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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 my accessories sales per vehicle from an average of $84 per car, to an
average of $210 per car by February 28th 2022

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

Not only would this increase the profit for the parts department, it will also increase labor
opportunities for the service department, and our sales people do get paid off a percentage
of the accessories sale as well, when they start to see the reflection in their paychecks, they
will also see the value in selling accessories up front creating more sales in accessories. This
will also have a positive impact on the customers, where they can see the value up front in
GM installed accessories and making their vehicle their own in whichever way they would
like which would also enhance the customer experience

This goal is important to me because as we know with the vehicle shortage, we are all trying

to find other ways to create more profit in our stores - having a solid system in place would
have the expectations set per car, which would in turn help accumlate profit for the dealership
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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?
Proper displays Ordering parts and new more interest 11/15 |
arraccenriac farc
Training making sure sales better 11/15
calece nennle area nnnAtirinityv
paperwork create a form sales you must show 11/20
cavina vniiwara tham arraccenriac

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

0000

Due to the vehicle shortage, it might be hard to monitor this now, however | think checking it
weekly to see where the progression is would be beneficial and making sure that sales
people AND counter personell have the proper training

Potential Obstacles? Potential Solutions?
Older sales people "stuck in their ways" Restructure their thinking
PArts counter people not having good Potentialy offer parts counter people
rapport with the sales people bonuses on accessories sold to help
Sales people and parts people not with their want to establish good
wanting to be trained connections with sales people?

Sales people understanding the
increase in their paychecks

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

0000

The financial impact would benefits sales people, parts gross profit and the labor hours sold
and profit in the service department. This would also be reflected in technician checks

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 will be something that new car sales manager, and the parts manager should properly
manage together, and make sure that the number is increasing steadily. | think with proper
comucation this should be an easy goal achieve.

©2020 National Automobile Dealers Association. All Rights Reserved. 3



	How does this goal align with or support your dealers vision: I will increase my accessories sales per vehicle from an average of $84 per car, to an average of $210 per car by February 28th 2022
	1: Not only would this increase the profit for the parts department, it will also increase labor opportunities for the service department, and our sales people do get paid off a percentage of the accessories sale as well, when they start to see the reflection in their paychecks, they will also see the value in selling accessories up front creating more sales in accessories. This will also have a positive impact on the customers, where they can see the value up front in GM installed accessories and making their vehicle their own in whichever way they would like which would also enhance the customer experience



This goal is important to me because as we know with the vehicle shortage, we are all trying to find other ways to create more profit in our stores - having a solid system in place would have the expectations set per car, which would in turn help accumlate profit for the dealership
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	R: The financial impact would benefits sales people, parts gross profit and the labor hours sold and profit in the service department. This would also be reflected in technician checks 
	S: This will be something that new car sales manager, and the parts manager should properly manage together, and make sure that the number is increasing steadily. I think with proper comucation this should be an easy goal achieve.
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