheets which shows me if a customer is purchasing accessories on their car deal or not

Observing daily in showroom and by parts counter 
	1_8: Meet individually with parts manager to advise him to hire a front counter person

Already taken first steps last month by purchasing a front counter computer/chair as before if you go to the parts counter you would ask a question & they walk all the way to the back to their computers at the technician counter so it felt very disconnected

Meet with sales manaagers to have an idea session on the best way to present an accessory menu and introduction to part during dealership walk around 

Once we have a close to finalized process, I will meet with all sales managers, service director, and parts manager to make sure everyone is on the same page with processes and ask for any needed changes or ideas prior to implementing

During this manager meeting we will finalize which accessories we will focus on by model to make sure we have them in stock at all times
	1_9: 
	1_11: 


